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CIVIL COMMOTION - 
INSURANCE TIMELY 


Riot and Strike Coverage May 
Now Be Presented to Good 
Advantage 
MANY TALKING - POINTS 


All Employers of Labor Are Aware of 








Disturbed Conditions—Business 
Easy to Write 


An agent has only to read the daily 
newspapers to realize that there are 
plenty of prospects for riot, civil com- 
motion and strike insurance in every 
community. Industrial workers are 
uneasy and discontented. For the past 
week the telephone system of New 
England has been paralyzed owing to 
the strike of telephone operators and 
allied workers in that section. After 
the strike had been in progress a few 
days thousands of members of unions 


affiliated with the telephone operators 
and joined the telephone strike. Later 
the cooks and waiters union notified 
the hotel men in New England that 
none of its members would serve strike 
breakers at the hotels. 


Favor Nation Wide Tie-up 


It is stated in a dispatch from 
Springfield, Ill., that J. P. Noonan, act- 
ing president of the International 
Brotherhood of Electrical Workers is 
receiving overwhelming majorities fav- 
oring the calling of a nation-wide strike 
July 1, of more than 150,000 electrical } 


THE TRAVELERS 


INSURANCE a3 INDEMNITY 
COMPANY COMPANY 
HARTFORD, CONNECTICUT 


WRITE THE GREATES! VOLUME OF 


GUARANTEED LOW COST LIFE INSURANCE 


AND 
CASUALTY INSURANCE 


THE OPPORTUNITY TO SUPPLY THESE INSURANCE 
NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 





workers. There is still the possibility 


= 








of a general strike occurring within the 
next week in New York City, where, 
or the past several months marine men 
manning the boats in the harbor about 
ew York City, have been discontented 
with their wage scale and a satisfactory 
settlement had never been reached. 


Disturbances Uncertain 


_ Throughout the country similar condi- 
tions, of a less serious nature may be 
observed. Apparently workers are de- 
termined that in the permanent settle- 
ment of business life of the country 
the high wage scales now being paid 
must not be lowered. ‘On the other 
(CONTINUED ON PAGE 5) 
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MARINE BUSINESS IS 
NOW BEING DEVELOPED 


Shippers Are Getting Back to a 
Peace Basis and are Good 
Customers 


EDUCATED THROUGH WAR 


Companies Are Now Returning to the 
Open Form of Policy With 
Usual Conditions 


NEW YORK, April 22.—Marine in- 
surance received a splendid impetus 
during the war period that many com- 
panies and agents seem to be follow- 
ing up to good advantage now that 
normal conditions are resuming. Dur- 
ing the trying days of the war when it 
became the utmost importance that the 
cargoes reached their destinations 
safely, the importance of having ade- 
quate and reliable marine insurance 
was impressed upon shippers and im- 
porters. In fact there was very little 
soliciting of marine insurance during 
the greater part of the war. The 
demand exceeded the supply and the 
applicants sought out the marine com- 
panies and agents, just reversing the 
ordinary process. 


Written Under Open Policy 


In normal times the great bulk of 
the marine business is written under 
open policy. That is, a contract is 
drawn up between the agent and the 
shipper under the terms of which it is 
agreed that all of the business of the 
shipper will be handled by the com- 
pany signing the contract and _ that 
automatic insurance is provided. There 
are of course some exceptions and re- 
strictions to such a contract, but on 
the whole the coverage is very broad 
and satisfactory. The rates are based 
on these goods being shipped in a first- 
class steamer, and where a_ second 
grade or tramp steamer is used the rate 
is advanced. This feature is entirely 
within the discretion of the company 
writing the business, that is where 
business is offered upon a poor grade 
of steamers it is at once written at a 
rate that at the time is unknown to 
the insured. In other words, under 

«CONTINUED ON PAGE 4) 
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The Mercantile Insurance Company of America 
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Fire, Automobile, Windstorm, Sprinkler Leakage, Riot and 


Commotion and Kindred Forms of Indemnity 
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ORDERS TAX REMOVED 








MICHIGAN ACTION IS TAKEN 





Commissioner Ellsworth Declares 
That the 10 Percent War Sur- 
charge Is Not Justified by Facts 





Commissioner Ellsworth of Michi- 
gan announced this week that it is or- 
dered that all companies writing fire 
insurance in Michigan discontinue the 
10 percent surcharge on and after 
May 1.. Commissioner Ellsworth in 
his ruling declares that the 10 percent 
surcharge is an excessive rate and is 
not justified. 

A hearing was given the companies 
last Saturday in Lansing, at which 
were present Attorney Thomas Bates 
of Chicago, A. G. Dugan of the Hart- 
ford, A. H. McDonell of the Detroit, 
A. D. Baker of the Michigan Millers, 


B. L. Hewett of the Boston, E. J. 
Booth of the Michigan. The argu- 
ment was made that the surcharge 


was placed on fire insurance all over 
the country to meet the extraordinary 
expenses which the war conditions 
brought on. The Michigan officials 
were shown that the expenses had not 
decreased in any particular and the 
same situation prevails as when the 
surcharge was established. Inasmuch 
as the companies brought an injunc- 
tion suit in Kansas to restrain the 
commissioner there from carrying out 
his order to have the surcharge re- 
moved, it is likely that similar action 
will be taken in Michigan. The loss 
ratio in Michigan has been very high 
for a number of years. 


Miscellaneous Notes 


Governor John H. Bartlett of New 
Hampshire has signed the bill enabling 
fire companies to discontinue guaranty 
surplus and special reserve funds. 

Fred Chew & Co., of Petersburg, Ind., 
have purchased the agency of S. Cur- 
tis, who represented a number of com- 
panies which were “ieee handled by 
R. C. Hammond 

A meeting of the Siismania Fire Pre- 
vention Association is scheduled for 
Clarksville, Tenn., April 22, for the pur- 
pose of inspecting mercantile and spe- 
cial hazards, 
to attend. 


The United British Insurance has been 
admitted to do a marine business in 
Massachusetts, already being admitted 
for fire lines, and has appointed Dwight 


all field men being invited 





LIQUOR LINE QUESTION 


NO FIXED POLICY PURSUED 





Most Companies Are Watching the 
Small Retail Business and Selecting 
Quite Carefully 





NEW YORK, April 23.—The ques- 
tion of outstanding importance in fire 
offices just now is the proper attitude 
to take with respect to liquor risks, in 
view of the near approach of the period 
upon which the national prohibition law 
becomes operative. While no unani- 
mity of opinion upon the subject ex- 
ists, each office being a law unto itself 
in the matter, majority sentiment fa- 
vors the continued insuring of whole- 
sale stocks, whether in bonded or. free 
warehouses, and of refusing lines upon 
stocks and fixtures in retail stores un- 
less »well fortified financially, road 
houses and small hotels, the prosperity 
of which is dependent largely upon bar- 
room receipts. 

Some companies, on the other hand, 
are afraid of the entire proposition, and 
are not only refusing to accept liquor 
business, but are cancelling lines al- 
ready upon their books. This is re- 
garded as an extreme stand, and one 
hardly justified by past experience in 
prohibition states or by conditions 
likely to develop after July 1. A mooted 
point is as to the value of the product 
in the event of loss; no market quota- 
tions being possible. Various qualifying 
clauses have been put forward, the one 
finding particular favor stipulating as 
the insurable value the cost of initial 
manufacture, plus storage and handling 
charges. 


Dudley D. Thomas Resigned 


Dudley D. Thomas has resigned as 
manager of the enemy insurance com- 
panies in the office of the alien property 
custodian. Mr. Thomas succeeded Harold 
Herrick, formerly president of the Niag- 
ara Fire, who claimed there were too 
much red tape and he could not have a 
free hand. Mr. Thomas has given no 
indication of why he has resigned. 

William C. Schiede, chief of the divi- 
sion of insurance, is in New York from 
Washington and will likely remain for a 
week or ten days. Mr. Dudley’s suc- 
cessor will be appointed by Alien Prop- 
erty Custodian Garvin, though no hint 





W. Sleeper & Co., its agents for the 
marine writing in Boston. 


as to the selection, if one has been de- 


COMMITTEE TO MEET 


TO DISCUSS FIRE INSURANCE 





Experts to Accomplish Something 
Under Auspices of Chamber of 
Commerce of United States 





The first meeting of the new commit- 
tee on fire waste and insurance of the 
Chamber of Commerce of the United 
States, the organization of which was 
discussed in these dispatches a weck 
ago, has been called for May 13-14, in 
Washington. The names of the men 
who will form the committee will not 
be made public until all who have been 
invited to serve have signified their 
willingness to do so. Several accept- 
ances are lacking. 

It was learned today that one of the 
efforts of the committee will be to 
inaugurate an effective movement for 
uniformity in insurance laws, the di- 
versity of which in the various states 
of the Union is the cause of trouble 
and conflict in the conduct of >usiness. 
It is also probable that such matters 
as state taxation will receive attention. 

Through such a committee also, it is 
felt that effective work can be done in 
connection with the growing tendency 
toward encroachments on the insur- 
ance by government agencies. 

The four representatives of the Na- 
tional Board on the fire waste and in- 
surance committee of the Chamber of 
Commerce of the United States are H. 
A. Smith, president National Fire; 
George W. Babb, manager Northern; 
Neal Bassett, vice-president Firemen’s, 
and Sheldon Catlin, vice-president 
North America. 


Maloney to Retire May 3 


A. A. Maloney, manager of the Pacific 
Coast department of the American Eagle, 
Continental and Fidelity-Phenix, who is 
retiring from his position, will hand over 
the keys May 31. 


Bertram E. Ames, for five years past 
inspector of improved risks department 
of the New England Exchange under As- 
sistant Secretary Sweetland, and one of 
the foremost men in his line in the east, 
has resigned to associate himself with 
the Continental companies under C. W. 
Pierce and will be assigned to northern 
New Jersey. Mr. Ames was formerly 
with the Associated Factory Mutuals and 


WASHINGTON, D. C., April 23.— |. 


HE HAS FIVE STATES 





TAKES NEW ZEALAND AGENCY 





Prioleau Ellis Resigns as Assistant 
Secretary of Springfield for 
Big Southern Territory 





NEW YORK, N. Y., April 23.—Pri- 
oleau Ellis, assistant secretary of the 
Springfield Fire & Marine, has re- 
signed, to accept the general agency 
of the New Zealand for Alabama, 
Florida, Louisiana, Georgia and Mis- 
sissippi, with headquarters. at New Or- 
leans. 

Mr. Ellis is well known in the south- 
ern field, having commenced his insur- 
ance career with the Atlanta Home in 
1892. From 1896 to 1901 he was. spe- 
cial agent of the Aetna in Alabama, 
Louisiana and Mississippi, with head- 
quarters at New Orleans, and from 
1902 to 1911 represented the same com- 
pany in the southeastern states. In 
1912 he was appointed assistant sec- 
retary of the Springfield Fire & Ma- 
rine at its home office, having direct 
supervision of southern business, and 
is therefore exceptionally well qualified 
for the position which he has now ac- 
cepted and whose duties he will assume 
May 1. 








CHANGES IN THE FIELD 

















William T. Markhus 


William T. Markhus has recently 
been appointed special agent of the 





Minneapolis Fire & Marine Ins. Co. 
for the state of Michigan. 
R. W. Hukill 

R. W. Hukill, formerly in the local 

business at Cincinnati, has been ap- 


pointed Ohio special agent of the Re- 
tail Druggists Mutual of Cincinnati, 
succeeding J. H. Odbert of Canton, 
who died recently. Mr. Hukill will 
work out of the home office. The Re- 
tail Druggists has about completed 
arrangements for entering Kentucky. 





Rodney Wiley 


Rodney Wiley, who recently resigned 
as special agent of the Yorkshire in 








| eided upon, has yet leaked out. 


the Underwriters Bureau of New England. 


Ohio, has. gone with the Conklin- 
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sive, yet operating along sound 
ticut, Massachusetts, 


gy 
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mnec- 
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Twin City Fire Ins. Co. 
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Capital $500,000 
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lines, including Ocean and Inland 
Marine insurance. 
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Zonne-Harrison agency at Minneapolis 


as rate expert. Mr. Wiley is a student 
of the Dean schedule and understands 
rate make-up and application thor- 
oughly. 





William M. Aris 


William M. Aris, who has just re- 
turned from military service to the 
western department of the Niagara 
Fire under Vice-President W. L. Steele 
at the head office in New York, has 
been appointed Illinois special agent to 
assist’ State Agent Charles R. McCabe, 
Jr. Mr. Aris is a Chicago man and was 
an examiner in the western department 
when the branch was located in Chi- 
cago. He will have his headquarters 
in that city. 

R. W. Gilispie 

Robert W. Gilispie has been ap- 
pointed special agent in eastern Penn- 
sylvania, southern New Jersey, Mary- 
jJand and Delaware for the Mechanics 
and Girard. He succeeds Henry Willet., 
recently called to the head office of 
the Firemen’s as superintendent of its 
middle department. Mr. Gilispie is an 
experienced field man, having formerly 
been with the Pittsburgh Fire. He will 
make headquarters at Philadelphia. 





E. E. Olinger 


E. E. Olinger, formerly special agent 
of the Queen in Oklahoma and for the 
past several months in the Y. M. C. A. 
service in Italy, will shortly return to 
Oklahoma for the Queen as _ state 
agent, assisted by H. C. Alba, who has 
been in charge of the field during Mr. 
Olinger’s absence. 





Charles T. Wright 


Charles T. Wright, who has been 
connected with the western department 
of the Great American since 1881, has 
been appointed special agent of the 
company in Illinois under state agent 
company in Illinois under State Agent 
Buckingham, who was recently trans- 
ferred to Nebraska. 





M. L. Wanvig and A. S. Hall 


Following the resignation of Paul 
Zoelzer, who had charge of Minnesota 
and Wisconsin for the Atlas, the com- 
pany has divided the territory and will 
hereafter have one field man in each 
State. ‘ 
_M. L. Wanvig, who has been spe- 
cial agent of the Niagara in Minnesota, 
becomes special agent of the Atlas in 
Minnesota with headquarters at Min- 
neapolis. 
Arthur S. Hall, who has been spe- 
cial agent of the Caledonian in Wis- 
consin and Illinois, is appointed spe- 
cial agent of the Atlas in Wisconsin, 
making headquarters at Milwaukee. 

Mr. Zoelzer has become associated 
with the agency of Fehrer & Meyer at 
Milwaukee. 





George R. Crosley 


George R. Crosley, special agent for 
the Western and British America in 
Wisconsin and Iowa, will on July 1 
move to Webster City, Iowa, where 
he will be associated with his brother 
in the farm loan, abstract and insur- 
ance business. He will, however, con- 
tinue his field work for the Western 
and British America, but in Iowa 
alone. His successor in the Wiscon- 
sin field has not yet been announced. 
Mr. Crosley is Practically the father 
of the fire prevention movement in 
Wisconsin, and his advice in field mat- 
ters has been a valuable asset to the 
organizations with which he has been 
connected. He has always retained his 
membership in the Iowa Blue Goose, of 
which he was a charter member. 


Thomas D. Dunham 


a D. Dunham has resigned as 
de eral inspector in the improved risk 
wtment of the New York Under- 

iters in Chicago to go with the Chi- 
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PRESENCE IS DESIRED 


WANT COMPANIES TO ATTEND 





Insurance Commissioners Say Repre- 
sentatives Are Welcome at the Meet- 
ings and Can Give Help 





INDIANAPOLIS, IND., April 21— 
“The growing practice on "the part of 
insurance companies of having repre- 
sentatives present at the meetings of 
the National Convention of Insurance 
Commissioners is to be commended,” 
said Miles Schaeffer, deputy commis- 
sioner of Indiana, following his return 
to Indianapolis after the recent spring 
meeting of the commissioners in St. 
Louis. “The subjects which are dis- 
cussed at these conventions are, of 
course, of direct and vital concern to 
the companies and it is often helpful 
to the commissioners if they can se- 
cure the view of the companies on 
points regarding which they may have 
incomplete information. 


Surcharge Question Comes Up 


“At the St. Louis convention there 
was considerable discussion of the sur- 
charge which the fire companies placed 
upon premium rates throughout the 
country during the war. While the 
weight of opinion seems to be against 
the necessity for the surcharge there 
was no disposition on the part of the 
commissioners to conclude definitely 
against it or to take action recom- 
mending its removal. A committee was 
appointed to investigate and this com- 
mittee will doubtless meet with repre- 
sentatives of the fire companies within 
a few weeks so that they may get at 
the facts and make some definite 
recommendations at the annual meeting 
next September. There were not as 
many fire company _ representatives 
present at St. Louis as there were of 





life companies. Possibly, if there had 
been a more representative attendance, 
this question might have been more 
satisfactorily dealt with. There is a 
decided desire on the part of the com- 
missioners to be fair with the com- 
panies, which was reflected in the action 
taken against state compensation insur- 
ance. The commissioners recognize 
the fact that insurance companies are 
fundamentally desirous of rendering 
the best service they may to. their 
patrons.” 


MARINE BUSINESS eke 
y NOW;BEING DEVELOPED 


(CONTINUED FROM PAGE 1) 


an open policy the insured always has 
insurance where request for coverage 
is made, but the rate varies according 
to type of vessel. 


Sub rine M 





When the submarine became serious 
the marine companies were forced to 
abandon the issuance of the open pol- 
icy. Maritime conditions became too 
dangerous. In order to serve the in- 
terests of shippers and not abandon 
the issuing of policies entirely, the ma- 
rine comlpanies issued specific insur- 
ance. The rates were based upon the 
destination of the ship, and the char- 
acter of the ship in which the goods 
were sent. Each case was weighed 
upon its merits and the rates fixed ac- 
cordingly. As a consequence, marine 
rates in several instances were very 
high during the war period. But be- 
cause of the uncertain travel condi- 
tions marine insurance coverage was 
eagerly sought and the business 
reached a high water mark during the 
war year. 

New Marine Prospects Created 

Marine underwriters observe that 
shippers and importers who have pre- 
viously only been lukewarm towards 
marine insurance demanded full cov- 





erage during the days of the war. In 
reality, thousands of new marine insur- 
ance prospects were created because 
of the great necessity for marine in- 
surance. But those who were intro- 
duced to marine insurance during the 
days of the war really had no knowl- 
edge of marine insurance, as it operates 
under normal conditions. In _ other. 
words, the advantages of the open 
marine policy were unknown to them. 


Now Secking Customers 


It is this class of prospects that ma- 
rine underwriters are giving attention 
to at this time. Those who have been 
forced to buy the specific insurance are 
now being vigorously solicited for open 
policies. The open contract is always 
much more satisfactory as it relieves 
the shipper’s mind at once of any doubt 
concerning adequate coverage. There 
is no longer any question of an ex- 
horbitant rate. With few exceptions 
the open policy rate is fixed in advance 
and is known to the insured. During 
the days when cargoes were being 
shifted from one boat to another, the 
company could not issue this contract, 
but now that cargoes are making the 
entire trip in one ship and the sub- 
marine chaser has been removed, the 
marine companies are again giving 
their attention to the open contract. 
Of course the old customers are simply 
being shifted back to the open contract 
basis of insurance, but the big oppor- 
tunities for new premiums lay among 
those shippers and importers who 
bought marine insurance the first time 
during the war because of the very 
serious danger, but who in ordinary 
time had not been purchasers of indem- 
nity. These facilities and advantages 
of the open policy are now being 
pointed out to those in this class and 
there is being developed quite a vol- 
ume of new marine business. 


The Royal Exchange has increased its 
dividend to 14 percent, as against 12 
percent last year. 
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CHAPPELL TO RETURN 


ROYAL MANAGER’S VISIT ENDS 
Assistant Secretary Walter Carter Will 
Remain in the Country for 
Some Months 





NEW YORK, April 23.—George 
Chappell, head office general manager 
of the Royal, who has been in New 
York for the past two weeks, plans to 
sail for Liverpool on Saturday. Walter 
Carter, assistant secretary of the com- 
pany, who came over with Mr. Chap. 
pell, will likely remain in the United 
States for six months or more, familiar. 
izing himself with genereal underwrit- 
ing conditions and practices here. He 
plans an extensive trip about the coun. 
try, going as far as San Francisco, vis- 
iting all important points en route. It 
is expected that William Mackintosh, 
recently appointed an assistant mana- 
ger of the Royal’s New York depart- 
ment, will also be elected a director 
and vice-president of the Newark Fire 
at the board meeting of the latter com- 
pany on Friday, which connection Cecil 
F. Shallcross resigned. The Newark 
Fire continues as an independent writ- 
ing corporation, its underwriting policy 
as heretofore being directed by Presi- 
dent Edgar J. Haynes, Jr. 


Journeying to the Coast 


.The new United States manager of the 
North British and its allied companies, 
Cc. F. Shallcross, and L. Sinclair, foreign 
fire manager from the head office, left 
New York Sunday night for San Fran- 
cisco and will be gone about seven 
weeks. They will stop at numerous 
points enroute. While in San Francisco 
the two men will take up the appoint- 
ment of a successor to the late W. S$ 
Bardan. 
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MARYLANDERS RALLY 





REVIVE STATE ASSOCIATION 





Enthusiastic Meeting Held in Balti- 
more—Reorganized Body Starts 
With Membership of Fifty-six 





BY FRANK W. BLAND 

BALTIMORE, MD., April 23.—At a 
get-together meeting of fire, casualty 
and surety agents held last week in 
the rooms of the Association of Fire 
Underwriters, the Maryland State As- 
sociation of Insurance Agents was reor- 
ganized. Howard W. Jackson of Riall 
& Jackson, local agents at Baltimore, 
was elected president and D, C. Swope 
of Baltimore secretary-treasurer. H.M. 
Warfield, resident manager of the Royal 
at Baltimore, called the meeting to or- 
der and presided at the sessions. About 
forty agents attended. 


Miller Is Chief Speaker 


Chauncey S. S. Miller, secretary of 
the National Association, delivered the 
principal address. He spoke of the 
duties of agents to each other, the com- 
panies, and the assured. He outlined 
the need of standing shoulder to shoul- 
der to combat the growing socialistic 
tendencies. He made plain the need of 
agents lending full support to their own 
state and national organizations. He 
analyzed the existing conditions in 
North Dakota, Minnesota, Kansas, Ne- 
braska and Texas. 


Gets Good Start 


Those attending the gathering said 
that it was the most enthusiastic ever 
held in the state and great interest was 
shown in the remarks made by all of 
the speakers. All those present not be- 
longing to the National Association 
became members. The Maryland Asso- 
ciation commences with a membership 
of 56 and will be 100 strong before two 
weeks has elapsed, as K. W. Rieke, 
field representative of the National 
Association, is now doing organization 
work in the state. 


To Make Influence Felt 


Mr. Miller advised that in a short 
time it would be well for the associa- 
tion to appoint fire prevention and acci- 
dent prevention committees to carry on 
active work, thereby demonstrating to 
the community that the insurance men 
have a real interest in civic and state 
affairs. T. O. Boland, president of the 
Washington, D. C., association, was 
Present and gave a short talk. He 
Pointed out the advantages of an agency 
organization and said that the District 
of Columbia association has just been 
organized and already has 85 members 
out of 112 agents in the territory. 





During a recent eastern trip D. E. 
Monroe, general agent for the Union of 
Canton, appointed the following named as 
egents in their respective cities: Maurey- 
Rein W, Lac ae bane sce Ga ee 

; e ashington; Gilpin, Van 
Trump & Co., Wilmington. 7 





HOWARD W. JACKSON 
New President Maryland Association of Insurance Agents 





CIVIL COMMOTION 
INSURANCE TIMELY 


(CONTINUED FROM PAGE 1) 


hand organized business states that 
goods cannot be produced and a profit 
earned if. war-time wages are to be 
continued. There must be a readjust- 
ment. In the meantime it is only log- 
ical to anticipate that there will be a 
period of disturbance, unrest, and un- 
employment. There will be strikes and 
lock-outs and it is not possible to pre- 
dict what branches of business are to 
be affected. 


Riot Coverage Timely 


Any employer of labor knows that 
there is a spirit of unrest among his 
men. The employes recognize the fact 
that a salary reduction may be an- 
nounced any day and are thoroughly 
organized to offset the effectiveness of 
such a move. In broaching the sub- 
ject of riot, civil commotion, and strike 
insurance an agent is raising a ques- 
tion with an employer that carries real 
interest with it. Employers of labor 
recognize that there is greater need of 
safeguarding themselves against this 
danger than ever existed before. The 
future is unknown and uncertain. The 
settlement of the labor problem is the 
biggest question before the people to- 
day. 

Easy to Understand 


The fire companies have recognized the 
importance of this situation and framed 





a policy that is elastic enough to be 





adaptable to any business enterprise. 
Some of the requirements that were ad- 
hered to in the writing of explosion in- 
surance have been modified. The assured 
is not required to carry inherent haz- 
ard if not desired. The rate sheets that 
have been issued are very simple and 
easily understood. Various industries 
have been classified and the riot, strike 
and civil commotion rate is arrived at 
by adding to the basis explosion rates. 
If coverage against the inherent hazard 
is desired a small additional premium is 
collected. 


Sales Talk Not Opportune 


One of the managers remarked the 
other day that the trouble with fire in- 
surance agents is that they do not make 
their business seasonable. That is, they 
go along with about the same kind of a 
selling talk day in and day out. Many 
attempt to sell the same brand of in- 
demnity in July that they talk about in 
December. Their sales talk is not op- 
portune. They do not take advantage 
of favorable conditions. 

Civil commotion, riot, and strike in- 
surance may be presented to advantage 
just at this time when labor conditions 
are so uncertain. It is not necessary 
for agents to spend any great amount 
of time in pointing out that the average 
laboring man is dissatisfied and that or- 
ganized labor is likely to cause serious 
trouble before long. Every employer of 
labor knows this. It is only necessary 
for the agent to come along and explain 
‘what protection this new form of in- 
demnity provides. Manufacturers are 
interested. The subject is a timely one. 
Solicitation is not difficult. A manufac- 
turer will at least listen to an explana- 
tion. and when a good salesman is al- 
lowed to give an explanation it usually 
means a sale. 





HAIL SEASON EARLY 





BUSINESS NOW BEING WRITTEN 





Applications Coming in From South- 
west—Outlook Bright for Big 
Volume This Year 





Indications are that the hail season 
will be unusually early this year. All 
of the hail writing companies are re- 
porting a flood of business from Okla- 
homa and Texas. The season is get- 
ting well under way in Kansas, Ne- 
braska and a few adjoining states. The 
business will not be written in the 
northwestern states on a large scale 
for about three weeks. Company offi- 
cials are quite optimistic about the out- 
look for hail business this year. When 
the agents commence to send in appli- 
cations so early in the season it is a 
certain sign that the business is not 
hard to get and that a good season may 
be expected. 


Will Harvest Record Crop 


There are several factors that will 
figure this year in the writing of a big 
volume of hail insurance. In the first 
place the acreage has been very much 
increased. Farmers have been getting 
high prices for their products and have 
seen the wisdom of making use of every 
available foot of ground. In addition 
the government guaranteed price for 
wheat will prevail this year, which 
means the maintenance of high values. 


More Confidence Shown 


Most farmers will reap the heaviest 
crops they have ever sown. They have 
more at stake this year than ever be- 
fore and as a consequence are being 
induced to take out hail insurance in 
larger amounts. : 

Hail insurance has passed the experi- 
mental stage. Adjustments have be- 
come uniform. Farmers after two or 
three years of satisfactory dealing with 
the hail companies are satisfied with 
the treatment they have received. There 
is no longer in evidence the distrust 
that once operated against the writing 
of a large volume of hail business in 
the rural communities. 


May Withdraw from North Dakota 


As yet no company has announced that 
it will withdraw from North Dakota, al- 
though such action is expected. The new 
hail law does not provide the farmer with 
sufficient protection, so that the regular 
companies will actually be writing the 
excess. If a loss occurs it is only rea- 
sonable to assume that the adjusters for 
the state hail fund will be very liberal in 
their adjustments and the regular com- 
panies will, of course, be expected to 
settle on the same basis. This will 
mean a high loss ratio and undoubtedly 
some companies will not care to opera- 
ate under these conditions. 

Farmers in North Dakota may, before 
July 1, indicate by declaration their un- 
willingness to come under the hail act, 
but if they do not make their wishes 
known before July 1, must accept com- 
pulsory hail insurance. 
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JOHN J. THOMAS TO SPEAK 


John J. Thomas, president of the 
Liloyd-Thomas Appraisal Company of 
Chicago, will speak before the Asso- 
ciation of Fire Insurance Examiners of 
Chicago at the Fort Dearborn Hotel on 
Apr. 24 at six o’clock, having as his 
subject, “Appraisals in Their Relation 
to Fire Insurance.” Mr. Thomas will 
have one of his inspectors on hand to 
assist in the explanation of the relation 
of appraisals and the estimating of 
values to fire insurance adjustments. 
Mr. Thomas is a thoroughly competent 
man, has taken high rank in his own 
field of endeavor, and will undoubtedly 
provide a very interesting talk at the 
present season. 

xk * * 
NEW ORGANIZATION PROPOSED 


A meeting of leaders in the various 
branches of the insurance business in 
Chicago was held this week under the 
auspices of the Fire Insurance Club of 
Chicago to consider the feasibility of 
crganizing an insurance club that will! 
be representative of all branches of the 
business. It is felt that although the 
various divisions of the insurance busi- 
ness are well organized there is no or- 
ganization that represents insurance as 
a class and hence the business gets no 
recognition in a broad way from the 
business interests of the city. It is 
planned to create a social organization 
with a low membership fee that will 
include leaders in all branches of the 
business and be the representative in- 
surance organization of the city. Such 
an association would not interfere with 
any existing organization. 

A committee will be appointed to 
take this question up and report back 
within the next two weeks. Those at- 
tending the organization meeting were 
Darby A. Day, manager, Mutual Life; 
R. W. Stevens, vice-president, Illinois 
Life; Wade Fetser, W. A. Alexander & 
Co.; A. W. Collins, Zurich Accident; O. 
E. Aleshire, president, Chicago Board; 
John Marshall, Jr., manager, Fireman’s 
Fund; C. H. Coates, manager, National 
Liberty; Ernest Palmer, assistant 
counsel, National oBard; H. H. Gid- 
den, manager, Chicago Board; J. S. 
Glidden, assistant manager, Chicago 
Board; A. T. Graham, Klee, Rogers, 
Wile & Loeb; and Lyman Drake, of 
Critchell, Miller, Whitney & Barbour. 

Jay S. Glidden presided at the meet- 


ing and presented the plan. 
eos % 
WRITING AVIATION INSURANCE 


A. F. Shaw & Co. of Chicago an- 
nounce that they have made arrange- 
ments with Lloyds London whereby 
aviation insurance will be written to 
cover accidental damage under all cir- 
cumstances to aircraft of all descrip- 
tions, including fire, burglary and theft; 
accidental damage to cargo; accidental 
damage from aircraft; personal acci- 
dent to male pilots of aircraft; to crew 
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and passengers; third party risks of all 
descriptions. 
In accepting aviation insurance the 
main underwriting point for considera- 
tion is the moral hazard. The physical 
make-up of the risk seems to have very 
little to do with the losses incurred 
except, of course, that a plane that ‘is 
faulty in construction will not be writ- 
ten. Generally speaking, the moral 
hazard influences almost entirely the 
writing of the business. 
Aviation is becoming more popular 
all the time. In all sections of the 
country private owners of airplanes are 
buying machines for amusement pur- 
poses. Schools of aviation have been 
established at various points and insur- 
ance is being applied for to cover the 
equipment on hand. Airplane manufac- 
turers have on several occasions in the 
past sought coverage for machines. in 
transit. ; 
No rates can be quoted on this form 
of coverage as each risk requires indi- 
vidual consideration, but the business 
is written upon application, full infor- 
mation submitted and the risk consid-. 
ered in the light of its individual merits. 
* *k * 
INCREASE IN PRICES 


Question—Can you furnish us the 
ratio of increase on building materials 
and labor, as compared with 1914 and 
1915? 

Answer—We have asked a number 
of adjusters about price increases and 
they tell us that the price of building 
material has increased all the way from 
20 to 65 percent, according to different 
types. They agree that a conservative 
estimate of increase would be 33% per- 
cent on an average comparing prices 
now and pre-war prices. Labor which 
is engaged in the building industries is 
being paid a third more on an average. 
Some classes of labor have increased 
50 percent. 

* Kk * 
KANSAS DECISION BRINGS WORK 


Western department managers are 
puzzling over just how they are to meet 
the situation created by the order of 
the Kansas court, which permits the 
companies to collect the surcharge in 
Kansas, after May 1, pending the final 
decision upon whether or not the sur- 


charge may be continued by the su- 
preme court. Although the order 
permits the companies to ‘collect the 
surcharge, it does not allow them to 
pay an agent any commission upon this 
portion of the premium and requires 
that the companies keep a record of 
the name and-address of every assured 
from whom the surcharge is collected 
after May 1. The companies must then 
furnish to the Kansas insurance depart- 
ment, a monthly statement of just how 
much money was taken in through the 
collection of the surcharge and a check 
forwarded to the department for this 
amount each month. 

If the case is decided in favor of the 
companies it will be necessary for them 
to forward to their agents the commis- 
sion upon all business written after 
May 1. This will involve an enormous 
amount of clerical work as the checks 
will all be small and must be sent to 
every location in the state. 

If the case is decided against them 
it will become necessary for the com- 
panies to forward to the insurance com- 
missioner of Kansas, the ‘name and 
address of every policyholder from 
whom the surcharge was collected to- 
gether with the amount of the charge. 

Hence which ever way the case goes 
the companies will be forced to take 
on a great deal of additional detail 
work and dpparently there is no way 
out of avoiding it. Company officials 
resent the fact that the Kansas depart- 
ment demands that the amount of the 
surcharge be deposited with the insur- 
ance department, 
there is no necessity of making such a 
demand upon responsible corporations 
licensed to do business by the state. 
It will be necessary for the companies 
having any considerable volume of 
business on the books in Kansas to 
take on additional help to handle this 
feature. 

In addition to the extra work that 
will be involved in connection with 
keeping track of the assured’s name 
and the amount due agents in commis- 
sions, it will be necessary for the com- 
panies to check closely the business 
done with th re-insuring companies and 
associations such as the Western Fac- 
tory Association, the Underwriters 
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ciation. In other words all companies 
or organizations with which the agency 
companies do a reinsurance business 
will be affected by this ruling and a 
readjustment in figures must be made 
with these accounts no matter which 
way the decision goes. 


* OK 
INSURANCE EXCHANGE CONGESTED 


It is thought that some action will 
have to be taken to relieve the con- 
gested situation of a number of offices 
in the Insurance Exchange of Chicago. 
When the building was erected, what 
was presumed to be adequate space 
was taken by the various tenants. The 
growth of insurance has been so rapid 
and the expansion of offices so great 
that almost everyone is crowded. It 
is stated that the present insurance 
offices would take at least 331-3 per- 
cent more space. Undoubtedly as 
soon as conditions are normal the 
owners of the Insurance Exchange will 
erect an addition to the present build- 
ing. In the meantime many offices are 
put to it to know just what to do. The 
Aetna has already established an office 
outside of the building, housing its 
supply department and old files there. 
Undoubtedly other offices will have to 
do likewise, as space is at a premium 
and until the building erects an addi- 
tion there is no opportunity for adding 
to space. 


* * * 

Nelson F. Conger goes with Cory, 
Moorhouse & Co. at Chicago, in charge 
of their casualty department. The firm 
has recently taken the general agency 
of the Republic Casualty at Chicago. Mr. 
Conger has been manager of the Republic 
Casualty’s branch office in that city, it 
giving up the branch office plant. 


* * & 

Schuyler Harvey has been appointed 
superintendent of the Cook county de- 
partment of R. A. Napier & Co. For the 
past 13 years Mr. Harvey has been with 
the Royal as special agent, inspector, 
adjuster and for many years was chief 
clerk of the Cook county department. 


* * * 

Rield men reporting to the western 
department of the Liverpool & London 
& Globe held their annual conference in 
Chicago on Tuesday, Wednesday and 
Thursday of this week. The meeting 
will close Thursday with the annual 
banquet. About thirty are in attendance. 
Field men of the Liverpool derive much 
good from these get-together meetings, 
which are of a practical nature. The 
individual states are considered, prob- 
lems discussed and business. getting 
ideas outlined. 


* *K * 

H. G. Seaman, who has been in charge 
of the casualty department of Johnson 
& Higgins in Chicago, has gone with 
Childs, Young & Wood in that city. Mr. 
Seaman has had a splendid training. He 
was at one time with the head office of 
the Zurich in Chicago, and prior to that 
was connected with a fire agency. 


* * * 

The western department of the Ameri- 
ean Eagle, of which Alfred Stinson is 
manager, has moved its offices from the 
Home Insurance building to the McKin- 
loch building, 209 West Jackson boule- 
vard. The company will occupy about 
two-thirds of the eighth floor. 


Ed A. Keeler of Cleveland, special 
agent of the Wheeling Fire, has been 
laid up for several weeks with appendi- 
citis, but fortunately is improving rap- 
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having you send him marked copies of 
Fire Protection. Let us send you a sam- 
ple copy of a recent number. 

street, Cincinnati, Ohio. 


lines 


is 
229 E. Sixth 


credited to 


have 


promulgated by the National Automo- 
FIRE 


classification 
New 


framing 
in Francisco 
that 

to take 


cause of the practice of the casualty 
of the Royal 


S $30,000,000 


The board. of directors of the Metro- 


politan Life have authorized a subscrip- 
in the United 


Sumner Ballard as 
Hall & Co. expect to or- 


ganize a $1,000,000 stock company 
The 


Ss 

s. 

of 

management of 
1362 Insurance Exchange, 


Great Western Lloyds, New York & Bos- 


x 
“a 


METROPOLITAN TAKE 


in conflict with 
classification 
large 
Underwriters of 
booklet, 


Plan to Cover Features Granted by 


U. 


ENDORSEMENT 
Conference. 
to the other 


form, covering “private purposes only 
and “owner driven only,” while drafted 


and approved by the interim commit- 
will be 


Says 


a 


Loan of $30,000,000, 


while 
the 
Association. 
free 


Agency Bookkeeping.” 


Underwriter, 
Chicago. 


IN 


Union Underwriters 


Fairchild of Colorado 


and president of the National Convention 
Northwest Association. 


manager 


not be 
years. 
yesterday 
States Fire through 
insurer will 


intermediary. | 


to write 


N OFFICIALS ARRIV 
considered favorable to this move. 


. Dent, general manager of th 
Liverpool & London & Globe, arrived in 
New York yesterday from England. 


National 


unde 
reinsured their entire busi- 


including the Pacific Coast 


damage manual 
$1,000,000 to 
$4,000,000 
G 
fire 
at the head office, 
its organization. 


Casualty Companies 
an approximate 


$25,000,000 
for the earlier 


all 
& Co., 
at noon 
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Me 
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COLORADO STATISTICS 


therefore, 
forms in hopes of their general use for 


the sake of uniformity, left it optional 


with 


should 
the conference manual ;ules. 


REINSURE 
large 
Send for 


country. 


and 


the companies, except t 


which requires 
business for five years past. 


York, 
head office, 
FORE 


Alfred ¢ 


NEW YORK, April 23.—Restricted 
use of property damage endorsements 
to cover restricted use of automobiles 

Starkweather & Shepley, United States 
managers the Abielle Fire of Paris, will 

Charles L. Hecox, secretary of the Lib- 
erty Fire, was chairman of the St. Louis 
Monday Lunch Club this week, and had 

The Abeille Fire, of Paris, France, and 
the Palmetto Fire, of Sumter, S. C., have 
been elected members of the Philadelphia 
Fire Underwriters’ 

Is your bookkeeping system satisfac- 


provided for in the new collision and 


Commissioner 


Your 


Restricted Use of Property Damage 
mittee 


reau to formulate their own endorse- 
ments in line with their understanding 
of their manual rule, the interim com- 
into effect the Colorado rate supervision 
use remaining assets of these four insti- 


tutions in 
as honor guest Miss Abbie Gantz, former 


companies, being allowed by their bu- 
variance in the form from those sub- 
librarian of the 


tee are not obligatory on the members. 
The freedom of action is provided be- 
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TALK ON ADJUSTMENTS 


COMMENTS ON LOSS PRACTICE 





Manager R. J. Burlingame of the West- 
ern Adjustment Speaks Before the 
Cincinnati Insurance Society 





CINCINNATI, O., April 22—Varia- 
bility of conditions under which adjust- 
ments are made was emphasized by 
R. J. Burlingame, manager of the Cin- 
cinnati branch of the Western Adjust- 
ment in his talk before members of 
the Cincinnati Insurance Society. No 
two claimants have the same person- 
ality, he said; no two losses are alike, 
and it is very seldom that records have 
been properly kept. He laid the great- 
est emphasis on personality as a factor 
in adjustments, and pointed out the 
necessity for the utmost tact in hand- 
ling this phase of the situation. 


Confidential Relations Shown 


Mr. Burlingame ‘began by pointing 
out the close and confidential relations 
that must be established between the 
adjuster and the claimant and the 
necessity, on the part of the adjuster, 
for holding in the strictest confidence 
the intimate information he acquires 
regarding the claimant’s business in the 
process of fixing the loss. 

Before he really can begin his work, 
he must assure himself that the prop- 
erty damaged is the same as that cov- 
ered in the policy; that the assured is 
the owner or has an insurable interest, 
and must eliminate all matter not cov- 


ered in the form. Then he will pro- 
ceed to adjust the loss—to the satis- 
faction of the assured, of the company 
and of the agent; no simple matter, he 
added, especially if there are several 
owners and several companies, the lat- 
ter also meaning a number of agents. 


Must Deal Fairly With Assured 


Speaking of the general initial belief 
of the claimant that the adjuster is 
present for the express purpose of 
robbing him, Mr. Burlingame said the 
average adjuster has nothing tied up in 
his business except his reputation. 
Therefore it behooves him to deal fairly 
with all concerned. 

He emphasized the value of agents’ co- 
operation with the adjuster, particularly 
in counseling the claimant that the ad- 
juster is present for the express purpose 
to see that he gets exactly that to which 
he is entitled, and then proceeded to 
consider the claimant who thinks that 
the adjustment should provide him with 
a profit. Such a claimant, he said, falls 
within three classes—he is dishonest, or 
he wants to cover items not included in 
the form, or to recoup for indirect losses. 


Difficult Man to Handle 


The most difficult man to handle is the 
cone who has made a previous estimate 
of his loss, perhaps for publication in 
the local paper. He seems to regard as 
a personal affront the adjuster’s presen- 
tation of a lower basis of payment. “I 
can regard this only as a psychological 
aspect. He has voiced his opinion that 
his loss was so much, and he doesn’t 
want to back down,” he said. 

The claimant who expects to sell out 
to the insurance companies at the same 
price as to his other customers—that is, 
the man who wants the usual profit on 
his goods—usually takes that position 
because of sheer ignorance of what the 
policy provides, according to the speaker. 
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He, therefore, urged the necessity for 
the agent to take every possible means 
to make his client familiar with the 
terms of the form used. 

The adjuster has to deal with questions 
of value or loss and with questions of 
contract. The latter are important, and 
must be referred to the company. If 
really serious, they will be settled by 
the company, although if of minor note 
the adjuster frequently has them settled 
as he thinks best by merely asking the 
permission of the company. “It often is 
easier to obtain permission to do a cer- 
tain thing,” he said, “than to have it 
approvea after it is done.” 


Agent Can Be of Value 


The agent is not essentially deeply in- 
terested in questions not of value, except 
as the value affects the amount of insur- 
ance; but they are of essential interest 
to the adjuster, because it is only through 
them that he can reach a solution of his 
problem. 

The agent can be of decided assistance 
in avoiding over-insurance wherever pos- 
sible. It may require considerable care 
and vigilance, but is worth while, and 
will be of material assistance to the ad- 
juster. 

It is surprising, said the speaker, ‘how 
little the average claimant knows about 
the provisions of the policy. For in- 
stance, it is their duty, expressly stated 
in the policy, to save what they can in 
event of a fire, but they seldom do. Few 
of them have heard of the depreciation 
clause, in its relation to a loss, but all 
seem to know about the replacement 
clause. 

Suggests Greater Clarity 


In this connection, he suggested a 
change in the construction of lines 1 
and 2 of the standard policy, which now 
reads: 

This company shall not be liable be- 
yond the actual cash value of the prop- 
erty at the time any loss or damage oc- 
curs, and the loss or damage shall be 
ascertained or estimated according to 
such actual cash value, with proper de- 
duction for depreciation however caused, 
and shall in no event exceed what it 
would then cost the insured to repair or 
replace the same with material of like 
kind and quality, etc. 

In the interest of clarity, Mr. Burlin- 
game would shift the clause “with proper 
deduction for depreciation however 
caused” from after “actual cash value” 
to after “like kind and quality.” 

Reverting to the salvage clause, he said 
salvage is taken only as a last resort, 
and that the adjuster is constantly try- 
ing to show the assured how he can 
handle salvage to his own advantage. 
Considerable amusement was caused by 
his citation of an instance in which the 
claimant refused to handle his salvage, 
it was taken over by the salvage com- 
pany, and the assured then bought back 
more than 25 percent of the goods at a 
handsome profit to the salvage company. 
This, he said, is a psychological phase 
that frequently is manifested. 


Questions of Ownership 


Questions of ownership frequently give 
trouble, and usually are the fault of the 
owner himself, through lack of correct 
or complete statements. Property often 
is insured in the name of an estate; the 
estate passes out of existence through 
the succession of the heirs, and correc- 
tion is needed, but often is neglected. A 
certificate that these are all the heirs 
should be. attached to the policy, but 
often it is lacking. 

Policy endorsements usually are sent 
by mail, but the policyholder is careless 
and does not attach them; so frequently 4 
they are missing. Sometimes they are 
of trivial importance, and the trouble 
can be bridged easily, but in case of an 
assignment, for instance, the lack causes 
much trouble. 


Should Write in Specific Items 


Lines 38 to 41 of the standard policy 
cover items specifically excluded, and 
also items on which liability may be 
specifically assumed if written into the 
policy. It is a decision of law, said the 
speaker that the word “contents” is 
broad enough to cover the items of spe- 
cific assumption, but he urged the writ- 
ing in of the specific items, the slight 
trouble it may cause the agent being far 
outweighed by the complications that 





may be avoided thereby in the adjust- 
ment of a loss. 

He dealt briefly with the difficulties 
caused by improvements to property by 
lessees, and pointed out the two ways in 
which such improvements may be in- 





Losses of the Week 








Santa Fe, N. M., April 15—There is a 
$6,000 loss to the stock and a $1,500 loss 
to the building at 306-08 San Francisco 
St. Building owned by Mrs. Estelfana 
Wagner and stock owned by J. H. Watt 


& Co. seeens x = stock: 

Northern aos ren Nat. Lib. ....$1,000 
Brit. Amer. 300 Glens Falls .. 1,000 

St. Paul ..... 00 Prov. Wash... 2,000 

Dela. Und. .. 1,000 Springfield .. 00 
Insurance on building: 

Springfield ..$1,500 Atlas ......... $500 


.-$1,500 Atlas 
* *k * 


Augusta, Ark., April 14—There is a 
ge loss to the dry goods stock of 
. Wil a Insurance: 

N Amer. ....$4,000 Queen ....... $5,000 
Springfield | -- 3,000 

There is a $6, 000 loss to the building. 
Insurance: 


- : L. & C420. ~~ ore ae Seine $15,000 
N. Amer. ... Com Rage --. 5,000 
Lon. & Lanc. S "300 5,0 


Quee - 5,000 
abs 10, 000, Springticid - 10,000 
Ovid, Mich., April 15—There is a Bie: 500 


Aetna ... 


loss to the grocery stock of W. Hatha- 
Way. — ae e: 

L & L. ihe: 000 Penn. .......$1,000 
Queen ....... ew aceite 1,500 


* 

St. Louis, Mo., April 18—There is a 65 
percent loss to the building and con- 
tents at 109-11 Vine St., owned by Miss 
Celestine Miller, occupied by Theodore C. 
Kronkosky, as ‘candy factory. 
Insurance, > form, stock and 
fixtures, owned by T. C. Kronkosky: 


Nat. Lib..... $1,500 Star ......... $1,250 
Connecticut . - 1,300 

Insurance on contents, owned by 
Charles bem oo eS 
Reval... 4% $1,200 Mass. ........ $1,300 
Firemen’ s Fd. "700 ee eee 1,300 
n,n ore a ag — rae "000 


Macomb, = April 20——There is a total 


loss to the Peck Pottery Co. Insurance: 
North., Eng..$ 900 Atlas ..... ‘ 1,500 
Fid.-Phe. .... 1,200 Phoe., Eng. 1,200 
N. Y. Und 1,200 Penn. ....... 900 
Gt. Amer 1,200 Queen ....... 1,200 

Orne 1,200 Home ....... 1,500 
Fire Ass’n ... 1,500 Franklin 1,500 
Security, Ct... 2000 Hanover ..... 1,250 
Hartford .... a ta “ 


West Plains, Mo., April 16—There is a 
$100,000 loss to the north section of the 
public square, oe chief losses being to 
the firms of ill-Whitmore Mercantile 
Co., the Springer Grocery Co., the West 
Plains Business College and the ‘Bugene 
+ General Merchandise store. 

The 1l-Whitmore Mercantile Co. is a 
a total "lean Insurance: 


Fireman ..... $4,000 Aetna ....... $1,000 
ge 3 Un. & sa 2,000 Gt. Amer. . 2,000 
- Und. . 3,000 Mercantile 2,500 
Mil “Mech. :: 2250 Concordia ... 1,000 
Glens Falls .. 1,000 Fire Assn. ... 1,000 
Franklin 2,000 Home ....... 2,500 
i. 71 SRS eae 2,000 Phil. Und 500 

* * * 

eet & 


Akron 0., April 18—There is a $100,000 
loss to the Akron Lumber Co. Insurance: 
Cent. M. Mut..$2,500 Lumber Mut..$2,500 


Lumb’ns Mut.. 2,500 Penn. Lum. M. 1,250 
Minn. Im. Mut. 1,000 Palatine ..... 1,000 
Ind. Lum. Mu. 1,250 Phoe., Ct. .... 500 
MUEL 6s. <-s:astve. 500 N.B.&M.... 500 
Prov. Wash... 500 Equitable, R.I. 500 
Phoe., Eng... 500 Reliance .... 2,500 
Springfield .. 500 Glenns Falis. 1,000 
Pitts. Und. .. 500 Security, Ct... 2,500 
settlers Mut... 2,500 Ins. State, Pa. 3,000 
Mer. & M. Mut. 2) Sag 


* 

Beckley, W. va, adete 18—There is 4 
$3,150 loss to the stock of the Beckley 
Jewelry Co. on Neville St. Insurance: 


N. York ..... $1,000 Springfield Sh 000 
Niagara Det.. 750 No. Amer. .... 1,000 
Philadelphia . 


750 
There is a total loss to the meat mar- 
ket owned by Turner & Ware on N. 


Kanawha St. Insurance: 

TANK, § 5 04i..0% $ 750 Glenns Falls . $588 
No. Amer. ... 750 N. York ......-- ; 
Agricult’l - 1,500 Sprinefield acs iB 


There is a total loss to the furniture 
and fixtures of the Beckley Lodge No. 
on the second floor = ae building. 

* 


$345,0 00 of insurance. ick 
The plant consisted of one main br = 
building, housing machinery and othe 





OPPORTUNITY TO BUY LOCAL 
agency in best town of 14,000 pop. in lowa 
and writing $10,000 in premiums an- 
nually, 90% of which is town business, as owner 
did not go after farm business. Will stand 
closest investigation and will be sold cheap. 
Address 39-C care The National Underwriter. 





Strong Progressive Fire Insurance Com- 
pany desiring to extend its operations in the 
central west seeks the services of an _eX- 
perienced field man for Illinois, Indiana, Wis- 
consin, and Michigan. Address with full par- 
ticulars and in confidence, address 41-E, care 

e National Underwriter, Insurance Ex- 
change, Chicago. 
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equipment, and three frame buildings, 
one of which was occupied as a linter 
shed. Fire destroyed the three frame 
buildings and several small sheds. More 
than 2,000 bales of cotton stored in the 
open were also destroyed. It was esti- 
mated that there were about 5,000 tons 
of cotton seed in the buildings at the 
time of the fire. This was a sprinklered 
risk with bell ax a 


Edwardsburg, Mich., April 21—There is 
a total loss to the grain elevator owned 
by A. J. Carpenter. Insurance: 
Fid.-Phe. ....$5,500 Hartford ....$7,000 
Gt. Amer. ... 4,500 Queen ....... 8,000 


* * 

Springfield, Ill., April 20—There is a 
$4,000 loss to the confectionery stock 
of o A. Mueller & Co., at 511 E. Jeffer- 
son St. 
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Prems. Losses 
MINANOO.. Hese 6.02 Kee S 2 S0e 8: -enserc 
*Amer. Mut......... 56,215 33,156 
Atlas ...«.- eeccccece 5,783 
BostOM: .cccccccccce 13,063 
Eag., Star & B. D 26,800 
Glens Falls.. 27,881 
Ins. Co. of N. A 88,632 
Lon. & Lanc.. : 14,079 
L. & Le. & Gicccccee 27,069 
No. Branch..... aS 26,913 
Northern, Eng...... 24,601 
GRIGG 5. Aieckeséies 7,031 
Security, Ct........ 6,415 
Switzerland General. 110,721 
Westchester ........ 12,547 
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sses 
1,114 
; 3,257 
n 50,404 
Eag., Star & B.D... ee > Ngeema 
Glens Falls......... 2,326 281 
a ee ee 571 Perr 
Ins. Co. of N. A..... 20,271 13,504 
L pe eee 22,245 11,154 
Lon. & Lanc........ 51 17 
Northern, Eng...... 11,234 12,169 
Norwegian ......... - AS a eR 
OPIONE. «<e0000- odes 546 14 
Security, Ct... ..ccccce 2,261 799 
Westchester ....... 17,880 15,260 
i EXPLOSION Business in 
i U. S. in 1918 
Alliance ....... See eee te 
BOE, cwiivedin «ious 26,757 9,045 
Boston ...e- Sag ores 13,171 64 
Eag., Star & B.D... 21,243 «tie 
Glens Falls...... AP. 20,521 429 
on. & Lanc.......<« mere -iveces 
L& L. & G. 51,129 6,591 
No. Branch.... ae Tae... Veedec 
Norwegian .... ae Gere. s<eeaas 
Northern, Eng..... - 21,790 4,005 
Or re ewsies 4,079 rere 
COUOEEE  aacide wees 18,038 1,683 
Westchester ....... 48,429 2,781 


EARTHQUAKE FIGURES 


, Prems. Losses 
po eee eee $ F  -qeces 
Glens Falls......... yh ee 
Globe & Rutgers.... 1,561 138 
Ins. Co. of N. A..... 3,406 Peter 
Le Se A: rae eee... ee wens 
Lon. & Lanc........ oe olen es Fe 
NIGBARGS 156.550 0 Shoe 1,937 ee 
Orient... 5... bre niet Me? aeeeer te. 


Phoenix, Eng....... 103 


Johnson & Higgins Named in Suit 


_NEW YORK CITY, April 23.—Applica- 
tion for a dissolution of partnership in 
the widely known brokerage house of 
Johnson & Higgins, has been made to 
the supreme court of New York by 
Lieut. Thomas J. Prindiville, of the firm. 
In his affidavit Mr. Prindiville asserts 
that the defendants apparently resented 
his war services with the naval forces 
of the United States, insisting that he 
should not receive an equal share in any 
partnership continuation after Jan. 1, 
1919. The partners named as defendants 
are James B. Dickson, William E. Lowe, 
William WwW. Curtin, William Davidge, 
Stephen C. Hunter, William R. Coe, W. 
Harvill La Boyteaux, George V. Coe, John 
Appleton, Haven Hopkins. Mr. La Boy- 
teaux is president of the organization. 

Mr. Prindiville was attached to the 
rages office of Johnson & Higgins and 
a8 now entered business for himself as 
a broker in Chicago. 





Law’s Tables 


icine Law, compiler of Law’s Fire 
— pre ge Table, has gotten out the issue 
po based on 1918 business. These 
i S give various statistical informa- 

on regarding fire insurance companies 


that is very valuab 
ot Se le. The price is $3 


LAST YEAR’S FIGURES 


WISCONSIN HITS HIGH MARK 





Premium Income Passed $12,000,000 
Last Year—Fidelity-Phenix Is 
the State Leader 





MILWAUKEE, WIS., April 22.— 
Wisconsin fire and tornado premiums 
collected by stock companies passed 
the $12,000,000 mark last year showing 
a gain of about 13 percent. The losses 
were $4,689,823, an average of 39 per- 
cent as against a ratio of 37.27 percent 
in 1917. The amounts do not include 
premiums or losses of mutual and in- 
ter insurers. 


Some Interesting Gains 


Notable gains were made by many of 
the agency companies and_ several 
shifts occurred in position. The Fidel- 
ity-Phenix passed the Hartford and 
went to the head of the list. The Great 
American stands third as in 1917, while 
the Springfield went from seventh posi- 
tion to fourth, passing the Home and 
the North America. 

Large Premium Companies 
Companies with premiums of over 
$175,000, follow: Fidelity - Phenix, 
$577,209; Hartford, $577,823; Great 
American, $350,630; Springfield, $330,- 
134; Home, $328,569; North America, 
$300,975; National, $262,894; American, 
$262,035; Phoenix Hfd., $252,737; Aetna, 
$251,666; Continental, $242,277; Com- 
mercial Union, $237,509; L. & L. & G,, 
$234,555; Milwaukee Mechanics, $233,- 
986; Westchester, $232,592; Fire Asso- 
ciation, $226,857; Royal, $206,289; Con- 
cordia, $188,983; North British & 
Mercantile, $187,872; Northwestern Na- 
tional, $186,619; Boston, $186,418. 


Milwaukee Premiums 
Milwaukee city premiums amounted to 
$2,442,374, showing an increase of $67,000 
or about 3 percent over 1917. This per- 
centage is considerably less than that of 
the entire state. Possibly it may be 
accounted for by the fact that existing 
plants were used for war work in Mil- 
waukee and the new construction was 
mostly outside the city limits and at 
other points in the state. There was an 
unusually large amount of tornado busi- 
ness written in the country and in some 
of the smaller towns after the severe 
storms which occurred early last year. 
The Milwaukee loss ratio was 39.6 per- 
cent, which was slightly less than in 
1917. 


Figures of Leaders - 

There was no change in position among 
the five leading companies, although the 
race for position is a hot one and the 
differences are slight. 
The companies reporting the largest 
premium returns are Milwaukee Mechan- 
ics, $85,739; Hartford, $74,146; Phoenix, 
Hartford, $68,875; Queen, $68,831; Con- 
cordia, $68,115; Globe & Rutgers, $61,711; 
Springfield, . $59,397; Northwestern Na- 
tional, $59,164; Aetna, $56,337; Great 
American, $48,830; Royal, $46,974; North 
America, $44,935; Fire Association, $44,- 
909; Fidelity-Phenix, $44,159; Sun, $38,- 
991; Boston, $35,715; National, $33,979; L. 
& L. & G., $33,704; North British, $33,132; 
Continental, $30,842; American Alliance, 
$30,122; New Hampshire, $30,023. 
These figures are taken from Wilkin- 
son’s Insurance Chart, which has just 
made its twentieth annual appearance. 


Miller Goes to the Coast 


Secretary Chauncey S. S. Miller of the 
National Association of Insurance Agents 
will leave in a few days to take part in 
the membership drive in Pacific Coast ter- 
ritory. He will be in Chicago April 28, 
and St. Louis April 29. He will reach Los 
Angeles about May 6. He will stop at 
Omaha and Salt Lake City enroute and 
from Los Angeles will go to San Fran- 
cisco, Portland, Seattle, Spokane, Denver 
and other points. 


Name Now Changed 


The stockholders of the Associated 
Industries Fire of Chicago met Tuesday 
and ratified the change of name to the 
Manufacturers Insurance Company of 
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Fire Prorection ENGINEERS 
NEW YORK 
U.S.A. 





It Coats and Floats! 


Here’s the big difference between 
Foamite Hitefoam and other systems. It 
floats on burning liquids, coats blazing sur- 
faces and rapidly strangles fire. 


These characteristics make Foamite 
Wirefoam incomparably effective in pro- 
tecting dangerous fire risks—places where 
highly inflammable materials are either 
stored or used. 


Wirefoam reaches the fire as a lathery 
mass of minute carbonic acid gas bubbles. 
In such fires as burning oil, gasoline, 
chemicals, tar, varnish, etc., (which are 
simply spread by water and ordinary 
extinguishers) the Hirefoam blanket 
quickly snuffs out the blaze by shutting 
off the air. 


Foamite Wirefoam is available for every 
industry. 


Fire insurance men should know what 
this super-efficient fire fighter will do. 


Let our Engineering Department show 
you how your clients’ fire losses can be 
reduced to the very minimum. 


Write today for details. 


‘Wamite firefoam Company 
806 Fifth Ave. Bldg., New York 
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BUTTON IS PEEVED 

Free insurance men were very much 
surprised at the position taken by Joseph 
Button, insurance commissioner of Vir- 
ginia, at the commissioners’ meeting in 
St. Louis last week. Mr. Button’s whole 
attitude was decidedly antagonistic 
toward the companies and he made quite 
an effort to put the convention on record 
as favoring the immediate removal of the 
surcharge. 

During the course of the discussion it 
developed that the surcharge was put into 
effect in Virginia without consultation 
with Mr. Button. He says that he was 
merely notified that the 10 percent addi- 
tional was to be collected, but that he 
never held any conference with company 
officials, that no one approached him on 
the subject and that the companies took 
an arbitrary stand and ignored him en- 
tirely as insurance commissioner. 

In commenting upon this action Mr. 
Button said that fire insurance is the one 
branch of the business that has not pro- 
gressed. He said that life and casualty 
companies have kept up with the times, 
and have made improvements every once 
in a while when necessary, but that the 
fire companies are going along using 
methods that were in vogue before the 
Civil War. Mr. Button said that the fire 
companies are groping along in the dark, 
and refuse to be enlightened or influenced 
from outside sources. 

The obstinate attitude that fire com- 
pany officials assume when a public ques- 
tion is involved, Mr. Button said, reveals 
an unwillingness to co-operate in forward 
movements. Mr. Button was quite bitter 
in his reference to the methods pursued 
by the fire insurance companies and in- 
timated that in the future his conduct 
toward them will be influenced entirely by 
the attitude that the companies assumed 
toward the insurance department of Vir- 
ginia. 





ACTING IN CONCERT 


PRESIDENT E, M. ALLEN of the NATIONAL 
ASSOCIATION OF INSURANCE AGENTS in tell- 
ing of the desirability of active local 
boards of insurance agents makes the sug- 
gestion that much can be accomplished 
through agents working in concert in a 
community. He says that the local agents 
as a body are not known because they do 








not work together as insurance men and 
their organizations therefore are not rec- 
ognized by the business interests in the 
community as being among the live ones. 
Mr. ALLEN suggests that local boards 
could set aside a certain time for the 
members and their solicitors to canvass 
for tornado insurance. Much educational 
work could be done in the community, ad- 
vertising could be run in the local papers, 
circular matter could be used, all backed 
up by active soliciting. Then another pe- 
riod could be set aside for soliciting use 
and occupancy insurance. That could be 
followed by a solicitation for tourist float- 
ers and so on. In this way the agents 
acting in a body could do much educa- 
tional work and the community would be 
alive to the fact that educational work 
was going on in connection with insur- 
ance. If this same policy were followed 
as to the casualty lines during the year, 
the people of a city could get pretty well 
accustomed to what insurance had to offer. 





BENEFACTOR AND SERVANT 

It 1s rather interesting to note that the 
first organized effort to save property 
from destruction by fire was made by a 
fire insurance company. The old Sun of 
London had its mén who carried from 
burning buildings on which the office was 
committed such movable property as could 
be saved. 

Then insurance companies established 
five extinguishing organizations from 
which municipal fire departments were 
developed. 

Next, insurance companies took up 
arson prosecutions and now the states 
through fire marshals and district attor- 
neys are carrying on. 

After this came the development in 
inspections and fire marshals and fire de- 
partments are taking over many of these 
activities. 

Insurance rate-making has had much to 
do with the adoption and enforcement of 
building codes. 

Agitation by insurance companies 
against carelessness and needless fires 
has brought about an almost universal 
fire prevention day. 

Salvage corps work is still done largely 
with insurance company owned apparatus 
and by insurance company employes. 

When one considers these major activ- 
ities that insurance companies have in- 
itiated, fostered and helped bring to their 
present high standards and many of the 
lesser activities not enumerated above he 
realizes the contribution made toward 
conservation by institutions that are fun- 
damentally distributors of the losses of 
the few among the many. Insurance, a 
public benefactor as well as a_ public 
servant ‘since its very inception, will con- 
tinue a benefactor as well as servant just 
as long as it continues to attract to it 
men of initiative. This record of the 
past and the problems of the present 
that can be solved are the greatest argu- 
ment against state insurance. 


The fellow that’s willing to work. 
He isn’t afraid of the trusts that expand, 
He doesn’t look forward to woe in the 


land, 
The fellow that’s willing to work. 
For he knows that the earth will give 
food, drink and air, 
And there’s always enough and a little to 


spare 
He goes to his task with a song and a 
sm 


e. 

He never says “maybe” or “after a while,” 
The fellow that’s willing to work. 

But he lives in the sunshine that gladdens 


today, 
And lightens each load in his good-natured 
way, 














| PERSONAL SIDE OF THE BUSINESS 








J. W. Longnecker, manager of the 
advertising service department of the 
Hartford Fire, is at the head of an or- 
ganization whose activities are multi- 
tudinous. For instance, while the war 
was on Mr. Longnecker’s department 
was in constant touch with the 260 
Hartford men in service, a regular cor- 
respondence was kept up and only a 
few of the men were lost track of. At 
Christmas time a ten franc note was 
mailed to each Hartford man in the 
service which was particularly appre- 
ciated as it was possible to put the 
money to immediate use. 

The whole scope of this department 
has greatly enlarged in recent years. A 
short time ago the company put on the 
market two moving picture films, one 
entitled “The House that Jack Built,” 
the other called “Who Pays.” These 
pictures which are commonly known 
as trailer films are shown in various 
movie houses at the conclusion of the 
showing of the principal picture. They 
illustrate graphically the value of fire 
insurance and depict the plight of an 
uninsured man after a fire has occurred. 
They are of course a decided improve- 
ment over the old lantern slides used 
by many of the local agents of the 
Hartford and other companies. Mr. 
Longnecker’s department also handles 
complete advertising campaigns for lo- 
cal agents. The department has been 
getting up copy three times a week 
for some local agencies for two or three 
years without missing a week. The 
capacity of this department of the 
Hartford is now so far reaching that a 
local agent of the company may simply 
turn over his advertising ideas and sug- 
gestions and his entire campaign passes 
into the hands of the advertising serv- 
ice department. Mr. Longnecker is an 
old newspaper man, has been in every 
branch of publicity work and is thor- 
oughly capable of mapping out and 
carrying through any kind of an adver- 
tising scheme. 


Among his other accomplishments 
Henry E. Hess, secretary of the 
Suburban Fire Insurance Exchange of 
New York, is a logical and convincing 
public speaker. As a long time New 
England special agent for the Com- 
mercial Union, he gained a mastery of 
the fire insurance business. This 
knowledge was supplemented during 
his period of service as manager of the 
New York Fire Insurance Exchange, 
for which office, upon the creation of 
the association, he was the “first and 
only choice” of the committee of 
executives charged with the duty of 
finding the proper man. From the 
New York Exchange, Mr. Hess went 
with the Fidelity-Phenix as a vice- 
president, subsequently assuming the 
secretaryship of the Suburban Fire In- 
surance Exchange. He has a habit of 
thoroughly informing himself upon any 
given subject before attempting to re- 
view it, and more than one state offi- 
cial who has attempted to challenge 
his statements has been promptly 
floored. Utterly fearless in advocating 
what he believes to be right, Mr. Hess 
has not hesitated to speak boldly on 
behalf of the interests entrusted to his 
keeping, with the result that he always 
makes a strong impression at under- 
writing gatherings, and is in demand 
for all such occasions. 


In electing Col. Frank D. Layton to 
the presidency of. the Suburban Fire 
Insurance Exchange of New York, 
which occurred last, week, the unwrit- 
ten law of the organization which de- 
crees that a representation of an Amer- 
ican company alternate with a British 
official as its chief executive. was ob- 
served. Col. Layton as a vice-presi- 
dent of the National Fire of Hartford, 
succeeds A. G. Martin, agency super- 
intendent of the Northern Assurance. 
_ Col. Layton, though young in years, 
is ripe in business experience, and 
readily recognized as one of the ex- 














ceptional figures in fire underwriting 
circles. He belongs to that .bright 
galaxy of Hartford stars of which 
Long of the Phoenix, Stone of the 
Aetna, and Gray of the London & Lan- 
cashire are conspicuous members. 
Coming of fine old New England stock, 
Col. Layton early’ became identified 
with the National Fire, first as a clerk 
at its head office, later as New York 
special agent and subsequently as a 
minor executive. Promotion followed 
rapidly, his advancement to a vice- 
presidency taking place some weeks 
ago. A comparatively young man him- 
self, President Harry A. Smith, of the 
National Fire, has called to his aid a 
number of men still in the early forties, 
who have supplied the push that has 
and is sending the company along at 
a bounding pace, and making it a prime 
favorite with local agents throughout 
the country. 


Christian M. Ten Broek of the in- 
surance firm of H. W. Ten Broek & 
Sons at Grand Rapids, Mich., was mar- 
ried last week to Miss Evelyn Marie 
Gallmeyer, youngest daughter of Mr. 
and Mrs. Christian Gallmeyer of that 
city. (C. Gallmeyer has been mayor of 
Grand Rapids, Mich., for several years 
and is president of the Valley City Ma- 
chine Works. 


M. S. Mathews, secretary of the Re- 
tail Hardware Mutual Fire of Minneap- 
olis, one of the strongest mutual com- 
panies in the west, died suddenly last 
week. Mr. Mathews was a power in 
the mutual fire insurance world and 
represented a number of other com- 
panies such as the Fitchburg Mutual, 
Indiana Lumbermen’s, Pennsylvania 
Lumbermen’s and others. The Retail 
Hardware Mutual was organized in 
1900 and has a cash surplus of about 
$500,000. 


A. M. Thorburn, secretary of the 
United States branch of the Sun, has a 
vocabulary and mannerism peculiarly 
his own, and which marks him among 
his fellows. He has long been one of 
the star speakers of the Lotus Club, 
where no general gathering of its mem- 
bers. is regarded as being complete un- 
less Thorburn is present. The late 
Frank W. Woolworth, millionaire head 
of the chain of stores bearing his name, 
was very fond of the secretary of the 
Sun, and frequently called at the Sun 
office for -him with his motor car, for 
the pure joy of hearing Mr. Thorburn 
talk. That the latter secured control 
of the extensive Woolworth line was a 
logical consequence, and it is but one 
of a number to form the nucleus of 
the brokerage business Mr. Thorburn 
will conduct when he leaves the em- 


ploy of the Sun; probably early next 
month. 


R. L. Tanner, western special agent 
of the New York Underwriters, is be- 
ing congratulated by his friends upon 
the arrival last week of a baby girl, the 
third addition to his family. 


Charles J. Holman, assistant United 
States manager of the Commercial 
Union, who becomes Pacific Coast 
manager will fill the position once oc- 
cupied by C. F. Mullins, his former 
chief at the New York office. J. Frank 
Edmonds, manager of the Commercial 
Union’s northwestern department at 
Denver, was Mr. Holman’s former as- 
sistant at Denver, the latter having 
induced Mr. Edmonds to surrender a 
local agency to assume the connection. 

Who will succeed Mr. Holman as 
assistant United States manager will 
not likely be decided until General 
Manager Roger Owen can reach New 
York from London in the early fall. 
Meantime, the duties performed by 
him will be apportioned among Man- 
ager Wray, Assistant Manager C. E. 
Porter and Branch Secretary Ballard. 
Mr. Holman in recent years had charge 
of the southern business. 
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SIDELIGHTS ON INSPECTIONS 





Condition of Fire Department Building 
Reflects Discredit on Municipal 
Housekeeping in Cincinnati 





CINCINNATI, O., April 22—Some 
curious things have developed in con- 
nection with the “resignation” of the 
major part of Cincinnati’s fire depart- 
ment. One of them sheds a vivid 
sidelight on the system of building in- 
spections by firemen, indicating that al- 
though splendid results have been 
achieved by the department as a whole, 
a considerable proportion of the men 
opposed the system—or at least the 
work it entailed—and that fire preven- 
tion made no personal appeal to them. 

The entire company—captain and 
nine men—resigned from No. 26 house, 
in the West End. It is a hillside house 
with a deep basement, equipped with 
steamer and hose wagon, with four 
horses. It just happened that in that 
portion of G Company, Home Guard, 
assigned to No. 26, was a first-class 
fire insurance man, ‘member of one of 
the leading agencies in the city, who 
has had considerable to do with the 
evolution of the fire department in- 
spection system and also, from time to 
time, has assisted in conducting exam- 
inations for promotion in the depart- 
ment. 

“We found about every hazard that 
could be crowded into such a building,” 
he said. “Paper, excelsior and rags 
were scattered about, and there was 
even the curled hair hazard, for the 


men had set up a hand picker in the 
basement to renovate their mattresses 
when they became hard. The gas 
heaters were not safeguarded and the 
oils were not properly stored. All 
these things were in addition to the 
natural barn hazard of a_ house 
equipped with horse-drawn apparatus, 
necessitating considerable storage of 
hay for feed and shavings for bedding. 





OHIO MUTUALS HOLD MEETING 





Permanent Organization is Formed— 
Superintendent Tomlinson Gave an 
Address at the Banquet 





A permanent Organization of the 
Ohio Mutuals’ Insurance Union was 
perfected at the home office of the 
Western Mutual Fire of Urbana where 
the meeting of the Ohio state com- 
panies was held last week. There are 
27 state mutual fire and automobile 
companies members of the Union and 
25 of these were represented by some 
55 officials and special agents. A new 
constitution ‘was adopted which will 
broaden considerably the work of the 
organization and an executive commit- 
tee of seven members was provided 
for, consisting of the present officers 
and C. M. Purmort of the Central Man- 
ufacturers of Van Wert, E. J. Brook- 
hart of the National Mutual Automo- 
bile of Celina and Mr. Dann of the 
Richland Mutual. 

This was the largest meeting which 
the state mutuals of Ohio have ever 
held. President Brand, who is also 
president of the Western Mutual, pre- 
sided at the business session, and W. H. 
Cook of the Ohio Retail Grocers’ 


secretary. Mr. Cook is the live wire 
of the organization and is stimulating 
the movement for cooperation all along 
the line. 


Fire and Automobile Mutuals 


The new constitution provides for the 
admission of both mutual fire and mu- 
tual automobile companies and a sepa- 
rate mutual automobile section has been 
arranged for to take care of the par- 
ticular interests of that class of com- 
panies. The dues and assessments have 
been fixed in the new constitution at 
such a figure as to provide sufficient 
funds to conduct the organization prop- 
erly. The annual meeting of the Union 
will be held in June of each year and 
quarterly meetings will be held at vari- 
ous cities of the state throughout the 
year. It is not unlikely that at one of 
the future meetings all the mutual 
agents of the state will also be invited 
to attend in order to bring both compa- 
nies and agents together in a large 
meeting for the discussion of aes com- 
mon interests. 


Notable Banquet Held 


A banquet was held in the evening at 
which Clyde Purmort of Van Wert acted 
as toastmaster, singmaster and general 
master of ceremonies. Mr. Purmort is a 
versatile toastmaster, besides being one 
of the big men in the mutual ranks. He 
kept the fun going at all times and 
called on everyone -for stunts. 

Superintendent of Insurance Tomlin- 
son spoke of the excellent record made 
by the Ohio mutuals last year and pre- 
dicted still greater things for the future. 
He asked for the cooperation of the mu- 
tual men in building up a strong insur- 
ance department and pointed out the 
difficulties under which the department 
is now laboring because of lack of 
funds, notwithstanding Ohio is collect- 
ing from the insurance companies some 
$2,000,000 per year. He stated that bills 
providing for the return to the old sal- 








Mutual Fire of Springfield, acted as 


ary of $6,000 per year for the superin- 


tendent of insurance and for additional 
funds to enable him to conduct the de- 
partment properly are practically dead 
in committee. Mr. Tomlinson cannot 
himself benefit from the proposed in- 
crease in the salary of the superintend- 
ent, but wishes to place this office on a 
proper salary basis for the future. As a 
result of his talk the mutual men took 
up his cause enthusiastically and not 
only agreed to write their senators and 
representatives but they appointed a 
committee of five to go to Columbus and 
see the finance committee of the House 
and Senate with the view of showing 
them the need for placing an insurance 
department on a proper basis with the 
necessary funds. It is hoped that this 
action of the mutuals will result in much 
better service in _the Ohio department 
hereafter, 


Address by Mr. Fleming 


State Fire Marshal T. Alfred Fleming 
gave one of his splendid talks and ex- 
pressed his appreciation for the coop- 
eration which he has always received 
from the mutual interests. Mr. Fleming 
is a spellbinder and was up to his usual 
good form. 

E. Jay Wohlgemuth of The National 
Underwriter discussed some tendencies 
of the day in fire insurance and showed 
the steady growth that the standard 
mutuals of the state have made in the 
past twenty years. He stated that the 
fire insurance field is an open one and 
that any company can win a place for 
itself by observing sound underwriting 
principles. He spoke of the government 
insurance scare and said that the rem- 
edy for the danger of government insur- 
ance lies in the proper working out of 
the American principle of competition in 
business within ethical limits. He said 
that the properly conducted mutual com- 
panies perform the same service for the 
business that inland waterways perform 
in the transportation business as a com- 
petitor of the railways. 





The meeting did much for better har- 
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mony among the companies themselves 
and gave them all a chance to get bet- 
ter acquainted. The organization will 
take upon itself the correction of any 
evils that spring up in the business 
and will cooperate with the insurance 
department whenever necessary along 
these lines. 





Companies Enter Ohio 


COLUMBUS, O., April 21—The Ohio de- 
partment has licensed the following com- 
panies: Baltica, Lt. of Denmark, W. C. 
Dolittle, Cleveland, agent; The North At- 
lantic, New York City; Jefferson of Phila- 
delphia, and Liberty Marine of New York. 
Herbert Buckman of Cleveland represents 
the last three companies. 


COMMISSION QUESTION IS UP 








West Virginia Association of Insur- 
ance Agents Puts Recommendation 
Before the Eastern Union 





WHEELING, W. VA., April 22— 
The question of commissions in West 
Virginia is now before the Eastern 
Union. Inasmuch as the commission 
schedule is an open one in West Vir- 
ginia the conditions are unsatisfactory. 
Many of the agents complain that they 
are discriminated against. The subject 
was recently brought to the attention 
of the insurance commissioner, who 
recommended that as the basis of set- 
tlement a flat commission of 20 percent 
with a contingent be paid. The execu- 
tive committee of the West Virginia 
Association of Insurance Agents held a 
recent meeting and agreed to present 
proposition to the Eastern Union that 
they would accept a commission basis 
of 20 percent and six cents allowed 
for postage. West Virginia is known 
for its good practices, both in forms 
and rates, but so far as, commissions 
are concerned each company is a law 
unto itself. The situation evidently 
has been unsatisfactory to both com- 
panies and agents. The Western 
Union and Western Insurance Bureau 








“* Fire Insurance as You Would Write It’’ 
The Merchants ee p Inewenmce Co. of Indiana 
The Indiana mene Merchants Mutual Fire Ins. Co. 


Mutual Company) 
Both ASOT. ters oy ta ace +, 


desired to assume jurisdiction over 
West Virginia, thus putting into effect 
the graded commission rule of 15, 20 
and 25 percent. This was voted down, 
however, by the Eastern Union after it 
wee adopted by the western bodies last 
all. 





Cincinnati Strike Collapses 


CINCINNATI, O., April 23—More than 
150 Cincinnati firemen are permanently 
out of positions, unless they take their 
chances on reappointment as vacancies 
eccur, as the result of the complete col- 
lapse of their strike 10 days ago, when 
457 members, including many of the offi- 
cers and high-salaried employes, ‘“re- 
signed.” Of those who went out, 441 
signed a blanket petition to be rein- 
stated and presented it to Safety Direc- 
tor Holmes and Chief Houston, and at 
the same time subscribed to the six 
conditions prescribed by Mayor Galvin 
as a prerequisite to reinstatement. 

During the eight days the men were 
out the home guards did splendid work, 
but fortunately they had to cope with 
no large fires. 
800 runs, however, on false alarms, and 
thus had plenty of practice in getting 
out. 





Ohio Agency Changes 


Alliance—In the Myers and Mertz 
agency, Mr. Myers has sold his interest 
to Paul Ramsey. The firm will be known 
as Mertz & Ramsey hereafter. 

Hamilton—The Simon Liebman agency 
has been sold to John W, Krouth. 

Pleasant City—R. J. Secrist has re- 
turned from war and has taken over the 
agency that has been conducted by B. P. 
Adair during Mr. Secrist’s absence. 

Spencer—J. H. Fisher has sold to Guy E. 
Wells, former local agent at Wellington. 





Tax on Gross Premitims 


In the Ohio Supreme Court’s decision 
sustaining Superintendent Tomlinson 
that insurance companies must pay tax 
upon gross premium returns it was 
stated “that where the language of an 
existing statute is ambiguous, and the 
legislature, by a previous enactment 
upon the same subject has in express lan- 
guage defined the meaning of an ambig- 


They made more than. 








uous word or phrase, it will be pre- 
sumed, in the absence of an expression 
to the contrary to have used the word or 
phrase in subsequent legislation in the 
same sense.” 

Under this construction the language 
used in the law is held to mean the gross 
receipts. 


Will Have Own Buildings 


The Ohio Retail Grocers Mutual Fire of 
Springfield, O., of which W. H. Cook is 
secretary and treasurer, has completed the 
purchase of a home office building on 
Main street in Springfield, which will soon 
be fitted up for the company’s headquar- 
ters. The Ohio Retail Grocers has been 
growing at a good rate under the excellent 
management of Secretary Cook. 

The Great American Mutual Indemnity 
of Mansfield, of which Henry R. Endly is 
secretary, has also just purchased a build- 
ing for home office use next to the post- 
office in Mansfield and will move into its 
new quarters as soon as certain changes 
can be made. The Great American wrote 
$23,000 in premiums in March and $15,000 
for the first half of April. It had nine 
men present at the recent meeting of the 
Ohio Mutuals’ Union at Urbana, special 
agents and home office officials. The com- 
pany is making rapid strides all over the 
state and now has some 400 or 500 agents, 
writing complete coverage on automobile 
insurance. 








Bill Excites Attention 


Senate bill No. 176 by Mr. Davis was 
slipped in the Ohio legislature hopper 
late. The measure would give the su- 
perintendent of insurance almost auto- 
cratic power. The bill will be watched 
with interest when the legislature re- 
convenes May 5. It amends Section 9525- 
5 as follows: 

Section 1.—Every rating bureau en- 
gaged in making rates or estimates for 
rates for fire insurance on property in 
this state, shall inspect every risk spe- 
cifically rated by it upon schedule, and 
make a. written survey of such risk, 
which shall be filed as a permanent rec- 
ord in the office of such bureau. A copy 
of such survey shall be furnished to the 
owner upon request. No system or plan 
of schedules, classifications, basis rates, 
charges or credits now or hereafter used, 








adopted or followed by a rating bureau 
for making rates for insurance against 
the risk of loss or damage by fire or 
lightning in this state, shall hereafter 
be used, adopted, followed or changed 
without first being authorized by the 
superintendent of insurance, and no form 
now authorized to be used by any rating 
bureau in connection with an issuance of 
any insurance policy shall be further 
used nor any change made therein, nor 
any new form be used, adopted or au- 
thorized unless first approved by the 
superintendent of insurance. 





Ohio Bills Passed 


The Ohio legislature has recessed until 
May 5. This session the following meas- 
ures of interest to the insurance busi- 
ness have passed: 

House bill No. 100, to deem live stock 
mutuals to be insolvent when their liabil- 
ities exceed 7 percent of the amount at 
risk. 

Senate bill No. 14, to create a hotel in- 
spection division in the department of the 
state fire marshal and to license hotels. 

House bill No. 440, to prevent insur- 
ance agents from selling reinsurance for 
any company not authorized to do busi- 
ness by the state. 

Senate bill No. 49, to make it unlawful 
to tamper with fire hydrants, pipes, 
mains, meters and other waterworks 
property. 

House bill No. 259, to provide for in- 
spection of dry cleaning establishments 
by the state fire marshal. 





Ohio Notes 


Secretary J. W. Francis of the Indem- 
nity Company of America at St. Louis, 
was in Cincinnati last week and appointed 
Gray, Dolle & Latta as general agents 
for that city. 

Samuel L. LaRose, who was secretary 
of the Cooper of Dayton until it dissolv 
and since that time has been connected 
with the Cooper Insurance Agency in 
that city, died last week at the age of 70. 

Lauchlan Sinclair of London, foreign 
fire manager of the North British, and 
Cecil F. Shallcross, new United States 
manager, who are on their way to the 
Pacific Coast, inspected the company’s 
agency plant in Cincinnati Tuesday, in 
company with State Agent John Gray of 
Columbus. 
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unoccupied territory. 
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The Merchants’ and Manufacturers’ Mutual 
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Mansfield, Ohio 
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Conti t assets, 339,310.95 
Auto fire floater department 
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MARCH ‘LOSS OVER __ $2,000,000 





Large Warehouse Fires in Chicago 
Run Up Total—Incendiary 
Fires Number 20 





SPRINGFIELD, ILL., April 22.— 
As a result of two large warehouse 
fires in Chicago, involving losses of 
almost $500,000 each, fire losses in IIli- 
nois jumped to $2,039,677 in March, ac- 
cording to the report of Fire Marshal 
John G. Gamber of that state. This is 
an increase of $693,545 over February 
of this year and of $583,727 over March 
a year ago. There were 1,153 fires. 

The Chicago losses for the month 
were 1,396,610. Those in the rest of 
the state totaled $643,067. 

Illinois losses for the first quarter 
of the year are $5,240,965, against 
$4,229,636 for the same quarter of 1918, 
an increase of $1,011,329. 

Classes of property suffering the 
largest losses were: Warehouses, 18, 
$1,000,856; dwellings, 573, $264,271; fac- 
tories, 41, $192,525; stores, 77, $80,094; 
apartment houses, flats and rooming 
houses, 140, $36,028. 

Sparks on roofs were responsible for 
the largest number of fires, 322, caus- 
ing a loss of $212,072. 

Twenty incendiary fires were re- 
ported, involving losses of $25,294, 
while 187 fires, with losses of $1,448,500 
went into the mysterious realm of un- 
known causes. 


Eleven Indictments 


Eleven more indictments have been 
secured by Fire Marshal John G. Gam- 
ber of Illinois in his drive on suspicious 
fires. They are: Carlo Farro, alias Carlo 
Ferrara, and Paul Ullo, alias Joe Collette, 
Murphysboro, burning to defraud. Ullo 
indicted also as accessory before the fact. 
Harry Sparks, Barry, burning auto to 





defraud. Henry Bickelhaupt and son, 
Homer, East St. Louis, arson and burning 
to defraud. James Pollina and John Mar- 
tino, East St. Louis, arson and burning 
to defraud. James E. Rymer, Lebanon, 
arson. 





Joins Indianapolis Board 


The Glens Falls, after having been out 
of the local board in Indianapolis for the 
past fourteen years, recently made appli- 
cation for membership and was unani- 
mously elected. Harvey B. Martin, resi- 
dent representative at Indianapolis, is 
now located at 306 City Trust building. 
Special Agent J. L. Windsor, having juris- 
diction over the entire state, has recently 
moved his office to 906 City Trust build- 
ing. The members of the Indianapolis 
Local Agents’ Association are highly 
pleased with the Glens Falls becoming a 
member. This practically includes all 
companies as members of the local agents’ 
association. 





Illinois Bills Considered 


SPRINGFIELD, ILL. April 17.—The 
senate committee on insurance today 
reported into the senate through its 
chairman, Senator Samuel BEttelson of 
Chicago, bills as follows, with a recom- 
mendation that they do pass: 

A bill in the senate provides that in- 
surance companies heretofore, as well as 
hereafter incorporated, under the marine 
insurance act, shall have power to issue 
insurance,against risks of ocean naviga- 
tion and transportation and against loss 
or damage by explosion, except upon en- 
gines and machinery connected there- 
with. 

House Bill 203 in the senate provides 





that such insurance companies shall be 
subject to inspection by the director of 
trade and commerce, and prescribes the 
fees which corporations operating under 
this act must pay to the department of 
trade and commerce. 

House Bill 193, in the senate, changes 
the date of the annual meeting of the 
board of directors of county windstorm 
companies from the first Saturday in 
November to the second Saturday in 
January. Provides that the annual state- 
ment of the condition of such companies 
shall be sent to the director of trade 
and commerce instead of to the auditor 
of public accounts. 

House Bill 179, in the senate, amends 
an act relating to the dissolution of 
insurance companies, providing that no 
legal proceedings shall be necessary 
against such corporations which are 
shown by the affidavits of their officers 
to have no assets, liabilities or members. 





Business Is Holding Up 


INDIANAPOLIS, IND., April 23—Fire 
insurance business in Indiana is holding 
up in fine shape thus far this year, the 
volume comparing very favorably with 
that of the same period last year. In 
number of risks writen in March the 
records of offices show that this month 
was exceptionally good, the volume ex- 
ceeding that of any previous month for 
some time past. There is a very decid- 
edly good tone to business conditions gen- 
erally which is reflected in the fire 
insurance being written. 





Progress of Detroit Exchange 


At the regular meeting of the Insur- 
ance Exchange of Detroit, held last week 
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at Detroit, Mich., the members voted 
unanimously to join with the Michigan 
Inspection Bureau in defraying the ex- 
pense of furnishing the Fire Prevention 
Bureau of Detroit with 6,000 large 
placards for which the city did not pro- 
vide funds. At the same meeting the 
members emphasized their interest in 
civic affairs by making a contribution 
of $250 toward the clean-up campaign 
which will be raised in Detroit May 12-17. 
The Detroit Insurance Exchange is a 
progressive organization that is making 
its influence felt. 





Beginning Sept. 1, Indianapolis firemen 
will have one day off in every five days, 
according to action taken by the board 
of public safety. They will also have 
fifteen days’ vacation, after July 1 each 
year. This action makes necessary the 
employment of about twenty-five addi- 
tional firemen. 
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WILL SEND NEWS TO DAILIES 





Kansas Commissioner Will Try to Re- 
move Mystery From the Insurance 
Business 





TOPEKA, KAN.—Frank L. Travis, Kan- 
sas insurance commissioner, is planning 
to send to every newspaper in the state a 
regular bulletin of insurance news as it 
developes in the department. “The pur- 
pose of this bulletin is to try to remove 
some of the mystery surrounding insur- 
ance,” said Mr. Travis. “A lot of folks 
do not understand insurance of any kind. 
They know they pay their money for some- 
thing and if something happens they know 
they may expect some returns. If we can 
get the newspapers to print this material 
regularly I think we can remove a good 
deal of the mystery and the prejudice 
against the companies and make a good 
deal better feeling all around.” 

The bulletin plan will also give the de- 
partment an opportunity of carrying out 
its announced “Pitiless Publicity” cam- 
paign against some of the insurance com- 
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panies which have not been complying 
with the Kansas laws or court decisions. 





Asks for Thirty-Day Limit 


TOPEKA, KAN., April 22—The Kansas 
federation has asked the Fire Prevention 
and Inspection Bureau to make its orders 
changing rules and charges and credits 
effective in thirty days hereafter. The 
federation held its annual meeting in 
Topeka last week and the important ac- 
tion taken by the organization was that 
the rules and changes in rates should 
not become effective until the agents had 
been given ample notice. 





Wants Data on Salaries 


The Kansas department is calling on 
the fire companies for information as to 
salaries of officers and employes: during 
various times, starting from the prewar 
period and the first of each of several 
months since then. 





Must Create Trust Fund 


TOPEKA, KAN., April 22—The insur- 
ance companies which brought the suit 
against the Kansas department to prevent 
the enforcement of the order abolishing 
the war surcharge, have been ordered to 
create a trust fund of all collections of 
the surcharge while the suit is pending 
in the courts. The companies are to make 
reports to the insurance department every 
sixty days of all collections of surcharges, 
from whom, on what policy, date and the 
amount. If the suit is decided against the 
companies then the surcharge collected 
after April 1 is to be returned to the pol- 
icyholder and the companies bound them- 
selves to make these returns. 





Will Enter Nebraska 


The Retailers Fire of Oklahoma City, 
Okla., which now operates in Oklahoma 
and Kansas, is planning on entering 
Nebraska in the near future. This is a 
stock company which issues a partici- 
pating contract. While the company is 
not large it is growing steadily and 
the officers look for a fine year in 1919. 
W. E. Hitchcock is manager of the com- 
pany and P. J. Slater is assistant man- 
ager. 





Amends Nebraska Hail Law 


The Nebraska legislature amended the 
state hail law which increases the maxi- 
mum state hail insurance, per acre, from 





$10 to $15. Raises rate in second zone 
from 35 to 40 cents, and in third zone 
from 45 to 60 cents. Fixes. rates for $15 
insurance as follows: First zone, 40 
cents; second zone, 60 cents; third zone, 
90 cents. Forbids assessor or any other 
public officer who may handle state hail 
insurance from having any connection 
with any other hail insurance. Author- 
izes payment of premiums with personal 
taxes instead of in advance. 





Iowa Notes 


The Iowa anti-combine law in Iowa 
has been made to apply to all companies 
instead of just fire companies. 


J. C. Milner of Belleplaine, Ia., has 
taken his son into partnership with him. 
The son, J. Clifford Milner, has just re- 
turned from military sérvice. 


A half dozen goslings are impatiently 
waiting an opportunity_to be ducked by 
the Iowa Blue Goose. It looks, however, 
as if the splashing will not occur until 
the midsummer meeting at Okoboji which 
will probably be held in July. 

What the Iowa legislature did—or 
rather what it didn’t do—in the shape of 
fire insurance legislation was explained 
to the Iowa field men at their Monday 
luncheon by P. J. Clancy, secretary of 
the Iowa Association of Fire Agents. He 
said that no fire insurance legislation of 
importance was enacted. 
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LUMBER OUTPUT AT CLOQUET 





Sufficient Cut on Hand to Maintain the 
Industry for the Next Eight 
Years 





DULUTH, MINN., April 22.—Field 
men who are in touch with the situa- 
tion in Cloquet which was entirely 
burned out during the brush and for- 
est fires last October say that notwith- 
standing the disaster that struck the 
city about 5,000 of the people have re- 
turned there and are housed in tem- 
porary structures until permanent ones 
can be erected. There has been some 
question as to the permanency of the 





lumber industry in the city. The 
Northern Lumber Company will not 
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reestablish its yards and mill. The 
Northern, however, has practically se- 
cured the control of the Cloquet Lum- 
ber Company and the Johnson-Went- 
worth plant. Both of these will be 
operated separately, however, for the 
present time, but the Northern and the 
Cloquet Lumber Company will use the 
Johnson-Wentworth two mills and 
yard space for the present. 

The prospective cut of the Cloquet 
Lumber Company will last for about 
three years and then the Northern 
Lumber Company will take over all the 
Cloquet Lumber Company milling 
property at Cloquet. The cut of the 
Northern, it is stated by those who 
know, will last for five or six years 
and that of the Johnson-Wentworth 
Company for about eight years. There- 
fore, the continuance of the lumber 
business at Cloquet is assured for from 
six to eight years. A new planing mill 
of modern construction is being 
erected by the Northern and Cloquet 
companies just across the tracks from 
the old planing mill of the Cloquet 
Lumber Company. The Northern 
Lumber Company has entered into an 
agreement with the Cloquet Lumber 
Company to take over all the property 
of the latter at Cloquet as soon as the 
cut of the Cloquet Lumber Company is 
exhausted. 


SITUATION IN NORTH DAKOTA 





Comment on Conditions in Nonpart- 
isan League State—Looking For- 
ward to Election This Summer 





FARGO, N. D., April 23—Insurance 
men in North Dakota feel that the 
smoke is commencing to clear away 
and that it is now possible to see just 
what has been accomplished by the 
Nonpartisan League and what the re- 
cently enacted radical legislation is go- 
ing to do to the insurance business. 
Of course the monopolistic compulsory 
workmen’s compensation laws which 
will go into effect July 1 will put the 
private companies out of business. 









This will have an immediate effect on 
most local agents in the state, the ma- 
jority of whom write compensation 
business. 

It is felt that the new hail laws will 
probably mean a 50 percent reduction 
in the stock companies’ hail insurance 
premiums. The new law assesses 
three cents an acre against every acre 
of tillable land in the state, some 
28,000,000 acres in all, and unless a 
land owner makes an affidavit before 
June 15, to the effect that he does not 
want to come under the state hail fund, 
the state will grant $7.50 an acre insur- 
ance, the loss to be paid the following 
spring and the premium for insurance 
arrived at upon a basis of the loss with 
a maximum excess of 50 cents an acre. 

The law compelling the companies 
to accept risks that are offered, not 
showing a discrimination on the same 
class of business, is regarded as dan- 
gerous as it permits of a great concen- 
tration of power. In effect, this act 
transfers the underwriting power of 
the companies to the insurance depart- 
ment at Bismarck. Some feel that this 
measure was enacted by the Nonpart- 
isan League leaders for the deliberate 
purpose of forcing the companies out 
of the state, thus creating the neces- 
sity for state insurance. However, the 
companies are remaining and will not 
withdraw unless the insurance com- 
missioner deals inequitably with them 
under this law. 

A special election will be held some 
time this summer on the referendum 
law to either approve or reject these 
various bills. If the legislation of the 
Nonpartisan League is approved the 
league leaders will, of course, claim 
that they are vindicated and their pro- 


| gram justified. 


It is difficult at this time to forecast 
just how the voting will go this sum- 
mer. Organized business is at the 
present time afraid to openly oppose 
the Nonpartisan League and _ hence 
straw votes taken now do not reveal 
the real voting sentiment of the state. 
The conservative element may spring 
a surprise at the coming election but 
because of the effort to avoid contro- 
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versy at present it is almost impossible 
to predict the results at this time. 





Remains With the Hartford 


Arthur B, Johnson, special agent of the 
Hartford Fire in Minnesota, who it was 
announced had resigned to become spe- 
cial agent of the London Assurance in 
Minnesota and North Dakota, has recon- 
sidered his decision and has decided to 
stay with the Hartford. 





Minnesota Notes 


The Security Land & Loan Co. of Fari- 
bault, Minn., has been appointed agents 
for the Royal Exchange. 

Geo. E. Haas, manager of the Atlas, 
is in Minneapolis looking over the field 
for a successor to Paul Zoelzer, who has 
recently resigned his position as special 
agent. Mr. Zoelzer leaves for Milwaukee, 
Wis., on May 1, where he enters the 
local agency business. 

The Minnesota Blue Goose held a 
business meeting and luncheon at the 
West Hotel, April 21, at 12:30. The pur- 
pose of this meeting was to discuss the 
coming annual meeting at Osakis, Minn., 
which will be held June 16-18; and also to 
provide proper ways and means for wel- 
coming the ganders who have returned 
from service for Uncle Sam. 





S. Snyder of Watertown, S. D., spe- 
oe agent of the Firemen’s Fund, who 
has been laid up with pneumonia for some 
weeks, expects to resume work next week. 
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TEXAS COMPANIES COMBINE 





Austin, Commonwealth and Interna- 
tional Consolidate Under Name 
of Republic 





DALLAS, TEXAS, April 21.—The 
only million-dollar fire company in the 
south was formed here this week 
through the merger of Austin, the Com- 





merger followed a meeting of the stock- 
holders of the three companies, at 
which the vote was unanimous for the 
consolidation. The new insurance com- 
pany takes the name of the Republic 
Insurance Company, with general head- 
ba at Dallas. 

The officers of the new company, 
formed under a special provision of 
the Texas legislature, are George W. 
Jalonick, president; I. Jalonick and J. 
B. Adoue, vice-presidents; A. F. Fa 
secretary, and J. H. Hines and T. 
Mansfield, assistant secretaries. R. Ww. 
Mayo is general adjuster. 

All local agencies and agencies of 
the three companies in other cities will 
be continued. The company’s capital 
stock, fully paid in, is $1,000,000. The 
policyholders’ surplus i is $1, 600, 000. The 
new company has more than 1,100 
agents in the field and predicts a mil- 
lion dollars worth of new business this 
year. 

The attorney-general must now de- 
cide whether or not the merger is in 
violation of the antitrust laws of Texas. 
This done, it will the charter will go to 
the commissioner for filing. 

The Republic will be the only stock 
fire company in Texas. 





GOVERNMENT SEEKING COVER 


Will Place $2,500,000 Hail Line 
Through Federal Land Bank— 
Companies Wary of Risk 





WICHITA, KANS., April 23.—The 
government has announced that it will 
take out $2,500,000 of hail insurance on 
wheat sown in Kansas and Oklahoma 
through the instrumentality of the fed- 
eral seed wheat loan negotiated last 
fall. The Federal land bank in Wichita, 
Kans., has been authorized to procure 
a blanket policy to the extent of $4 an 
acre to be written in at least three 
stock companies of recognized stand- 
ing. The insurance is to become effec- 
tive May 10. 





monwealth and the International. The 


It is stated that the underwriting 


companies are to procure at their own 
expense notes of the borrowers of the 
federal loan to cover premium for the 
insurance and such additional insur- 
ance as the borrower may want. The 
underwriting rules and rates observed 
by the hail writing companies in the 
territory are to apply. Notes are to be 
carried until Sept. 1, without interest 
secured by lien on the crops, subject 
to the prior lien of the federal land 
bank. All borrowers are to have the 
privilege of making their own arrange- 
ments up to May 1, and the policy is 
to be cancelled without charge to any 
borrower making other arrangements 
satisfactory to the land bank and ad- 
vising the bank before that date. 
Handled by Wichita Agent 

A general agent in Wichita has se- 
cured the placing of this line and was 
in Chicago last week in an effort to 
have the business taken care of. Hail 
writing companies were inclined to shy 
at the risk, particularly when it became 
know that general agents expected to 
secure a commission of 25 percent. The 
companies took the position that they 
did not care to buy hail business at 
this figure. It was also felt that many 
difficulties would arise in the handling 
of the business and up to date the line 
has not been placed. It is quite prob- 
able that if the commission figure is 
reduced the line will be absorbed by 
tw oor three of the companies. 





Springfield Wins Case 


AUSTIN, TEX., April 22—The court of 
civil appeals at Austin affirmed the case 
of Springfield Fire & Marine Insurance 
Co. vs Barnett, from McLennan county, 
carrying a judgment for $2,278 on a mer- 
cantile loss at Cameron, Tex., with six 
percent interest from March 21, 1918. 

Under the terms of the policy suit could 
not be brought until arbitrators had 
made an award, in the event there should 
be a disagreement as to the loss. There 
was a disagreement and the insurance 
company and Barnett selected arbitra- 
tors, but these two were never able to 





agree on the umpire to determine the 





loss. The court holds that the company’s 
arbitrator refused to act with Barnett’s 
representative in an effort to determine 
the loss and that this fact is sustained 
by the evidence and “Such being the 
case, we hold that there was no dis- 
agreement between the parties as to the 
amount of the loss within the meaning of 
the policy.” 





Exchange Organized 


.DALLAS, TEX., April 22—With a view 
of educating the people to a better under- 
standing of what insurance really is and 
why it is necessary to carry insurance 
of all kinds the companies located in Dal- 
las have organized an insurance exchange. 
The exchange will from time to time pub- 
lish articles dealing with the insurance 
business. 

A. P. Cunningham was elected president 
of the exchange, Marby Seay, vice-presi- 
dent and George Dexter, seeretary-treas- 
urer. The exchange has opened offices and 
will hold weekly and monthly meetings, at 
which the members, the superintendents 


‘and fields agents will gather for a discus- 


sion of matters concerning the activities 
engaged in. 





Enters Local Agency 


LITTLE ROCK, ARK., April 22—The 
Home Fire and Marine of California has 
entered Arkansas and will transact busi- 
ness through the general agency of Adams 
& Boyle. W. S. Leake, formerly Arkansas 
special agent for the Royal, will enter the 
employ of Adams & Boyle. 





Investigate Expenses 


LITTLE ROCK, ARK., April 21—Bruce 
T. Bullion, Arkansas commissioner, is 
making an investigation of operating ex- 
penses. In St. Louis last week he held a 
conference with various commissioners, 
who have been given supervisory powers 
over insurance rate-making, such as were 
given him under the Utley law enacted by 
the last legislature. 

Operating expenses in Arkansas never 
before have been computed by the depart- 
ment. They must now be considered in 
order to determine whether companies 
have averaged more than 5 percent profit 





for the past five years, which would em- 
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Fire and Allied Branches of Insurance 


Fire, Lightning, Automobile (Complete Cover in Combination Policy), Ex- 
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power the commissioner to order a re- 
duction of rates. 





Texas Notes 


Robert I. Glass, assistant secretary of 
the Great American, is a Texas visitor 
this week. 


Chrales A. Lung, secretary of the Ni- 
agara Fire, is spending two weeks with 
Special Agent J. S. Hereford in Texas. 


H. A. Yarbrough, for several years with 
the Hartford Fire in the Dallas and At- 
lanta offices, has returned from foreign 
service with the 386th Division and is 
with the Fireman’s Fund general agency 
in Dallas. 


J. C. Bell, formerly connected with the 
southern department of the Hartford Fire 
at Atlanta, Ga., has returned from mili- 
tary service and is now with the Ver- 
schoyle Bonding & Insurance Company at 
Dallas, Tex. 


The local agency of Piper & Stiles at 
San Antonio, Tex., has been changed to 
Piper, Stiles & Gill, following the admis- 
sion of John J. Gill into the firm. Mr. 
Gill was formerly special agent for the 
United States Fidelity & Guaranty. 


A liability clause has been added to 
the fire prevention ordinance in the city 
of San Angelo, Tex. It provides that a 
resident whose premises catch fire 
through his own carelessness after he 
has been warned by the fire marshal will 
have to pay the cost of fighting the blaze. 
The fire marshal requested the law. 


With the petition finally ratified as con- 
taining the requisite number of names, 
the city commissioners of San Antonio, 
Tex., have adopted a _ resolution provid- 
ing for the desired submission to a vote 
of the citizens of that city of the ques- 
tion as to whether a firemen’s double 
platoon system shall be installed. 





Anthony (Tony) G. Meyers has been 
appointed fire chief at Oklahoma City. 
He succeeds Ross M. Brooks, who has 
been chief for six years. Chief Meyers 
has been a member of the department for 
more than 19 years. The appointment of 
Meyers ends an estrangement that has 
existed between Mark Kesler, commis- 
sioner of public safety, and former chief 
of the fire department, and Chief Brooks 
for many years. 




















THE SOUTHERN STATES 





LOWER RATES ARE DISCUSSED 





Actuarial Men Meet in Louisville to 
Confer on Kentucky Rates— 
Will Recheck State 





At a conference in Louisville last 
week attended by J. V. Parker, of the 
Western Actuarial Bureau, Chicago; 
George H. Parker, manager of the Ken- 
tucky Actuarial; N. O. Gray, Kentucky 
superintendent of fire insurance rating, 
and T. M. Goodloe, actuary for the 
state, discussion of lower rates for Ken- 
tucky were heard. Goodloe had pre- 
viously made a public statement to the 
effect that rates are too high, based on 
a fire loss of only 33 percent in 1918, 
as against a 50 percent loss in 1917. 
The insurance men showed an inclina- 
tion to reduce rates in keeping with 
losses, and on a 50 percent ratio it was 
held that rates could be lower. Mr. 
Goodloe alleged that in rerating some 
250 towns in the state at least 60 per- 
cent of the new rates were at fault. 
Mr. Gray contended that loose applica- 
tion of rates under the Dean schedule 
has resulted in discrimination in some 
towns on like risks. 

Following this meeting it was decided 
to recheck the entire state, as some of 
the rating was done during the war 
period and with men who were not 
thoroughly trained. Fresh rate men will 
recheck the entire state before any 
action is taken toward reducing exist- 
ing rates. 





RECORD FOR ALABAMA GIVEN 





Loss Ratio in the State Is Much More 
Favorable During Last 
Two Years 





The total fire premiums in Alabama 
last year amounted to $5,378,139 with 
losses of $2,289,304, the loss ratio being 
42.56 percent. The premiums gained 
just about $1,000,000. The loss ratio 
in 1917 was 48.46 percent. The loss 
ratio has shown_material improvement 





the last two years. The premiums in 
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Cincinnati Underwriters 


121 East 3rd St., CINCINNATI, O. 


Eureka F. & M. Ins. Co. 
Organized 1864 





Security Ins. Co. 
Organized 1881 
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Shadow Premiums! 
Companies! 
Save the Taxes! 


The Government doesn’t want to 
gouge you on 


Lost Policies 
but can’t help it if you let agents 
cancel and rewrite. Supply them 
with Carey & Zimmerman’s 

Lost Policy 
Certificates 
and save the tax on the second policy. 
Example of duplicate tax: 


138 ' Prem. Tax 
Original Policy....... $14.00 $0.14 
Second Policy........ 9.50 10 


Total (to company). $14.00 $ .24 
Example of common sense: 
Tax 
Original Policy....... $14.00 $0.14 


Lost Policy Certificate ...... ..... 
Total (to company). $14.00 $0.14 


Don’t pay taxes on premiums 
you never get! 





Besides the taxes on “shadow” 
premiums the Carey & Zimmerman 
Lost Policy Certificate saves 
agents and companies the following 
operations— 


Agents: 


1. Making out lost policy receipt 
2. Obtaining signature of insured 
3. Calculating earned and unearned 
premiums 
4, Entering cancellation on register 
5. Entering cancellation on account 
current 
6. Reporting cancellation 
7. Writing new policy 
8. Making daily report 
9. Entering on register 
10. Entering on account current 
Companies: 


11 to 20. Duplicating or checking all 
ten of the above operations 
21 et seq. Writing letters or tearing 
hair to get things straight 


Why not save it all? 


Companies and Agents: Use 

the Carey & Zimmerman 

Lost Policy Certificate 

Printed on good paper 

Folds like a policy 

Files like a policy 

Record for Agent and Report for 

Company made with carbon (per- 
forated for separation). 

Assignment and cancellation blanks 
on back 


The Cost is low; here are the prices: 


esses ---.$0.75 500...... $ 7.25 
5 ee 1.80 1,000...... 12.00 
ee 3.00 2,000...... 20.00 
PR waenleise 4.50 5,000...... 40.00 


The National 


Underwriter 


‘PEON, ,geAGO_ cuca 
Rough Notes Co. 


Wulsin Bldg., Indianapolis, Ind. 




















1916 were $3,798,603, with a loss ratio 
of 77 percent. In 1915 the loss ratio 
was 79.58 percent. In 1914 it was 96.62 
percent. In 1913 it was°56 percent. 
The loss ratios the last two years have 
been the lowest since 1903, when it was 
48.4 percent. The marine premiums 
written in Alabama last year were 
$504,604, with losses of $113,906. The 
companies writing the largest pre- 
miums in the state last year were 
Aetna, $276,732; Connecticut, $144,166; 
Fidelity-Phenix, $131,183; Fire Associa- 
tion, $102,418; Globe & Rutgers, $133,- 
396; Great American, $173,328; Hart- 
ford, $383,797; Home, $390,171; North 
America, $169,116; National of Hart- 
ford, $168,040; National Union, $172,- 
666; Commercial Union, $122,679; L. & 
L. & G,, $264,179; London & Lan- 
cashire, $157,762; Royal, $170,322. 





Local Agents to Meet in September 


RICHMOND, VA., April 22—Sept. 10 and 
Richmond are the time and place for the 
annual meeting of the Virginia Local 
Agents’ Association. Colonel John R. 
Saunders, attorney-general of Virginia, 
will address the agents on some legal 
aspects of the fire insurance business. 
Colonel Saunders was a local agent at 


_| Saluda for some years when he was elected 


head of the legal department of Virginia. 
An effort will be made to have National 
Secretary Chauncey S. S. Miller also ad- 
dress the meeting, if it is possible for him 
to be present. It was deemed best to de- 
fer the annual gathering until the fall 
because of the prospect of- better at- 
tendance than in the spring. 





New Company at New Orleans 
The Crescent Fire of New Orleans is 
being promoted in that city with $200,000 
capital and $100,000 surplus. The main 
people in it are Philip G. Leith, George 
W. Platt and Frank P. Sintes. 





Virginia Notes 

The American Eagle has_ transferred 
its local agency at Richmond, Va., from 
McCue & Alsop to Pollard & Bagby. 

George McG. Goodridge, formerly a 
local agent of Norfolk and once president 
of the Virginia Local Agents’ Association, 
has formed a partnership in Richmond 
with Walter B. Claiborne. The name o 
the agency will continue as A. L. Pleas- 
ants & Co. 





Kentucky Notes 


At Bardstown, Ky., John T. McGinnis 
has succeeded R. N. Cook, who has been 
handling a large line for several years. 


Auber Smith, of Paducah, Ky., repre- 
senting the Ocean Accident, reports that 
he has dropped his fire and other lines in 
order to give his entire attention to the 
Ocean line. 


The Home Fire & Marine and the Ohio 
Valley have appointed Miss Elizabeth 
Dant of Lebanon, Ky., as local agent. 
James Dant, her father, was formerly a 
well-known agent in that city, having 
retired some time ago. 


Jefferson, Noyes & Embry, of Louis- 
ville, is advertising in the newspapers 
its line of “strike” insurance for local 
manufacturers, announcing that it repre- 
sents the first local agency to offer this 
line of protection to the manufacturers. 


Claude F. Snyder, manager of the 
Henry Clay Fire at Lexington, Ky., has 
been ill for several weeks of complica- 
tions following influenza, but is now on 
the road to recovery, and expects to be 
back on the job following a complete 
rest for about thirty days. 


Adjustment on the loss to the Ken- 
tucky Malt & Grain Company, a Fleisch- 
mann subsidiary at Louisville, has been 
slow, due to the fact that the grain was 
made useless for malting purposes, as a 
result of smoke and water damage, and 
being rendered only fit for sale as feed- 
ing material. 


Alex M. Woodruff, secretary of the 
Kentucky & Louisville Mutual, has issued 
notice to policyholders to the effect that 
at a meeting of the board of directors 
on April 10 it was decided to make a call 
of ten per cent on premium notes to pay 
losses sustained, the call to be payable 
in thirty days. 


The Kentucky Fire Underwriters As- 
sociation is behind a movement for adop- 
tion of a new form of ~~ for handling 
whiskey risks, under which whiskey 
would be insured on the basis of cost 
plus handling charge, not to exceed mar- 
ket value at time of fire, instead of on 
the market value basis as is now used. 

Whether Louisville will secure a class 
three rating is largely a question of what 
the city will do in connection with five 
new ordinances peters the city council 
and framed by the Fire Underwriters, 
through the Kentucky Actuarial Bureau. 
These ordinances deal largely with the 
building department and set forth clearly 
rules for handling moving picture booths, 











inflammable oils and materials, construc- 
tion of garages, etc. 








NATIONAL SECURITY FIRE 
INSURANCE COMPANY 


(STOCK COMPANY) 


AGENTS WANTED IN 
NEBRASKA—IOWA—KANSAS—COLORADO 





WRITING FIRE, TORNADO, AUTOMOBILE 





Home Office: 1406 FARNAM ST. 








OMAHA, NEBRASKA 

















ARIZONA 


PHOENIX, ARIZONA 


CAPITAL 


$200,000.00 


EDGAR M. DAVIS 


VICE-PRESIDENT AND 
GENERAL MANAGER 











FIRE INSURANCE COMPANY 





CENTRAL DEPARTMENT 
COVERING 


ILLINOIS—OHIO—INDIANA 
WISCONSIN — MICHIGAN 


CHAS. P. HALL 


SPECIAL AGENT 


2019 INSURANCE EXCHANGE 
CHICAGO 














HAWKEYE SECURITIES FIRE 
——— 


FIRE, TORNADO, HAIL AND AUTOMOBILE 
Applicants for agencies address Home Office, Masonic Temple, Des Moines, Ia. 














LANSING - - 


AUTO-OWNERS INSURANCE COMPANY 
MICHIGAN 


Live Agents Wanted where not represented 
Most protection offered by any Company in Michigan 


V.V.MOULTON, Sec'y., F. P,. WRIGHT and F. A. WALL, Field Supt’s. 








writing a genera’ 


earing from agents 


JAMES W. BOLLINGER, Pres. 


*S ECURIT Yx 


Fire Insurance Company, of Davenport, Ia. 
CASH CAPITAL $200,000 


This Company has had 36 years of successful business experience, and is now doing business in 
Towa, Illinois, Wisconsin, Ohio and Indiana. It is a good company for the agent, because in addition to 
| business, it aecepts practically all classes of farm risks, 


We want agents in the above states, and would appreciate 
h desiring 


represent us. 


E, E. SOENKE, Secy. 




















An IOWA Company 


FRANK L, MINER, Vice-President 
C S. VANCE, Second Vice-President 





Iowa National Fire Ins. Co. 


Des Moines, 


FIRE-- LIGHTNING-- TORNADO and 
AUTOMOBILE INSURANCE 


IOWA Agents wanted 
JOHN L. BLEAKLY, President 





For IOWA Business 


C. M. SPENCER, Secretary 
FRANK P, FLYNN, Tecseurer 





























SURPLUS 
LINES anp 
FLOATERS 








Exceptional facilities for handling Surplus and difficult 
lines_and unusual forms of insurance in best American 
and Foreign companies and at Lloyds, London. 

RE-INSURANCE CONTRACTS DRAWN AND PLACED. 
YOUR BUSINESS SOLICITED; 


F. R. THOMPSON 


Insurance Exchange, 


PROMPT ATTENTION 


Chicago, Til. 











PITTSBURG UNDERWRITERS 


GEO. R. DAVIES, Manager 


UNDERWRITTEN BY 


Allemannia Fire Insurance Compan: 
National-Ben Fraaklin Insurance z, 


Combined Capital, $1,700,000 Assets, $8,989,607 


D. Young, br po hy om State Agent for Ohio 


on Peank 
a. Eitel & Lest . 
New Agents solieited. 


Commonwealth Bidg., Pittsburg, Pa. 


Superior Fire Insurance Com: 
Hapabllp Dos incannese Coutene 


to Policyholders, $3,645,418 


Agents fer Illincis and Indiana 


Sehulkamp, Madison, Wis., General Agents fer Wieeonsia 


THE NATIONAL 


UNDERWRITER 
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YourClients 
Will Thank 
You 
—if you call 
their atten- 
tion to this 


Automatic 


Extension Reel 


Puts safety responsibility 
squarely on the employee. 
Keeps extension cord off nails, 
floor, machinery and goods. 
Holds lamp away from inflam- 
mable material. 

Protects cord for long service. 
No longer any excuse for lamp 
and extension cord hazards. 
Device listed as standard by 
Underwriters Laboratories. 





Cincinnati Specialty Mfg. Co. 


1915 Powers Street - Cincinnati, Ohio 











OFFICE SUPPLIES 


FOR INSURANCE AGENCIES 
“Everything for the Ineurance Man” 


THE NATIONAL UNDERWRITER 


1362 Insurance Exchange, CHICAGO 








Time and Dollars! 





Are you cashing all of your time 
and the time of your employes 
into dollars? 


time wastage, dollar wastage. 


Get The National Underwriter 
Ready Reckoner for Co-Insur- 
ance Credits. One Dollar. 


National Underwriter 
403 Lincoln Inn Court 
CINCINNATI, OHIO 


Figuring coinsurance credits is - 








CENTRAL STATES 
FIRE INSURANCE COMPANY 


WICHITA, KANSAS 


Admitted Assets - - - - + - 60 
Reserve for Reinsurance - - - - 38,767.66 
Cash Capital - - - + - - ~ 151,550.00 
Surplus - - - - - = = = 86,288 


DECEMBER 31, 1918 


Increase in Capital - - - - - $13,500.00 
Assets - - - - - - 35,638.00 
Reserve - - - - - = 7,022.00 
Surplus - - - - - - 16,673.00 





April 17 Henry D. Wallace, 61 years 
of age, dropped dead from apoplexy. Mr. 
Wallace operated a large agency in Louis- 
ville, handling life, fire and general lines. 
The death of Mr. Wallace recalls the 
similar death of his former partner, Jack 
S. Moore, who for several years was in 
business with Mr. Wallace, and who was 
also special agent in Kentucky for the 
Hanover. After Mr. Moore’s death Mr. 
— continued the business by him- 
self. 








PACIFIC COAST FIELD 




















HOLMAN GOES TO THE COAST 





Assistant United States Manager of 
the Commercial Union Takes 
Charge at San Francisco 





Charles J. Holman of New York, as- 
sistant United States manager of the 
Commercial Union‘and its allied com- 
panies, has been appointed Pacific 
Coast manager and in that connection 
becomes president of the Califoxnia. 
He succeeds E. T. Niebling, who re- 
cently resigned because of ill health. 
The Pacific Coast branch reports di- 
rect to the head office. 

Mr. Holman is a native of New York 
city, having been born there Nov. 18, 
1854. His first business connection 
was with the Commercial Union in 
New York city, entering its employ in 
1873. He has been continuously asso- 
ciated with it. After passing through 
the office positions he was appointed 
special agent in Pennsylvania in 1880 
and two years later became superin- 
tendent of agencies at the New York 
office. From 1883 to 1889 he was resi- 
dent secretary of the company’s cen- 
tral department at Cincinnati. Then 
he became resident secretary for the 
northwestern department at Denver. 
When Col. A. H. Wray was appointed 
manager in January, 1899, Mr. Holman 
was appointed assistant United States 
manager. Mr. Holman has been very 
active in a number of organizations and 
has come in contact with a large num- 
ber of insurance men. He is an ex- 
president of the Insurance Society of 
New York. 





Koeckert Leaves San Francisco 


SAN FRANCISCO, CAL., April 23.— 
Vice-President F. W. Koeckert of the 
American Eagle, Continental and Fidel- 
ity-Phenix Fire, has left San Francisco, 
where he has been visiting the Pacific 
Coast department of the companies for 
several weeks and is due in New York 
early next week after spending a day or 
two in Chicago. Assistant Secretary Paul 
L. Haid of the same companies at New 
York has been temporarily placed in 
charge of the San Francisco office until 
a successor to Secretary A. A. Maloney 
is selected and installed. 





Bank Measure Passed 


SAN FRANCISCO, CAL., April 23.—The 
California legislature has passed a meas- 
ure to prohibit banks or corporations 





corporation of the Bank of Italy and 
the latter’s failure to oppose the meas- 
ure in the assembly after making a bitter 
fight in the senate is taken to indicate 
that the governor will be asked to 


exercise veto power when the bill 
reaches him. 


Colorado Auto Figures 


Automobile premiums collected and 
losses incurred in Colorado last year by 
various companies follow: 


Prems. Losses 
INR io: hicks io plow cet 8.000 $ 2,557 $ 243 
Fidelity-Phen. ........ 2,78 9 
RAIOMS WORMS 6 os 6 scicwe se ,132 3,455 
ee a eee ee 14,919 4 
Oe Re Re een 4,066 6,475 
ee eo en 2,8 18 
Northern Assurance 205,472 106,483 
gg. eer 4 
ag to 8 eer 594 14 
P@NNSY]VaniA «<0 686 50 
Salamandra .... 065... 154 a 
et sa 6 ieee Wed 64 take 6,943 1,855 
NINO his ox 6hg d80:6 bine elena ee 3,234 1,021 
WV OBUCHOBURE  6.56:cis e408 1,689 1,667 





Colorado Hail Figures 


Hail premiums collected and losses in- 
curred in Colorado last year by various 
companies follow: 


re Losses 
PERU ORNARTL, oa: wis ‘0;s:4i0, ove 410 $195,593 $152,012 
ee es EMS. s ehnvo 6p eielaro5)6 58,183 55,143 
DOE WORIOR cons 35-00 55 16,27 9,15 
Second Russian ....... 14,975 7,590 
Westchester .......... 38,969 25,829 





California Agents’ Meeting 


The California Association of Insurance 
Agents will hold its twelfth annual con- 








vention at Visalia, Cal., May 16-17, when 
National Secretary C. S. S. Miller will be 
present and will conduct a membership 
campaign among the California agents. 





Mills and Rhoads Advanced 


SAN FRANCISCO, CAL., April 23.—H. 
F. Mills and F. H. Rhoads, special agents 
for the Pacific branch of the Aetna and 
well-known field men on the Pacific 
Coast, have been appointed agency super- 
intendents for the local office. 





Will Be Made Secretary 


E. C. Kosmak, former vice-president 
of the Central States Fire of Wichita, 
Kan., and for many years with the 
Connecticut Fire, who has been appointed 
underwriting manager for the Guardian 
Fire of Salt Lake, will also be elected 
secretary of the company. He succeeds 
George A. Yocum, who resigns to return 
to his former home at San Francisco. 





Colorado Tornado Figures 


_ Tornado premiums collected and losses 
incurred in Colorado last year by various 
companies follow: 





Prems. Losses 
Fidelity-Phen. ........ $ 810 $ 345 
CHEM WOTB  .o0cs cccses 19 an 
pee. ree 3,102 612 
ee 545 9 
Mech. & Traders....... 
Norske Lloyd ......... 2,560 a 
IN. 33. Ge MECC. 5 ws cccse 26 ae 
Northern Assurance ... 69,779 25,168 
Norwegian ........ 17,072 1,639 
Second Russian . 2,456 1,104 
| EE EE SS ere eae 459 a 
Westchester .......... 50 «oes 














NEWS FROM EASTERN FIELD 











INTEREST IN SECRETARYSHIP 





Field Men Have Concern in Successor 
to Ralph G. Potter in New York 
Body 





SYRACUSE, N. Y., April 22.—Inter- 
est in the New York territory centers 
just now upon the selection of a suc- 
cessor to Ralph G. Potter as secretary 
of the Underwriters Association of 
New York State. Continued ill health 
forced the resignation of Mr. Potter 
early last week, after seven years of 
hard service. Mr. Potter went to the 
association from the central New York 
special agency of the Great American. 


COUNTRY CLUB UNFAVORABLE 





Number of Companies Refuse to Write 
This Class Because of the Bad 
Experience 





NEW YORK, April 22.—Insurance 
upon country clubs is now prohibited 
by a number of companies, the fre- 
quency with which such risks burn, and 
their usual distance from efficient fire 
protection making the class. undesir- 
able. Some years ago a special com- 
mittee of eastern company managers 
was named to review the general sub- 
ject of country clubs, with a view to 
improving the -business—if that was 








He replaced, after a brief interval, 
Frank W. Jenness, who retired to as- 
sume the underwriting management of 
the Rochester Underwriters. 

Secretaryship of the New York as- 
sociation is anything but a sinecure. 
Fault finding by the assured, special 
and local agents, company executives 
and state authorities is one of the 
perquisites that must be accepted with 
the salary, honor and opportunity the 
post affords. Mr. Potter, after stand- 
ing the strain since 1912, finally broke 
down. 

The selection of a secretary rests 
primarily with the executive commit- 





controlled by banks from acting as gen- 
eral agents for fire insurance companies. 
This bill is directed at the auxiliary 





**Everything for the 
Insurance man” 


THE NATIONAL UNDERWRITER CO. 
1362 INSURANCE EXCHANGE 


CHICAGO 
CINCINNATI NEW YORK INDIANAPOLIS 








TIME! 


You protect people against the loss of 
it. But do you conserve your own? Do 
you avoid waste of time in keeping 
track of and following up _pros- 
pects? The SYSTEMATIC SALESMAN- 
SHIP OUTFIT for Accident and Health 
Insurance Men is a time conserver. Send 
for sampie cards and circular descrip- 
tive of system and card case. 


The National Underwriter 
1362 Insurance Exch. Lincoln Inn Court 
CHICAGO CINCINNATT1 


tee of the organization, the recommen- 
dations of which are reviewed by the 
New York state committee of the East- 
ern Union, final action being in the 
hands of the state association mem- 
bers. J. H. Vreeland, of the Scottish 
Union & National is chairman of the 
managerial committee, his associates 
being. Frank W. Jenness, Great Amer- 
ica; Howard P. Moore, Home; Wilber 
Smith, Niagara and James Wyper, 
Hartford Fire. 





Connecticut Men Dined 


The Bridgeport (Conn.) Fire Under- 
writers Association was the host to the 
Connecticut Association of Insurance 
Agents at a most successful gathering 
and banquet. Jonas Lippman of the 
French High Commission was present as 
a guest, as was also Fred J. Cox, chair- 
man executive committee of the National 
association. Also were present the fol- 
lowing officers of the Connecticut asso- 
ciation: James L. Case, president, 
Norwich; E. W, Beardsley, vice-president, 
Hartford; George E. Boyd, vice-presi- 


dent, Waterbury; J. Richard North, sec- 
retary-treasurer, New Haven; 


Richard 




















H. Brokerick, stamp clerk. 





possible—from an underwriting stand- 
point, but the committee never pre- 
sented a report, or if it did, its findings 
and recommendations were too hazy 
to be of any practical value. At any 
rate, no diminution in the loss ratio 
of the class has been voted, and de- 
spairing of making a profit upon such 
risks, a growing number of offices now 
refuse to write them altogether, while 
= now accept only accommodation 
ines. 

As indicating the managerial view- 
point in such connection, it is recalled 
that when a prominent country club 
house burned in a leading New Jersey 
suburban town a year or two ago exec- 
utives of three aggressive companies 
were upon its board of governors and 
assisted in adjusting the loss. Not one 
of their offices, however, carried a line 
upon the destroyed property. 


PROMINENT BOSTON MEN DIE 





F. H. Battilana, President of New 
England Exchange and F. H. 
Stevens, Local Agent Pass on 





BOSTON, MASS., April 21.—Fran- 
cis H. Stevens of Stevens, Brush & Co. 
fell from his chair dead in a Boston 
hotel this noon while dining with E. 
G. Richards, former United States man- 
ager of the North British, and other 
insurance officials, while discussing the 
death yesterday of Frank H. Battilana, 
special agent of the company for the 
New England field. 

Mr. Stevens began his insurance 
career with the Prescott Fire & Ma 
rine in Boston in 1865 as office boy. 
He became clerk in 1867 and in 1873 
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was made secretary. In 1885 he was 
elected president of the company and 
served for two years. In 1888 Mr. Ste- 
vens was given the Boston agency of 
the North British & Mercantile and 
made resident secretary, holding the 
latter position until 1895. 

A year ago, on the consolidation of 
the North British and the Pennsylva- 
nia, Mr. Stevens became head of the 
agency of Stevens, Brush & Co., hand- 
ling the business of the combined com- 
panies. Mr. Stevens was 70 years of 
age. 

Frank H. Battilana 

Frank H. Battilana, president of the 
New England Exchange, and _ special 
agent of the North British & Mercantile 
and Pennsylvania Fire for the New Eng- 
land field, died at a Boston hospital 
Sunday after an illness of several weeks, 
aged 52 years. 

Mr. Battilana was born in Boston and 
after leaving school went to New York 
City, where he engaged in the insurance 
business. He returned to Boston in 1898 
and became associated with the Boston 
Insurance Company as special agent, be- 
ing largely instrumental in developing 
the business of that company in the 
New England territory. In 1902 he went 
to the office of the Pennsylvania Fire 
and became associate manager of the 
New England department, with Edward 
c. Brush, manager. When the company 
was taken over by the North British & 
Mercantile a year ago Mr. Battilana took 
charge of the New England territory as 
special agent. He was elected president 
of the New England Exchange in Janu- 
ary, 1918, and was reelected for a second 
term last January. 


Rieke Organizing Maryland 
K. W. Rieke, special representative of 
the National Association of Insurance 
Agents, is now in Baltimore, Md., on a 
membership campaign. The Maryland 
State Association has been reorganized 
and Howard Jackson of Riall & Jackson, 


- local agents at Baltimore, has been 


elected president. Mr. Rieke will visit 
all parts of the state in the interest of 
the National Association. A majority of 
the representative Baltimore agents have 
joined the organization. 





Directors and Officers Not Liable 

A case of interest has been decided by 
the appellate division of the supreme 
court in New York in which it is held 
that the directors and officers of incor- 
porated agencies are not liable for pre- 
mium obligations. The action was com- 
menced by the Atlas against the John L. 
Dudley Jr. Company and against its 
officers and directors as individuals. 





Officials Are Named 


In addition to the election of C. V. Mes- 
erole as vice-president and manager of 
the fire branch of the Bankers & Shippers 
of New York, the following named have 
been appointed officials in the fire depart- 
ment of the company: Assistant manager, 
L. R. Bowden; secretaries, H. G. Stevens 
and H. B. Lamy, Jr.; assistant secretary, 
L. P. Tremaine. All of the above, includ- 
ing Mr. Meserole, are officers of the Pacific 
Fire as well. 





Factory Association to Meet 
NEW YORK, April 23.—The annual 
meeting of the Factory Insurance Asso- 
ciation will be held at the Hotel Biltmore, 
this city, tomorrow night. Harry A. 
Smith of the National Fire is president 
of the organization. 





Eastern Notes 


Ralph S. Howe has resigned as New 
England special agent of the Scottish 
nhion to go with the Springfield. 
, The Gauvin Agency in New York City 
las resigned the automobile department 
of the Continental. 
, The Palmetto Fire, of Sumter, S. C,, 
pow appointed John B. Canning its rep- 
esentative in Philadelphia and vicinity. 
on ice-President James W. Cochran, of 
an Rds Association, has been elected 
— member of the Western 


ion” Union Insurance Society, of Can- 
» 0. has 4 
Taylor-Eds appointed the Wagner 


Y “dson Company as its represen- 
tatives in Philadelphia. “ 

emt” broom sweeps clean and the re- 
Bo sd appointed fire commissioner of 
te -~ gs John R. Murphy, apparently in- 
ing S to do some effective house clean- 
the In Boston. He finds that although 
Seen” has issued approximately 5,000 
on Ses for the keeping of combustibles 
onl ‘i ammable fluids and these are re- 
ten ome year to year, that only 20 


of the 1] 
mul fo of SL ee Paring thelr 








There are many striking features in the Minneapolis F. & M. which make it attractive. 





F.C. VAN DUSEN, President JOHN D. McMILLAN, Vice-President 


WALTER C. LEACH, Secy. 
FIRE AND 


Minneapolis scatxe Insurance Company 


MINNEAPOLIS, MINNESOTA 


This company will be glad to receive agency applications and will take up with union offices the question of its repre- 
sentation. 


The underwriters are former field men who had had long experience in agency operations. 
We can tell them to you. 





REINSURANCE ONLY 


GLOBE NATIONAL FIRE INSURANCE CO. 


SIOUX CITY, IOWA 
Paid Up Capital, $1,000,000.00 
EDD G. DOERFLER, Secretary and General Manager 


NATIONAL 
FIRE 


INSURANCE 
Co. 








Western Department; 
Insurance Exchange, Chicago 
IMPERIAL ASSURANCE COMPANY =: 
100 Williams St., New York 
Pacific Department; 
Enables its Agents to take advantage of progressive movements and new features in 343 Sansome St., San Francisce 
insurance. The Imperial writes Use and Occupancy, Sprinkler Leakage, Tornado, Profits, Rental and other special 
classes in addition to its regular Fire lines. This gives an Agent facilities to fully meet the requirements of his patrons. 








CASH CAPITAL $839,580.00 





M.S. MILBOURNE 
PRESIDENT 


CLEVELAND NationaAL “=” 


FIRE INSURANCE COMPANY $1,662,212.57 
CLEVELAND, OHIO 


SURPLUS TO 
POLICY HOLDERS 


$1,209,812.34 





APPLICATIONS FOR AGENCIES DESIRED 

















F. H. Hawley, President W. E. Haines, Secretary 


71ST ANNUAL STATEMENT OF THE 
Ohio Farmers Insurance Co. 


LE ROY, OHIO 


is eos nines Recdsitaieees $4,632,142 
a ree dhecaceacdanese ae 
Reserve for Reinsurance................... 2,845,381 
FRRGTOUED:. .. occ cc cccccce edsddadddecicuaen<a .: an 
Net Surplus ................. pear doawkaw - 1,499,764 
Increase ............ Oxget eae anaeadneades 26,280 








NORTH BRANCH FIRE: company.” SUNBURY, PA. 


Incorporated 1911 Capital $500,000 Net Surplus $160,493.14 Assets $1,392,556.14 


CITY comay’ OF PENNA., PITTSBURGH 


COMPANY 
Incorporated 1870 Capital $250,000 Net Surplus $68,381.07 Assets $660,328.77 


PITTSBURGH FIRE. company.” PITTSBURGH, PA. 


Incorporated 1851 Capital $200,000 Net Surplus $116,057.35 Assets $644,677.62 


























M.L, DICKELMAN HENRY J. WOESSNER HAROLD J. BARBOUR 


DICKELMAN, WOESSNER AND BARBOUR 


Successor to Wm. L. Dickelman & Co. 


surance le Ex i ele) one a 
incurence | nhange Coneeel Agate (GE 5. and Connie) cess Lines Telephone Wabash 


LOUIS NEWMARK & CO. 
“Adjusters for the Assured” 
510 Insurance Exchange 
Wabeah2sos CHICAGO 4, 22s0n Siva. 
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MOTOR CLUB GETS CUT RATES 





Big Reduction Allowed Members by 
Companies—Take Regular in Pref- 
erence to Inter-insurance 





CLEVELAND, OHIO, April 22-- 
The Cleveland Automobile Club has 
announced that arrangements have 
been made with a group of insurance 
companies whereby fire, theft and col- 
lision insurance will be written for 
members at from 10 to 30 percent un- 
der the figures of the conference com- 
panies. Liability insurance may be in- 
cluded later, as negotiations are now 
under way. 

Secretary Fred H. Caley said this 
arrangement had been made in line with 
a desire to render a real service to 
members, instead of merely giving ad- 
vice and making suggestions. It is said 
that no one receives compensation or 
commission of any kind for handling 
this business. The agency expense 
seems to be absorbed in the reduction 
in premiums that is to be secured. 


Ten Percent on Low Priced Cars 


Under the plan used cars listed up 
to $1,000 will be insured for 10 percent 
less than the conference rate, cars 
listed up to $1,800, 20 percent less, and 
_ cars listed above $1,800, 30 percent 
ess. 

Mr. Caley said some form of mutual 
or inter-insurance might have been 
adopted, as has been done in other 
places, but the club desired the regular 
forms of protection and felt that such 
a service would be more preferable in 
every way than anything of a cooper- 
ative nature. 





DISCUSS PHILADELPHIA PLAN 





Single Agency Proposition Is Endorsed 
by 50 Percent of the Companies 
Represented There 





NEW YORK, April 22.—The East- 
ern Automobile Underwriters Confer- 
ence held a full meeting here today to 
discuss the Philadelphia situation. No 
definite decision was reached on the 
matter in dispute and the whole ques- 
tion was referred back to the Philadel- 
phia committee for further considera- 
tion. While the situation is not 
necessarily considered hopeless and a 
solution of it may be found by the 
Philadelphia committee, the outlook at 
the present is not the best. The solu- 
tion offered of the main difficulty by 
the Philadelphia agents committee 
that companies be represented on a strict 
single agency basis gained the approval 
of but 50 percent of the companies 
present. While this single agency plan 
has the indorsement of the agents 
committee and represents the views of 
the large agents writing in the aggre- 
gate the bulk of the business, it natu- 
rally has not the support of the smaller 
agents. In the final analysis this ques- 
tion is one for the companies them- 
selves to solve by adopting a uniform 
plan of agency representation, whether 
it be of one or two agents and sticking 
to it. 





Underwriters Detective Bureau 


AUSTIN, TEX., April 22.—The Texas 
State Highway Department, in coopera- 
tion with the Automobile Underwriters 
Detective Bureau and the chiefs of po- 
lice, has started a campaign to curtail 
thefts of automobiles and to recover at 
least a part of the great number of stolen 
automobiles in Texas. 

The Underwriters Detective Bureau, 
with headquarters at Dallas, has just 
been organized by all the companies in 
Texas writing automobile theft insur- 
ance. Its manager is Parker V. Lucas, 
who believes that the strict enforcement 
of the registration laws and the bill 
passed by the last legislature requiring 


delivery of a license receipt by the seller 
to the purchaser of a second hand car 
will drive the professional auto thieves 
out of Texas where they have been oper- 
ating extensively. 

By means of a special engine number 
file the highway department reports that 
more than twenty stolen cars have been 
located for their rightful owners. The 
very simple scheme of stamping a serial 
number on all of the seals issued during 
1919 has practically stopped the stealing 
of these seals. A record is kept of all 
seals lost or stolen so that when the seal 
is recovered the rightful owner of it 
can be located. 





Central States in Conference 


The executive committee of the West- 
ern Automobile Underwriters Conference 
met Tuesday and elected the Central 
States Fire of Wichita, Kan., to mem- 
bership. There was a discussion of the 
commission and agency situation, but no 
action was taken. 


Progress of Inter-State 


The Inter-State Automobile of Rock 
Rapids, Iowa, is gradually expanding and 
is now entered in Iowa, Minnesota, Ne- 
braska and South Dakota, and is arrang- 





OKLAHOMA STATE AGENT 


The American of Newark is desirous of se- 
curing an experienced and successful field 
man as state agent for Oklahoma. It invites 
orm ep dhs Fama Ponca i geal 
position. Full ted from appli- 
cants. Address Charles E. Sheldon. Manager, Ame- 
rican Insurance Company, Rockford, Illinois. 











ANNOUNCEMENT 


This will announce to the Insurance Fra- 
ternity of Iowa that the Home Office of the 


MUTUAL FIRE AND TORNADO 
ASSOCIATION 


Is Removed from Newton, Iowa, 
to Cedar Rapids, Iowa 


American Trust and Savings Bank Building 


I. M. WALKER, President 
J. LINDLEY COON, Secretary 


Dwellings, Farm, Church and School Risks Written. 
Write to Secretary Concerning Agency Matters. 
Insurance in Force $22,750,000.00. 


























'FINE CONNECTION OPEN 


WANTED—Adjuster competent to 
handle fire and automobile losses for 
Northwestern territory. Must be 
thoroughly familiar with accounting. 
Fine connection for the right kind of a 


~~ Give age, experience and_ references. 
dress 38-B, care The National Underwriter. 





. I Co., Ltd. 
The Yorkshire "mr Sui 


Fire, Lightning, Sprinkler Leakage, Automobile, 
Riot and Explosion Insurance 
U. S. Branch, 80 Maiden Lane, New York 






FRANK & DuBOIS a, B. BOYD FRANK B. y, MARTIN 
United States Manag Underwriting Manager tant Manager 
NEW YORK LIFE a & TRUST CO., U. S. TRUSTEE 
2 Wall Street, New York 
DEPARTMENT MANAGERS 

METROPOLITAN..........-eeeee Willard S. Brown & Co......... ..+00...New York, N.Y. 
PACIFIC COAST.......... ae Dieeueas ..-San Francisco. Cal. 

CAROLINA-VIRGINIA .. Greensboro, N. 
SOUTHEASTERN ..........0...-- Darga: . .. Atlanta, Ga. 
LOUISIANA & MISSISSIPPI ... James B. Ross.........sseesceee .seecee New Orleans, La. 




















Its Name Indicates Its Character. 


American National Fire Insurance 
C omp any “<a 
Capital $500,000 
JOHN W. ZUBER, President JOHN A. DODD, Secretary 


Progressive, Yet Conservative. 
Operating Along Sound Lines. 

















1792 


126th Anniversary 1918 


NORTH AMERICA 


PHILADELPHIA $28,000,000 


Men Who Know 


Applications for automobile insurance in the Insurance Company of North America 
are handled by men devoting all of each business day to this one line of insurance, men 
especially trained for the work and familiar with it in all its details and ramifications, 
men who know. Applications for automobile insurance in the Insurance Company of 
North America are handled intelligently. 


PLATT, YUNGMAN & COMPANY, General Agents 
400 Walnut Street, PHILADELPHIA, PA. 
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ing to enter other adjoining states. The 
company was organized in 1916 and dur- 
ing its first year had a premium income 
of $24,777. This figure was trebled in 
1917, and in 1918 the premiums amounted 
to $262,119 and business to April 15, of 
this year, gives every indication of the 
trebling of the figures of 1918. 

In addition the company’s loss ratio 
has been extremely low, the figures for 
1917 being 8% percent and in 1918 11% 
percent. 





Lutz With Dox Companies 


B. F. Lutz has been placed in charge 
of the automobile department of the Lon- 
don & Lancashire and Orient in the west- 
ern department in Chicago. Mr. Lutz 
was for 10 years with Newberger & Co. 
of Chicago and resigned about a year ago 
to go with F. H. & C. R. Osborn in New 
York City. He then enlisted in the naval 
service and has recently received his 
honorable discharge. He is thoroughly 
versed in the automobile end of the game 
and has made a good record. 





Enlarging Office Facilities 


Lyman Hanes, the adjuster at Minne- 
apolis, Minn., now has his office equipped 
with an addressing machine and has on 
file a selected list of garages, oil filling 
stations, police departments and sheriff’s 
offices in Minnesota and the more im- 
portant sections of North and South Da- 
kota, Iowa, Montana, Wisconsin and Mis- 
souri. Many automobile writing companies 
are availing themselves of the services 
of this office and have their agents report 
all losses direct to the office at the same 
time that they are reported to the com- 
pany writing the risk and in this manner 
cards are in the mail two hours after re- 
ceipt of the report of loss. 





The Union be om rare Exchange, a re- 
ciprocal organized at San Francisco last 
year by J. L. Maritzen to write jitney 
and automobile stage Hability business, 
is now writing straight automobile lines 
also. The exchange is covering private 
pleasure and commercial cars against 
fire, theft, collision, property damage and 
liability hazards. 
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UNUSUAL HAZARDS ARE SEEN 





Cattle Often Come to Their Death 
Through Traumatic Inflammation 
of the Stomach 





As live stock insurance companies 
accumulate experience, they realize 
that the insuring of the owners of 
valuable registered cattle against death 
from any cause, brings to light haz- 
ards of an unexpected nature. Later 
developments often show that some of 
these hazards are not as usual as at 
first they seem to be. For instance, 
companies are now regularly paying 
claims for losses by death of cattle, 
caused by indigestion of pieces of bal- 
ing wire, nails and other metal sub- 
stances, which find their way into hay 
and various feeds. The frequency with 
which losses of this character occur 
prove that they constitute a distinct 
hazard. 

Concerning this feature, the United 
States Department of Agriculture in its 
publication, “Diseases of Cattle,” under 
the title of “Traumatic Inflammation 
of the Stomach” says: “This disease 
results from the presence of a foreign 
body. This condition is not rare in 
cattle, because these animals have the 
habit of swallowing their feed without 
careful chewing, and so nails, screws, 
hairpins, ends of wire, and other metal 
objects may be_ swallowed uncon- 
sciously. Such objects gravitate to the 
second stomach, where they may be 
caught in the folds of the lining, mu- 
cous membrane, and in some instances 





the wall of this organ is perforated. 


From this accident chronic indigestion 
results.” 

Here, then, is simply another and 
ever present hazard that a death from 
any cause policy covers. A herd of 
cattle does not have to be struck by, 
lightning, or afflicted with the hoof and 
mouth disease in order for the owner 
to collect under his live stock insur- 
ance policy. Death from any cause is 
broad coverage. It provides protection 
against every possible contingency. 





The Kaskaskia Live Stock has been 
admitted to Oklahoma. 





Establish Empoyment 
Bureau For Soldiers 





The United States Department of Labor 
has issued the following bulletin: 
Employment Bureau for Returning Sol- 

diers and Sailors established in Chi- 

cago. . 

The time has arrived when every em- 
ployer can be of real service to the re- 
turning soldiers and sailors by offering 
them employment. t 

In order to centralize the effort, 
employment bureau in the Chicago dis- 
trict has been established under the di- 
rection of a National Council, the Red 
Cross, Y. M. C. A., Army, Navy, commer- 
cial, church, labor, farm and other Chi- 
cago organizations. This employment 
bureau has available for industrial enter- 
prise a large part of the nation’s choicest 
manhood. Never before has there been 
offered a supply of workers of such high 
class. Not only are these men physically 
fit and strong and full of initiative, but 
they have quick military snap, yet or- 


: A 
an | 


derly power, the result of organized 
training and discipline. 

If you lose this chance to hire these 
men—to infuse their “pep,” clean-cut 
characteristics, their spirit to win—into 
your establishment, you miss the one 
great passing opportunity. 

Aside from the advantage the em- 
ployer has in getting men of high qual- 
ity, he also, by placing his orders for help 
with the bureau, does his share toward 
providing a means for the returning men 
to make up in part for the small pay 
and many hardships which they have ex- 

erienced during their period of service. 
will pay the employer to take a few 
more soldiers and sailors than he might 
panes actual use for at this season, be- 
‘cause the opportunity to get men of this 
character is a passing one, and it is good 
business to have plenty of help to han- 
dle the predicted, approaching prosperity. 

The Department of Labor, U. S. Em- 

loyment Service, has established these 

ureaus for returning soldiers and sail- 
ors not only in Chicago, but at other 
principal points throughout the country, 
and our readers who reside at other 
points than Chicago should make use of 
their local bureau. Orders for help from 
the Chicago district should be addressed 
to the Bureau for Returning Soldiers 
and Sailors, 58 West Washington street, 
or telephone Randolph 7140. 





: Miscellaneous Notes 


H. S. Page, who has been connected 

with the Associated Factory Mutuals in 
Philadelphia, has been appointed in- 
spector for the Underwriters Service As- 
‘sociation of Chicago. 
. The Hudson Fire & Marine, of New 
‘York, has been admitted to do a fire and 
marine business in Massachusetts, and 
has appointed Kaler-Carney, Liffiler & 
Co., its agents for Boston, 

Secretary Victor Roth, of the Security 
of Connecticut, has been on a visit to the 
western department at Rockford. This 
week Mr. Roth and Western Manager 
W. D. Williams were in Chicago. 

The Missouri-Kansas Blue Goose will 
hold its anntal ladies’ night session at 
Kansas City, April 29. The Missouri Fire 
Prevention Association will hold a semi- 
annual business session the morning of 





this date. 





NEBRASKA LIVE STOCK INSURANCE COMPANY 








Authorized Capital and Surplus 


$1,000,000.00 
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KEZLINE BUILDING, OMAHA, NEBRASKA 


W. B. HOWARD, President and General 
CAPT. CARL F. SWANLAND, Secretary 


Manager 








Excellent opportunity for good live agents. Communicate with the Home Office 








Territory in Ohio, Indiana, Illinois, 
THE KASKASKIA LIVE 
Home Office: - - 





The Best Field in the Insurance Business 


Today is Live Stock Insurance 
We want good men who work among farmers and stockmen to communicate with us 


INCORPORATED 


Michigan, Minnesota and Oklahoma 
STOCK INSURANCE CO. 
- Shelbyville, Illinois 








Flynn Building 
s Moines, Iowa 





NATIONAL LIVE STOCK INSURANCE CO. 


Cash Capital $100,000.00 
AGENTS WANTED IN IOWA 


We Are the ORIGI- 
NATORS of HOG 
Insurance 














PEORIA, ILL. | 


Western Live Stock Insurance Company 


CLIFFORD IRELAND, Pres. 


BERT BUCKLEY, Secretary \ 
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UNDERWRITING OFFICE 
(611 Insurance Exchange 


J. C. MOHLER, President 


THE CAPITAL LIVE STOCK INSURANCE COMPANY 


Writes Every Form of LIVE 


TOPEKA, KANSAS \T. Be ELLIOTT, Secretary STOCK INSURANCE Issued 
iaiveaustion THE BIG COMPANY Gosunsaninian ay ie One 
"Underwriting Manager STATE DEPOSIT OVER ONE-THIRD OF A MILLION DOLLARS Company. 











OKLAHOMA LIVE STOCK: 
INSURANCE COMPANY =: =: 


Licensed by the Oklahoma Insurance Department 
q We are now ready to receive applications for agencies. An Oklahoma 
Stak People. You Oklahoma Insurance Agents, look up the value of the Live Stock owned in Oklahoma. Live 
Insurance is the most profitable to agents of any branch of Insurance, all annual business, high rate and good 
Commissions to good producing agents. For Agency Contracts and Territory, address Home Office. 
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OKLAHOMA CITY 


Company owned and managed by Okla- 








ORIGINAL Live Stock 
Insurance Paper—the first 
one to give attention to this 
important line of indemnity— 
the paper that has supplied 
agents with valuable informa- 
tion on the subject—the paper 
that has supplied companies with 
a valuable service. : 


The National Underwriter 
Gindemali «Chicags «= New York = Indianapelp 
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COMPENSATION FIGHT 
ON IN MASSACHUSETTS 


Representative Kneeland Attacks 
Measure—Self-Insurance 
Discussed 


IS NO DEMAND FOR FUND 


Cites Failure of Savings Bank Insur- 
ance—Private Companies Have 
Given Good Service 


BOSTON, MASS., April 19.—Em- 
ployers of labor and representatives of 
the leading industries of Massachusetts, 
boards of trade, agricultural and other 
interests, appeared before the joint 
judiciary committee of the Massachusetts 
legislature to voice their opposition to 
various features of the report of the 
1918 legislative recess committee which 
considered workmen’s compensation 
and accident prevention, with partic- 
ular reference to the matter of the 


state fund and self-insurance. 
Opposition to the report of the recess 
committee was led by Representative 
William A. Kneeland, a member of the 
recess committee and principal signer 
of the minority report, and Republican 
“whip” of the Massachusetts legisla- 
ture. Representative Kneeland occu- 
pied the greater part of the period de- 
voted to the opponents and covered 
the subject so thoroughly that the rest 
of the speakers hardly more than re- 


corded their protests. Mr. Kneeland 
said in part: 


Self Insurance Discussed 


“The committee agreed on all but the 
Subjects of self insurance and a state 
fund. The Massachusetts legislature last 
year passed a self insurance act which 
was vetoed by the governor. Practically 
every state in the Union has self insur- 
ance laws. In Pennsylvania the recess 
committee found that over 60 percent 
of the manufacturers were self insurers. 
Five hundred of the largest employers 
were covered by self insurance, includ- 
ing the Bethlehem Steel, Westinghouse 
and Bell Telephone. Whereas the state 
fund pays but one-half wages during 
disability the Westinghouse pays two- 
thirds and the Bell Telephone full wages 
during incapacity and there is no dis- 
Satisfaction on the part of labor in Penn- 
sylvania over the operation of self in- 
—— The same conditions prevail 
n New York state, where over one- 
quarter of the employers carry self in- 
surance. This, too, with the law de- 
mene Only $5,000 bond as against 
0 which was required under the 
— bill in Massachusetts providing 
ond = insurance. There had been no 
po Olvency of self insurers in those 
ates and labor was satisfied. 


Fund Has No Friends 


ig mare is no demand whatsoever for 
recom lishment of such a fund as 
an rhage I have the complete sten- 
of a ic records here of the hearings 
Tisee recess committee and I challenge 
i ge to find in it one word advocating 
ie avor of a state fund of the kind 
erence in the report. One repre- 
iisti ve of labor did ask for a monopo- 

¢ state fund. That was all. There 
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Some Up-to-Date Ideas 
on Burglary Insurance 


OWING TO THE UNPRECEDENTED CRIME WAVE PassING OVER 


THE CouNTRY, PROTECTION AGAINST THEFT BECOMES OF 
More IMPoRTANCE THAN Ever BEFORE—THERE ARE 
ABUNDANT OPPORTUNITIES FOR THE LIvE LOCAL 
AGENT TO MAKE A DRIVE FoR ALL LINES OF 
RosBBERY INDEMNITY. 





follow the line of least resistance. 

It is wise to present for sale a form 
of insurance for which there is at least 
a latent demand. If the man to whom 
the subject is presented is at least half 
way convinced that what is being 
offered for sale is something that he 
needs there is not very much need for 
preliminary or explanatory work. The 
foundation stones have been laid and 


|: going after business it is well to 





returning to this country only to find 

that there are no jobs awaiting them. 

All signs point to increased unemploy- 

ment, which necessarily means an in- 
crease in crimes. 

t uy None 

urglary insurance 

fincas beens may be considered 

under several 

classes, but the greatest amount of at- 

tention should be given to the three 








BUSINESS BUILDER NUMBER SIX 


TH accompanying contribution on burglary insurance ends the series of 
business building articles that have appeared in THE NATIONAL UNDERWRITER 
during the last six weeks. This paper has aimed to produce the most effective 
and latest arguments on the various forms of insurance that have been covered 
in this symposium. THE NATIONAL UNDERWRITER has had in mind the man in 
the smaller city and town as well as the big city solicitor. Today is a big day 
in insurance. There are great opportunities open for the intelligent, pains- 
taking, hard working agent or broker who is able to present the proposition 
to the assured in a convincing manner and who also believes and practices the 
highest service in connection with his work. Burglary insurance is one of the 
minor lines that has had a rapid growth. There never was a better time to 
solicit burglary insurance than right now. 

In due season THE NATIONAL UNDERWRITER will doubtless publish in book 
form the series of six articles so that they can be more carefully read and 
used not only by the experienced men but the newcomers in the business. 








closing arguments only are necessary. 

This is exactly the case with burg- 
lary insurance at the present time. 
There is no branch of the casualty busi- 
ness that may be more opportunely 
presented. Every one who reads the 
newspapers knows that there is a great 
labor and social unrest in the country 
which has produced during the winter, 
an abnormal number of hold-ups, rob- 
beries and daring thefts. Unemploy- 
ment is on the increase and when men 
are out of work it always means more 
robberies. Thousands of soldiers are 





forms of burglary insurance that are 
the most desirable not only from the 
agent’s standpoint, but also from the 
companies. These three forms are resi- 
dence burglary, bank burglary, and 
messenger and paymaster robebry in- 
surance. 

Residence burglary is more easily 
sold now than it was a few years 
ago. There is a real demand for 
this coverage. The losses caused by 
burglars and thieves in private houses, 
including apartments, the flat houses 

(CONTINUED ON PAGE 24) 
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General Building, Philadelphia 


Begs to announce 


Marked Reductions in Automobile Rates 


Agents and Brokers may promote their own and their clients’ interests 
by consulting the Corporation’s General Agents. 


ker-M Co. H. C. Borhus, T. Grant Slaughter, 
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COMPENSATION MEN 
HAVE BRIGHT OUTLOOK 


Believe That Premiums Will Not 
Show Any Appreciable Reduc- 
tion This Year 


STABLE CONDITIONS AHEAD 


Business Situation as a Whole Seems 
to be Satisfactory—Many Indus- 
tries are Booming 


NEW YORK, April 22—In spite of 
the reduced payrolls and the increas- 
ing unemployment, compensation un- 
derwriters seem to feel that there will 
not be an appreciable reduction in 
compensation premiums this year. It 
is pointed out that unsettled industrial 
conditions will not obtain beyond the 
first six months of the year and that 
the signing of the peace treaty will act 
as a tonic to business generally. Once 
final disposition has been made of the 
problems now facing the peace confer- 
ence, American business men _ will 
know just where they stand, what to 
expect and may make their plans ac- 
cordingly. At the present time many 
are holding back, awaiting some defi- 
nite conclusions. 

Building Operations to Resume 


Moreover, building operations will 
very shortly resume on a large scale. 
Important enterprises have been held 
back, private building has been dor- 
mant. There has only been such in- 
dustrial building activity as was posi- 
tively essential to the conduct of the 
war. It is pointed out by compensa- 
tion underwriters that when building 
on a larger scale commences, it means 
the employment of thousands of men 
with a consequent increase in the num- 
ber and size of payrolls. Another 
point that is being considered is that 
the railroads have done practically no 
repair or extension work since the 
government assumed control. 


To Do Railroad Work 


It is now proposed to finance the 
railroads in a manner that will enable 
them not only to carry on the ordi- 
nary repairs but to do such extension 
and expansion work as is necessary. 
Railroad work always requires a large 
number of men and this activity, when 
it commences, will absorb a very fair 
share of the unemployed labor of the 
country. In addition, the manufactur- 
ers who have been practically out of 
the running during the war, will be 
able to produce on a pre-war basis. 
Many concerns manufacturing prod- 
ucts, the output of which was very 
materially curtailed during the war, 
have now on hand sufficient orders to 
keep them going for two or three 
years. 
Expect Bright Future 

In other words, the opinion seems to 
be held by many that after a period of 
uncertainty which will extend not very 
far beyond July 1, the country will en- 
ter upon a period of substantial pros- 











perity, will mean the elimination of 
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any serious unemployment conditions, 
the general business re-awakening and 
a healthy state of affairs for most in- 
dustries, all of which will result in in- 
creased payrolls, more compensation 
business, and the whole is expected to 
result in the total compensation writ- 
ings equaling or nearly equaling those 
of last year. 


Some Up-to-Date Ideas 
on Burglary Insurance 
(CONTINUED FROM PAGE 23) 


—losses which are sufficiently serious 
to be reported to insurance companies 
—aggregate at least $1,500,000 an- 
nually. The majority of these losses 
occur in occupied houses, or houses 
where the occupants have been absent 
for only a few hours or during a week- 
end trip. Similar losses aggregating 
an equal amount are sustained each 
year by persons who are not protected 
by burglary insurance. Furthermore, 
money, Liberty bonds and jewelry are 
not the only property stolen, and at 
least 40 percent of the losses consist 
of silverware, clothing, rugs and other 
household articles. In presenting resi- 
dence burglary insurance the point 
should always be made that the articles 
that may be stolen may not have much 
intrinsic value, but that to the owners 
they are priceless. Heirlooms, family 
jewelry and relics may not be valued 
in dollars and cents. An important fea- 
ture of burglary insurance is that 
prompt and thorough measures are 
taken for the recovery of stolen prop- 
erty by a well organized corps of men. 
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‘ Most companies is- 
Two Kinds of sue two principal 


Residence Policies Seicend oft cudiiena 


burglary policies, the first providing 
for protection against burglary, theft 
and larceny, this contract agreeing to 
indemnify the assured against loss of 
personal property and household effects 
contained in the premises and owned 
by the assured or any relative perma- 
nently residing with him, or by any 
member of the household who does not 
pay board or rent. The property of 
guests, servants and employes is ex- 
cluded, but may be covered by endorse- 
ment, for additional premiums. Dam- 
age to the assured’s property and 
premises (except by fire) caused by 





(COMPENSATION and Casualty Under- 
writer of wide and successful experience desires 
position with nan or agency. Capable of super- 





S ag a PI depart- 
ments. Prefer Western Connection. Best of refer- 
ences. Address 40-D, care The National Under- 
writer, 95 William St., New York. 





burglars and thieves is also covered. 
The restricted residence burglary pol- 
icy is like the broader contract, except 
that the loss must be occasioned by 
burglars, actually breaking in and leav- 
ing visible marks of their means of 
entry. Naturally, the premium for this 
policy is less. 
The man who believes that his resi- 
dence is immune from danger is sim- 
ply refusing to see the facts. At this 
particular time thieves are more dan- 
gerous, dishonest servants more nu- 
merous, professional crooks pretend- 
ing to be servants are being discovered 
everywhere, watchmen are outwitted 
and burglar alarms may fail. But a 
burglary insurance policy pays if a loss 
occurs. 
Hold-up Contracts Messenger and 
Busin Necessities paymaster robbery 
Ps insurance is looked 


upon by nearly all large concerns now- 
adays as a plain business necessity. 
The messenger or paymaster carries 
with him a large accumulation of 
money. The amount tempts the high- 
wayman. The crook will take long 
chances when large amounts are in- 
volved. Why do business houses use 
sO many precautions in safeguarding a 
paymaster? They recognize the fact 
that the large sum of money he is 
handling attracts the hold-up man. 
They attempt to throw around him 
every possible safeguard. But they 
cannot positively insure themselves 
against loss without taking out a burg- 
lary policy. The larger the business 
house the greater the need for the in- 
surance. Paymaster robbery _ insur- 
ance provides against ‘loss from the 
time the money is taken out of the bank 
until it is distributed to the employes. 

For the concern which feels safe be- 
cause it pays its employes by checks 
there is an argument. In order to 
create a deposit the money must be 
sent to the bank. It is necessary for 
any concern to send its receipts to the 
bank in order to establish a balance. 
This involves the use of some sort of 
a messenger. In any large city it is 
a common sight to see bank messen- 
gers or messengers of private business 
houses going to or from a bank heav- 


ily guarded. Their employers recog- 
nize the need of exercising every 
possible precaution; in spite of the fact 
that they are well guarded it is known 
that their movements are _ closely 
watched by crooks who live in the hope 
that some day the number of guards 
may be reduced or some unforeseen 
contingency arise that may favor them. 
Daring daylight hold-ups of messen- 
gers fully guarded are not out of the 
ordinary. It is only about three months 
since a messenger was robbed of $100,- 
000 in front of the building at 115 
Broadway, one of the busiest places in 
New York city. When money is stolen 
it is gone for good. It cannot be iden- 
tified. It cannot be traced. It should 
be remembered that thieves who are 
daring enough to hold up a messenger 
in broad daylight are desperate. They 
will stop at nothing. They are will- 
ing to risk their lives because of the 
possibility of a big haul. If guarded 
messengers, cashiers, and confidential 
agents are in constant danger of being 
held up and robbed, what chance has 
an unguarded carrier of money? 


7% 


- - Bank burglary insur- 
Big Increase in ance, has. grown by 

leaps and bounds dur- 
ing the past year. It is chiefly the 
result of the great accumulation of 
Liberty bonds in banks. It is well 
known that many banks as a service 
to customers, and in the hope of ob- 
taining new accounts, are assuming the 
responsibility for the safekeeping of 
Liberty bonds. This means that in 
every community the bulk of the Lib- 
erty bonds are stored in banks. The 
liability of all banks has increased 
thousands of dollars. This means just 
that much added incentive for the bank 
burglars. Liberty bonds are the same 
as cash. They are easily negotiable. 
Most of them are not registered. 
They are as valuable in one man’s 
hands as another’s. Banks recogniz- 
ing the added hazards have volun- 
tarily asked for additional burglary 
insurance. Those banks which have 





not given much thought to their in- 
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Agents Wanted: To sell an unrestricted Acci- 
dent and Health policy costing $9.00 
Covers every disease and every accident. 
eral commission paid to live producers. 


quarterly. 
Lib- 


creased liability need only to have the 
fact pointed out to them and they will 
buy additional bank burglary insur. 
ance. Perhaps this sounds too easy, 
but it is nevertheless the truth, as has 
been demonstrated time and time again 
all over the country during the last 
year. Another selling possibility that 
the Liberty bond has introduced is the 
coverage of safe deposit boxes. A 
bank which rents a safe deposit box 
to a customer does not assume any lia. 
bility for the safekeeping of the con. 
tents. The bank cannot be held be. 
yond the exercising of due diligence. 
Unless negligence can be proven the 
bank is in no way liable for a loss, 
Hence customers who are keeping 
their Liberty bonds and other valu. 
ables in safé deposit boxes need bur. 
glar insurance. If the bank is entered 
and robbed the safe deposit box renter 
sustains a total loss. Thus those own. 
ing large amounts of Liberty bonds 
and keeping them in bank safe deposit 
boxes are good prospects for a bur. 
glary insurance policy. In the past 
most people have owned non-negoti- 
able or registered securities. Liberty 
bonds are like so much cash and when 
a man can be made to see that in stor- 
ing a Liberty bond in a safe deposit 
box he has in effect just that much 
cash, the need for coverage becomes 
plain. The small town bank is a bet- 
ter prospect than the one located ina 
large city. It is afforded less protec 
tion. The large city bank located in 
a fireproof building in the center of 
the down-town district is fairly secure. 
But the bank in a small or medium sized 
town has no well organized police, protec. 
tion is located on a street that is prac: 
tically deserted after 12 o’clock at night 
and is an attractive institution for 
wayfaring crooks. Furthermore, most 
of the small town banks do not have 
modern and up-to-date safes and vault 
equipment, but have installed the type 
of vaults and safes that are more 
easily entered by highwaymen special- 
izing on banks. Undoubtedly bank 
burglary insurance is the easiest form 
to write at this time. 
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os anereiees 
these forms there 
Insurance may be written 
mercantile safe burglary, mercantile 
open stock burglary, office and store 
robbery and personal hold-up. Be 
cause of the heavy losses under mer 
cantile open stock policies, companies 
are not very favorably inclined toward 
this class of businéss. Claims have 
been numerous and costly, but losses 
have not decreased either in number 
or amount. The companies will not 


Mercantile Safe 











write this class of business unless the 
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requirements are rigidly adhered to and 
the premises are properly guarded and 
protected by burglar alarms, watch- 
men, etc. 

Mercantile safe burglary is more de- 
sirable business than mercantile open 
stock, and office and store robbery are 
good lines although these are more in- 
frequently written as the hazard is 
more remote. There has been an in- 
crease in the mount of personal hold- 
up business written because of unem- 
ployment conditions, the desperate 
nature of crimes committed and the fact 
that most men are carrying larger 
sums of money on their persons than 
was formerly the case. 


T 


A Form for Every 
Property Owner 


It may be said 
that every man of 
any standing at all 
is a prospect for some form of bur- 
glary insurance. In the first place he 
may be sold residence burglary cov- 
erage. Then if he operates a store or 
business house he needs messenger or 
paymaster robbery, or mercantile safe 
burglary or mercantile open stock and 
personal hold-up coverage. Few men 
are prospects for all four. Each case 
requires a little personal study. The 
agent should decide upon about three 
forms that will probably appeal most 
strongly to a prospect and then pre- 
sent them in the most likely order. 
The same general arguments may be 
used for all forms and some business 
will always result from such a handling 
of burglary insurance. 





Theft Losses in St. Louis 


The Liverpool & London & Globe, the 
Phoenix of Hartford and Hartford Fire 
have ceased writing theft insurance on 
automobiles in St. Louis, owing to the 
heavy loss ratio there. 


James J. Mills, who has been assistant 
agency manager of the Travelers Equita- 
ble at the home office in Minneapolis, has 
been appointed state agent of the com- 
pany in North Dakota and will make his 
headquarters at Fargo. 





COMPENSATION FIGHT 
ON IN MASSACHUSETTS 


(CONTINUED FROM PAGE 23) 


was no demand for a competitive state 
fund. Capital did not ask for it. Labor 
did not. ask for it. The insurance com- 
missioner did not ask for it. The In- 
dustrial Accident Board did not ask for 
it and no representative of the people 
asked for it. So far as I know the six 
members of the recess committee who 
signed the majority report are its only 
friends in the world. It means an ex- 
penditure of $100,000 at the outset and 
$100,000 more may be paid over, which 
the commonwealth kisses goodbye when 
it lets it go. Rent free for three years 
at the expense of the public. Taxes of 
2 percent on premium of stock compa- 
nies will not be levied, nor taxes of 1 
percent such as levied on mutual com- 
panies, in fact probably no taxes. It will 
take away the business of other com- 
panies and the state will lose just that 
much in taxes. It will make additional 
work for the state treasurer and that 
will call for additional appropriations 
and extra jobs for someone. It will 
contribute no help to the rating bureaus, 
but would steal and purloin the results 
of such bureaus, the results of other 
men’s labors. Its employes would not 
be subject to civil service rules and all 
in all it would result politically in help- 
ing unfortunates to jobs as it does un- 
fortunates to benefits. 


State Would Be Liable 


“The bill says there would be no lia- 
bility on the state. But another state 
law says employers who insure are ex- 
empt from further liability and someone 
will have to pay if the state fund does 
not meet the claims. Either the work- 
men will suffer or the state will have 
to go down into its pocket, and we 
know which it will be. Prof. Baldwin 
declared the state was morally liable 
and would not see innocent workmen 
suffer and we know that means a con- 
tingent liability on the state of Massa- 
chusetts, a tremendous contingent lia- 
bility for mismanagement, corruption 
and loss and expenses. 

“We know the experience of savings 





bank insurance in Massachusetts. But 
four banks have taken up the business, 
and the business they do is infinitestimal, 
only a drop in the bucket in the business 
of lif8 insurance. Yet it costs Massa- 
chusetts annually $20,000 for the expense 
of this venture. And what good has it 
been. Why must the people of all Mas- 
sachusetts dip down in their pockets 
annually for $20,000 so that a very few 
people may get their insurance a few 
cents cheaper than they can get it in 
private stock or mutual companies. The 
taxpayers as a whole should not be 
compelled to pay taxes for the benefit 
of a few. It is merely an extension of 
socialism, and the further it goes to 
that extent it lessens employment of 
private capital in business, lessens per- 
sonal initiative and lessens the revenue 
to the state from taxes. There is no 
more reason why the state should en- 
gage in the insurance business than that 
it should engage in the grocery busi- 
ness, drug business or that of grain ele- 
vators. Today this city is paralyzed by 
a telephone strike. The telephone sys- 
tem has been under government control 
for several months and the government 
has taken little or no steps to prevent 
that strike. Yet a few years ago when 
a strike of telephone employes was 
threatened the private company stepped 
in and prevented it alone. What promise 
have we from that that the government 
‘will serve us better by entering into 


‘the business of insurance?” 


Companies Render Guaranteed Security 


Representative Kneeland then went at 
length into the history of the compara- 
tive merits of state funds and private 
companies as the business was done in 
New York, Pennsylvania and other states 
and showed that in New York state that 
72 percent of the business was written 
in stock companies notwithstanding the 
stock companies charged higher rates 
and only 16 percent of the business went 
to the state fund. He maintained it was 
the guaranteed security and _ service 
rendered by the stock companies, which 
the state fund could not give, which was 
responsible for such a condition. He 
maintained that a state fund would not 
succeed in Massachusetts unless the state 
continually kept putting its hand in its 
pockets to keep it going. 





AUTOMOBILE RULING 


DECISION OF ILLINOIS BODY 





Holds That Father Is Not Responsible 
for Torts of Minor Son Because 
of Relationship 





A decision has just been handed down 
by the Illinois supreme court that is 
of interest to the automobile liability 
companies. In this case a boy of 20 
years of age was driving his father’s 
car at a time that the father was not 
aware that the boy was making use of 
the machine. In the course of the trip 
a 34-year-old child was run over by 
the machine, receiving injuries from 
which it later died. Suit was brought 
to recover damages against the owner, 
not the driver, of the car. The court 
held that a parent is not liable for the 
torts of his minor child merely from 
the relationship. There was no evi- 
dence in this case that the driver of 
the car was not a competent chauffeur 
and in the opinion of the court, “An 
automobile is not so dangerous an 
agency as to make the owner liable for 
injuries caused by it to travelers on 
the highway regardless of the agency 
of the driver.” It was further held 
that “An owner of an automobile is not 
liable for an injury occasioned by the 
negligent use of the machine dy his 
servant if the servant was at the time 
at liberty from the service of his mas- 
ter and not engaged in doing his mas- 
ter’s business, but was pursuing his 
own interest exclusively.” In com- 
menting on the case the court said, “It 
seems rather a fantastic notion that a 
son in using the family automobile to 
take a ride by himself for pure pleasure 
is the agent of his father in furnishing 
amusement for himself, is really carry- 
ing on his father’s business, and that 
his father should be liable for the re- 
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sult of the son’s negligent manner of 
furnishing the entertainment to him- 
self. If the son is the father’s agent 
to amuse himself with an automobile 
he must also be a like agent for his 
own amusement with bicycles, horses 
and buggies, guns, golf clubs, base- 
balls, bats, row boats and motor and 
sail boats, if these should happen to 
be provided and if he is to carry on 
his father’s business by the use of any 
of these articles as his father’s agent 
to amuse his father’s son ,and if he should 
negligently injure any one his father 
would be liable. Such a refinement of 
reasoning has not been recognized 
until since the advent of the automo- 
bile or in the case of any other instru- 
mentality. This argument has no ap- 
plication to the doctrine of master and 
servant.” 





LITTLE STUDIES 





_Some Information*Agents Can Use in Their 
ts, {Contact With the Public 











HY does it pay an assured to deal 


‘with a company that follows the 
agency system rather than with one 
which does not? The company with- 
out an agency system makes its ap- 
peal for business on its lower cost 
basis. It claims that it can give the 
same satisfaction and yet reduce the 


acquisition expense so far as the di- 
rect soliciting agent is concerned. It 
is true that in many cases a saving is 
made in actual dollars and cents if a 
concern is patronized that has no 
agents. 

The question with every assured is 
just what sort of service he will re- 
quire. Provided he never has a claim 
or never has any favor to ask of insur- 
ance companies one is just as good as 
another. So long as his contract is 
dormant, the kind of company cuts no 
figure. It is when his policy becomes 
vitalized that frequently he needs a 
friend at court in whom he has confi- 
dence. In case of casualty insurance, 
and this is particularly true of com- 
pensation, liability, and automobile, the 
agent is a very valuable, factor. He is 
the man that the assured calls on for 
help and counsel when he is in trouble 
or desires his insurance changed in 
some way. It is much like going to 
one’s alderman in a big city, who is 
directly interested in a particular lo- 
cality rather than try to get anywhere 
in the big city hall with a multitude of 
departments and clerks. 

» * ® 


Doing business with an agent saves 


time, expense and worry. The agent 
is the man on the ground, who is finan- 
cially interested in the assured. He 
is the insured’s insurance counsellor. 
He, more than anyone else, wants to 
see the assured get ample satisfaction. 
When the agent speaks to a company 
it is not like one assured speaking, as 
the agent represents hundreds of as- 
sureds. It means something to a com- 
pany to turn down the request of an 
agent. It might mean very little for a 
company to turn down an assured. The 
agent therefore is decidedly valuable 
when it comes to rendering service. 

It is a good thing to have a personal 
acquaintance with someone close at 
hand who “knows the ropes” when a 
loss comes. Going to a head office or 
a big branch office where the personal 
acquaintance is lacking is vastly differ- 
ent from dealing with an agent with 
whom the assured is acquainted and to 
whom the agent is obligated. Per- 
sonal acquaintance amounts to much. 
The agent knows about the assured 
and his situation. He knows just how 
to deal with him. He _ knows _ his 
idiosyncrasies. He knows the peculiar 
quirks of the company. It is always 
well to have an interested intermediary 
in case of a loss especially where the 
claim amounts to something. 

The agent will fight for his client if 
necessary if he believes his assured is 
right. Therefore the intelligent as- 
sured wants something more than in- 
demnity. He needs prompt service and 
the right kind of service. He is willing 
to pay a little more for it if necessary. 
When he has a claim it means trouble 
for him in some way. or other. It 
causes annoyance and perhaps some 
embarrassment. It may require con- 
siderable extra cost. But he can turn 
aside all matters pertaining to that 
claim so far as indemnity is concerned 
to his agent and relieve him at this pe- 
riod. It is certainly something worth 
while and a satisfaction that means 
much to him, 


Spencer With Johnson and Higgins 


E. J. Spencer, formerly manager of 
the casualty department of A. S. Nathan 
& Co., has been appointed manager of 
the casualty and liability department of 
Johnson & Higgins at Chicago. Prior to 
his connection with Nathan & Co. Mr. 
Spencer was Cook county special agent 
of the Fidelity & Casualty. 


—= 











| WITH BURGLARY UNDERWRITERS 








LOSS RATIO IS HIGH 
COMPANIES FACING PROBLEM 


Running Expenses Have Been Pared 
Down to the Bone—Mercantile 
Burglaries Numerous 


Secretary E. B. Anderson of the 
Burglary Insurance Underwriters As- 
sociation feels that the situation as to 
burglary losses is very serious. The 
executive committee of the association 
held a meeting in Baltimore the other 
day to consider the rate situation and 
possible remedies in the way of changes 
in classification. Secretary Anderson 
made the following statement: 

“Burglary companies are facing a stiff 
problem. Losses are increasing and un- 
less some means are devised to check 
them the situation may become serious. 
Figures available bear out quite con- 
clusively that burglaries and thefts are 


increasing in number as well as in 
amount. The trouble is very general 
throughout the United States, except, 


possibly, the New England states, which 
are in better shape because, probably, of 
exceptional police conditions. As a rule, 
where police conditions are good losses 
are only normal. In Philadelphia police 
conditions are very bad and our losses 
there are high. The middle west shows 
up the worst. St. Louis and Kansas City 
are probably suffering from the worst 
conditions of all. 


Expenses Down to Bed Rock 


“The insurance companies have pared 
their running expenses down to the mini- 
mum. They will write probably $10,- 
000,000 in burglary premiums for 1919, 
and at the present mounting ratio of 
loss the outlook is not promising. Store 
and loft burglaries in large cities are 
giving the companies about as much con- 
cern as any other class, and the police 
appear unable to devise any sure means 
of stopping them. Unemployment is 
likely to be a substantial factor in bring- 
ing about this situation. Thefts are 
showing a marked increase. This is 
partly due to the complete indifference 
of the average American housewife to 





the antecedents of new servants. There 
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are certain types of risks, and many 
such, which today are showing continu. 
ous and steady losses. The defense 
against the burglar at the present time 
does not seem to be adequate to the at. 
tack.” 





Minneapolis Bank Robberies 


MINNEAPCLIS, MINN., April 22.—The 
robbery of the Peoples State Bank on 
Washington avenue S, of $18,000 in cash 
or Liberty bonds, adds one more to the 
sensational incidents of that kind that 
now make this record for holdup work, 
the incidents including only actual cases 
where robbers, masked or unmasked, 
held up bank officials or employes, 
or other keepers of valuables, and got 
away. , 

Calhoun State Bank, Oct. 18, 1917.$ 7,90 
Henry Green jewelry store, Nov. 





Hs eg 5 ty a een er CER CeO re 25,000 
Peoples State Bank, Dec, 21, 1917 5,500 
First State Bank, Dec. 27, 1917.. 5,500 
Continental State Bank, Jan. 31, 

{2 Ser en rr re Seat a avg ae a 5,000 
First National of Hopkins (Min- 

neapolis suburb), Oct. 8, 1918. 7,000 
American Jewelry Co., Dee. 24, 

ORS oc ccenas:h a achcbusre ean tae’ s Here 25,000 
First State Bank of North St 

Peal, Fan, 11, VOI. .«6.6655<se05% 30,000 
Peoples State Bank, April 8, 1919 18,800 

$129,700 


Casualty Notes 


Henry K. Milward, until recently a first 
lieutenant in the chemical warfare serv 
ice, has been appointed agent of the 
Travelers at Lexington, Ky. 

Before adjournment Saturday the Iowa 
legislature passed a bill allowing the in 
surance of surgeons, nurses, dentists and 
druggists against liability damage grow 
ing out of malpractice suits. 

Lieut.-Col. James L. Howard, secretary 
of the Travelers in Hartford, was elected 
a director of the Travelers Bank & Trust 
Company, Hartford, Conn. Mr. Howari 
is = a director of the Phoenix National 
Bank. 


B. H. Conkling of Conkling, Price & 
Webb of Chicago and B. L. Wallace of 
that firm have returned from a sojoum 
in California. George D. Webb, who has 
been in southern California for a numbe 
of weeks, is expected to return this week 

Frank 3B. Benson, formerly special 
agent of the United States Fidelity & 
Guaranty in Washington, has been ap 
pointed executive special to develop act 
dent and health lines in Washington, Ore 
gon, California, Montana, Idaho, Colorado 
and Nevada. Washington is the mos 
productive state in disability business for 
this company. 

E. Pryor Lewis, who was formerly it 
the burglary insurance business in Chi- 
eago, has gone to New York to become 
connected with the burglary departmett 
of the National Surety. He has just 
turned from the navy. When Mr. Lewis 
jeft Chicago he was assistant manager 
the Travelers Indemnity, in charge of the 
burglary department. 








E The American Gredit-indemnity Co. 
of NEW YORK 





CREDIT INSURANCE ONLY 





415 Locust St., St. Louis, Mo. 


R. J. LYDDANE, General Agent 





E. M. TREAT, President 
The American’s Unlimited Policy not only provides absolute protection against abnormal Joss on 
all outstanding covered accounts, but serves to prevent losses. 
If you are a manufacturer or jobber, write for the full particulars of this service. 


OFFICES IN ALL PRINCIPAL CITIES 


91 William St., New York 


1140 Marquette Bldg., Chicago 
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CLOVER LEAF CASUALTY 
COMPANY 


; , Kansas and Oklahoma 
devoted exclusively 
best personal health and accident insurance, 
wants ether good men. 

Address the 


HOME OFFICE: JACKSONVILLE, ILLINOIS 
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ois, Indiana, 
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THOS. E. HANLON, Gen. Agt., 
Building, Cincinnati; STONE 
Lemcke Annex, Indianapolis, 
Exchange Bldg., Chicago, IIl.; 
Detroit; LOYAL D 
HIRSCHBERG & CO 

INS. AGENCY CO., Gen. Agts 


Ohio, 





EMPLOYER’S LIABILITY 


Assurance Corporation, Ltd., of London, England 
SAMUEL APPLETON, Manager and Attorney U. S. Branch, 88 Broad St., Boston, Mass. 
Original and Leading Liability Company—All Forms of Liability Insurance 
The Most Advanced and Practical Personal Accident and Sickness Policies 
UNITED STATES ASSETS, $14,776,570.68 


STAFFORD 

Ind.; GEO. A. GILBER'’ 
CHAS. H. GARRI 

URAND, Gen. a Wisconsin, Wells 
.» G gts., Merchan 


Commerce Bldg., Kansas Ci q 


SURPLUS, $2,490,252.08 


and ” 


ts Exchan 
a Mo.; LOVE-HASKELL 











COMPANY, Gen. Agts., Woodmen of the orld Bldg., Omaha, Neb.; JAMES & 
MANCHESTER CO., Gen. Agts., Leader-News Bldg., Cleveland, Ohio. 
S Seen =5e8 =—————Zs Seen uues 8 














§ Federal Savings and Insurance Co. | 
FOUNDED 1889 
INDIANAPOLIS 
Specializing on monthly Premium Health and Accident 


with non-classification of risks. 


Benefits paid weekly. 


Policy includes $100.00 funeral benefit. | 
Representatives Wanted in Indiana and Illinois, Our Victory Policy Will Interest You 











Fac 
ATT 

















propert: 
dicts th 
that the 


being { 
himself 
confess¢ 
hour sp 
regarde 
case of 
man, h¢ 
sum, an 
ing arg 
for mor 
limits. 


J 
No m 
slump, a 
will, the 
sation i 
are con 
as 1918 
agent. 
part of 
war exp 
year the 
and in f 
says, th 
this yea 
big as 
the prer 
This | 
ina ye 
may be 
compens 
has bee: 
talk abo 
of insur: 
greater 
during | 
force. 
claim co 
bringing 
out by 
other w 
for debt 
This a 
no man 
ence on 
to be ic 
Premiur 
year sel 
tide the 
in comy 
if there 
Of co 
business 
There 
People p 
Perity a 
are peo: 
traction. 
Surance 
80 out g 
Setting 







AN ¢ 
Plain is 












19 


30,000 
18,800 


29,700 


erly in 
Toni 





























April 24, 1919 


THE NATIONAL 


UNDERWRITER 


CASUALTY 27 





Casualty and Surety Comment 


a 





= = 


—— 


ee 





ADVISE INCREASED LIMITS 


CASUALTY companies find that agents 
are pushing hard for increased limits 
these days on automobile liability and 
property damage policies. Recent ver- 
dicts that have been rendered all show 
that the courts and juries are awarding 
larger sums. For instance, the other 
day a suit in which the Cuicaco Bonp- 
ING was interested in Minneapolis was 
decided in favor of the defendant, a 
man who was injured by an automo- 
bile. His leg was broken, the verdict 
being for $3,000. The injured man 
himself was riding on a motorcycle and 
confessed to going at a 35-mile per 
hour speed. Casualty companies have 
regarded $500 as about the maximum in 
case of a broken leg accident. This 
man, however, held out for a larger 
sum, and got it. Agents have convinc- 
ing arguments, therefore these days 
for more than the usual $5,000-$10,000 
limits. 


NO PREMIUM SLUMP 


No matter if business generally does 
slump, and some people are sure that it 
will, the premium income on compen- 
sation insurance as far as companies 
are concerned, will be as big for 1919 
as 1918, according to one _ general 
agent. He points out that the greater 
part of the excess premiums due to 
war expansion are being collected this 
year though the insurance was written 
and in force last year. This means, he 
says, that even though the renewals 
this year may not be as frequent or as 
big as were the policies of 1918, still 
the premium income will be large. 

This agent further points out that 
ina year of liquidation such as this 
may be the companies’ experience on 
compensation should be better than it 
has been in the past. Despite all the 
talk about deferred liability in this line 
of insurance the fact remains that the 
greater part of the claim costs comes 
during the year that the policy is in 
force. In many cases much of the 
claim cost on policies that are this year 
bringing in excess premiums was paid 
out by the companies last year. In 
other words, they are collecting now 
for debts which they have liquidated. 

This agent, however, points out that 
no man or office depending for exist- 
ence on insurance business can afford 
to be idle and wait for these excess 
Premiums to come in. They must this 
year sell the business that will help 
tide them over next when the slump 
m compensation premiums will come 
if there is a slump in general business. 

Of course there is no surety that 
business generally is going to slump. 
There are just about as many good 
people predicting a continuance of pros- 
Perity and further expansion as there 
are people predicting a general con- 
traction. But the safe way for the in- 
surance agent to play the game is to 
80 out and get the business while the 
setting is good. 





An explanation that does not ex- 
Plain is like an ad that isn’t read. 








PERSONAL GLIMPSES 

OF CASUALTY MEN 

J. F. Farley, vice-president of the 
Kansas Casualty & Surety of Wichita, 
Kan., has recently returned from 
France where he has seen some real 
service as first lieutenant in the infan- 
try. Lieut. Farley’s company took part 
in the Chateau Thierry and St. Mihiel 
scraps, but outside of inhaling a little 
gas he came through in great style. 
Mr. Farley received his commission at 
the second training camp at Fort Sheri- 


dan, Ill, and spent about fourteen 
months in France. 

















Agencies are giving the very finest 
service these days. Some specialize in 
one way and some in another. There 
is competition, however, along the line 
of the most efficient service to business 
clients. The Meeker-Magner Company 
of Chicago, general agents of the Gen- 
eral Accident, are pushing very strongly 
for automobile business. They adver- 
tise that all orders placed before noon 
will result in policies being delivered 
before 5 p. m. Orders placed before 
5:30 p. m. mean that policies will be 
delivered before noon the following 
day. The Meeker-Magner Company 
has developed a splendid business and 
is highly esteemed. 


Robert H. Timmons, who is vice- 
president of the Kansas Casualty & 
Surety of Wichita, Kan., but not taking 
an active part in the company, being 
connected with the Kansas Gas & Elec- 
tric Company, was selected by Wichita 
bankers and business men as chairman 
for the Victory loan campaign in his 
city. 

W. M. Graves, manager of the lia- 
bility department at the home offices 
of the Chicago Bonding, is more than 
an underwriter. When his mind is re- 
leased from the engrossing problems 
of business, he takes flights of fancy, 
thinks metrically and dashes off a song. 
His latest offering is: 

Ten little Surety agents standing in a 
line; 

One signed a bail bond, and then there 
were nine. 


Nine little Surety Agents working rather 
late; 

One omitted joint control, and then there 
were eight. 


BKight little Surety Agents looking up to 
heaven; 

One signed a lease bond, then there were 
seven. 


Seven little Surety Agents—all of them 
hicks, 

One became a city “guy”—and then there 
were six. 


Six little Surety Agents very much alive, 
One lost his license and then there were 
five. 


Five little Surety Agents loyal to the 
core, 

One lost the company and then there 
were four. 


Four little Surety Agents working hard 
with glee; 

One went beyond his powers and then 
there were three. 


Three little Surety Agents—all had the 
“flu”; 


One had it very bad and then there were 





two. 

Two little Surety Agents always on the 
run, 

One met competition—then there was 
one. 

One little Surety Agent working all day 
long; 

No competition—meant that life was one 
sweet song. 
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ACCIDENT AND HEALTH 











GETS MANY GROUP POLICIES 





North American Accident Finds There 
Is a Growing Demand in the Em- 
ploying World 





The North American Accident during 
the last week closed four important 
group sales for accident and health in- 
surance amounting to 33,962 employees. 
Some of the coverage is interesting. 
One policy covers sickness after the 
first week. It covers the second week 
for occupational accidents only, as the 
workmen’s compensation law takes 
care of benefits after the second week. 
This policy covers nonoccupational ac- 
cidents after the first week for 26 
weeks’ disability. The coverage is 
varied according to the desire of the 
concern and the provisions of the com- 
pensation law. In most instances the 
North American Accident urges a con- 
tributory plan so that employees will 
have some part in paying for their in- 
demnity especially where it is outside 
of the compensation law limits. 


Standard Gets Writ of Error 


RICHMOND, VA., April 22—The su- 
preme court of appeals of Virginia has 
awarded the Standard Accident a writ of 
error in a case where a son was ac- 
quitted from the charge of murder on the 
plea that he shot his father by mistake, 
as a burglar. The father was insured 
against accidental death to the extent of 
$7,500 and the lower court gave a verdict 
for the full amount to the widow. 


Collect First Month’s Premium 


The Chicago agency of the National 
Life & Accident of Tennessee is now col- 
lecting the first month’s premium with 
the application. The home office of this 
company gives its agency superintendents 
the option of collecting or not collecting 
the first month’s premium. 





Rules Against Combination Policy 


TOPEKA, KAN., April 22.—The Kansas 
Commissioner has made a ruling that life 
companies cannot write accident benefits 
with a life policy, but musi write sepa- 
rate contracts for this line of business. 
This has been done in the past only by 
the sufferance of the department. Le- 





gally, life companies cannot write acci- 
dent and health at all in Kansas, but the 
discretionary powers of the commissioner 
allow him to give this permission. 





Ohio Compulsory Health Plan 


COLUMBUS, O., April 22—Under the 
plan outlined by the Ohio Health Insur- 
ance and Old Age Pensions Commission, 
every person will have medical care, at 
an expenditure of about $29,920,000 for 
every million workers. The annual “sick- 
ness bill” of Ohio workers, estimated at 
$80,000,000, would not be increased, how- 
ever, the report says, but the cost would 
be pooled and distributed “over all the 
people.” 

The following minimum service super- 
vised by a state commission is recom- 
mended: 

First—Physicians, cooperating on a 
standard basis for handling all cases, and 
the doctor’s bill to be paid, not by the sick 
man, but from the insurance fund. 

Second—Hospital care, nursing and med- 
icine for all workers. 

Third—A funeral benefit to defray bur- 
ial expenses. 

Fourth—Rehabilitation, to make thou- 
sands of workers impaired by disease fit 
for some other job instead of putting them 
on “the scrap heap.” 





Glenn Made Manager 


Charles Glenn has been appointed Chi- 
cago manager of the Clover Leaf Cas- 
ualty, succeeding O. T. Hogan, who 
recently resigned to organize another 
company. Mr. Glenn started with the 
Clover Leaf at Dayton, Ohio, and is a 
man of long experience in the accident 
and health business. 


Hogan Has New Company 


O. T. Hogan has resigned as Chicago 
manager of the Clover Leaf Casualty to 
become president of the United States 
Assurance Mutual Heaith & Accident In- 
surance Association. The company will 
operate on a mutual basis and was or- 
ganized by Mr. Hogan, who will act as 
president. Dan Coop, a well known dis- 
ability man, who has been with the Na- 
tional Life, U. S. A., and other companies 
in Chicago, is vice-president and treas- 
urer, and S. L. Payne secretary. The com- 
pany is located at Forty-seventh and 
Michigan avenue. The company will issue 
a weekly policy providing 50 weeks’ in- 
demnity, including partial and total dis- 
ability. 

Mr. Hogan is one of the livest wires 
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in the weekly payment field and made a 
big record for the Clover Leaf in Chi- 
cago. 


Compulsory Health Plan Killed 


NEW YORK CITY, April 21—The New 
York House, by a vote of 84 to 58, re- 
fused to discharge the rules committee 
from consideration of the Davenport- 
Donohue compulsory health insurance 
bill, therefore killing it. The senate had 
passed the compulsory health measure. 





Notice of Accident Case 


COLUMBUS, O., April 22—In the Roe- 
trin case from Dayton, involving the giv- 
ing of notice (in casualty cases) it is 
stated expressly by the Ohio Supreme 
Court that the last clause of the fourth 
proposition of the syllabus in the case of 
the Travelers vs. Myers & Co., in the 62d 
Ohio State Reports, is “disapproved.” 
The syllabus says: “A provision in a 
policy of indemnity insurance, to the 
effect that written notice should be given 
to the company within 30 days from the 
date of sustaining the injury, is of the 
essence of the contract, and, like other 
contracts, should be construed so as to 
give effect to the intention and express 
language of the parties. 

“This rule of law is subject to the 
qualification that if, at the time of the 
accident, and within the period stipu- 
lated for the giving of notice, no reason- 
able ground existed warranting a belief 
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that the injury was anything but trivial 
in its character, not justifying a claim 
for damages, and it subsequently devel- 
ops as a result of such accident, serious 
consequences have ensued, and that im- 
mediately upon being advised of this fact 
the insured gives written notice to the 
insurer, the question whether the notice 
was given within time is not a matter of 
law, but a question for the determina- 
tion of a jury.” 





Decision on Changed Occupation 


TOPEKA, KAN., April 21—Another de- 
cision in the matter of reclassifying men 
under accident insurance policies has been 
made by the Kansas supreme court. The 
decision was rendered in the suit of Jen- 
nie Jacques against the United Commer- 
cial Travelers. Mr. Jacques was a travel- 
ing man living in Kansas City, Kan. His 
business was what might be termed as 
“intermittent,” as it did not keep him on 
the road all of the time. During the off 
periods he was accustomed to take such 
other work near his home as might be 
available to keep him busy and bring in 
some revenue during the vacation period. 
He was working as a janitor in a public 
school in Kansas City during a “vacation 
period.” He was not injured at the school 
but fell down the steps of his home early 
one morning and died from the injuries 
a few weeks later. The insurance com- 
pany contended that Mrs. Jacques was 
not entitled to the full value of the policy 


4 as her husband was not acting as a travel- 


ing man at the time of the accident. The 
supreme court held that as it was clearly 
shown that Jacques was acting as a school 
janitor temporarily and was expecting to 
return to the road shortly, that he had 
not changed his occupation and his widow 
was entitled to the full amount of the 
policy. The decision of the lower court 
was sustained by the supreme court. 
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WORKMEN'S COMPENSATION 











SEEK CHANGES IN THE LAW 


Bill Introduced in Illinois Legislature 
Agreed Upon by Employers, 
Employes and Insurance 





A compensation bill has been intro- 
duced in the Illinois legislature to 
amend sections 3, 7, 8, 14, 19, 21, 24, 26, 
28 and 31 in the compensation act. 
This is the bill agreed upon by em- 
ployers, the labor people and insur- 
ance. Under the proposed amended 
act its provisions apply to all public 
governments of every sort. In Sec- 
tion 3, subhead “E,” it is provided that 
a sum not to exceed $150 for burial 
expenses shall be paid by the employer 
to the undertaker. Subhead G, under 
Section 3 is changed, providing for 
proper distribution of the benefits to 
the persons who form the basis of de- 
termining the amount of compensation 
to be paid by the employer. 

Under section 8, subhead A, the amend- 
ment provides that the employer shall pro- 
vide all necessary hospital expenses dur- 
ing the period for which compensation 
may be payable. It also provides that in 
addition to the medical and surgical ex- 
penses for a period not longer than eight 
weeks and not to exceed $250, there shall 
be in addition such medical or surgical 
services in excess of such limits as may 
be necessary during the time such hos- 





pital services are furnished. Under sub- 


head B the minimum for temporary totg) 
incapacity is made $7. It is also pro. 
vided that in case where temporary total 
incapacity for work continues for a perioj 
of four weeks from the day of injury then 
compensation shall commence on the day 
after the injury. In section 18, wher 
total and permanent disability is defined, 
the permanent and complete loss of both 
legs, both arms, both feet, both hands, 
both eyes, or any two thereof is added, 
In case of complete disability the mini. 
mum benefit is placed at $7. Another 
change is that wherever in section 8, a 
weekly minimum of $7 is provided the 
minimum shall be increased to $8 in case 
of an employe having one child under age 
of 16 at the time of the injury; $9 in case 
of two children under 16; $10 in case of 
employe having three or more children, 
Under section 14 the salary of the arti. 
trators of the commission is placed at 
$3,600 a year. Section 19 of the law pro. 
vides for court procedure and _ some 
changes are made there. Subhead K wu. 
Ger this section provides that in any case 
where there has been any unreasonable or 
vexatious delay of payment or intentional 
underpayment of compensation, or pro- 
ceedings have been instituted or carried on 
by the one liable to pay the compensation 
which do not present a real controversy, 
but are merely frivolous or force delay 
then the commission may award compen- 
sation additional to that otherwise pay- 
able under the act equal to 50 percent of 
the amount payable at the time of the 
award. Under section 26, it is provided 
that where any insurer shall be insolvent, 
financially unsound, or unable to meet all 
payments and liabilities or he shall prac 





LIABILITY 
ACCIDENT 
HEALTH 
AUTOMOBILE 
TEAMS 
COMPENSATION 


F. W. LAWSON, 


Cente, JIn S en. 





_ 
ERRILL, DODGE rs JACKS ON CO 
O CONNOR BROS.-McCUNE AGENCY 





-The Sign of Good Casualty Insurance 





ESTABLISHED 1865 


London Guarantee & Accident Company, Ltd. 


OF LONDON ENGLAND 


Head Office, Chicago 


Tilinois, i, Ind., 1488 Insurance Exchange, 


Gen. Agts., Wash., 214 Tacoma Bldg., 
Gen. 


eee ween eereeeceeeseesessesees 


BURGLARY 
CREDIT 

BOILER 
LANDLORD'S 
ELEVATOR 
GEN’L LIABILITY 


General Manager 


g., Cincinnatl 
Tacoma; 1708 L. C. Smith Bldg., Seattle 
Produce Exch. Hid _ /_— bo 


.» Lucas Be 
t. Agts., Savings Bldg., Lima, 





C. S. Cobb, Pres. 
E. G. Davis, Secy. 


Southern Surety Co. 


Des Moines, Iowa 


J.H. Huckleberry, Vice Pres. 
Jno. T. Suggs, Vice Pres. 
M. H. Cohen, General Counsel 





Capital $1,000,000 


Surplus $482,067.36 








Entered in 24 States 
Writes ‘‘All Casualty and Surety Lines’’ 
Agents Wanted in Unoccupied Territory. 





AMERICAN 
SURETY 
COMPANY 


NEW YORK 


100 Broadway 





SURETY BONDS 


BURGLARY 
INSURANCE 





—————— 





aes 





The Casualty Review 
shows how modern salesmanship methods art 
applied to the accident and health business. 

Send 10 cents for sample copy- 
The Casualty Review 





1362 Insurance Exchange, Chicag° 











The 


an op 
dren, 
bers ¢ 
men’s 
father 
ing o 
holds, 
childr 
The d 
for ac 
superi 
which 
an aw 
Chand 
Salmo 
while 
Light 
he liv 
three 
not m 


SPR 
sentat! 
duced 











S 



















April 24, 1919 





THE NATIONAL 


UNDERWRITER 





CASUALTY 29 





tice the policy of delay or unfairness, the 
industrial commission may, after reason- 
able notice and hearing, order and direct 
that this insurer discontinue writing com- 
pensation insurance in the state. Any such 
order shall be subject to review by the 
court. It is provided under section 28 
that in the event the employer does not 
pay the compensation for which he is lia- 
ble then an insurance carrier in which he 
may be insured shall become primarily 
liable to pay the employe or beneficiary 
the compensation. The insurance carrier 
may be made a party to the proceedings 
to which the employer is a party and an 
award should be entered jointly against 
the employer and the insurance carrier. 





Involves Illegitimate Children 


The supreme court of Connecticut, in 
an opinion, holds that illegitimate chil- 
dren, supported by their father as mem- 
bers of his family, are entitled to work- 
men’s compensation in the event of the 
father’s death in the course of and grow- 
ing out of his employment. The court 
holds, however, that the mother of the 
children is not entitled to compensation. 
The decision is given in a case referred 
for advice to the supreme court by the 
superior court of Hartford county, to 
which an appeal had been taken from 
an award by Compensation Commissioner 
Chandler. The award was upheld. Peter 
Salmon Salvatore Piedmonte was killed 
while in the employ of the Connecticut 
Light & Power Company. For some years 
he lived with Clothilde Piccinim and had 
three children by her, though they were 
not married. 





Introduce State Fund Bill 


SPRINGFIELD, ILL., April 21—Repre- 
sentative Hicks of Rockford has intro- 
duced in the Illinois house a bill to create 
and maintain a state fund for the pay- 
ment of benefits under the workmen’s com- 
pensation act. The Workmen’s Compensa- 
tion Insurance Board is provided for 
which shall fix the rates and make the 
classification sufficiently large to provide 
an adequate fund. The bill requires the 
board to set apart 10 percent of the money 
paid in to create a surplus until $300,000 
is acquired, after which 5 percent of the 
money paid in shall be credited to surplus. 
The revision of rates shall be made in 
January, 1921, and annually thereafter. It 





is provided that all premiums shall be paid 
into the state fund on or before Jan. 1, 
1920, and semiannually thereafter. 





Commission Appointed 


TOPEKA, KAN., April 22—Governor 
Henry J. Allen has named the special com- 
mission to investigate the compensation 
law and proposed amendments to the next 
legislature. The commission is composed 
of the following: A. E. Crane, Topeka, 
lawyer; A. M. Keene, Fort Scott, lawyer; 
W. E. Freeman, Pittsburg, president Kan- 
sas Federation of Labor; Harry Darby, 
Kansas City, Kan., employer, and Ben F. 
Hegler, Wichita, lawyer and member of 
legislature. 





Say Missouri Is Safe 


Casualty agents in Missouri do not 
believe that there is any chance for the 
state monopoly compensation bill to be 
passed. There has been a hard fight put 
up in the state by insurance people and 
business interests. The only state mo- 
nopoly bill to pass is in North Dakota, 
where the Nonpartisan League was in 
control. It passed radical socialistic 
measures of various kinds and it was a 
foregone conclusion that the state would 
assume to itself the writing of work- 
men’s compensation insurance. Casualty 
men were very apprehensive at the be- 
ginning of the present legislative season 
as to how compensation measures would 
fare. Casualty men are inclined to be- 
‘lieve that the wave of radical socialism 
has reached its peak and is now receding. 


Missouri Bills Sidetracked 


ST. LOUIS, MO., April 23.—The senate 
committee in Missouri has reported ad- 
versely on both compensation bills which 
were under consideration, and has re- 
ported out a new bill eliminating the 
state insurance feature entirely. The 
so-called labor bill, which provided for 
a state monopoly of compensation busi- 
ness, had passed the house and was in 
the senate. 





Will Examine Ohio Fund 


Casualty men will await with interest 
the outcome of the examination of the 
Ohio state compensation fund by E. H. 
Downey, deputy insurance commissioner 





of Pennsylvania. Arrangements have 
been made by the Ohio Industrial Com- 
mission for this work. Heretofore the 
industrial Commission has refused to 
grant any outside audit. Mr. Downey is 
not regarded as particularly favorable to 
stock companies, but his independent ex- 
amination will undoubtedly reveal condi- 
tions as they are. 





Nebraska Law Amended 


OMAHA, NEB., April 23.—The Ne- 
braska legislature, which has just ad- 
journed, amended the compensation law 
as follows: Increased the maximum to 
$15 a week; took off the time limit for 
medical expense, but limited the total 
expense to $200 and gave the employer 
the privilege of naming the physician, 
except in the case of major operations; 









provides the employer must ay the em- 
ploye’s attorney fee if the employer ap- 
peals from the decision of the commis- 
sioner and loses in the appeal court. 

The code bill, which provides for put- 
ting the insurance department under the 
bureau of finance of the state, instead of 
under the insurance commissioner, 
passed. 





Under suspension of the rules, the Wis- 


consin senate Thursday put on final pas- 


sage the Skogmo bill, amending the com- 


pensation act to give employes the right 


to Christian Science treatment if they 


are of the faith. The old act was inter- 
preted 


to mean that usual medical and 
surgical treatment was required. The 
Skogmo bill was amended by Bennett to 
provide that no compensation could be 
claimed by any employe who refused to 


receive reasonable surgical treatment. 
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MORE SALVAGE BEING GOTTEN 





Surety Companies Find That They 
Can Realize More on Claims 
_ Since War Ended 





Surety companies report that they 
are recovering more salvage these 
days. It was found after some of the 
men went into military service in 
checking over their books that there 
were discrepancies. Employers could 
not get hold of them as they were in 
camp or had gone across. New and 
green help employed during the war 
period has given employers cause for 
regret in a number of instances and in 
going over the books financial irregu- 
larities have been found. Surety com- 
panies in endeavoring to recover sal- 
vage found in many cases that bonded 
employes claimed they had been buy- 
ing Liberty bonds and had nothing 
therefore to hand over. They had been 
paying for these bonds on the install- 
ment plan and had not yet gotten 





them. Now, however, the companies 
report that times are more normal. 





Contract Bond Business 


Chicago surety men report that business 
is starting up so far as contract bonds 
are concerned. There is considerable in- 
dustrial building and bids are also being 
asked for road construction. Wages are 
higher and the price of materials has not 
come down to any great extent. However, 
there are some pressing demands along 
business lines that have to be met and 
this is causing the call for contractors’ 
bonds. 





Victory Bond Workers Bonded 


The Armitage Company, general agents 
of the Aetna Casualty & Surety, has just 
written a bond of $250,000, covering the 
workers and employes of the Metropoli- 
tan district of New York on the Victory 
loan. It is estimated that this bond will 
cover some 24,000 people, and when the 
complete list of workers is made up that 
the premium will amount to about $10,- 
000. The Armitage Company executed 
similar bonds for both the workers in 
the third and fourth Liberty loans. 

The bond is of the blanket type, fol- 





Emory H. English, President 


FIDELITY AND 
SURETY BONDS 
BURGLARY 





CAPITAL ONE MILLION DOLLARS 


HOME OFFICE: 715 Locust St., DES MOINES 








$1,016,800.00 in Approved Securities on Deposit with Insurance Department of Iowa 


Joel Tuttle, Secretary 
COMPENSATION 


AUTOMOBILE 
PUBLIC LIABILITY 


"401,267.26 








CASH CAPITAL - - - - - 
NET SURPLUS - - - 


SEALY HUTCHINGS, President 
GEO. SEALY, Secretary 


A Multiple Line Com 
yore: Gary Bane ry Alen 


Steeenemn 


AMERICAN INDEMNITY COMPANY 


HOME OFFICE: GALVESTON, TEXAS 
Financial Statement as of December 3! st, 1918, approved by the United States Treasury Department 


NET ADMITTED ASSETS» - - 
OFFICERS: 


RESPONSIBLE AGENTS WANTED WHERE 


over $1, 574, 000.00 


JOHN SEALY, Vice- 
JF SeTNSHeIMER, Gen’l Mgr. 


except Workm Com tion and Accident 
eof Kidaity end Susety Bonds 


NOT REPRESENTED 








Accident 
and Health policy for farmers 





SOMETHING NEW 


In addition to an up-to-date line of Life and 
(oon Rhee dagen vedic some 


frills or ruffles but a proven good seller. Write for sample. 
The Gem City Life Ins. Co. 


only. Acontract without 
Dayton, Ohio 





GEORGIA CASUALTY COMPANY. 


Macon - 


Surplus and Reserves to 


Policy Holders $2,030, 162.08 
Compiled Under Laws of New York, Pennsylvania and Georgia 


SMITH-LAWSON-COAMBS COMPANY 
General Agents—CHICAGO 


Georgia 








P. A. COOLING CO., 
OSCAR R. WITTE & CO., 


E. J. MILLER, 


Capital, $300,000 


Agents: If you desire connection with a Company rendering REAL 
SERVICE write to one of the following agencies in your territory: 
General 404 Amer. Central Life Bldg. 
a — 
poy pcty 
FRANK V. SMITH & BROS., f acheees Agonie 428 Reserve Bank Bldg. 
General Foon 311 Gas & Electric Bldg. 
JOPLING & WHITESIDE, General 
Wichita. 


(For Other States Write Home Office) 
We Specialize in Accident and Health, Plate Glass and Automobile Insurance. We Write All Casualty Lines. 


WESTERN INDEMNITY COMPANY, Dallas, Texas 


a 403-6 Wainwright Bldg. . 
O- 


lo. 
mts, 305 Hoyt Bldg. 


Assets, Over $1,500,000 

















The Republic Casualty Co. 


PITTSBURGH, PA. 


Writes All Lines of Casualty Insurance 


Local and General Agents Wanted in Ohio and Pennsylvania 

















commen. 


——— 








30 CASUALTY 


THE NATIONAL 


UNDERWRITER 


April 24, 1919 





lowing somewhat the lines of the bank- 
ers’ blanket bond and covers each and 
every individual worker and employe up 
to the maximum amount. It has been 
drawn with the idea of protecting the 
committee against every possible hazard, 
and in view of the well-known practices 
of the Aetna companies in taking care 
of losses the committee is, presumably, 
very well satisfied that it is covered 
against every contingency. 





Building Greatly Increases in March 


Careful study of conditions during 
March made by the U. S. Department of 
Labor shows a gain in building of 80 
percent more than the actual average 
for March for the preceding eight years. 
It represents an increase of more than 
30 percent, estimating projects repre- 
sented at the present cost of building. 

The record for four complete weeks 
in the month of March, as shown by the 
weekly reports, is as follows: 

Week ending March 7, 1919*..$ 27,751,076 


Week ending March 14, 1919.. 29,851,407 
Week ending March 21, 1919.. 39,017,308 
Week ending March 28, 1919*. 43,590,825 


ey er ET te $140,210,116 


*Minneapolis district not included. 

The large cities have not yet resumed 
building in the same fashion as the 
smaller places. When they do, it is be- 
lieved that the industry will enjoy a 
prosperity greater than at any previous 
time. 


Executive Committee Named 


The following executive committee has 
been appointed to control all affairs of the 
affiliated Aetna life companies: M. B. 
Brainard, vice-president; C. H. Remington, 
vice-president and treasurer; D. N. Gage, 
vice-president and secretary; W. C. Faxon, 
vice-president, accident and liability de- 
partment. J. H. Ford, auditor of payroll 
and accounts, has been appointed as suc- 
cessor to C. H. Remington, vice-president 
and treasurer, to supervise the accounts 
division. Mr. Remington has moved to 
the offices formerly occupied by J. S. 
Rowe, vice-president resigned, and will 
direct both underwriting and accounting 
matters, 


The Insurance Bowling League of De- 
troit held a banquet a few evenings ago. 
The league is made up of eight teams 
among the casualty offices. The Glass, 
Cook & Atkinson team won the prize, 


FEATURES OF CHANGE 


IMPROVEMENTS IN NEW RULES 





Writing of Commercial Cars Made 
Much Simpler—Some Difficulties An- 
ticipated With Large Fleets 





Under the new rules for writing com- 
mercial cars recently enacted by the 
National Workmen’s Compensation Bu- 
reau, policies are issued at an estimated 
advance premium subject to adjustment 
on a monthly, quarterly, semi-annual 
or an annual basis. The premium is 
based on the operation of automobiles 
and is determined by dividing the entire 
pay roll for regular and occasional 
chauffeurs by the average per capita 
wage. The specifying of the trade 
name for each automobile covered is 
not longer required. 

While the change is an important one, 
it will not occasion very much disturb- 
ance as the rule is, in effect, about the 
same as governs the writing of teams 
liability business. 

Where the concern insured is a large 
one and the trucks are used in several 
or all of the automobile territories of 
the country, it will be necessary to at- 
tach a rather lengthy endorsement 
outlining the rates in the various terri- 
tories, or to provide the assured with a 
schedule of rates in each territory that 
cars are operated. There will thus be 
some difficulties in covering large com- 
mercial fleets, but this feature will 
probably be modified later on, 

A change has also been put into 
effect that has been desired by automo- 
bile writing agents for some time. 
Under the new set of rules, if a truck- 
man, expressman, warehouseman, or 
transfer company uses one or more par- 
ticularly described automobile trucks 
for one concern only, and such auto- 
mobile trucks display the name of such 
concern, the classification applicable 
to that concern for those automobiles 
shall be used, and an endorsement shall 





having led the league at the end of the 
season. 


which shall be that the particularly 
described automobiles are and will be 
used during the full policy term only 
for the given concern which shall be 
named in the policy and that the name 
of such concern shall be displayed on 
the automobile. 


New York Compensation Premiums 


Premiums are reported in New York 
showing the workmen’s compensation 
business for two years. The Compen- 
sation Inspection Rating Board of New 
York gives the total premiums of 1918 
at $31,343,379, a gain of about 50 percent 
over the year before. The big increase 
is largely due to the war industries, as 
payrolls were increased materially. The 
following is the record by companies: 








1917 1918 

State Fund . --$ 2,694,850 $ 3,332,841 
Aetna Life ... +» 1,730,176 2,191,142 
CONC) Cas. fo. cc ce 13,062 83,011 
Employers’ Liab... 1,830,294 2,601,510 
Fidelity & Cas..... 07,634 ,186,412 
Frankfort «....... 83,883 53,059 
Cen HARE, obi: < 213,453 203,742 
Globe Indemnity... 526,274 514,499 
Hartford Accident. 308,310 420,480 
Lon. Guar. & Acci. 726,071 1,145,688 
*London & L. Ind. T2Oae. | osuccinas 
MIPS, TAAG. occ sas 442,741 1,031,878 
Md. Casualty...... 715,041 1,413,304 
Mass. Bonding ; 64,880 4,160 
New Amsterdam... 304,366 387,500 
Qcean Acci. ....... 97,49 1,065,808 
Royal Indemnity... 414,620 590,893 
Standard Accident. 469,441 676,928 
TYAVOIOES: .2:<.5%6.0s 5,108,489 7,292,439 
U.. S&S: Casualty... <. 316,131 86,656 
U. S. Fidelity..... 1,323,872 1,411,505 
WERTEEN CAG. acct cemasinn 24,160 
RS EE Ee 444,946 504,781 
Allied Mut. Liab... 365,587 450,522 
Am. Mut. Lia...... 622,735 1,370,194 
Bakers’ Mutual ... 37,050 41,057 
Cent. & West. N. Y. 

TSTOWOLS c.c:ss-00 6s 62,200 57,790 
Sontractors’ Mut... 3,649 3,95 
Employers’ Mut.... 250,835 529,017 
Exch. Mut. Indem. 91,593 179,204 
Ice Dealers’ Mut... ....... 63,883 
yInterboro M. Ind.. 146,935 224,115 
Liberty Mut. ...... 8,00 177,13 
Lumber. Mut. ,Cas. 206,107 348,685 
N. Y. Prts. & Bkbds. 42,469 61,932 
SOC.: WEMAt. CRBs o:00¢ |, sgumenins 64,110 
Utica Mut. Comp... 557,127 899,469 
Utilities Mutual... 262,246 309,894 

TOCA: Coacans won $21,904,594 $31,343,378 


*Resigned as of February 8, 1917. 
+Brewers Mutual Indemnity Insurance 
Company changed its name to Interboro 
Mutual Indemnity Insurance Company as 


TO WRITE AIRPLANES 





LATEST MOVE OF TRAVELERS 


Will Cover Every Hazard Except Fire 
—First Company to Enter This 
Field 





The Travelers has announced that it 
is now in a position to insure owners, 
operators and passengers against many 
of the risks of aerial travel. The com- 
pany states that it is prepared to issue 
life and accident insurance on persons 
using airplanes. It will also insure the 
compensation risk for companies mak- 
ing or operating airplanes as well as 
the liability and property damage risk 
of the owners and operators. The 
Travelers is the first company to write 
this class of business. 

Concerning its entrance into this new 
branch. of the business the Travelers 
says: 

“The lines of insurance announced by 
the company for the present will be life 
insurance (one year term contract); ac- 
cident insurance, for owners, passengers 
and pilots; workmen’s compensation in- 
surance, for employes who are required 
to fly, including pilots and mechanicians, 
as well as any other.employes whose du- 
ties might take them into the air. The 
insurance plan up to this point deals 
with the individual. 

“The remaining lines of insurance will 
include public liability for injuries occa- 
sioned by aeroplanes while landing or 
taking off or because of articles which 
might, be dropped from aeroplanes to the 
ground, but not including injuries to 
passengers or others carried in the aero- 
plane. Accompanying this latter form 
of insurance will be property damage in- 
surance, written by the Travelers In- 
demnity Company, which covers the lia- 
bility of the aeroplane owner for injury 
to the property of others not carried on 
the machine itself. 

“The Travelers companies will not 
write these two last mentioned lines sep- 
arately. If one is taken both must be 
taken. It must be borne in mind that 








be attached to the policy, the effect of 


of December 24, 1918. é 


the public liability obligation is very 
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ACCIDENT policy sold at an annual premium of $1.00 to persons who buy a 
CONTINENTAL AUTOMOBILE LIABILITY policy—It’s a BIG BUSINESS 
GETTER and is sold only by the 


CONTINENTAL CASUALTY COMPANY 
H. G. B. ALEXANDER, President - 


General Offices, Chicago, Ill. 
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substantial. Under the law as it exists 
today a person who flies over private 
property is guilty of technical trespass, 
and if an aviator is compelled to land 
or chooses to land upon private property, 
trespass becomes actual, and as to the 
resulting damage to buildings, trees, 
stock, crops, and other things on the 
property there is practically no defense. 
It is not a question of negligence, but a 
question of trespass. The injury to in- 
dividuals is in much the same situation. 
If the injured person is the owner of 
property upon which the machine landed 
or over which it flew, or is a member of 
the owner’s family, or an employe right- 
fully on the premises, the question is 
one of trespass and not of negligence, 
while the rights of bystanders and 
strangers would be judged by the law of 
negligence, with a sentiment very 
strongly in favor of the injured. 

“It is the purpose of the company to 
undertake these lines upon a basis which 
will be purely helpful, and which will 
encourage the growing use of aeroplanes 
for all proper purposes. Business will 
be written under careful inspection su- 
pervision, and data will be carefully ac- 
cumulated with reference to types, equip- 
ment, uses and many other elements. 

“The Travelers companies are prepared 
to announce rates and submit forms of 
contract to all legitimate inquirers who 
have definite propositions to offer. Com- 
pensation rates will be quoted tenta- 
tively, subject to approval by the proper 
state authority, which is made necessary 
by the existing law. Otherwise the Trav- 
elers companies are immediately pre- 
pared to handle such of this.business as 
is definitely offered in good faith.” 


$45,000 Verdict for Boy 


At White Plains, N. Y., a jury in the 
supreme court brought in a verdict for 
$45,000 in the suit for damages brought 
by eight-year-old Joseph Wahneck 
against the Great Atlantic & Pacific Tea 
Company. The suit was for $75,000 dam- 
ages. It was testified to that the boy’s 
brain had been so badly affected that he 
had become partly paralyzed after being 
struck by a lamp-post which was 
knocked over by an auto truck of the 
defendant company. The company ad- 
mitted liability.and the jury merely had 
to fix the damages. 





WORK OUT PROBLEMS 


NATIONAL BUREAU’S MEETING 


Automobile Business Received Close 
Attention at the Cincinnati Gath- 
ering Held This Week 


CINCINNATI, April 22—The Na- 
tional Automobile Bureau, which ad- 
journed today following a two-day ses- 
sion, reaffirmed its full acceptance of 
automobile conference rates, but ex- 
pressed the opinion that rates are too 
low in many localities and, predicating 
its action on that belief, voted to collate 
the experience of the member compa- 
nies for the last three to five years and 
submit the result at the fall meeting 
with the intent to proceed with revision. 
The Lion Bonding was the only mem- 
ber company not represented. Those 
present and their companies were: 

O. F. Roberts, Chicago Bonding, 
president of the Bureau; Harry C. Hed- 
den, New Jersey Fidelity & Plate Glass; 
W. E. Small, Georgia Casualty; W. Van 
Winkle, Commercial Casualty of New 
Jersey; Gus A. Elbow, American Bond- 
ing & Casualty of Iowa; J. C. O. Morse. 
Kansas Casualty & Surety; J. F. Sein- 
sheimer, American Indemnity of Texas; 
Dennis Hudson, Kansas City Casualty; 
Mr. Free, American Casualty of Read- 
ing, Pa. 

Cooperation Plan 

Announcement was made that all the 
companies are observing the Bureau 
rates, put into effect March 1, and 
much appreciation was expressed con- 
cerning the cooperative spirit shown, 
not only among the companies, but also 
between them and the conference. 


Formal approval was given to the plan 
of cooperation between the Bureau and 
the National Workmen’s Compensation 
Bureau. Several weeks ago a committee 
consisting of Messrs. Roberts, Hedden 
and Small called on the automobile com- 





mittee of that bureau to ascertain its 
views on cooperation. They were very 
cordially welcomed, and were told that 
full cooperation was desired. When they 
made their report here the new bureau 
at once created a permanent committee 
on cooperation and appointed Mr. Hedden 
and J. Horace Shale, of the Commercial 
Casualty, to keep in constant touch with 
that committee. 


Want to Work Out Problems 


It was made plain that the Cincinnati 
meeting contemplated no dissension with 
either the conference or the National 
Workmen’s Compensation Bureau. Most 
of the western companies do not write 
New York and New England business, 
and some of them no eastern business at 
all. They feel that the eastern com- 
panies, whose chief experience is in the 
east, are not as good judges as them- 
selves of conditions in the west, with its 
wide differences in population and con- 
gestion, and where radical legislation 
and the competition of mutuals and in- 
terinsurers result in an altogether differ- 
ent class of problems. 

Under the circumstances they want to 
work out their own problems, but are 
willing to pool the results in the form of 
full cooperation with the eastern organi- 
zations. This is shown in the decision to 
collate experience, Heretofore the non- 
board companies have followed their own 
methods in tabulating experience. Now 
they will follow the uniform Conference 
system, and when the tabulation is com- 
plete they will be in shape to exchange 
this kind of vital information with all 
the automobile jurisdictional bodies. 


Ohio Legislation 


COLUMBUS, OHIO, April 21—The leg- 
islature has recessed until May 5. The 
following measures have been passed 
that are of interest to casualty people: 
Senate bill No. 440 to prevent insurance 
agents from selling insurance for any 
unauthorized company. Senate bill 74 
to require senate confirmation of appoint- 
ments on the Ohio Industrial Commis- 
sion. This was vetoed by Governor Cox 
and then passed over the veto by both 
houses. House bill 424 to require em- 
ployers to submit annually a report to 
the Ohio Industrial Commission showing 
the number of employes, their wages and 
providing for other amendments to the 


compensation law. Ohio farmers killed 
the attempt to extend the workmen’s 
compensation law to all workmen. A 
new bill in the House 416, by Represen- 
tative Carpenter, seeks to increase the 
compensation to be paid by the indus- 
trial commission in case of a fatal acci- 
dent to $6,000 maximum. The amend- 
ment eliminating from the Dunspaugh 
workmen’s compensation bill the clause 
bringing employers of less than five per- 
sons under its scope has been passed by 
the house. 


General’s Plan of Rating 


The General Accident is giving a dif- 
ferential on pleasure automobiles inas- 
much as in rating 1917-1918-1919 cars the 
list price of the corresponding models of 
1916 is used rather than the market price 
at the present time. The General, in its 
rating manual, seems to be very clear 
in the distinction between grading groups 
according to the use of the car. All com- 
panies are placing in one class the owner 
who is his sole driver. This excludes 
business or professional use. The General 
Accident plainly states in its rating manu- 
ual that this form of coverage is not 
recommended because of the disputes that 
may arise. In the second class the Gen- 
eral places any driver, allowing pleasure 
and business calls without restriction. 
This is the coverage that it especially 
recommends to almost all automobile 
drivers. In the third class pleasure car 
used for professional and business pur- 
poses. This group includes those who use 
the car largely in their business and these 
occupations are enumerated such as doc- 
tors, salesmen, agents and so on. In other 
words, the class includes the group of as- 
sured who use the car simply for busi- 
ness purposes. The General believes that 
by enumerating occupations the shadow- 
land between the two classes is removed. 


The Commercial Casualty of Newark, 
N. J., is planning to enter Ohio, writing 
only accident and health and plate glass. 
Secretary W. Van Winkle, who attended 
the automobile bureau meeting in Cin- 
cinnati this week, expects to confer with 
the insurance department at Columbus 
concerning entry before returning east. 


Robert M. Naef, assistant manager of 





the Zurich Accident at the home office in 
Switzerland, is in Chicago this week. 





Casualty Premiums Received and Losses Paid in KANSAS in 1918 on Several Lines 
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The Money Saving Service 


A word to the Insurance Agent who will at times be 
at a loss to know what appraisal concern to recommend 
to his clients. 


There are of course many considerations as to an ap- 
praisal company’s qualifications, but it seems to The Lloyd- 
Thomas Company that the principal ones are as follows: 


First: The Character. 
Second: The Experience. 
Third: The Reliability of Performance. 


Regarding *“‘The Character”’ of any appraisal com- 
pany much may be said, but to start with, its Title is 
indicative and we take pride in calling the Insurance Agent’s 
attention to the fact that ours is known as 


The Lloyd-Thomas Company 


The practice in all good Accountancy Concerns is to 
use the names of the principals in the business as a Title for 
The Concern; and we believe that that is also the best 
practice in the Appraisal Business which is a very closely 
allied service, hence we have followed the practice. It is 
equivalent to saying that we are proud of our company, 
its practice, and its reputation and are proud to lend 
our names to it for that reason. 


This is an Important Element in the Character of such 
an institution. 


However, the Insurance Agent can learn all about the 
various concerns in this line from entirely disinterested 
sources and that is after all the real way to do so. 


Ask Insurance Authorities. 


Regarding ‘‘Experience:’’ Mr. Lloyd has been in 
this line over nineteen years, Mr. Thomas about twelve 
years; and they have on their staff a considerable number 


of trained persons in various departments who have fol- 
lowed this business all the way from ten to twenty years. 


The Lloyd-Thomas Company has made thousands of ap- 
praisements and has kept constantly increasing its clientele. 


The Lloyd-Thomas Co.’s service has covered thirty-two 
states and all the principal provinces in Canada. 


Ninety per cent of its work has been done in The 
Central States. 


The Lloyd-Thomas Co. turns out an average of Four 
Complete Appraisements every working day the year 
around. 


Regarding ‘Reliability of Performance:’? The 
Lloyd-Thomas Co.’s customers almost invariably come 
back every year for a revision of their appraisements. 


That is The Answer. 


Eloquence may sell the initial appraisement but elo- 
quence will not ‘‘deliver the goods” in making it; nor get 
the ‘“‘repeat order” every year. 


‘‘By their fruits ye shall know them.”’ 


The Lloyd-Thomas Co. does not undertake what it can 
not acceptably perform nor make any promise that it does 
not keep. 


No Insurance Agent runs any risk of disappointing his 
customers by recommending it. 


The Lloyd-Thomas Co. is a‘Good Company, an 
Experienced Company and a Thoroughly Reliable 
Company. 


It is also a One Price Company treating the Public 
squarely and relying upon its past performances to increase 
its growth and prestige. 


We have increased our already large business over 
One Hundred per cent in the [past ‘eighteen months. 


Write us when in the market. 











RECOGNIZED AUTHORITIES ON PHYSIGAL VALUES 
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The “LITTLE GEM” -, 


LIFE CHART | 


of the Sampson Dawe Publishing Co. of Boston, Mass., now consolidated with 


THE NATIONAL UNDERWRITER COMPANY 


CHICAGO 


CINCINNATI 


NEW YORK 


This famous little vest pocket guide, the original of all the vest pocket books, and the leader, has 
been a marvel to publishers and insurance men of what can be included in a vest pocket volume. 


Order NOW and Get Early Delivery 


There is no book published in America, in the insurance or 
any other field, that will compare with the LITTLE GEM either 
in the quantity or the condensed value of the information, for 
the purposes for which it is intended. 

And this book, bound in leather, printed on the best bible pa- 
per, at 30 cents per pound, is sold for $1.25 retail, and less in 
wholesale lots! 


THIS YEAR IT IS TO BE REDUCED IN SIZE 
to cover the 104 leading companies instead of all the 250 com- 
panies. This will make a vest-pocket book about one-half 
inch thick. The other companies are to be found in the larger 
book, the UNIQUE MANUAL-DIGEST, price $2.50. 


The PUBLICATION DATE is to be advanced to early in 
May, instead of two months later. 


Just Glance over this list of some of the features to be found in 

the LITTLE GEM: 

Number of pages in the Little Gem, 700; other books less than 500. 

Price of Little Gem, $1.25 (less in quantities); ‘other similar 
books, $1.50 and up. 

Financial and Insurance Statistics, all companies, five years; 
other books, one or two years. 

Dividends on 10 and 15 pay life and 10 and 15 year endowments ; 
not in other books. . 

Five-year and deferred dividends with net costs, only in the Lit- 
tle Gem. 

Larger showing on premium rates, including disability and dou- 

ble indemnity, in Little Gem than other publications at same price. 

Dividends and net costs on present scale 15 years; Little Gem 
also shows change in dividends and rates for past 15 years. 


IMPORTANT 


Policy history: Little Gem shows history on three forms not only 
for policies issued 10 years ago, but for policies issued each 
year since. 

Cash Values: Little Gem shows for eight years, other books for 
lesser number of years. 

The Little Gem shows a number of important special and odd 
forms, also intermediate and industrial dates, not shown in 
other books. 


These are some of the reasons why Life Insurance 
Men prefer the Little Gem to all other vest-pocket 
books. 


SHOWS FOR 104 LEADING COMPANIES 


PREMIUM RATES DIVIDENDS NET COST 
CASH VALUES SYNOPSIS OF POLICY CONTRACTS 
FINANCIAL AND INSURANCE STATEMENTS 


For fi all ies) 

RESERVE AND MORTALITY TABLES 
GENERAL AGENTS, MANAGERS AND AGENTS 
Buy the Unique Manual-Digest ($2.50) for full and complete 

information for all companies (convenient pocket size). 
Buy the Little Gem for every one of your men (part-time and 
full-time) whether they buy the Manual-Digest or not. 
Where the same information is shown in both books, it is 
usually shown in different ways. 
The Little Gem is by no means merely a synopsis of the more 
important information taken from the big book— 
It is a separate and distinct compilation, covering the 104 
larger companies. 


Quantity Prices: 


LITTLE GEM 
Per Copy Per Copy 
Per single copy............ $1.25 Ae ONE Aaa bans dunce $1.10 
7 Ce ie 1.15 OP CUMIN sk catcaccuaddandes 1.00 
NGG COG a 5 5 wan eres eR ced tocar bc on Gach nc eicndesheces 95 
UNIQUE MANUAL-DIGEST 
Less than 5 copies......... $2.50 25 copies or more.......... 2.35 
5 copies or more.......... 2.40 50 copies or MOFe€.......++: 2.00 
Order your quantity to day. 


Both books out by the middle of May. 


You get the benefit of the quantity rate on all the books ordered by the agents of your company 
‘ip using this form. 


ORDER BLANK 
The National Underwriter Co., 
Cincinnati—Chicago—New York. 
Please reserve......cop...:... of the 1919 Unique Manual- 


Digest and...... copies of the Little Gem Life Chart, at my 
company club price. 





Ce aa sc Seda es baa elena 
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LIFE INSURANCE SECTION 








PART TWO 


$3.00 per Year, 15 Cents a Copy 
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XI 
© poss Agents can sell policies on the annual 
premium plan, up to $3.000, to young men 
and young women as young as age 2—protective 
insurance and Educational and Business Start En- 
dowment Insurance. This extension of the age limit 
for Ordinary Insurance down to age 2 helps our Agents 
considerably, and we have other advantages that help 
still more. We provide banking facilities for our Agents’ 
in the rural districts. We issue Participating and Non- 
Participating Policies. As regards adults, we write 
contracts with Double Indemnity provisions covering’ 
any kind of fatal accident, or with Double Indemnity 
provisions covering fatal travel accident only, as may 
be desired. We issue policies with waiver of Premium) 
and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. 
If you cannot make a full time contract with us 
_we will let you write our insurance for children 
as a side line, as long as your Company does 
not object. Some are writing as much as 
$10,000 a month of this insurance for us: 
as a side line. | 


== “THE OLD COLONY LIFE 
te ~INSURANCE COMPANY 
Sie. of CHICAGO, ILL” 
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HALEY FISKE NOW IS 
METROPOLITAN’ S HEAD 


i aiid, ok of the Great New 
York Company Is Made 
President 


IS STRONG ADMINISTRATOR 


Other Men in the Organization Are 
Advanced to Fill Vacancies That 
Were Created 


NEW YORK, April 22.—The board 
of directors of the Metropolitan Life 
today elected Haley Fiske president of 
the company to succeed the late John 
R. Hegeman. Frederick H. Ecker, 
treasurer, was elected vice-president. 
Henry W. George, assistant treasurer, 
was elected treasurer to succeed Mr. 


Ecker. Frank O. Ayres was promoted 
from third vice-president to second 
vice-president, and Jas. E. Cavanaugh 
and George B. Scott, formerly fourth 
vice-presidents, were promoted to the 
position of third vice-presidents. 


Mr. Fisk’s Career 


Haley Fiske, vice-president of the 
Metropolitan Life, was born in New 
Brunswick, N. J., March 18, 1852. He 
was prepared at that place for Rutgers 
College, which he entered in 1867, and 
from which he was graduated in 1871, 
at the age of nineteen years. His first 
vocation after graduation was journal- 
ism, which he abandoned for the law. 
He studied in the office of Arnoux, 
Ritch & Woodford, with whom he 
subsequently became a partner. He 
practiced his profession, appearing in 
many important cases, until his elec- 
tion in 1891 to the vice-presidency of 
the Metropolitan Life, of which he 
had for some time been counsel. Mr. 
Fiske has devoted himself assiduously 
to the interests of this great'and bene- 
ficial institution since he became its 
second officer. He is a member of the 
Bar Association, a director of the Met- 
topolitan Bank, the Metropolitan Trust 
Company, the International Banking 
Corporation, member of the Metropoli- 
tan, Manhattan, Grolier, and Church 
Clubs of New York and Cavendish 
Club of London. 

Thus the biographies of yesterday. 

Stupendous Growth 


The record is now completed by the 
election of Mr. Fiske as president of 
the Metropolitan Life, succeeding the 
late John R. Hegeman with whom he 
had worked shoulder to shoulder since 
in 1891, Mr. Hegeman was elected 
President and Mr. Fiske vice-president 
of this the largest life insurance com- 
pany of the world. The 28 years that 
have elapsed since 1891 have been a 
Stupendous growth in the company. 
They began with assets of $13.626,948; 
they end with $775,454,698. They be- 
gan with $3,088,833 of capital and sur- 
plus; they end without capital, the 
same having — retired upon mutual- 
_ with $27,048,914 of surplus. 

began with 2,278,287 policies of 
industrial insurance in force, amount- 
ing to $254,939,881; 1918 saw $419,321,- 
865 of industrial insurance placed on 
the books. They began with 3,153 poli- 
cies for $3, 767,882 of ordinary insur- 
ance in force, only $193,511 having 
been used in 1891 very near the lowest 
in the company’s active history; 1918 
Saw $463,008,744 of ordinary insurance 
Placed and paid for. They began with 
a total of 2.281,640 policies in force; 
they end with 19, 784,261. 

Fiske Is Able Executive 


San the man chosen in 1891 as first 
eutenant to the late President Hege- 
Man there was added to the executive 





staff of the Metropolitan Life a man 
in many ways fitted to carry out the 
plans of his chief and later on to ini- 
tiate and develop many of the nation- 
wide activities of the company that 
have literally made the Metropolitan 
Life known wherever the word insur- 
ance is spoken. To a deep study and 
knowledge of the scientific side of life 
insurance, Mr. Fiske adds a most com- 
prehensive grasp of the financial and 
legal problems as affecting life insur- 
ance. But it would seem his greatest 
contribution to what has been his life 
work has been a realization of the pos- 
sibilities for welfare work inherent in 
life insurance, and the courage to face 
the responsibilites he saw therein. The 
wide-flung beneficence that flows from 
this branch of the Metropolitan’s activi- 
ties has been mainly developed under 
the supervision of Mr. Fiske and 
largely on his initiative. 


Close to the Men 


In the insurance field no man was 
better known than the vice-president 





of the Metropolitan. For more than 
fifteen years he has attended all the 
triennial meetings of the company’s 
superintendents and agents. At these 
meetings he has met ‘and known, not 
only the field forces of the company, 
but countless others from all walks of 
life, who have gone to hear him speak 
on subjects of which he is a master. 

In his life, apart from the insurance 
world, President Fiske is prominent 
and useful in many ways. He has 
always devoted much time and activity 
to the work of the Episcopal Church, 
of which he is a member, and has come 
in close touch with its clergy. From 
his many activities, during the war, 
he has found time to serve on the 
committee on labor of the committee 
of National Defense, on the food ad- 
ministration committee, and the War 
Savings Stamps committee, being par- 
ticularly proud of the record the Metro- 
politan made in the sale of W. S. S. 
President Fiske is a many sided man, 
ripe in experience and knowledge, 
broad of vision and of untiring energy. 

















Your Friend’s Widow—We know a 
man who said it was “indelicate, to say 
the least,” for a man to talk life insur- 
ance to his friends. A year later the 
widow of his chief friend bitterly and 
contemptuously said to him: “You in- 
surance men say you are friends of 
widows and orphans—their best friends 
and often their only friends. Yet you 
regarded me, your friend and the wife 
of your most intimate friend, so lightly 
that you never asked Frederick, as even 
a stranger might have done, but appar- 
ently didn’t, what provision he had 
made for me. And now I am a widow, 
50 years of age, and have no relatives, 
no home, no money whatever, and no 
earning occupation. You have a queer 
idea of friendship, and, it seems to me, 
a still queerer idea of business. It is 
your business to protect women, but 
me, your friend and the wife of your 
best friend, you haven’t protected, even 
though you of all life insurance men 
should have done it.” 


Occasionally a new agent believes it | 


to be unethical, unetiquettical and im- 
moral. to encircle with protection the 
homes of his friends. No man can show 
worthier friendship than you, Mr. 
Agent, will show to your friends when 
you make their families safe from dis- 
aster. If with set face and unflinching 
will you go through your business life 
refusing to do business with your 
friends, or to talk business with your 
friends, you will miss at least one-half 
the possible opportunities for service 
and for profit. 

And some fine day you will bump 
into just such a situation as we have 
described above, and you will feel very, 
very small, for you will then see things 
as they really are. 

* ~~ * 
The Hour of Hours: Your work—the 
work of every man and woman in the 
field—the work of the home office—the 
chief aim of almost every life insurance 
activity and energy—is to bring finan- 
cial comfort to the home, or financial 
support to the business, when death has 
struck the policyholder. That is the hour 
of hours. And in that hour the mem- 
bers of the family, relatives, neighbors, 
business associates, are unusually appre- 
ciative of the worth of life insurance. 
Millions of new insurance are continu- 
ously being written by agents who are 
alert and observant when settling death 
claims. And why not? A policy was 
sold to supply protection when death 
should make the need; the death has 
come and the need of the protection is 
known to family and relatives and neigh- 
bors and business associates; and the 
protection is being promptly given. In- 
stead of being obliged to plead or argue 
with reluctant, insensitive applicants, the 
agent is in contact with men and women 
with whom death and the family’s cir- 
cumstances have made pleading or argu- 
ing unnecessary. It is the agent’s hour 
of hours! Do you take full advantage 
of it? 

* * * 


Your Body: Mind, emotions, will, body 


SOME LIFE INSURANCE COUNSEL 


From Mutual Life Points 

















—that’s what you are. Your mind may 

e razor-keen, your emotions finely dis- 
ciplined, and your will forceful, but un- 
less your body is able to deliver day by 
day a day’s endurance for the work of 


; the mind, the emotions, and the will, you 


are a crippled man and a partial failure. 
It is easy to keep the body in trim, but 
it is not always easy to restore it when 
it has been abused. Eat slowly and not 
too much; drink plenty of water and not 
too much; don’t abuse your bodily mech- 
anism with destructive indulgence; sleep 
enough; exercise regularly and breathe 
real air; have a merry conscience; play 
every day, laugh frequently; believe that 
it’s a mighty good world, and take joy 
in being friends with it; and your body 
will serve you ably and faithfully. A 
sound body is essential to success, and it 
can be made and kept sound with very 
little daily effort. Why be only half 
strong or three-quarters weak, when 
without pills or powders you can be vig- 
orous and can drive with profitable power 
through each day’s work? Do you en- 
joy being only half healthy? Mr. Middle 
Age, forget your age! Keep in tune witn 
nature, «nd be strong and, consequently, 
prosperous. * 


Love Insurance—In approaching your 
next prospect offer to sell him “love in- 
surance.” That is what life insurance 
really is, and the new term will at least 
arrest his attention for a moment. You 
have a proposition which is distinctly for 
the benefit of those whom he loves; a 
proposition which will enable him, after 
his death, to continue to them the same 
loving care which he was wont to be- 
stow on them in his lifetime. He sees 
that whatever his circumstances may be 
when the summons comes, the family in- 
cceme will not terminate; mother’s house- 
keeping allowance will still be forthcom- 
ing on the first day of each month, even 
more certainly than in the past, to be 
continued as long as she may live and 
for twenty years in any event whether 
she lives or not. 


Court Decides Against Companies 


AUSTIN, TEX., April 22.—The San An- 
tonio court of civil appeals rendered de- 
cisions last week favorable to the city 
of Austin in its litigation with insurance 
companies which deposits with the state 
treasury of Texas, and on which the city 
had levied tax assessments. The appel- 
late court affirmed the cases against the 
Texas Fidelity & Bonding Company and 
the American Indemnity Company and 
reversed one against the Great South- 
ern Life, the judgments being in favor 
of the city in every instance. 

It has been the contention of the in- 














NEED OF NEW MEASURE 
SEEN IN NEW YORK 


Towner Bill Will Give Relief to 
Companies That Pass the 
Statutory Limitations 


MUCH BUSINESS WRITTEN 


Table Prepared Shows Gains Made in 
Life Insurance the First 
Three Months 


NEW YORK, 
Towner bill, 
passed by the 


April 22—That the 
which has now been 
legislature at Albany 
and is before Governor Smith for sig- 
nature, is not only timely but abso- 
lutely imperative, amply demon- 
strated by the figures on the volume of 
life insurance written plus par in 1919, 
which has been prepared by the insur- 
ance department. The bill, as an- 
nounced last week in THE NATIONAL 
UNDERWRITER, is an amendment to Sec- 
tion 96 of the insurance law, and per- 
mits the insurance superintendent to 
suspend the statutory limitation on 
new business in the case of companies 
which, in the normal course of busi- 
ness properly conducted, reach the limit 
before the end of the given calendar 


year. 
Big New Business Written 


is 


The amount of life insurance busi- 
ness written in this state in the three 
months ending March 31 is nearly 
double that for the corresponding 
three months of last year. Eight com- 
panies, at their present rate of writing, 
are expected to reach their statutory 
limit by Oct. 1: The Equitable, Metro- 
politan, Mutual Life, New York Life, 
Aetna, Northwestern Mutual, Pruden- 
tial and Travelers. The Mutual Bene- 
fit would, at its present rate, reach its 
limit by Dec. 1. 


Gains Are Shown 


According to a table prepared by 
Superintendent Phillips for the infor- 
mation of the legislature in consider- 
ing the amendment io Section 96, the 
Equitable gained $47,205,007 in the first 
quarter of 1918 and $82,140,184 in the 
first quarter of this year, the Metro- 
politan Life jumped from $49,798,018 
to $111,489,771, the Mutual from $46,- 
148,011 to $78,158,846, the New York 
Life from $82,202,400 to $135,528,100, 
the Aetna from $24,000,000 to $49,000,- 
000, the Mutual Benefit from $24,355,- 
674 to $42,001,535, the Northwestern 
Mutual from $33,306,780 to $75,659,000, 
the Prudential from $58,541,209 to 
$123,016,201, the Massachusetts Mutual 
from $12,130,000 to $27,600,000, the New 
England Mutual from $9,550,000 to 
$20,775,000, the Penn Mutual from 
$22,300,000 to $37,400,000, the Phoenix 
Mutual from $6,170,000 to $11,921,000, 
the Provident Life and Trust from 
$11,789,634 to $19,607.820, the Unio 
Central from $17,340,372 to $31,355,679, 


| the Guardian from $4,166,100 to $7,330,- 


| 055, 


surance companies that the securities | 


were deposited with the state treasurer 
under the laws of Texas and were not 


| has filed papers with 


subject to local taxation simply because | State of Ohio for 


the state capital happened to be located | 


in Austin. 


Officials Are Advanced 

At the annual meeting of the Bankers 
Life of Des Moines, G. S. Nollen was 
elected vice-president. Mr. Nollen has 
been serving as secretary. J. W. Fowler, 
assistant secretary, was made secretary. 
There were no other changes in the offi- 
cial list. 





the Home from $5,177,253 to 
$9,859,421, and the Connecticut General 
from $5,100,000 to $11,432,000. 


Gem City’s Capital Increased 


The Gem City Life of Dayton, Ohio, 
the secretary of 
authorization of in- 
crease in its capital stock from $100,900 
to $500,000. 

Tt is its purpose to more aggressively 
develop its organization and open up new 
territory. For the first quarter of the 
year the company has gained more in- 
suranec in forecet han the entire year of 
1918. New agency connections are being 
rapidly secured, and from present indica- 
tions the management believes that the 
year will show an increase of over 400 
percent above 1918. 
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A. P. BALLOU TELLS OF 
CONDITIONS IN FIELD 


Kentucky Manager of Mutual Life 
of New York Sees Bright 
Future 


PREDICTS BIG BUSINESS 


Believes That Progress of Life Insur- 
ance Has Been Accelerated in 
Many Ways 


LOUISVILLE, KY., April 22.—“Be- 
fore an agent can write very much life 
insurance,” said A. P. Ballou, manager 
of the Mutual Life of New York, at 
Louisville, Ky., the other day, “he 
must have complete confidence that all 
selling conditions are favorable. He 
must believe that the circumstances of 
the community in which he is working 
are such that the public mind is fa- 
vorable to the subject of life insurance. 
Confident in this, he can do business. 
Lacking this thought he will not write 
much life insurance. 

Need of Taking Inventory 





“Since the closing of the war we have 
been told that conditions have changed, 
that in many ways the life insurance 


field has been altered, and that the life 
insurance man must revamp his pro- 
gram. This has operated to disturb 
many good underwriters. They know 
that things have changed, but are not 
sure how they have changed. They 
are a bit unsettled. Such men need to 
take stock of themselves, and pause and 
look around in an effort to decide the 
nature of the public attitude toward 
life insurance at this particular time. 

“There never was a brighter outlook 
for the life insurance man. mean 
that. In the entire history of the busi- 
ness, conditions were never before so 
favorable. These may sound like 
somewhat extravagant statements, but 
they will bear the closest inspection, 
_and for the benefit of those who doubt 
them it may be well to state briefly a 
few reasons why I say there is such a 
golden opportunity for the man on the 
firing line at this time. 


“Doughboys” as Pluggers 


“The chief reason is the great amount 
of publicity given to life insurance 
through the medium of the govern- 
ment’s war risk insurance plan. Over 
2,000,000 American boys are life insur- 
ance policyholders today, who, in the 
ordinary course of events, would not 
have taken life insurance for many 
years to come, or at least if they had, 
it would have been for small amounts. 
I regard these 2,000,000 boys as plug- 
gers for life insurance. They are the 
very best kind of life insurance evan- 
gelists. They are going back home, 
and preaching the gospel of life insur- 
ance in the highways and byways. 
They are doing the preliminary work. 
They are creating a favorable senti- 
ment toward life insurance. They are 
talking rather carelessly about $10,000. 
They are working more than anything 
else is toward the elimination of $1,000 
and $2,000 as the proper amount of life 
insurance. 


Value of Thrift Taught 


“All of the lessons of the war are 
thrift lessons. The important things 
told us by the war all hinge about the 
savings and thrift idea. The impor- 
tance of being prepared spiritually, 
educationally, financially—in every way, 
has been so clearly demonstrated that 
no arguments will be advanced against 
it in these days by an intelligent man. 








The importance of saving, saving regu- 


larly, and with a fixed plan, has 
been established. Life insurance fits 
admirably into this thought. There 
is no better way of saving than by the 
life insurance plan. Anybody will ad- 
mit this who has the life insurance 
scheme explained to him. The impor- 
tant thing nowadays is to get out, and 
explain it. The ground work has been 
done, and yet the average citizen is 
unconscious of the fact that it has been 
done. The work of life insurance to- 
day might be termed a big cashing in 
process on the educational work that 
has been done in numberless ways by 
what the war has brought. 


Opportunities for Endowments 


“T believe further that there is a great 


field open at this time for the sale of. 


big endowment policies to men of 
wealth. With most of the service-giv- 
ing companies, it is possible to pur- 
chase an endowment providing a fixed 
income in later years which yields an 
interest rate of about 4 and 4/10 per- 
cent. This makes an attractive propo- 
sition for the rich man who because of 
numerous taxes has difficulty in mak- 
ing his investments earn this much. 
Taxes of one kind and another trim 








down the original 5 or 6 percent to 3% 
or 4 
No Cause for Complaint 

“T have little sympathy with the agent 
who complains that he is discouraged, 
that it is difficult to get business, and 
that all of the money that might have 
been used for purchasing life insur- 
ance has gone to buy Liberty bonds, 
war savings stamps, or found its way 
into the treasurer’s office for war chari- 
ties of one kind or another. The war 
and its demands are over. Right now, 
today, this afternoon, tomorrow morn- 
ing, and for many months to come, the 
golden life insurance opportunity is at 
hand. Sales can be made quicker to- 
day than ever before. There is less to 
explain. The prospect understands 
more. There is less waste motion, and 
larger amounts are being talked. The 
big thing today is to see the people 
rather than to fuss around in an office 
trying to figure out who might be 
prospects and who not. It is a fact 
that it is not possible for a life insur- 
ance man to call on as many people as 
should be called on. This condition 
never existed before, perhaps may 
never again in the same measure, but 
while it is here it should be taken full 


g 9 


advantage of. 











PROSPECTS SWAYED BY SONG 








HE subjoined medley has been 
used with great success by the 
“Equitable Trio” from the Harry 
W. Stanley agency of the Equitable 
Life of Iowa at Wichita, Kans. It is 
not copyrighted, but may be used or 
abused, adopted or addpted, as de- 
sired. Mr. Stanley, the author, a 
songster, poet and philosopher of the 
finest hue, will be happy to know that 
it has been of some help in advertising 
the life business. The medley is: 
Elegy of Life. (Insurance) 
“Love’s Old Sweet Song.” 
Just a song at twilight 
When the lights are low, 
And the flickering shadows 
Softly come and go; 
Tho the heart be weary, 
Sad the day and long, 
Still to us at twilight 
Comes love’s old song, 
Comes love’s old sweet song. 
* * * 
Tune: “Silver Threads Among the Gold.” 
Brother, you are growing old, 
Silver threads among the gold, 
Apply for a policy today, 
Life is fading fast away. 
Yes, my dear friend, you will be, will be, 
Soon a doubtful risk will be, 
For some day you’ll find, alas, 
That you can no longer pass. 
* * cd 
Tune: “Why Do You Wait?” 
Why do you wait, dear brother, 
Why do you linger and wait? 
Your dear ones may suffer privation 
If you still delay till too late. 


Tune: 


Why not, why not, apply for insurance 
today, 
Why not, why not, think of your family 
today? 
* om * 
Tune: “Home, Sweet Home.” 
Home, home, sweet, sweet home, 





Be it ever so humble, there’s no place 

like home. 
* * * 

Tune: “Blessed Assurance.” 

Blessed Insurance, say, have you bought 

All of this blessed insurance you ought? 

It’s comfort for wife, for lassie and lad, 

You’d better buy than to wish that you 
had. 


This is my story, this is my song, 
Praising insurance all the day long. 
This is my story, this is my song, 
Praising insurance all the day long. 
* * * 
Tune: “America,” 
So say we all of us, 
So say we all of us, 
So say we all. 
So say we all of us, 
So say we all of us, 
So say we all of us, 
So say we all. 
Spoken words: But what sometimes hap- 
pens when you wait too long: 
* * ca 
Tune: “Old Kaiser Bill.” 
Old Doc says you haint what you used 
to be, 
Haint what you used to be, 
Haint what you used to be. 
Old Doc says you haint what you used 
to be, 
Four years ago. 
a * * 
Tune: “Aloha Oe.” ¥ 
Farewell to thee, farewell to thee, 
The doctor says you haven’t got a 
chance. 
Farewell to thee, farewell to thee. 
* * * 


Tune: ‘Pack Up Your Troubles.” 

But pack up your troubles in your old 
kit bag and smile, smile, smile, 

The Old Equiowa is on the job and has 
been all the while. 

What’s the use of worrying, 
missed us a mile, 

So you’ll get your customary dividend; 
so smile, smile, smile. 


the flu 











MAKE ILLUSTRATIONS PAY 














HE Carnegie Bureau of Scientific 
Research has demonstrated that 
the average man remembers only 

One-tenth of what he hears. 

Three-tenths of what he sees. 

Five-tenths of what he sees and 
hears. 

In a general way these facts have 
long been familiar to most of us; but 
they bring up a very good point in life 
insurance soliciting. If you find it 
necessary to use figures with the pros- 
pect, write them on a memorandum pad 
so that he can see them as you give 
them to him. Better still, make the 
prospect do his own “sums” as you 
give him the facts and direct the calcu- 
lations to produce the desired’ results. 





This plan suggests many methods used 
by successful agents. You can get the 
prospect to calculate the daily or 
weekly premium outlay, the terminal 
values, the monthly income that a cer- 
tain policy will give his family, the loss 
in income that his family will suffer at 
his death, etc. 

If you tell him and show him or if 
you tell him and he shows himself by 
his own figures, the impression on his 
mind will be five times greater than a 
mere statement of the figures. 

The agent who has the knack of 
making rapid sketches can often illus- 
trate his ideas as well as the dollars and 
cents involved.—Northwestern Mutual 
Field Notes. 











FINE TOOTHED COMB 
USED IN BALTIMORE 


One of the Most Intensely Culti- 
vated Cities in Country for 
Life Insurance 


MANY INDUSTRIAL AGENTS 


Local Companies Are Big Factor in the 
Business, Concentrating on 
Their Home City 





BALTIMORE, MD., April 22.—There 
is an enormous volume of industrial life 
business written in Baltimore and vi- 
cinity each year. Since the war started 
and the Bethlehem steel plant and the gov- 
ernment shipbuilding plants near Balti- 
more assumed large proportions the in- 
dustrial life writings have been tremen- 
dous. The Metropolitan Life has one of 
its largest agency plants operating in 
Maryland. J. K. Voshell, president of the 


National Association of Life Under- 
writers, is one of the Metropolitan’s ag- 
gressive superintendents in Baltimore. In 
addition to the Metropolitan and Pruden- 
tial and other nationally operating indus- 
trial companies, there are located in Balti- 
more an uncommonly large number of 
small life companies, a number of which 
are very old, but whose operations so far 
as expansion is concerned have been more 
or less restricted. 


Number of Local Companies 


Companies like the Sun Life, Baltimore 
Life, Monumental Life, the Mutual Life 
of Baltimore, the State Life and others 
play a very important part in the life in- 
surance business as conducted in Balti- 
more. All of these companies started as 
small industrial organizations, many have 
written and still write a large colored 
business, and as time went on practically 
all launched into the writing of ordinary 
business. But with the exception of a 
very few, these companies seem to have 
ro ambition to expand and enter new 
fields. They are apparently content to 
operate in a very limited sphere. As 4 
result there is a great concentration upon 
Baltimore and vicinity. 


Intense Cultivation Seen 


The life insurance business in this sec- 
tion is intensively cultivated. Very few 
people in Baltimore can complain that 
they are unsolicited for life insurance. 
There is probably not another city in the 
world which has so many industrial life 
solicitors, based on population, that Balti- 
more can boast of. A consolidation of 
some of the smaller Baltimore companies 
would probably be advantageous. Nearly 
all of the Baltimore companies have age 
and ample financial resources, and 
could become factors in the national 
life insurance field if men of larger 
vision were guiding their destinies. As 
it is, there is very obviously an over- 
development of industrial life business 
in Baltimore, and an under-develop- 
ment of ordinary, decidedly the most 
important branch of the business. 


Three Alert Companies 


Of the Baltimore life companies, and 
they are almost too numerous to men- 
tion, only the Maryland Assurance, the 
running mate of the Maryland Cas- 
ualty, the Maryland Life, and the Sun 
Life, seem to have aspirations to reach 
out and establish themselves on some- 
thing more than a Baltimore-and-v 
cinity basis. These companies are 10rg- 
ing ahead and expanding as rapidly as 
normal growth will permit. Of cou 
the Maryland Assurance 1s already 
planted in most of the states, having 


(CONTINUED ON PAGE 5) 
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COMMENT ON OUTLOOK 
YOUNGER COMPANIES’ LOSSES 


Mortality During First Quarter Has 
Been Excessive—Further Dividend 
Reductions May Come 


At the recent spring meeting of the 
Insurance Commissioners Convention 
at St. Louis a number of officials from 
the younger companies were present. 
In fact, although no formal notice was 
given it was generally understood that 
this meeting was held for the purpose 
of discussing the attitude to be as- 
sumed by the commissioners toward 
the smaller companies which had be- 
come involved financially owing to 
heavy influenza losses. The possibility 
of a general discussion of this subject 
attracted the interest of many of the 
smaller company officials who were on 
hand and there was a rather free ex- 
change of experiences and ideas. 


Bad Experience First Quarter 


Of great significance is the fact that 
all of the companies have had a loss 
ratio during the first three months of 
the year very much above normal. In 
fact, probably 50 percent of the com- 
panies in the country have a mortality 
of experience of 100 percent or higher 
during the first two months. The 
losses were lighter during March, but 
by no means down to the average fig- 
ure. It is also observed that the mor- 
tality among older policyholders is 
greater. While the influenza was on 
one of the striking features was the 
fact that the epidemic seemed to at- 
tack policyholders of the younger 
ages, but apparently one of the after 
effects of the influenza was a rising 
mortality among older policyholders. 


Anticipate High Mortality 


Company officials feel that the ex- 
perience during the remainder of the 
year will have to be very favorable 
indeed in order to bring the total mor- 
tality rate for the year down to a safe 
figure. It is felt that the general 
health conditions of the country are 
none too good at this time. The in- 
fluenza has left many in a somewhat 
impaired state of health and entirely 
aside from any further epidemics or 
outbreaks of disease it is felt that the 
average mortality experience for the 
oe of the year will be unfavor- 
able. 

Must Revamp Dividends 


Just how this outlook is to affect the 
participating companies was _ infor- 
ally discussed by those in attendance 
at the St. Louis meeting. A number 
of the younger companies omitted or 
reduced their dividends this year while 
others continued the old scale. Off- 
cials of companies whose dividend 
tates remained unchanged had no hes- 
itancy about stating that if the expe- 
rience for the year did not turn out 
better than it now appeared that it 
would there would have to be some 
alteration in the dividend schedule. 


Policyholders Not Complaining 


It is interesting to discover that the 
companies which reduced or passed 
dividends this year are receiving re- 
markably few complaints from policy- 
holders over this action. Evidently 
immediately following the influenza 
was the psychological time for making 
a move of this sort. Policyholders 
realized the difficulties facing com- 
Panies, knew of the abnormal number 
of death losses, and were not unsym- 
pathetic toward any action that would 
result in a conservation of resources. 
Companies taking this action a year 
hence may encounter more difficulty, 
as the influenza epidemic and its re- 
sults will be a thing of the past. 


The Wisconsin assembly has advanced 
to third reading, 52 to 40, the Senator 
Jennings bill validating insurance con- 
tracts by boys and girls of 18. 


HALF HAVE RETIRED 
FEWER COMPANIES IN TEXAS 


Are Only 11 Where There Were 22 
Companies—Robertson Law May 
Be Repealed Next Year 


DALLAS, TEXAS, April 22.—When 
the 21 large life companies withdrew 
from Texas following the enactment of 
the Robertson law in 1907, it was pre- 
dicted that a number of companies 
would be organized and thrive in Texas 
without the competition of the larger 
companies. The following figures show 
the contrary to be the case: 

Some time ago there were 22 Texas 
life companies. Today there are 11, in- 
cluding the Great Southern, which has 
just merged with the International. 
During 1918 these 11 companies col- 
lected $6,949,817 premiums; had $240,- 
929,759 of insurance in force on Dec. 
31, 1918; their combined capital stock 
was $3,353,440 and their total assets 
were $32,098,191. 

The 1918 figures for the outside life 
companies are not yet available in the 
Texas department, but those for 1917 
compared to the above showed as fol- 
lows: Total premiums, $100,343,323; 
insurance in force, $3,225,593,723; com- 
bined capital stock, $18,902,116, and to- 
tal assets, $524,599,340. 

As a result of this condition, it is 
possible that a movement may be 
started to have the Robertson law mod- 
ified so that the 75 percent investment 
requirement may be reduced and thus 
permit the return of the large com- 
panies to furnish keen competition for 
Texas life business and more money for 
investment in Texas securities. 


PLANS NEW MUTUAL 
SULLIVAN STAYS IN WICHITA 


Vice-President of the Farmers & 
Bankers is Back of the Great 
State Life 


James P. Sullivan, who recently re- 
signed as vice-president and agency 
manager of the Farmers & Bankers 
Life of Wichita, Kans., and who had 
announced that he had accepted the 
position of agency manager of the 
Franklin Life of Springfield, Ill, has 
decided to remain in Wichita and has 
secured his release from the Franklin. 
The Great State Life has been char- 
tered on the mutual plan. As soon as 
necessary arrangements can be made 
the company will organize and open an 
office in Wichita. 


Good Men as Incorporators 


The incorporators are Fred B. Stan- 
ley, Republican national committeeman 
for Kansas and of the law firm of Stan- 
ley, Stanley & Hegler; W. F. Benson, 
ex-bank commissioner and now presi- 
dent of the Ranchmen’s Trust Com- 
pany of Wichita; Dr. Fred B. Ryon, 
a leading physician of Wichita, and Mr. 
Sullivan. Some two weeks ago Mr. 
Sullivan began his work with the 
Franklin, but pressure was made to 
have him return to Wichita and organ- 
ize the company. It seems that this 
project had been on before. Mr. Sul- 
livan speaks in the highest of terms of 
President Stadden and Secretary Abels 
of the Franklin but found he was very 
closely attached to Wichita and hence 





they released him. 














ANSWERS QUESTION OF LOWER RATES | 











SARD of the Guardian Life of 
Madison, Wis., points out a lesson 

of value in the influenza epidemic and 
its effects on lifé companies. He says: 
From insurance publications and from 
statements made at several recent gath- 
erings of life men it may be forecasted 
that the company statements on Dec. 31 
will, for the first time in many years—if 
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not the first time in history—show 
approximately 100 percent mortality 
throughout the United States. There will 


be an almost entire absence of mortality 
savings. This condition is due in a far 
larger measure to the pandemic of in- 
fluenza than to the war mortality. 

« * + 

The experience of 1918 answers the 
question that has been so often asked 
by those fairly informed on life insur- 
ance: “Why do not the companies adopt 
a lower mortality table, as they always 
show a mortality savings? Couldn’t they 
sell insurance at lower rates if they re- 
duced their expected mortality?” Life 
insurance would not be insurance if it 
was not sure. And it would not be cer- 
tain if the companies took long chances. 

* * * 

The earliest epidemic of influenza of 
which there is record occurred in 1287 
A. D., though there were undoubtedly 
earlier instances of the scourge. It was 
not until the epidemic of 1889-1890 that 
the influenza bacillus was discovered. 
Since that time there have been local 
outbreaks of influenza every year, but 
not until this fall has this country ex- 
perienced a widespread attack of the 
malady. 

While the initial invasion of the pres- 
ent epidemic has probably passed—and 
this in all likelihood is its most severe 
manifestation—sporadic outbreaks will 
probably continue in local centers until 
the warmer weather of late spring, and 
there will be milder recurrences of the 
epidemic for two or three succeeding 
winters. Therefore insurance men and 
insurance companies may expect a com- 
paratively high mortality until 1922 or 
1923. 

* * * 

The mortality of the present epidemic 
has been several times higher than those 
of the recent past, and since the disease 





carries its toll of impairment as well as 


of death, another effect—which the agent 
will not relish—is a probable increase in 
the percentage of declined applications 
for some years to come. Impairments are 
not limited to lung abnormalities, but 
are found in an increasing number of 
instances in the bronchial tubes, in the 
heart and circulation system and in the 
condition of the middle ear. 

The careful, conscientious underwriter 
will make inquiries covering these areas 
before ordering examination when there 
is a history of recent influenza. 


FINE TOOTHED COMB 
USED IN BALTIMORE 


(CONTINUED FROM PAGE 4) 


established itself with the general 
agents of the Maryland Casualty. The 
Maryland Life is already well planted in 
many of the southern and southeastern 
states. The Sun Life, which has been 
coming along at a rapid rate during the 
last five years, will probably enter a 
number of the middle western states, 
and establish industrial offices toward 
the end of this year. 


Commissioners Must Approve 


AUSTIN, TEX., April 22—As yet the 
insurance department officials of Missouri 
and Texas have not passed on the pro- 
posed merger of the Great Southern Life 
of Texas with the International Life of 
Missouri, nor, indeed, has the matter 
been put up to them officially as yet. At 
the convention of insurance commission- 
ers in St. Louis last week the commis- 
sioners of Missouri and Texas informally 
conferred with regard to the matter and 
both were without official notice of any 
kind. All they had seen about it was 
in the newspapers. 

Under the laws of Missouri a consoli- 
dation requires the approval of the com- 
missioners of the two states affected, 
Missouri and Texas in this instance, and 
the commissioner of a third state to be 
selected by the first. President Fair- 
child, commissioner of Colorado, by vir- 
tue of being president of the commis- 
sioners’ association, may be chosen the 
third committeemen in this case. 





LAPSE RATIO IS HEAVY 


INSURANCE BEING DROPPED 


Thousands of Returning Soldiers Are 
Allowing Their Policies to Go 
Off the Books 


WASHINGTON, D. C., April 22.— 
Discharged soldiers out of work and 
unable to keep up their insurance pay- 
ments are giving some worry to the 
officers of the War Risk Insurance Bu- 
reau, according to the statement of 
Capt. John W. Barton, assistant direc- 
tor of the bureau. Exact figures of 
the lapses are not available, but they 
will undoubtedly run into the hundreds 
of thousands. 


Ninety Percent Were Insured 


Ninety percent of the men who went 
into the army took out the govern- 
ment insurance. There were about 
4,500,000 men in the army. Their aver- 
age age was 26. The average amount 
of insurance carried was $8,500. The 
average monthly premium paid was 
therefore $5.61. When this was com- 
ing out of the soldier’s army pay, it 
was comparatively easy for the insured 
to keep up the insurance. When he is 
out of the army and out of work as well 
the payments loom up as much more 
difficult. The many lapses are the re- 
sult of this condition. If only 100,000 
dropped out the government would 
have received $561,000 per month from 
them while they were in the army, and 
this sum is not returnable, of course, al- 
though it has been paying for the sol- 
diers’ protection. 


Captain Barton’s Statement 


In discussing the situation Capt. Bar- 
ton said: “A great many of the sol- 
diers feel that the danger is now over 
and therefore voluntarily drop their in- 
surance, whether they are able to keep 
it up or not. And there are many who 
do not think they can afford to do 
so. Finally, there are some who are 
out of work and cannot keep it up, 
even if they wanted to. 

“Some of those who have stopped 
their payments may resume and take 
out permanent policies after all. The 
law provides that, for a period of 
six months, this may be done without 
physical re-examination, by paying the 
arrears. After six months another 
physical examination is required.” 








LIFE AGENCY CHANGES 


Clark E. Nelson 


Clark E. Nelson has been appointed 
manager for the Equitable Life of New 
York in Oregon, succeeding Edgar W. 
Smith, who has resigned to give his 
entire attention to his large wheat and 
milling interests in the state. Mr. Nel- 
son has been district manager for the 
Equitable Life at Pendleton, Ore., for 
the past seven years. 




















Life Agency Notes 


L. M. Johnson of Kenmare, N. D., has 
been made special agent of the Linceln 
National Life for three counties. 

Paul C. Otto of Atlantic, Ia., has been 
appointed district manager of the Equita- 
ble Life of New York for four counties. 

James B. Thorsen, the Chicago insur- 
ance man, has taken his sons, George and 
Waldo D., in partnership with him under 
the firm name of James B. Thorsen & 
Sons. George Thorsen was_ formerly 
western manager for the Metropolitan 
Magazine. Waldo D. has just returned 
from 16 months’ service in France. Mr. 
Thorsen will move his office to the Har- 
ris Trust building. 


A. M. Anderson, author of Ander- 
son’s famous book, “Selling Points 
Classified,” conducts a regular depart- 
ment in the Insurance Salesman, which 
is issued as a monthly life agents’ pa- 
per and sold in combination with THE 
NATIONAL UNDERWRITER at $1 per year, 
extra. There are a dozen other good 





features. 
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CHANGES ARE ANNOUNCED 


Massachusetts Mutual Life Has Re- 
vised Its Policy Forms, Making 
the Language Simpler 


The Massachusetts Mutual will issue 
on May 1 revised policy forms, the 
company making the following expla- 
nation as to the changes: 

Whole life and endowment policies will 
be issued on three forms: (1) without 
any disability provision, (2) with waiver 
of premium provision only, and (3) with 
waiver of premium and annuity provi- 
sion. 

Change of Beneficiary—We have 
broadened the provision as to the change 
of beneficiary, and in place of the two 
rights, either of which the insured may 
now elect, we have given three. The 
insured may reserve the unlimited right 
or he may withhold any right to change 
the beneficiary just as is the case in 
our present contract. He may hereafter 
have, if he chooses, a third and most 
valuable right to change the beneficiary 
only to a relative by blood or marriage 
or to a dependent. The election of the 
new beneficiary clause is made by a spe- 
cific request therefor in answer to Ques- 
tion 17 in the new application form. 
The practical value of this provision is 
that while the insured is left with the 
power to change the beneficiary to any 
person who might reasonably be en- 
titled to the benefit of the contract, the 
policy is none the less protected from 
the claims of creditors. We would urge 
our representatives to study this partic- 
ular provision. The new beneficiary pro- 
vision may be incorporated in existing 
policies on proper request. 

Suicide.—If within the year following 
the date of issue the insured, whether 
. Sane or insane, shall die by his own hand 
or act, the new policy provides that the 
company will be liable for the amount 
of the premiums paid instead of the 
amount of the reserve as is the case un- 
der existing policies. 

Military and Naval Service.—The new 
policy contains no restrictions whatso- 
ever as to military or naval service. 

Post Mortem Dividend.—If the con- 
tract becomes a claim by death the full 
dividend for the current year will be 
paid in cash in addition to the sum in- 
sured, and this is provided in the policy. 

Automatic Premium Loan.—The new 
provision as to automatic premium loan 
enables the insured to make this feature 
operative from the inception of the in- 
surance whenever the cash value is suf- 
ficient. This is done by an affirmative 
answer to Question 12 B, in the new ap- 
plication. 

Disability Provision—In any case 
where desired we will carry the disabil- 
ity risk to age 65. This will of course 
entail a somewhat larger cost, and so 
we intend to leave it optional with the 
applicant whether he will take the full 
coverage up to age 65 or have the dis- 
ability provision cease at age of 60 as is 
at present provided. If you have not 
already received, you will receive within 
the next few days premium rates cov- 
ering both the old and the new provi- 
sions. 

The amount of the annuity payable 
under the new disability clause has been 
increased from $100 each year to $10 
each month for each $1,000 of insurance. 
This being a somewhat larger annuity 
than is at present provided, the cost is 
therefore just a little more. 

The definition of disability has been 
broadened so as to require only the loss 
of use of both hands or of both feet or 
of one hand and one foot instead of the 
actual severance, for as you are aware 
an individual might become in every fair 
sense totally disabled without having his 
hands or his feet actually severed. The 
new disability provision may be added 
to old policies. If the policy, as origi- 
nally written, contained no disability 
provision or the waiver of premium pro- 
vision only, the new clause may be ob- 
tained subject to the approval of an 
application. If the policy_contains the 


disability waiver and annuity provision 








and it is desired to extend the disability 
protection to age 65, this may likewise 
be done subject to the approval of an 
application. 

If the policy contains the 
waiver of premium and annuity provi- 
sion and it is desired to increase the 
amount of the annuity but not to carry 
the disability protection beyond age 60, 
the additional annuity may be obtained 
subject to the approval of an applica- 
tion which does not require a medical 
re-examination. If the insured has been 
examined within 90 days or if new in- 
surance is being taken at the same time 
as any of the above changes are desired, 
an application will be sufficient . 

Optional Methods of Settlement.—The 
installments options which have been 
such a valuable feature of our contracts 
have likewise been improved. In the 
interests of the beneficiary, payments 
may not be commuted, transferred, or 
encumbered by any beneficiary except on 
the written authority of the insured filed 
with the company during his lifetime. 
There is no longer any restriction as to 
the amount of proceeds necessary to 
benefit by the installment options fea- 
ture, and even if the proceeds be less 
than $1,000 they may be applied under 
one of the options. 

We have added as.a subdivision under 
Option C a life annuity option to meet 
the case of a beneficiary who desires a 
maximum income without the necessity 
of any stipulated payments being made. 
The life annuity option will be added to 
old policies on request. The figures for 
the installment options on the monthly 
basis are now shown in the policy. We 
have recalculated the figures under Op- 
tions B and C and the new figures are, 
in some cases, slightly different from 
those in the present contract. 

Non-Forfeiture Provisions.—The policy 
as printed provides participating paid-up 


present 





insurance as the automatic option in 
case of default. By means of Question 
15 in the new application the insured 
may, however, have the advantage of 
the extended insurance feature if such 
is his desire. The automatic option may 
be changed at any time within thirty- 
one days of default on written request 
filed with the company. 

Reinstatement.—The policy may now 
be reinstated at any time after default 
on the conditions described even though 
the cash value of the contract may have 
been taken or the extended insurance 
period expired. This provision is not 
retroactive. 

Miscellaneous.—In all installment op- 
tion whole life policies we have replaced 
the table showing the cash surrender 
values of the contract should it become 
paid up. The fact that the second year’s 
loan value may be used in part payment 
of the second year’s premium 
stated in the policy. 

Policy Forms Discontinued.—All forms 
of continuous installment (annual in- 
come) policies, endowment continuous 
monthly income policies, 10-, 15-, and 
20-year term policies have been discon- 
tinued. 
ordinary life, limited payment life and 
endowment have also been discontinued, 
as the special feature of these forms is 
now embodied in the regular joint poli- 
cies. The endowment continuous monthly 
income policy has been discontinued for 
the reason that very few of these have 
been sold, and we believe the ordinary 
endowment contract in conjunction with 
the installment options meets the case 
equally well. The limited payment en- 
dowment policy form has been discon- 
tinued, as limited payment endowment 
policies may be written on the regular 
endowment policy forms. 


NATIONAL UNION’S NEW RATES 








Big Fraternal Adopts American 3% 
Percent Rates for Its Various 
Forms of Policies 


The National Union, which is a fra- 
ternal, with its head office at Toledo, 
is adopting legal reserve rates and is 
giving the privilege of its members to 
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is now | 


The commercial joint policies,’ 





be changed over to this form. 
remain as a fraternal. 


It will 
‘The rates are 
level and based on the American 3% 


percent table. Dividends are paid be- 
ginning on the second premium. The 
policies permit cash values, premium 
loans, extended insurance, and paid-up 
insurance. It issues the 10-year 
non-renewable convertible term  pol- 
icy, also ordinary life, life paid up 
at age 70, life paid up at age 65, 20- 
payment life, endowment at age 70, 20- 


payment endowment at age 70. The 
rates are as follows: 
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32... 23.40 24.70 25.90 31.90 26.10 33.80 
33... 24.15 25.50 26.85 32.55 27.05 34.60 
34... 24.90 26.40 27.85 33.25 28.05 35.45 
35 25.70 27.35 28.95 34.00 29.10 36.30 
36... 26.55 28.35 30.10 34.75 30.25 37.20 
37... 27.45 29.40 31.40 35.55 31.45 38.15 
38... 28.40 30.55 32.75 36.40 33.75 39.10 
39... 29.40 31.80 34.20 37.30 34.15 40.15 
40... 30.45 33.10 25.80 38.20 35.65 41.25 
41... 31.60 34.50 37.10 39.20 37.25 42.40 
42 32.80 36.05 38.50 40.20 39.00 43.60 
43 34.10 37.70 40.05 41.30 40.90 44.90 
44 35.45 39.50 41.75 4240 42.95 46.25 
45 36.90 41.40 43.65 43.65 44.90 47.70 
46... 38.45 43.00 46.25 44.90 46.75 49.20 
47... 40.10 44.70 49.20 46.25 48.75 50.85 
48... 41.85 46.55 52.50 47.70 51.00 52.60 
49... 43.75 48.60 56.20 49.20 53.40 54.40 
50. 45.75 50.85 60.40 50.85 56.40 56.40 
51... 47.85 53.95 65.20 52.60 60.05 
52... 50.15 57.40 70.75 54.40 64.15 
53... 52.60 61.25 77.30 56.35 68.70 
54... 55.15 65.55 85.00 58.45 73.80 
55... 57.95 70.40 94.385 60.70 79.65 
56... 60.15 75.90 63.10 86.30 
57... 62.50 82.25 - 65.70 94.00 
58... 65.00 89.65 68.45 103.90 .... 
59... 67.65 98.35 ree Si yy ee 


.09 

60... 70.50 108.80 Sind 

Ages 18 _pre- 
miums and values as age 20. Semi-an- 
nual premiums are 52 percent of the an- 
nual and quarterly premiums 26.5 per- 
cent of the annual premiums. Rates 
quoted at ages 56 and 60 inclusive are 
for transfer only. 


Prudential 


The Prudential is endeavoring to hold 
its business down because it feels if it 
goes at the present rate it will reach the 
limit allowed under the New York laws 
by August. It, therefore, has stopped 
writing term insurance. 








Results of Influenza Seen 
in Health Figures 











A very interesting bulletin has been is- 
sued by the Chicago Department. of 
Health showing the city death rate com- 
pared with last year’s figures. The com- 
pilation shows total deaths of 44,522, as 
against 38,055 the preceding year. The 
big factor in increasing the death rate, of 
course, was the influenza epidemic. There 
were 48,533 cases of influenza reported 
during the year in the city, 6,905 deaths 
resulting. In 1917, there were no cases 
of influenza reported, although 201 deaths 
occurred as the result of this disease. It 
is further shown that in 1918 there were 
23,309 cases of pneumonia reported, 6,983 
deaths resulting. In the preceding year 
there were but 9,303 cases of pneumonia 
reported with 5,016 deaths. The City 
Health Department also sets forth the 
deaths occurring at various ages, and the 
figures show that of all the total deaths 
reported, 6,117 occurred between ages 20 
to 30, and 6,219 between ages 20 to 40. 
As is known, the great majority of 
deaths from influenza were reported be- 
tween ages of 20 and 40. Medical men 
generally, however, are rather surprised 
to observe that the figures reveal so large 
a proportion of the deaths occurring be- 
tween these ages. 
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MUST BE SEPARATE CONTRACT 


In Kansas Life and Accident Benefits 
Cannot Be Written on 
Same Policy 


TOPEKA, KAN., April 22.—The big 
life companies which have established 
accident and health departments and 
industrial sections for the benefit of 
their policyholders must write separate 
contracts for this class of business. 
They will be permitted to continue 
writing this class of business in Kansas, 
but it must be handled entirely sepa- 
rate from the life insurance end. 

The ruling affects the business of the 
Metropolitan, Travelers, Prudential, 
Equitable, Aetna and several other large 
life companies which have adopted ac- 
cident and health features for their 
policyholders. An effort was made to 
get a bill through the legislature last 
winter that would permit the companies 
to write accident and health business 
in connection with the life policies. But 
this failed in the general opposition of 
the legislature toward any insurance 
legislation. 

The life companies cannot legally 
write accident and health business in 
Kansas. They have been doing it by 
expressed permission of the state in- 
surance department, which has some 
discretionary powers relative to the 
business of the companies. This per- 
mission has been extended for the cur- 
rent year and will be extended for the 
present administration. The only con- 
dition incident to the companies con- 
tinuing to write this business is that 
they must write it in separate contracts 
from life policies and must make sepa- 
rate reports of the accident and health 
business from that of the life business. 
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Reliance Life—Its paid business for the 


first quarter was $8,700,988, gain over the 
corresponding quarter of 1918, $3,964,613. 
On April 1, the Reliance had life insur- 
ance in force amounting to $107,969,779. 
It wrote $5,071,063 in March. Its paid 
business that month was $3,557,039. 


* *K * 

North American Life, Omaha, Neb.—At 
the annual meeting the question of 
losses to policyholders who have been 
called into military service was dis- 
cussed. It was decided that the com- 
Dany would pay claims in full arising 
from death of policyholders engaged in 
the country’s service, specifically waiv- 
ing in these instances the policy provi- 
sion requiring the company’s consent 
and the payment of extra premiums. 


* * * 

Farmers. & Bankers Life, Wichita, 
Kans.—Its new business for January 
was $703,300, for February $1,003,388 and 
for March $1,259,391. It hopes to have 
$25,000,000 in force by May 1. On March 
1 it had $24,750,789 in force. 


* *K * 

Provident, Bismarck, N. Dak.—It re- 
cently sold the balance of its authorized 
capital stock, bringing that item to 
$250,000. When the capital stock was 
fully paid it was reduced to $125,000, 
giving the company net surplus of 
$95,013, On Oct. 15, 1918, its mortality 
consisted of three cases amounting to 
$7,000 or 14 percent of the expected. The 
influenza epidemic struck the Dakotas 
pretty hard and at the end of the year 
left the Provident with a depleted sur- 
Plus. The directors, therefore, decided 
to meet the situation in a business like 
way. The Provident issued its first 
Policy in June, 1916, and is just coming 
three years of age. It is now in first 
class financial condition. Its assets are 
$337,175 and has insurance in force $7,023,- 
oy The insurance increased last year $2,- 
1417. The Provident is backed by a large 
paaber of bankers in its state who are di- 
foot One of the directors is W. C. 
aylor, who was former insurance com- 
missioner of the state. The president is 
ee Steele, who is president of the First 
© pee Bank of Mohall. F. L. Conklin, 
the Secretary, is the insurance man of 

i arene: It has a host of friends. 
fi deserves credit for the plan of 
hancing it employed. 











Buffalo, N. Y.—At the regular meeting 
of the Buffalo association the principal 
speaker was Willard I. Hamilton, second 
vice-president and secretary of the Pru- 
dential, his subject being “The Present 
Crisis.” In a forceful manner he urged 
the importance of all citizens emphasiz- 
ing Americanism and combating Bolshe- 
vism. He reminded his audience that the 
I. W. W. and Red Socialistic propaganda 
is insidious and active in all parts of the 
country. As an example, positive evi- 
dence of money from Russia being used 
for that purpose in Seattle has recently 
been discovered. 


* *K * 

Evansville, Ind.—The Evansville As- 
sociation held its annual meeting last 
week with an attendance of 65. Henry 
J. Powell, general agent of the Equitable 
Life at Louisville, Ky., was the chief 
speaker, having as his subject ‘Asso- 
ciation of Life Insurers.” A. W. Serv- 
inghaus, vice-president of the Parsons- 
Scoville Company, spoke on “Coopera- 
tion”; Hiram J. Adler presided as toast- 
master. 


* es 

Nebraska—Who is a part-timer in life 
insurance soliciting? The Nebraska asso- 
ciation wants to know. Nebraska life in- 
surance agents agree that the tipster who 
merely “keeps his eyes open” and tips 
off others when he learns of someone 
whom a life insurance solicitor is culti- 
vating, with a prospect of writing a 
policy, is no good. Unanimously, they 
would be rid of him. 

But the casualty insurance man, say, 
who writes life insurance “on the side” 
and generally writes from $75,000 to 
$100,000 a year. How about him? Or 
the agent who is just starting an agency, 
and who is doing it by the use of part- 
timers? Or the general agent who, seek- 
ing to find men he can cultivate to be 
sclicitors, tries out candidates by giving 
them part-time work? 

At a mass meeting last Saturday night 
the Nebraska Life Insurance Underwrit- 
ers Association discussed the matter at 
length, but ran up against the questions 


given here. They took no action. They 
will continue their discussion of the 
question to determine whether they 


should attempt to draw a line, or whether 
they shall say point-blank that all part- 
timers should be discharged. 
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Prudential Promotions 


The vacancy in the Prudential caused 
by the death of Agency Organizer Wil- 
liam R. Hunt of Winona, Minn., has been 
filled through the promotion of Ernest I. 
Mainwaring, who was advanced from as- 
sistant superintendent. Mr. Mainwaring 
began an agency in Detroit, Mich., on 
April 5, 1909, and on Sept. 27 the same 
vear his operations were transferred to 
Kewanee, Ill., a detached part of the 
Galesburg district. Results accomplished 
called for special recognition and Mr. 
Mainwaring became the assistant superin- 
tendent at Kewanee on Feb. 20, 1911. 

Moline, Ill., is a detached assistancy of 
the Davenport, Ia., district. Charles A. 
Frey has been in charge at that point 
since Monday, March 17. On that date 
he was promoted from the agency which 
he had successfully conducted in Clinton, 
Ia., also a part of the Davenport superin- 
tendency. 


Federal Union News 


W. A. Hunter, agent at Springfield, O., 
for the Federal Union Life, has been 
promoted to superintendent, succeeding 
A. E. Runyon, who has been promoted to 
manager of the Dayton, O., district. 

F. J. Link, formerly agent of the John 
Hancock Mutual Life at Cincinnati, has 
been appointed superintendent of the 
Hamilton district for the Federal Union 
Life. 

Out of the twelve agents of the Federal 
Union Life who entered the service ten 
have returned and one died while in the 
service. The company is treating the 
men as though they had been in contin- 
uous service, all their renewals being 
given to them. 


Tue NatTIONAL UNDERWRITER is the 
weekly, the Insurance Salesman is the 
monthly, supplement to the Policy- 
holders’ Digest, the great agents’ life 
insurance annual. If you want the Di- 
gest information summed up and ed- 
ited once a month, take the Salesman. 
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DISTRICT AGENTS 


WANTED 


—in— 


KANSAS «4 NEBRASKA 


Excellent Renewal Contracts 


Direct with the Company 





Guaranteed Low Cost Policies 





Address 


THE FRANKLIN LIFE 


INSURANCE COMPANY 








Springfield Illinois 
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Policies that Attract 





KANSAS 


THE FARMERS & BANKERS LIFE 


INSURANCE COMPANY 
WICHITA 


KANSAS 








GREATEST 
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WANTS GOOD 


AND 


WILL PAY THEM WELL 


MEN 
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Illinois Life 
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Illinois Life 
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The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 
Incorporated under the Laws of the State of New Jersey 
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THE GOVERNMENT INSURANCE 
FOR SOLDIERS AND SAILORS 








Government Insurance for Soldiers and Sailors is Term Life and Disability Insurance 
for the duration of the war and for five years thereafter. The cost is calculated accord- 
ing to the American Table of Mortality, the Government assuming all expenses of man- 
agement and the extra risk incurred by reason of the war. It is paid for by monthly 
deductions from the insured’s pay. In case of death monthly payments of $5.75 for 
each $1,000 of insurance are mele to the beneficiary for twenty years. In case of total 
and permanent disability similar payments are made to the insured during life. 


The cost is very low but increases each year according to the increasing death-rate 
shown by the mortality table. Each man begins with the rate at his attained age, and 
each year his insurance is continued his rate is advanced. No extra charge is made for 
disability benefits. 


The law providing for this insurance is administered by the Bureau of War Risk 
Insurance which is a division of the Treasury Department. There is an Insurance 
Officer in each camp to give instructions and to take applications. About 90 per cent 
of the soldiers and sailors have taken this insurance, and the average policy #s over 

he total amount insured is greater than that on the books of all the life 
companies and all the fraternal orders in the country. The total amount paid in death- 
claims to February 1, 1919, was nearly $300,000,000, and a still larger amount was in 
process of payment at that date. 


The law under which the Government Insurance is carried on provides that this 
Term Insurance may be continued for five years after the termination of the war and 
that during this period these Term policies may be converted into Life and Endowment 
olicies with level premiums. The regulations governing this conversion have recently 

een issued and provide for Ordinary Life, Limited Payment Life and Endowment _poli- 

cies, with level premiums payable monthly, quarterly, semi-annually or annually. These 
premiums are necessarily higher than the old Term policy premiums because they do 
not increase from year to year. They are the so-called net premiums, as used by 
private companies, and are based upon the American Table of Mortality with interest 
at 34%. They are the amounts necessary to provide for death-claims alone, according 
to the Mortality Table, without loading for expenses, taxes or contingencies—all of 
which are assumed by the Government. The rate is to be that of the attained age, and 
no medical examination is required. 


These policies are unassignable, non-taxable and free from the claims of creditors. 
They are incontestable except for non-payment of premiums. They ge for insur- 
ance against death and eren. disability. The beneficiary must be within the class pro- 
vided by law, but within that limit may be changed at will by the insured. The 
insurance becomes payable on total permanent disability, in monthly instalments durin 
such disability. Folicies provide for loans, cash surrender values, paid-up insurance, an 
change in premium payment from monthly to quarterly, semi-annual or annual pay- 
ments. Policies are free of all restrictions as to residence, travel, occupation, military 
or naval service. Lapsed policies may be reinstated within two years upon satisfactory 
evidence of insurability, and payment of back premiums with interest. Policies partici- 
ee in whatever gains may accrue from a mortality lower than that of the Mortality 

‘able, and from an interest rate higher than 34%. 


Application must be duly made for the new insurance during the five years following 
the termination of the war as proclaimed by the President, and until the conversion is 
made the Term Insurance must be kept in force. It may be reduced in amount if 
desired, on application to the Bureau. 


The new insurance is available only to those who take the Term War Risk Insurance 
while they are in the service. It is properly furnished to a special class of citizens who 
have incurred special risks in defence of the liberties of all. It is furnished at as nearly 
the actual cost for death claims as can be ascertained in advance. It is furnished by 
the taxing power, which exempts it from taxation and pays the expenses of administra- 
tion out of moneys raised by taxation, and stands ready to make good any deficiency 
that may arise by further taxation. Of course, no private company, which pays heavy 
taxes to both State and Federal governments, pays its own expenses of administration, 
and provides for contingencies, can compete with the taxing power. The class of 
citizens to whom it is available forms only a small proportion of the nation. They 
should by all means seek its protection. Others should apply to the 


New York Life Insurance Co. 
DARWIN P. KINGSLEY, President 
346 & 348 BROADWAY NEW YORK, N. Y. 











found who decides to disgontinue 
his policy for no other reason than 
that he just does not want to continue 
it. Policyholders assuming this atti- 
tude present a very trying problem to 
agents for they are unable to discover 
any apparent reason for lapsing the 
contract. With such a man it is best 
to play safe and make a general talk 
upon life insurance, rather than to pick 
out any one feature to emphasize for 
the case may be lost on that particular 
feature. 

Evidently the policyholder does not 
understand just what he is doing or 
he would not throw his money away. 
He needs to have pointed out to him 
just what happens when he discon- 
tinues his policy. A talk something 
like this fits such a case. “I really do 
not believe that you appreciate the 
true value of this life insurance. You 
would not think of contracting to buy 
a home on the installment plan and, 
after making your monthly payments 
for two or three years, walk out of 
the house and stop your payments, 
making a sacrifice of all you had paid 
on the place. The fact is that you 
would go without many necessaries in 
order to keep up the payments. 
“Would you go to the bank and make 
deposits for a number of years or 
months and then throw away the bank 
book? Yet you would, without a mo- 
ment’s reflection, make a sacrifice of 
your insurance, which is of more value 
to you and your family than the pay- 
ments you make on your home or your 
bank deposits. For with the insurance 
in force you have created an estate im- 
mediately on the face of the policy. 
In the case of your buying a home the 
equity depends upon the amount of 
‘your payments. 

“Haven’t you known or heard of peo- 
ple who carried life insurance for a 
number of years and then threw it 
away at the very time that it was most 
needed? Can you not recall someone 
who allowed his life insurance to can- 
cel and after a careful consideration 
decided to apply again and was in- 
formed that his health would not per- 
mit the company to carry the risk?” 


LIFE insurance official said the 

other day that a term policy offers 
the best opportunity for a-man to get 
to see an assured. He said he would 
ask nothing better than to make a good 
living by converting term policies. 
Once a man has taken a policy, the 
agent can usually get an audience with 
him because the man is always look- 
ing for information about his insur- 
ance. This official said that he would 
like nothing better than at the present 
time to go around and write term in- 
surance if he were unable to write any 
other kind because when the time 
comes he has prepared an open door 
to the assured. After a man has taken 
a policy he is responsive to sugges- 
tions, is interested in his line of insur- 
ance and will give an audience to the 
insurance agent because he feels he 
may have something important to com- 
municate. 


V ioan often the policyholder is 





ANY life salesmen fail to make as 

much as they should out of life in- 
surance because they solicit prospects 
who can only afford $1,000 or $2,000 
policies. Agents who solicit the small 
policy prospect may be divided into 
two classes. The first class limits it- 
self to writing small policies because 
it is easier to quote rates on the $1,000 
basis. Life salesmen who have formed 
the habit of quoting rates on this 
basis should change their style. It is 
just as easy to take $10,000 as a basis 
and move the decimal point for the 
smaller amounts. If an agent does 


this he will form the habit of think- 
ing insurance in larger amounts, which 
will eventually lead to an attempt to 











be added the agent who is afraid to ap- 
proach the man who can appreciate a 
large proposition. They write small 
policies where a real salesman would 
have written large ones. The pros- 
pect forms the policy-size habit usually 
on the first sale. | 

The second class write small poli- 
cies because they think that it is easier 
to collect a small premium. Such 
agents should stop to consider that 
$300 does not look any larger to the 
man who can afford the large policy 
than the $30 does to the man who takes 
out the small policy. 

Every successful salesman, regard- 
less of his line of business, will admit 
that he secures larger sales if he tries 
to sell his customer more than he can 
buy. The life salesman will sell larger 
policies if he starts to talk $10,000 poli- 
cies. 


B. MILLER, director of sales of 
¢ the Guardian Life of Wisconsin, 
says that the farmer has always felt 
that he was poor while in debt regard- 
less of what the equity and improve- 
ments on his farm may be. Mr. Miller 
says that this is characteristic of the 
farmer for the reason that in times 
past his money would come to him 
after he had harvested and delivered 
the result of a season’s work. The de- 
velopment of the dairy business has 
changed this attitude to some extent 
but not entirely. The farmer, accord- 
ing to Mr. Miller, still labors under the 
belief that his income is uncertain and 
does not measure his personal value in 
the same way that the wage earner 
does who receives his money regularly. 

Mr. Miller declares that it is highly 
important that the value of the farmer 
himself be pointed out. His barn or 
house may burn and can be rebuilt but 
should he die uninsured his place can- 
not be taken by anyone. In_ other 
words his experience and willingness 
to work the farm are what make the 
farm worth while to his family and 
himself. If his farm is worth $10,000 
and he dies and his beneficiaries would 
receive 6 percent on his investments 
they would have $600 a year, as com- 
pared with possibly $2,000 or more 
while he is active and managing the 
farm. Mr. Miller says that there has 
been a general failure to make the 
farmer see that he is the most impor- 
tant part of a farming enterprise. 


T HERE has been a great deal of dis- 
cussion among insurance men as to 
whether straight canvassing pays or 
not. The general opinion prevailing 
among agents is that it does. Many 
an underwriter frankly admits that he 
obtains a majority of his prospects in 
this manner. Many managers start 
their new agents out at straight can- 
vassing. They say that the many hard 
knocks and rebuffs that the new man 
receives while following this line o! 
approach is the best experience in the 
world; that he will eventually become 
a good producer if he lasts through 
three days of it and still likes the in- 
surance business. ’ 
Methods of approach and _ getting 
good leads will differ, depending on 
the locality in which the agent is work- 
ing. For example, a method which 
will prove successful in the country 
or suburbs cannot be followed in 4 
town of considerable size. Straight 
canvassing can be used to good advan- 
tage in the suburbs. The suburbanite 
is downtown at work during the day 
and cannot be approached then, but 
this is an ideal time for the agent 
to obtain leads and other information 
which will be invaluable to him when 
he finally succeeds in obtaining an 1° 
terview. This is an opportunity tof 
him to call at the house and learf 
whether or not the men who live there 
carry insurance. He can also form af 
idea as to about how much they caf 
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families in the neighborhood. He can 
make a list of the names obtained in 
this manner and call in the evening or 
some time when his prospect is at 
home. 

There are as many methods of ob- 
taining interviews in the larger cities 
as there are agents. The city agent 
obtains his leads from lawyers, doctors 
and other professional men with a wide 
acquaintance. He may use one of sev- 
eral methods which are in vogue among 
agents for getting an interview after he 
has secured the names. One agent said 
the other day that he will call the pros- 
pect up and ask for five minutes of his 
time. If the prospect asks who he is 
he tells him; if he asks what he wants he 
tells him that he would like to come over 
and separate him from some of his cash, 
for that is his business. This agent 
says that the prospect very often in- 
vites him over without even asking him 
his business, telling him that he is wel- 
come to all the cash that he can get 
from him. This agent has used this 
method successfully for several years. 

This agent also deserves credit for 
a rather unique method which has 
proved to be successful in four cases 
out of five. He will mail a check for 
one dollar to his prospective prospect, 
telling him that he considers his time 
worth at least one dollar an hour, but 
he is going to give him one dollar for 
half an hour of his time. He tells him 
to keep the check and call him up to 
make an appointment if he is willing 
to sell one-half hour of his time for a 
dollar. 





TBE man who is contemplating in- 
suring his life thinks nothing of the 
mathematical part of the business. In- 
numerable figures and statistics do not 
appeal to him. He knows nothing of 
them. Furthermore, he does not de- 
sire to know anything regarding the 
theoretical part of life insurance. Pro- 
tection for his wife and children is his 
object. The agent who attempts to 
enlighten his prospect on the mathe- 
matical intricacies of the business only 
bores him and may fail to close a con- 
tract. The horse buyer does not wish 
to hear a learned discussion on the 
anatomy of a horse when iooking over 
an animal which is for sale. The phys- 
ical fitness and soundness of the horse 
are the paramount questions which in- 
terest him. 

So whenever the life salesman leaves 
the straight heart to heart talk method 
and begins to discourse on the tech- 
nique of life insurance he is getting 
away from the very points which in- 
terest the prospect. The best policy 
is to canvass along simple and prac- 
tical lines. 





GETTING prospects is one of the 
oroblems that the life man has to 
solve early in the game in order to 
write any great volume of business. 
During the first few weeks of actual 
writing experience the new man tries 
hard to work out some system that will 
create new prospects for him. Very 
often the trouble is that after hitting 
on a fairly successful method of finding 
Prospects the system is followed too 
closely and the salesman is not awake 
to other prospect-yielding ideas. 

It is a mistake to try to find pros- 
pects by the use of one or two methods 
only. For this particular thing the life 
man should constantly have an open 
mind. The shortest journey on a street 
car or railroad train should give a tip 
or two as to where an application may 
be obtained. In attending a public 
gathering, or in getting into a group of 
men, or in reading a newspaper some 
ideas should be found as to a means of 
getting business. The life man should 
be alert for these occasional tips and 
a that are dropped. The statement 
se somebody has just made a good 
usiness deal, that some man is seeking 
credit, that a child has been born, that 
ree one has died or been accidentally 
killed, that a new enterprise is being 
eae or an old one sold is likely to 

ad to a splendid application if the 
agent is wide awake and willing to try 








more than one or two ways of getting 
prospects. 

There are no copyrights or patents 
on methods that lead to names that 
produce applications. No one system 
is best. In this particular thing a rule 
should rather be followed that real suc- 
cess is to be obtained only by using 
the largest possible number of methods. 


PARAMOUNT question which is 

always confronting life agents is, 
“Where can I find good ordinary pros- 
pects?” This should be the least of 
his troubles, for the life insurance 
agent has a broad field to work in; in- 
deed, he has the whole world before 
him. The grocer, the banker, the man 
sitting beside him on the street car, 
and hundreds of others that he comes 
in contact with during the day are 
good prospects. In fact, there are 
many more in our own neighborhood 
who would buy life insurance if ap- 
proached properly. 

It is up to the agent to get busy and 
locate these. The agent that travels 
miles, spending much time and money 
in the search for prospects, may be 
compared to the man who desired a 
certain species of plant for his flower 
bed. He went into the woods and 
walked all day, looking for the plant, 
but returned that evening tired, hungry 
and unsuccessful. The next morning 
he accidentally discovered the fern that 
he had spent so much time and energy 
searching for the previous day grow- 


j ing in an obscure corner of his garden. 


There is a morai to the story which 


j also applies to life underwriters. 





NE of the arguments most com- 

monly advanced by the young man 
who is solicited for life insurance is 
that there is very little difference in 
the rates at the early ages, and that 
by deferring a year or two the addi- 
tional cost is so slight as to be scarcely 
worth consideration. For instance, at 
age 22 a young man may purchase a 
$2,000 contract on the whole life plan 
in one of the leading companies for 
an annual premium of $30.98. At age 
23 the rate is $31.70. A prospect at 
this age will often attempt to put the 
agent off for a year on the plea that it 
will cost only 72 cents more to wait. 
When this excuse, for it is nothing 
else than an excuse, is offered, the 
prospect must be shown that by wait- 
ing the additional cost is not only 72 
cents for one year, but 72 cents for 
every year he waits. At age 23 the 
average man has an expectancy of 
over 40 years. It should be explained 
that a dollar a year invested at 4 per- 
cent will amount to $98.83 in 40 years 
and 72 cents will amount to $71.15 in 
the same time. In other words, if the 
prospect acts at once, instead of wait- 
ing until the rate changes, he will save 
the equivalent of more than two years’ 
premiums. 





HE rate book gives the rate for 

$1,000 simply as a matter of your 
arithmetical convenience, so that you 
can multiply by 2 or 5 or 75 to find 
ovt the premium on the policy which 
you want to sell. Clever agents, how- 
ever, have discovered that sometimes 
if you go through the multiplication 
with the prospect looking on, the 
amount of the premium looks bigger to 
him than if you had made up your mind 
in advance how much he could carry, 
and then when he asked you how much 
it would cost at his age you were to 
quote immediately the premium for the 
amount you had in mind. That amount 
and not $1,000 becomes the unit in both 
‘your minds. 

Louis Paret, in a very effective talk 
to the Philadelphia agency recently, 
emphasized the value of the agent 
memorizing rates so that he could 
quote an approximate figure without 
having to consult his rate book, but 
could go on looking his prospect right 
in the eye and making sure that his 
canvass was effective. This fits in ad- 


mirably with the suggestion that you 
do not let your prospect think of 
$1,000 as the unit—Provident Notes. 














Great Southern Life Insurance Company 


Dallas, Texas 


Oo. S. CARLTON, 
President 
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Great Southern Life Building, Dallas, Texas 
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Tie Up With Us 


We are pushing a big expansion drive in 
a dozen states. Our men are producing 
nearly a million and a half a month. We 
intend to double it— 


We Need a Supervisor 
We Need a Manager 


for developing splendid territory. Experienced 
men can connect with us and build up a permanent, 
profitable business. Liberal terms. Now is the 
time. Don’t delay. 


THE BANKERS RESERVE LIFE COMPANY 


ROBERT L. ROBISON, President JAMES R. FARNEY, Vice President 
WALTER G. PRESTON, Vice President RAY C. WAGNER, Sec’y-Treas. 


HOME OFFICE: Omaha, Nebraska 


Business in force over 46 millions 
Assets, eight millions and a half 
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HALEY FISKE 


THE election of Vice-President HaLry 
Fiske to the presidency of the MEtro- 
POLITAN LirE, succeeding the late JoHN 
R. HEecEMAN, stamps the official seal of 
president upon a position which he has 
virtually held for some years. Mr. 
Fiske is of a different type from Mr. 
HEGEMAN but in every way he is just 
as strong a man as was that great 
creator in the field of industrial insur- 
ance. 

Mr. Hrceman and the late Senator 
DryDEN were great figures in life insur- 
ance. They were builders and investi- 
gators along pioneer paths. It takes 
quite a different type of man to admin- 
ister and supervise the affairs of a great 
institution from the kind that is needed 
to create and build. Neither would fit 
into the position of the other. An al- 
most religious fervor, a singleness of 
purpose, a determination to win and 
an unwillingness to be subdued by any 
circumstances whatever are the neces- 
sary qualifications of the builder. He 
need not necessarily have the larger 
and broader view, though both Mr. 
HreceMAN and Senator Drypen were 
broad-minded men. He need not even 
have a sound judgment of or include 
in his perspective the larger movements 
and ideas which do not have a direct 
bearing on the fulfillment of his pur- 
pose. The MeErropoLitan has for some 
years had within its organization the 
forces which have propelled it onward 
to great achievements. President 
Fiske is admirably equipped to direct 
this great force in the organization of 
the Mersorotitan Lire. He is the su- 
perb leader, ever ready and_ fully 
equipped to accept responsibility both 
for himself and for his company. 

President Fiske has always taken a 
statesmanlike view of the large ques- 
tions with which he has had to deal. 
He has properly sensed the magnitude 
and importance of the METROPOLITAN as 
an insurance, social and economic 
force in the life of the country and has 
conveyed this view to his men through- 
out the field in a dignified and im- 
pressive manner. He commands the 
respect and admiration of every one of 
the great force of the Merropotiran, 
not only in the field but at the home 








office. He has associated with him a 
corps of executives at the home office 
that is very strong in personnel. He 
has the faculty of developing the men 
about him. Although Mr. HrceMan 
built the Merropotitan Lire, Mr. Fiske 
since he has been at the head of its 
affairs has perhaps already made as 
great an achievement in directing and 
inspiring the marvelous growth which 
the company has enjoyed since he be- 
came its real leader. In the MErro- 
POLITAN there has been the admirable 
combination of the builder and creator 
followed immediately and in perfect 
harmony by the broad administrator 
and man of large affairs. As a result 
the company stands at the head of the 
world’s insurance companies. 

Perhaps in no instance was Mr. 
Fiske’s vision and insight so great as 
in bringing about the mutualization of 
the company. He thought that the 
company was too large to be adminis- 
tered as a stock company and that it 
was in fact a national institution. He 
did not hesitate to take the step which 
placed its control in the hands of the 
policyholders themselves. As the at- 
torney for the controlling interest of 
the stock he brought about the mutual- 
ization with the least possible disturb- 
ance and at the lowest cost to the 
policyholders. 

Only in a volume of good size could 
a study of the administration of Presi- 
dent Fiske be adequately presented. It 
is enough to say that the mantle of the 
late President HEGEMAN now rests upon 
the shoulders of a man of unusual ex- 
ecutive ability, experience and training 
and that the MetropoLiran will fulfill 
its destinies under his leadership with 
a minimum of human error, costly in- 
decision, friction and ineffectiveness sc 
far as its management is concerned. 





THE TAX BURDEN 


WE begin to see how great a tribute is 
laid on life insurance so far as taxes are 
concerned as we scan the annual state- 
ments and see the enormous sums that 
were paid in that connection. For in- 
stance the annual financial exhibit of the 
Mutua. Lire shows that last year the 
company paid in taxes the enormous total 
of $2,061,407. Of this amount $394,837 
represents taxes on real estate which is 
quite justifiable. The corporation or an 
individual should pay the real estate and 
personal property tax without complaint. 
More than three-quarters of a million 
dollars, or $795,371 to be exact, was paid 
by the Murtuat Lire in taxes levied by 
several states on premiums paid by policy- 
holders. A premium tax can hardly be 
defended from the strict standpoint of 
justice. A war tax was paid amounting to 
$771,610. There is set aside in the liabil- 
ities to be paid as taxes in 1919 the sum 
of $2,807,442. 

It is a disputed point as to just how 
much tax a life company should pay. So 
far as the life companies themselves are 
concerned taxes are charged back to the 
policyholders. If the taxes were lessened 
there would be greater dividends in case 
of participating companies and larger 
benefits or lower rates in case of nonpar- 
ticipating companies. The burden on the 
insurance companies naturally will be re- 
flected in the price that is paid for in- 
surance. It is a vast sum for the MutTuaL 




















PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








A. C. Larson of Madison, Wis., state 
agent of the Central Life of Des 
Moines, has just returned home from 
St. Petersburg, Fla., where he has been 
recuperating from a_ serious illness. 
Notwithstanding that Mr. Larson has 
been off the firing line the first quarter 
of the year his agency shows an in- 
crease of 100 percent over the corre- 
sponding period of last year. Mr. Lar- 
son’s agency has a quota of $8,000,000 
for this year. He is as yet unable to 
give his whole time to business, but 
aims to spend an hour or so in his 
office each day. 


Joe Lubaway of the Detroit agency 
of the Equitable of New York paid for 
92 cases during the first three months 
of 1919, an average of more than one 
for each working day for the first 
quarter. In two weeks during March, 
while working jointly with Roy Kremer, 
he closed 49 cases. 


The late John R. Hegeman, long 
president of the Metropolitan Life, left 
an estate reputedly worth from $10,- 
000,000 to $25,000,000. Under the terms 
of the will his only child, John R., Jr., 
receives a life interest in one-half the 
estate from which amount he will be 
paid $1,000 a month. The other half of 
the estate is divided into four parts; 
one to be used to erect new buildings 
at’ the Metropolitan’s Tuberculosis 
Sanitarium on Mt. McGregor near Sara- 
toga, the new part to be known as the 
“Hegeman Memorial.” This sanato- 
rium was erected for the benefit of the 
employes of the company and was one 
of the company’s manifold activities in 
which Mr. Hegeman was deeply inter- 
ested, 

Another part is to be divided among 
the officers of the Metropolitan, mana- 
gers of the departments and Mr. Hege- 
man’s private secretary. Each of many 
servants in his employ at his home in 
Mamaroneck will receive the equivalent 
of a year’s pay. 

The house itself at Roseden, together 
with all its furnishings, among them 
many valuable items of oriental art, his 








Lire to set aside, almost $3,000,000 for 
taxes payable this year. The Mutua 
Lire in commenting on this subject says 
that the effect of any increased taxation 
on life insurance is the same as that of a 
sudden increase in mortality by reason of 
pestilence,—the net cost of one’s insur- 
ance is greater by so much than it would 
otherwise have been. 

The state should encourage thrift. 
Many of the states recognize this fact by 
relieving savings banks of taxes on the 
ground that such a tax would be a tax on 
thrift. The policyholder in case of life in- 
surance has already imposed a burden on 
himself, or a tax it might be called, to 
provide for his dependents. In this man- 
ner he is making sure that his family will 
not become a public charge. The life com- 
panies have not complained of the extra 
tax on account of the big war expense. 
They have felt that the government has 
been unduly severe in the regulations it 
has placed about the writing of business 
insurance and the rigidity of its exactions 
in applying life insurance benefits to the 
operation of the income tax. Yet after 
all companies have felt that the sacrifice 
so far as greater taxation is concerned is 
necessary to meet the great war burden. 
They do contend, however, that as the 
urgent need for this revenue wanes there 
should be a prompt recognition of the 
fact that taxation on life insurance is 
really a tax on thrift. 





_| 


yacht “Evelyn” and motor boat “Ca- 
milla,” his horses and $175,000 are be- 
queathed to the executors and trustees 
of the estate, all connected with the 
insurance company. They are: Haley 
Fiske, Frederick H. Ecker, David F. 
Dutcher and Geo. B. Sheppard. 


GET INSURED, GET INSURED 


By John R. McFee 
Penn Mutual Life, Chicago 


(Tune: Illinois) 
I 


If in health and manly vigor, 
Get insured, get insured. 
If your wealth you cannot figure, 
Get insured, get insured. 
For riches all may flee, 
Health becomes a memory, 
So your duty clearly see, 
Get insured. 
II 
You, with youth and without sorrows, 
Get insured, get insured. 
You know not your tomorrows, 
Get insured, get insured. 
Your fate is surely told, 
You will die or live till old, 
So protect old age with gold, 
Get insured. 
iit 


If a faithful wife you snuggle, 
Get insured, get insured. 
She sustains you in your struggle, 
Get insured, get insured. 
With an income policy, 
She will best remember thee, 
Ev’ry month or quarterly, 
Get insured. 
: IV 
Is your business yours completely? 
Get insured, get insured. 
Does a partner share it meetly? 
Get insured, get insured, 
The asset that consists 
To your firm in you, persists, 
When a policy exists, 
Get insured. 
V 


So men and maids and matrons, 
Get insured, get insured. 

Managers and patrons, 
Get insured, get insured. 

All who have an income sure, 
All who struggle unsecure, 

All who spurn a selfish lure, 
Get insured. 

vi 

Let death not end achievement, 
Get insured, get insured. 

Sufficient death’s bereavement, 
Get insured, get insured. 

And whilst heart-aches death will bring, 
Yet defiance at it fling, 

Pluck out death’s financial sting, 
Get insured. 





Good Use of the 
Birthday Card 








A business man of Chicago the other 
day stated that he had policies in a 
number of companies. He said that 
one thing that impressed him very 
favorably was the fact that the Penn 
Mutual Life always sends out a birth- 
day greeting card at the time of birth- 
day anniversaries of its policyholders. 
Somehow or other, he said that he felt 
more kindly to the Penn Mutual be- 
cause of this birthday greeting. He de- 
clared that when it came to taking 
other insurance he naturally leaned 
toward that company and therefore he 
had more insurance in the Penn Mu- 
tual than in other companies because 
of the psychological effect of the 
birthday card. This man believes that 
the money spent by the Penn Mutual 
comes back many fold because of these 
cards, inasmuch as a policyholder feels 
flattered at the attention shown him. 


Morgan G. Bulkeley, president of the 
Aetna Life, has announced that the com- 
pany will accept subscriptions for the 
Victory loan on the same terms and con- 
ditions followed by the company in the 
four preceding loans. Under this plan, 
the company extends very liberal terse 
to all who purchase Liberty bonds 
through Aetna Life offices. 
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Shgener Supervisors Wanted EF Q UITABL BE 


in Indiana O Mutual in Principle and Practice O 


78 companies wrote life in- Impregnable in Strength 
surance in Indiana in 1918. 


The Lincoln Life led all with U 
121% millions paid and over 

8 millions net gain in force 
in this State. 





Enterprising, Conservative Management | 


Comprehensive, Adaptable Policies 





I Prompt Payment of Death Claims I 













We stand well in our home : Efficient Service to Policyholders 











State, but we are not yet 
satisfied. We have 3 terri- ; Training and Education for Agents 
tories which must be better . — 
We write both Par, and Non-Par. insur- organized; one southeast, A satisfied constituency gained by Fifty-eight 
Oursub-standarddepartmenthascutthe one southwest and one years of public service 
ur rejections down to one of the re 
lowest in the country. It means practi- middle west. A A 
cally 7% greater income for our agents. These are some of the advantages enjoyed 


; by representatives of 
For 3 men with records as personal producers and organ- 


izers we have an attractive Salary and Commission con- 
tract with an opportunity to build a large renewal ac- B THE EQUITABLE LIFE ASSURANCE SOCIETY B 
count. We want proved General Agency men. OF THE UNITED STATES 


120 Broadway, New York 
We are now extending our territory 


to NEBRASKA and want a real - 
General Agent for that state. 


LINCOLN NATIONAL LIFE 
eS FORT WARIS INDIANA BR O U I a fi zx B L kK 


For agency openings address: L 
W. E. Taylor, Second Vice-President 
































THE NATIONAL 


UNDERWRITER 











April 24, 1919 




























































Invest now—today—with © 
Uncle Sam’s iron-clad guar- 
antee that every cent will be 
returned, plus interest and 
the feeling of satisfaction 
that can come only through 
the performance of duty. 


Buy to your limit! 


Victory Liberty Loan Committee 
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ECRET OF OUR 
One Success IS 
JERVICE 


FEDERAL CASUALTY COMPAN 


We have a contract for you under which your 
income will be limited only by your activities. 


A REAL PROPOSITION FOR A REAL MAN 


DETROIT 
MICHIGAN 


Cash Capital $200,000.00 V. D. CLIFF, President 
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“SAFE AS A GOVERNMENT BOND’ 


COT aS 


LIFE, HEALTH, ACCIDENT<*° MONTHLY INCOME INSURANCE. 


LATEST POLICES AND AGENCY CONTRACT Bats lH 
@penings OHIO, IND., KY., MICH. and W.VA. Write Columbus 











LARGE SUM IS PAID 
AWARDS BY WAR RISK BUREAU 


Over $785,000,000 Has Already Been 
Paid Out to Beneficiaries Under 
Government Policies 


WASHINGTON, D. C., April 22.— 
To date death awards, for insurance, 
of $785,613,500 have been made by the 
Bureau of War Risk Insurance. This 
sum which is being paid to the benefi- 
ciaries in monthly installments greatly 
exceeds the amount received in pre- 
miums. There have been made 139 
awards with a commuted value of $804,- 
500 for total permanent disability of 
insured men. 

Death awards for insurance have 
been made on 87,744 claims, affecting 
102,286 beneficiaries. In many in- 
stances the monthly insurance pay- 
ments are divided among several bene- 
ficiaries and in some instances single 
payments are divided among as many 
as ten beneficiaries. There have been 
105,800 claims for insurance awards for 
deaths filed with the Bureau of War 
Risk Insurance and but 1,604 claims 
have been disallowed for various rea- 
sons. In many cases the disallowance 
is not final. There are approximately 
15,000 claims now pending upon which 
awards are being made. Claims are 
being filed at the rate of approximately 
350 a day and awards are being made 
at the rate of approximately 500 a day. 
Awards have been made for practically 
all claims for insurance due to death in 
action. 





Life Insurance 
By States 
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KENTUCKY 
iJ 

Issued In Force 

Cmnwith., Ky. (Ord.) 2,902,535 1,976,720 
Cmnwilth., Ky. (Ind.) 2,946,942 10,269,258 
CONN. DANG 6-00 6. ods 689,249 5,135,905 
PRIMARY «P55 5.06.16 Sepals. 3 .. 2,066,164 7,544,458 
Amer. Natl., Tes 5,0 83,53 
Bankers, Bis... cick. 392,500 4,567,384 
Century, Ind. eye 4,5 76,0 
Columbia, (O)... 5.6.6: 651,300 2,111,096 
Columbia Natl...... 178,808 626,273 
uae oe W. Va. 67,500 206,000 
uquitable, Ia........ 486,738 a 5 
Equitable, N.Y... !! 2,539,750 20/955.897 
Chio State Re eaneechs 2,500 122/500 
nter Southern...... 2,161, , 
ae | Se ee oe ~ wage 
federal Union...... 407,581 E 
Fidelity Mut. Pa...) 538799 3,471,863 
Geo. Washington... 384,715 1,238,833 
Guardian tibet o\siemie) «6 145,500 2,453,588 
Home, a Caan 415,715 3,049,892 
Indiana Natl........ 747,500 1,368,782 
Iternaels fic ck ooo, 21,910 "502/692 
Jefferson Standard.. 609'700 669,700 
By. Contra... ss. 5. 3,233,229 5,264,972 
Lafayette, Ind...... 14,528 41,775 
es) an 1,515,953 1,402,596 
a1 | a 1,188,020 7,787,582 
Metropolitan (Ord.). 4,862,896 26,366,205 
Metropolitan (Ind.). 7,953,295 42,443,144 
MIGCH. MNES 555.6 Sis as 35,566,848 154,089,636 
MTHS ON Do ob sce 2,740,978 20,904,189 
Mutual REINA oot chore choc ,610,139 43,234,719 
Natl. Tenn. (Ind...) 2,083,440 5,153,112 
National, Vt....3... 791,122 5,410,607 
New England Mut.. 2,053,333 16 078,939 
New . bos ee ee 2,138,176 24,982,661 
1 Re he oC 3,022,400 30,379,972 
Ohio National....... 63,000 230,250 
PRCING = TAG 5-6-4 sa. c's 771,918 2,965,498 
Pan-American ..... 143,560 896,982 
Penn Mutual........ 1,862,063 9,443,094 
ee Ae eRe ree 137,000 176,110 
Phitacéiphia ....... 22,688 148,558 
PHOCHIX) MUt. . 56.10. 936,291 7,325,249 
Provident, Tenn.... 29,500 36,500 
Prudential (Ord.)... 5,311,745 19,167,173 
Prudential (Ind.)... 4,788,995 25,816,654 
Reliance, Pa........ 607,400 2,235,426 
RCE Ge TON 55.56 ke bee 81,692 
OCUOTEY, TBanciscrcce 650,104 2,010,532 
Standard, Ga........ 226,299 434,000 
ee ere 21,552 


State Mut., Mass.... 
Travelers 





West. & So.,O. (Ord.) 


1,578,102 











NEW MEXICO | 




















Issued In Force 

Beneficial, Utah .... ,500 232,892 
Central States, Mo... 223,250 449,750 
| 

TEXAS | 

















National, U. S. A... 705,122 5,209,556 
Atla 224,800 224 


ERE ee se f ,800 
EO: TOES o6o.s bce 5-00 4,629,045 22,563,882 

mer. Nat’l......... _ 376,500 461,000 
Bankers, Ia........ 5,315,294 22,994,311 
Pioneer, Mo......-. 79,500 180,235 
Amer. Cent., Ind.... 1,379,798 5,421,498 
Maryland Assur..... 31,000 31,000 
PLOVIGCNOS (5 caso ais 190,750 203,250 
Jefferson Standard.. 687,000 1,351,450 


Life Notes 


The Liberty Life Insurance Company 
of Arkansas, a proposed old line, legal 
reserve insurance company, with a cap- 
ital stock of $100,000, is being organized 
by Little Rock negroes. 

The Illinois house committee on insur- 
ance has reported favorably House Bill 
527, relating to the consolidation and 
reinsurance of companies and fraternals. 
it makes the present practice much less 
cumbersome. 


The southern Michigan agency of the 
Fidelity Mutual Life, under the manage- 
ment of J. O. Gable, led all agencies of 
the company for March. Meyer Frank, 
agent at Detroit, wrote nine applications 
for $262,000 in March. 

A bill allowing group insurance without 
medical examination has been passed in 
Iowa. Another gives life companies the 
right to act as trustees of beneficiary 
funds. Fraternals have been given the 
right to become level premium companies. 


Glenn O. Jones at Atlantic, Iowa, has 
become district agent for the Northwest- 
ern Mutual Life for two counties. He 
succeeds R. B. Shepard, who goes into 
another business, but will take a sub- 
agency contract. Mr. Jones was formerly 
ee with the Atlantic National 
Bank. 


Carl H. Anderson, who recently joined 
the forces of Manager Ward H. Hackle- 
man of the Massachusetts Mutual at In- 
dianapolis, has been for the last two 
years in the United States naval aviation 
service. He has had life insurance expe- 
rience and was a good personal producer 
before he entered military service. 


The first president of the Richmond 
(Va.) branch of the American Legion, an 
organization composed of soldiers, sail- 
ors and marines who saw honorable serv- 
ice in the war against Germany, is Major 
Andrew D. Christian, assistant counsel 
for the Atlantic Life. Major Christian 
was an artillery officer in the reserve 
corps. 


The Kansas department has ordered 
the payment in full of the claims of the 
beneficiaries under a policy for life bene- 
fits and death by “external violence’ 
where the policyholder was killed in bat- 
tle in France. The company writing the 
policy did not have an effective war 
clause in its policy and could not insert 
a war rider. 

The Massachusetts senate has advanced 
to a third reading, by a vote of 19 to 8, 
the bill to permit life companies to do 
business in that state on the preliminary 
term basis for not more than one year. 
It is being hard fought through every 
step of its way to final passage and may 
yet fall by the way as the insurance de- 
partment is against it. 

Elmer A. Sowers and Walter A. Greiner 
of Elgin, Ill., who were appointed man- 
agers of the Berkshire Life in that city 
a year or so ago by Wyman & Palmer of 
Chicago, state managers, have shown 
real speed and class in their work. Both 
men entered the business without life 
insurance experience, but have been writ- 
ing business at a lively clip. 

P. L. Higgins of Fargo, N. D., state 
manager of the Dakota Life at Water- 
town, S. D., had a meeting of his agents 
the other day. There were present from 
the home office President J. B. Hanton, 
Secretary F. L. Bramble and Superin- 
tendent of Agencies W. P. Robeson. 
There was a business meeting and 4 
banquet in the evening. 

The Guardian Life has notified the 
Kansas department that it is in the proc- 
ess of settlement of a number of claims 
of beneficiaries of soldiers who died in 
the camps or at their homes after their 
discharge, although they may have 
lapsed. The intention is to pay the 
claims in full of all of these lapsed pol- 
icyholders, less the amount of the last 
premium due. 


J. W. Wilson 


The Ohio National Life has been ad- 
mitted to Nebraska and has appointed 
J. W. Wilson, formerly with the Mutual 
‘at Peoria, general agent for the state, 
with headquarters at Lincoln. The com- 
pany also has appointed Carl A. Dieterly, 
formerly with the Prudential at Cincin- 
nati, general agent for Hamilton and 
Ross counties with headquarters in Cin- 








13,461,811 


West. & So.,O. (Ind.) 4,037,146 


cinnati. 
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Selling One Form 
of Contract 











There is a great deal of talk these 
days about an agent fitting every policy 
he sells to suit the needs of the indi- 
vidual sold. It is argued that an agent 
should first ascertain the form of in- 
surance the prospect is best able to 
handle and then submit a proposition 
which the assured will be best able to 
take care of. With such a canvass, 
however, it is frequently necessary to 
submit two and sometimes three prop- 
ositions for the approval of the pros- 
pect. This often results in indecision 
and delay. A man who has been sold 
on the idea of taking out life insurance 
regards almost any life insurance prop- 
osition submitted as a good one. He 
is often unable to decide which form 
is best and even after the policy is 
placed sometimes feels that perhaps he 
would have done better to take another 
form. 

Many agents are selling almost ex- 
clusively one form of contract. The 
general agents of the Michigan Mutual 
Life at Cedar Rapids, Iowa, place a 
million dollars of insurance in the ter- 
ritory immediately surrounding Cedar 
Rapids each year and sell almost ex- 
clusively one contract. Numerous cases 
could be pointed out where a man sells 
nothing but ordinary life or long term 
endowment or some other particular 
form. A man who talks constantly 
one particular form of contract be- 
comes very familiar with that kind of 
insurance. The more he talks it, the 
more its good points grow upon him 
and he is able to present it in a very 
forceful manner. Salesmen who spe- 
cialize, for instance, on ordinary life 
will usually be found to be very suc- 
cessful. This form of life insurance is 
applicable to almost every one and car- 
ries with it many strong selling points. 

The agent specializing on one form 
of insurance strengthens his canvass 
every time he solicits a prospect. Every 
agent in his own mind has an idea that 
one particular form of life insurance is 
best. The experiment of talking and 
selling that particular form most 
favored for a period of say 30 days 
will be found to be interesting and 
profitable. 


On May 15 the Unique Manual-Digest 
will be issued, containing all of the in- 
formation formerly given in the Unique 
Manual and all formerly contained in the 
Policyholders’ Digest. Order now. The 
National Underwriter, Duttenhofer Bldg., 
Cincinnati. 








Pan-American Life Insurance Company 
NEW ORLEANS, U. S. A. 


Crawford H. Ellis, President 


FINANCIAL STATEMENT—December 31, 1918 








RESOURCES 

RUGGR HMGRGGs 6 iisice Se ccicccccncdes $ 117,432.10 
First Mortgage Loans on Real 

BURA cies ewectousseckeesauess 3,729,811.92 
Collateral First Mortgage Loans... 11,500.00 
RNG 6 crak Schwnacetcnddncewavees 1,365,555.16 
HAW SMOGIES 6:6ss ciceicccierececi cs 116,950.00 
Policy Loans and Liens........... 696,931.79 
Premium Notes............ceceeee 38,829.65 
Cash in Office and Banks.......... 137,659.91 
Agents’ Accounts................- 56,430.50 
Furniture and Fixtures............ 38,596.70 
Accrued Interest..............0.6. 138,164.43 
Net Uncollected and Deferred Pre- 

MADUNMROD & 0io.5)4 kw caslee seeeaxcseccenee 112,853.35 


Due from other Companies for 
Death Claims on _  Re-Insured 


PONGIOS .660ccse ee pes scccccccecs 5,000.00 
Miscellaneous Resources.......... 5,039.52 
$6,570,755.03 


LIABILITIES 


Legal Reserve on Policies in Force 


as required Dy laW< .ccescccccs $4,688,059.56 
Death Claims Reported; proofs not 

GOMMIIGNOR a ooo kth cccdesecoadocs 129,013.25 
Reserve for Taxes: .....cccccccee 39,500.00 
Bills, Accounts, Medical and In- 

spection Fees Due and Accrued.. 7,087.06 
Suspense AcCCGUME. ....csscccccccs 4,431.01 
Agents’ Credit Balances........... 3,359.19 
Premiums Paid in Advance....... 4,364.23 
Interest Paid in Advance.......... 10,648.59 
Re-Insurance Reserve Account.... 35,452.76 
Miscellaneous Liabilities.......... 32,195.07 
Surplus Apportioned for Contin- 

SOOM awa t cacsnctescatiaxtses 79,622.64 


Surplus to Policyholders over all 
Liabilities, Actual or Contingent 1,537,021.67 


$6,570,755.03 








Insurance in Force December 31, 1918, $51,970,811.00 


If interested in an agency connection that will be backed up to the fullest 
extent by Home Office cooperation and service, write 


E. G. SIMMONS, 


Vice-President and General Manager 
New Orleans, Louisiana 























Dr. W. O. THOMPSON 


President 


The Midland Mutual Life Insurance Company 


COLUMBUS, OHIO 


An OHIO Company, writing policies on OHIO people and keeping OHIO 
money in OHIO for the development of OHIO industries 
Admitted Assets................0.-. 


se cwawar $ 3,286,468.00 
Insurance in Force................. 


seeescqes 26,191,875.00 


New Continuous Monthly Income Policies 


Splendid opportunities for AGENTS in many sections of Ohio. We solicit inquiries from responsible parties. 


383,467.00 


G. W. STEINMAN 


Secretary 








Courteous—Safe—Conservative 


Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Capital $500,000 Fully Paid 
A Great Opportunity for LIVE Men 


NINE STATES 


Address W. H. SAVAGE, Supt. of Agencies 











W. W. LANE, Seeretary 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


Under Our Service Pension Contract 


LA FAYETTE, INDIANA 


THE LA FAYETTE LIFE INSURANCE CO. 


A. E. WERKHOPP, President 
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A Record of Thirty Years of Progress— 


Ten-Year Periods 


Assets Insurance in Force Income Policies Issued 
Dec. 31—1888.... $ 104,307 §$ 889,073 1889-1898...... $ 2,128,182 $460,386 
1898.... 321,505 8,392,902 1899-1908...... 12,088,346 1,169,329 
1908... 3,621,170 43,443,633 1909-1918...... 35,887,982 2,199,357 
1918.... 15,758,208 145,055,484 


The WESTERN and SOUTHERN 


Life Insurance Company 


W. J. WILLIAMS, President CINCINNATI 
Organized February 23rd, 1888 





Attractive Opportunities 


Open to Agents in Ohio, Indiana, Kentucky, West Virginia, 
Western Pennsylvania and Michigan 





SOME SELLING 











SUGGESTIONS 











A Wider Field —An Increased Opportunity 


@©ur Agents can sell policies on the annual premium plan, up to $3.000, to 
young men and young women as young as age 2—protective insurance and Edu- 
cational and Business Start Endowment Insurance. This extension of the age 
limit for Ordinary Insurance down to age 2 helps our Agents considerably, and 
we have other advantages that help still more. Weprovide banking facilities for 
our Agents in the rural districts. We iseue Participating and Non-Participating 
Policies. As regards adults, we write contracts with Double Indemnity provi- 
sions covering any kind of fatal accident, or with Double Indemnity provisions 
covering fatal travel accident only, as may by desired. e issue policies with 
waiver of Premium and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. If you cannot make a full time 
contract with us we will let you write our insurance for children as a side line, as 
long as your Company does not object. Some are writing as much as $10,000 a 
month of this insurance for us as a side line. 


OLD COLONY LIFE INSURANCE COMPANY, 








CHICAGO, ILLINOIS 
SUPERVISOR of Agents 


WANTED: for the State of Oklahoma. 


Must be acquainted with the territory and have had experience in securing and 
training new agents. Salary and expenses. Address: . 


J. FRANK MONTGOMERY, Agency Manager 


American National Insurance Company 
GALVESTON, TEXAS 








The Toledo Travelers Life Insurance Company 


SECOND NATIONAL BANK BUILDING, TOLEDO, OHIO 
Want Producing Agents for Ohio Territory 
Opportunity for Advancement 
On Agency Matters Address E. W. GAGE, Secretary 








& 

State Mutual Life Assurance Co. of Worcester, Mass. 

° INCORPORATED 1844 
In 1918 a larger volume of both written and paid-for business 

was produced than in any previous year. 
1919—Seventy-fifth Anniversary Year 
Our Achievement-Protection and Service Unexcelled. Additions 
are made to our agency force when the right men are found. 
B. H. WRIGHT, President D. W. CARTER, Secretary 
STEPHEN IRELAND, Superintendent of Agencies 














Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 


excellent selling ideas for life men 
that seem to hit the right spot. 
* * * 


Tex MUTUAL LIFE gives some 


Knowledge Inspires Confidence— 
When approaching a prospect you have 
presumably already gathered all needed 
information regarding him—his. age, 
extent of his family, his business stand- 
ing, probable income, etc. You are 
therefore prepared to offer him at once 
the policy which is seemingly best fitted 
to his needs. That policy you offer 
and you stick to it unless he especially 
asks for some other form, Even in 
that case your experience teaches you 
that, while giving him the required in- 
formation, you will generally do well 
to direct the conversation back to your 
original proposition. When he asks 
about the cost, stating his age at near- 
est birthday, etc., be prepared, without 
consulting your rate book or dividend 
leaflet, to give him the premium at 
once and the amount by which it will 
be reduced by the first dividend accord- 
ing to the present scale. Your ability 
to name the figures offhand will im- 
press the prospect favorably. The man 
who is applying for life insurance al- 
ways wants to feel that the agent with 
whom he deals is thoroughly informed 
in his business and hence a capabie 


adviser. 
kK O* 


To Minimize the Premium—Instead 
of naming the premium in dollars and 
cents, which might seem like a good 
deal of money to put into life insur- 
ance, did you ever try stating it as a 
percentage of the amount insured? As- 
sume that the proposed policy is an 
ordinary life. When the prospect asks 
the amount of the premium, say: “Oh, 
a little less than 3 per cent of the 
amount insured. You are increasing 
your estate at once by $10,000, for which 
you pay the company less than a very 
low rate of interest on that sum, and 
this payment will be materially reduced 
each year by a good dividend.” 

This will perhaps be putting the mat-~ 
ter in a light that is new to him, and 
it will at least engage his immediate 


attention. 
* Ok Ok 


The Handy Man—Prepare for your 
canvass beforehand. If you are fore- 
handed you wil be strong handed. The 
dilatory agent is not so, even though 
he has three hands—a right hand, a left 
and “always a little behindhand.” Never 
“show your hand” to a rival, and never, 
in all your dealings with him, do any- 
thing underhanded. 

* *x * 

Try, Try Again—A certain prospect 
who talked quite favorably at your first 
interview, had undergone a change of 
mind when you saw him next. Pros- 
pects do change their minds, not al- 
ways adversely. Accordingly, a pros- 
pect who would have nothing to do 
with life insurance last week may easily 
have changed his mind by this time. 
You had felt quite confident of success 
because of the very full data you had 
secured before seeing him. You were 
disappointed, but someone will get 
him yet. Presumably you have thought 
it all over since and have discovered 
the weak place in your canvass. See 
him again and pray that no rival has 
written him in the meantime. 

* * x 


That Bugbear, Competition!—As the 
rustic said when he saw the giraffe— 
“There hain’t no such animal!” At 
least the successful agent does not fear 
it. Honest, now, how often do you 
have competition except of your own 
making? You discover that a rival 
agent is canvassing a certain business 
man and you jump into the case your- 
self. Then you have competition. 
Whether you win or not, you would 
have saved time and temper by tackling 











a new man. Assuming that each pros- 
pect ultimately insures, you have a sure 


=| 


thing in the case of your new man, but 
only one chance out of two in the com- 
petitive case. In your own busines yoy 
avoid competition by closing your cases 
promptly. It is well to do that in any 
case, lest the points made in the first 
interview be forgotten. As a bar to 
competition it is final. 

* * * 


“Far Away Hills Look Green”—How 
funny that the next town or next county 
seems a better place for business than 
one’s own locality. That’s the way it 
looks to the restless agent in another 
town or county when he contemplates 
the advantages of your own territory, 
How funny that when you start out to 
canvass in the morning the prospect 
farthest away looks more promising 
than the one right at hand. It’s alla 
delusion—a delusion that ever haunts 
the green agent or the blue one. Shake 
it off, prepare your case thoroughly, 
and then tackle the prospect most ac- 
cessible. Thus does the successful so- 
licitor. 
* * * 

The Essence of Salesmanship—You 
have for sale the one thing that every 
man needs. Make your prospective 
customer want that thing. That is the 
essential element of all salesmanship. 
Before you can make another man want 
life insurance, you must first know the 
value of it yourself. You must also 
know why your prospect needs it, and 
must be able to show him. Hence the 
necessity of knowing first of all about 
himself, his dependents, his probable 
income, the nature of his business—in 
short you must know his circumstances 
as you know those of your own brother 
or intimate friend. Then you can make 
him want your policy and the rest is 
easy. 


Mexican Mutual in Texas 


DALLAS, TEX., April 22—A novelty in- 
surance company has been formed in the 
Mexican colony of San Angelo, Tex., where 
there are about as many Mexicans as 
other races. This is the La Prevision and 
is a mutual company. Each member pays 
75 cents per month and is guaranteed a 
death benefit of not more than $250. So 
far this is the only Mexican mutual com- 
pany in Texas. There are thirty mem- 
bers at present. Rev. Narcisso Lafureza 
is at the head of the organization. 


Grose Making Big Record 


John A. Grose of Sioux Falls, S. Dak., 
who was for nine years state agent of 
the National of Hartford for South Da- 
kota is making a splendid record as @ 
life insurance man. On Jan. 1, 1918, he 
teok charge of South Dakota for the 
Mutual Trust Life of Chicago, producing 
in the first year $325,000 of paid for busi- 
ness. Last month Mr. Grose sent in ap- 
plications for more than $150,000 of paid 
for business, $100,000 of which he pro- 
duced personally. 


Equitable Sells to Build New Building 


DES MOINES, IA., April 22.—The 
Equitable of Iowa has sold its thirteen- 
story structure at Sixth and Locust, Des 
Moines, to the Bankers Trust Company 
for $485,000. By the terms of the deal, 
the Equitable comes into possession of 
the Meek block across the street south 
for $425,000. Upon this site the Equitable 
announces a new building to be fifteen 
to twenty stories in height, to be finished 
within three years. 


On May 15 the Unique Manual-Digest 
will be issued, containing all of the in- 
formation formerly given in the Unique 
Manual and all formerly contained in the 
Policyholders’ Digest. Order now. The 
National Underwriter, Duttenhofer Bldg, 
Cincinnati. 


INSURANCE STOCKS 
BOUGHT AND SOLD 


otations Furnished 


Qu 
BABCOCK, RUSHTON & COMPANY 


137 Se. La Salle St. Central 8900 
CHICAGO 
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FIRESIDE SOLICITING 
AND ITS PHRASEOLOGY 


Great Appeal Can Be Made for Life 
Insurance in Home Circle 





Environment 





CONSULTING THE FAMILY 





Some Suggestions Made to Agents as 
to Manner of Canvassing About 
Hearthstone 





BY F. E. DUDLEY 

Manager of Field Service Department 

West Coast Life of San Francisco 

It is in the conservation and per- 
petuation of the home and family in the 
broadest sense that can be implied 
that the institution of life insurance 
finds its greatest opportunity for serv- 
ice to humanity. This is particularly 
true in this country, where the great 
majority of American families own 
their homes and are daily being edu- 
cated more and more to appreciate the 
wisdom of possessing insurance pro- 
tection of all kinds. It is also true 
that in America as in no other coun- 
try the members of the family, and 
especially the husband and wife, feel 
a mutual dependence upon each other 
in all the details of life that have a 
bearing upon their common interests 
in the home—their. home. 


Interwoven in the Fabric 


It is not difficult to understand the 
psychology of that fact, for it is in- 
terwoven in the fabric of the national 
life of the American people. The pio- 
neers who established the original 
thirteen colonies, and whose devotion 
to high ideals was responsible for the 
foundation of this great republic upon 
the basic premise that all men are born 
free and equal, were men and women 
whose one thought and aim was the 
building of a home for the family and 
the perpetuation of that home under 
— conditions through their pos- 
erity. 

4 Cause Was Common One 


In the hardships and the handicaps 
which were experienced in those early 
days the husbands and wives made 
common cause of the struggle for 
achievement of that purpose and the 
heads of families of our colonial an- 
cestors recognized and appreciated the 
spirit of active, helpful cooperation on 
the part of their wives and acknowl- 
edged the inspiration of that spirit in 
Promoting the happiness and success 
of the first American homes. In sub- 
sequent generations of American fam- 
ilies the same mutual feeling of loyal, 
helpful cooperation has been experi- 
enced in meeting the problems that in- 
volved the conservation of resources 
for application to the common pur- 
pose. They have derived pleasure and 
Profit, too, from the careful considera- 
tion given by each to the other in all 
of the details affecting the success and 
the happiness of the home. 


Wants to Consult Family 


It is easy to understand, therefore, 


nhy the average American husband and 
‘ather when approached upon the sub- 
ject of life insurance service so often 
ee to make a definite decision 
me he has had an opportunity to dis- 
oo the proposition with his wife. It 
: : serious matter to him, as it prop- 
"ly should be, for consideration of the 
barchase of a policy differs widely from 
in mental processes incident to buy- 
theuch itt OF a suit of clothes. Al- 
yy the initial premium deposit may 
Pag large, the prospect naturally 

Sin mind his own idea of the num- 











FIRST RURAL OLD LINE COMPANY 


Low participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 
FRANCIS F. McGINNIS, President, General Counsel and Founder 


We are writing at the rate of over three millions a year and have a particularly attractive prop- 
osition for men with clean records who can deliver the goods—as General, State or District Agents. 


WILLARD E. KING, Vice President and Manager of Agencies FRANKLIN A. BENSON, Secretary and Superintendent of Agents 
Home Office: BAY CITY, MICHIGAN 




















Standard Life Insurance Company 


HOME OFFICE, DECATUR, ILLINOIS 


All we ask is an opportunity to show to Address the Company at once for agency con- 
the up-to-date Agent either part time or ‘*act and territory. Salary and expense allowance 


= ‘ ; arranged for where conditions justify it. 
whole time that we have the best proposi- cuaeens operates in idiidinam, tees Illinois, 


tion and opportunities for his future success. Nebraska, Kansas, Oklahoma, Missouri and Indiana. 
Approximately $35,000,000 insurance in force. 

















THOMAS J OWENS, President DR. ALBERT SEATON, Vice-President and Medical Director Oceid bathe lding 
CENTURY LIFE INSURANCE CO.), noranapots 
Capital, $200.000 NO ORGANIZATION EXPENSE Surplus, $100,000 


All of the stock is held by a few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to _ partments of life insurance work. 
build :reallife insurance company. 
We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 
If you want to be affiliated with an institution that has real red blood in its vetns—that has all the elements of growth and permanency— 
Tell us where you want to work 











Indiana National Life Insurance Co. 
INDIANAPOLIS 
Authorized Capital, $1,000,000.00 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Our policy contracts are liberal and modern, having many Our Home Office is helpful; our agents are pleased with 
features that appeal to agents and prospects. the treatment accorded them. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address Cc. D. RENICK, President 








THE FARSEEING AGENT KNOWS “SOMETHING 
The demon. NEW FOR 
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abilities linked g offered your AGENTS 
op wit th Sasa a 
policies of WIFE INSURANCE COMPANY CONFIDENCE 


of BOSTON, MASS. 


MUST WIN ALL THE TIME National 





American 














Life 
State Life Insurance Co. of Iowa | | a 


Capital - - $1,000,000 Company 


Over 800 stockholders now in Iowa. 
Liberal commissions to stock salesmen. 
Company about two-thirds through. 


WALLACE & BEERY, Fiscal Agents Burlington, lowa 


510 Fleming Building - ~ - Des Moines, Iowa 
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New 1918 eCetAS, ney Total 
Paid for et SR ANCE Insurance 


Business : COMPANY in Force: 
10 MILLION ie alle 37 MILLION 
(FORMERLY SCANDIA _ LIFE) 

LARGE DIVIDENDS—LOW NET COST 


Writes Double Indemnity and Income Disability 
Policies 


STRONG—STEADY—PROGRESSIVE 



































ASSETS INSURANCE IN FORCE 
oe re $446,220.00 Dec. 31,1905 ...........00 $8,844,577.00 
SPECS DLs CUNY oceesesecanse $974,467.00 Dec. $1, 1910 .......... $14,074,402.00 
= 04 ene Pore reer Dec. 31,1916 ....... $25,500,000.00 
Dec. 31, 1918 ...$3,694,000.00 Dec. 31,1917 ...... $31,000,000.00 
Surplus...... $407,679.13 Dec. 31,1918 .$37,000,000.00 


& (OUR POLICIES AND AGENTS’ CONTRACTS ARE ATTRACTIVE 
FOR FULL INFORMATION WRITE THE HOME OFFICE 
30 North La Salle;Street - - CHICAGO, ILLINOIS 


S JS 

















J.0. LAUGMAN, President! B. O. BERGE, Secretary 


Lutheran International 


Insurance Company - 
Capital $100,000.00 Surplus $121,477.33 


Ottawa Banking & Trust Building 
OTTAWA, ILLINOIS 
















We have a splendid opening in Indiana for an 
experienced Assistant Superintendent who is ca- 
pable of handling a detached assistancy. Must 
have a record as an organizer and canvasser. Tell 
all about yourself in your first communication, 
which will be considered confidential. Will guar- 
antee at least $150.00 a month. 


Address 37-A, care The National Underwriter 


















The Minnesota Mutual Life 
INSURANCE COMPANY 


E. W. RANDALL, President T. A. PHILLIPS, S tary-Actt 





We have just entered 


THE STATE OF KANSAS 


We are looking for one or two capable General Agents 


A REAL OPPORTUNITY 


For Particulars Address 


E. S. ALBRITTON, Supt. of Agencies, Saint Paul, Minnesota 
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OF DOES MOINES, IOWA. 


JAS. H. JAMISON, Pres. 
FAVORABLE POLICIES 
SERVICES TO AGENTS 

A progressive Company with progressive 
methods. We offer an opportunity to a reliable 
man who can secure 100 applications during 
twelve months. 











ber of years that such annual deposits 
may be expected to continue. He will 
not question the accuracy of the mor- 
tality statistics, but while admitting 
their truth he makes the mental reserv- 
ation that possibly they are correct 
in their application to the other fellow 
but in his own case it is quite another 


matter. 
Sometimes an Excuse 


The statement made by the prospect 
that he desires to talk to his wife upon 
the subject before committing himself 
to a decision is often made in good 
faith but it is just as often merely an 
excuse made for the purpose of clos- 
ing the interview. The salesman’s re- 
sponse to that remark should be to 
the effect that life insurance service 
is a complex and technical subject and 
that although he (the prospect) may 
have a good general knowledge con- 
cerning it, there are many important 
details which he might overlook; agree 
with him that his desire to confer with 
his wife is perfectly natural but in 
justice to his own interests as well 
as to the merits of the big proposi- 
tion you would like to make an ap- 
pointment to meet him and his wife 
in their home for the purpose of thor- 
oughly discussing the service in which 
you desire to interest him. 


Should Make Early Appointment 


If the prospect is really impressed 
he will assent to this request and if 
possible the salesman should imme- 
diately arrange with him for the inter- 
view at the family fireside either that 
evening or within the next day or two. 
It is well to suggest to him, however, 
that before mentioning the matter to 
his wife it would be advisable to look 
him over and ask a few questions in 
order to ascertain positively that he is 
an acceptable risk, for otherwise the 
fact of his having been declined would 
be a never ending source of worry to 
his wife. By following this suggestion, 
if the doctor’s inspection shows that 
he is not quite up to standard he does 
not need to mention the subject to his 
wife until he has improved his condi- 
tion to the point where he can pass a 
favorable examination. 


Failed to Create Interest 


If the prospect declines to arrange 
such an appointment and makes further 
excuses it is plain that the salesman 
has failed to create interest and the fact 
is developed that he is not then a pros- 
pect and he may as well be dismissed 
from further consideration or reserved 
for the exertion of a stronger effort at 
some later date. 


Advantage in Salesman’s Favor 


Assuming that the appointment has 
been made for the interview at the 
home of the prospect, the salesman 
should remember that the advantage is 
now largely in his favor and it remains 
for him to hold that advantage 
throughout that particular fireside cam- 
paign and guide his efforts to a defi- 
nite and satisfactory conclusion The 
husband will, of course, talk the mat- 
ter over with his wife before the time 
set for the call and the salesman will 
have thus gained their joint interest. 
True, they may each raise objections 
and in some instances the wife may 
express opposition but the efficient 
salesman enjoys meeting and _ over- 
coming situations of that kind and his 
efforts are strengthened in the ratio 
that the display of opposition inspires 
his determination to succeed. The 
mental attitude of the salesman should 
not for a moment contemplate any 
other result than the sale of the policy 
in that one interview. 


Agent Should Be Qualified 


In the fireside campaign, as in all 
other sales talks. knowledge is power 


J and the agent should qualify himself 


to answer any and every possible in- 
quiry upon the subject of life insur- 
ance service, because nothing is more 
disconcerting on an occasion of this 
kind than the inability to promptly re- 























ply to any question that may be asked 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members, 


The Penn Mutual 
Life Insurance Company | 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 


April 24, 1919 








“THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 


DES MOINES (R-T Bldg.) IOWA 
TERRITORY 
IOWA SOUTH DAKOTA 











19,712 LEADS 


were distributed among Fidelity field men in 1918— 
the result of our direct mail advertising. This is agency 
co-operation on a vast scale and explains why we are 
writing more business than at any time in our history. 


The Fidelity operates in 40 states. Full level net 
premium reserve basis. Faithfully serving insurers 
since 1878. Insurance in force over $150,000, 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 





pro 
FEDERAL UNION LIFE 


NH 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
‘‘Suggestions for Increasing 
Your Income’”’ 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 














MR. AGENT! 
Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Agency in 
its HOME STATE for 


The German Mutual Life, name to be changed to 


THE MUTUALLIFE 
OF ST. LOUIS 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 
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upon a subject on which he is sup- 
posed to be fully informed. 


Keynote Is Sentiment 


The keynote of the appeal that en- 
ters most largely into the successful 
canvass at the fireside is sentiment— 
a play upon the human interest aspects 
that enter into the home life in a real 
and intimate way. No camouflage, but 
a deep, sincere desire to serve, ex- 
pressed in the most natural human 
manner of which the personality of 
the salesman admits, remembering that 
the more natural and human the ex- 
pression covering the service under 
consideration, the better it will be un- 
derstood and the more it will gain in 
effectiveness. 


Habit Sales Talk 


As a rule the life insurance sales- 
man who is successful in fireside cam- 
paigning has a flexible “habit sales 
talk” which he can readily adapt in 
its application to fit the particular en- 
vironment in which he finds himself. 
This habit talk contemplates an ideal 
home life and an ideal family needing 
the ideal protection furnished by life 
insurance. ‘True, the particular fam- 
ily that is being canvassed may not 
in some respects represent the ideal 
presented, but undoubtedly its mem- 
bers possess ideals and are ambitious 
for improvement in every way, conse- 
quently the appeal to ideals is accepted 
as a recognition of the aspirations 
of the higher selves of the individuals, 
and a delicate compliment inspired by 
the salesman’s perception of those ad- 
mirable characteristics. 


Appeal to Pride 


The appeal to the emotion of pride 
can be effectively made by an expres- 
sion of appreciation of the standing 
and the progress that has been made 
by the husband in the field of activity 
in which his efforts are enlisted, as 
well as by a contemplation of the fu- 
ture that it may hold for him. Such 
words of recognition and encourage- 
ment, uttered in all honesty and sin- 
cerity, strike a chord of human inter- 
est that vibrates in harmony with the 
service which the salesman has to of- 
fer. They add to the feeling of pride 
which the wife has for her husband 
and she admits that the salesman pos- 
sesses good judgment. 


Service of Life Insurance 


In the discussion at the fireside of 
the service of life insurance, it is sug- 
gested that the reasons in support of 
the wisdom of possessing that service 
be presented in such a manner that the 
Prospect, and especially the wife, read- 
ily agrees with you and frankly admits 
the truth of ‘your statements. The 
canvass can be made in such a way 
that for them to exhibit an unwilling- 
ness to agree with the high ideals that 
favor the possession of life insurance 
protection would be to admit that they 
were not in harmony with the spirit of 
thrift, protection and progress which 
Inspires the success and happiness of 
the American home. The desire to 
stand well in the estimation of the 
salesman, and to live up to the high 
Standard of character which he has 
so plainly shown them as the measure 
of his regard, will operate against the 
Taising of objections other than those 
due to ignorance of the subject, which 
latter can be easily overcome by 
Proper explanation. 


Picture Brighter Future 


Except in rare instances it will not 
be necessary to visualize details of 
graveyard and tombstone to influence 
a favorable decision. It is far more 
Pleasant and usually fully as effective 
to picture the brighter future which the 
Possession of a policy will assure for 
the wife and family when it becomes 
a claim, emphasizing by contrast as 
lightly or as deeply as the circum- 
stances may demand, the darker side 
of possible conditions arising from the 
ack of such protection. 

In filling out the application omit the 
Mquiry as to the amount of insurance 





until the other questions have been 
answered, and then say: “Mr. Blank, 
how much do you and Mrs. Blank feel 
that you can lay aside each month for 
life insurance service, remembering 
that it is not money spent as an ex- 
pense, but is always an asset?” This 
remark should iead to a discussion of 
the conservation of the family re- 
sources resulting in an application for 
the maximum amount to be considered 
at the time. 


Suggest a Settlement e 


It is, of course, proper to suggest a 
settlement with the signing of the ap- 
plication, explaining the advantages 
that accrue to the insured from such 
action. In nearly every instance the 
salesman will experience little or no 
difficulty in obtaining the desired set- 
tlement at that time. 

A striking commentary in favor of 
fireside campaigning is the fact that 
policies sold through this method of 
soliciting business show the smallest 
lapse ratio in the experience of life in- 
surance companies, indicating that the 
business is properly sold in the begin- 
ning. Another factor tending to its 
conservation is the interest that the 
wife feels in having been, as it were, 
a party to the purchase, resulting in a 
desire on her part to cooperate in con 
tinuing the premium deposits, and in 
seeing that they are promptly paid. 


Gets a Feeling of Exaltation 


To the life insurance salesman of high 
ideals—the man who at all times sub- 
ordinates self-interest to the desire to 
serve his fellow man, fireside cam- 
paigning is the most effective of all 
training for attainment of the maxi- 
mum degree of efficiency and success 
in the business of life underwriting. 
Further, a degree of joy, happiness and 
satisfaction will be derived from the 
knowledge of the benefits to society 
which he is promoting that will mean 
more to him than the money repre- 
sented by the commissions earned. On 
the other hand, the salesman whose 
mind is first, last and all"the time upon 
a vision of the dollars and cents that 
will accrue to him from the sale of a 
policy will never achieve great success, 
either in fireside campaigning or in 
life insurance salesmanship generally. 


Propose New Chicago Organization 


A meeting of leaders in the various 
branches of the insurance business in 
Chicago was held this week under the 
auspices of the Fire Insurance Club of 
Chicago to consider the feasibility of or- 
ganizing an insurance club that will be 
representative of all branches of the 
business. It is felt that although the 
various divisions of the insurance busi- 
ness are well organized there is no 
organization that represents insurance as 
a class and hence the business gets no 
recognition in a broad way from the 
business interests of the city. It is 
planned to create a social organization 
with a low membership fee that will 
include leaders in all branches of the 
business and be the representative insur- 
ance organization of the city. Such an 
association would not interfere with any 
existing organization. 

A committee will be appointed to take 
this question up and report back within 
the next two weeks. Those attending the 
organization meeting were Darby A. Day, 
manager Mutual Life; R. W. Stevens, 
vice-president Illinois Life; Wade Fet- 
ser, W. A. Alexander & Co.; A. W. Col- 
lins, Zurich Accident; O. E. Aleshire, 
president Chicago Board; John Marshall, 
Jr., manager Fireman’s Fund; C. H. 
Coates, manager National Liberty; Er- 
nest Palmer, associate counsel National 
Board; H. H. Glidden, manager Chicago 
Board; J. S. Glidden, assistant manager 
Chicago Board; A. T. Graham, Klee, 
Rogers, Wile & Loeb, and Lyman Drake 
of Critchell, Miller, Whitney & Barbour. 

J. S. Glidden presided at the meeting 
and presented the plan. 


For $4 a year you get the complete 
life insurance service, the greatest 
American weekly, THE NATIONAL UN- 
DERWRITER, and the Insurance Salesman, 
devoted exclusively to the life insur- 
ance field men, published monthly, full 
of good things from cover to cover. 








Are you perfectly satisfied 
with your life or accident 
and health connection ? 


If you care to work in Central, 
Southern or Western Ohio, and 
want to represent an old New 
England Company of 54 years 
experience, write today to 
Benj. L. Lewis, 


Mgr., 607—8-9 Brunson Bldg., 
Columbus, Ohio. 


I want to secure a few high 
grade men to represent 


The Connecticut General Life 
Ins. Co., of Hartford 


in Chicago and Northern 
Illinois. This is your oppor- 
tunity. Correspondence 
confidential. H. C. Castor, 


Mer., 905 Y. M. C. A. Bldg., 
Chicago, IIl. 











In the Center of the U. S. A. 


is located a big, vigorous, and growing institution of 
life insurance. 


Our geographical location enables us to render excep- 
tional service to our policy holders and field force. 


Over $180,000,000 of insurance in force. 
INVESTIGATE FOR YOURSELF 


Missouri State Life Insurance Co. 
SAINT LOUIS, MISSOURI 




















1867 THE 1919 


EQUITABLE LIFE oF IOWA 


Announces New Policy Forms 
INCORPORATING: 
Increased Total Disability Benefits 


Double Indemnity Benefits 


and 


Other Increased Benefits and Privileges 
Low Net Cost and Best Service to Policyholders 


For Agency Connections, Address HOME OFFICE, DES MOINES 


























Organized 1871 
LIFE INSURANCE COMPANY OF VIRGINIA 
Richmond, Virginia 
OLDEST—LARGEST—STRONGEST 
Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies 
from $1,000.00 to $50,000.00 and 


Industrial Policies from $12.50 to $1,000.00 
Condition on December 31, 1918: 


ASSEIS: < cc cccccs Secad Satadadcaeaeu andi ned atadian denen nsbeeCe $ 18,362,862.75 
AMAUIUIOE © cicccccaces occs cae evacKewdegdataids eee eee ee .- 16,626,824.78 
CBGSEN Wr ANN UNI Oi orn Sadao ante Séadicw evens wus ddawackeo ks 1,736,037.97 
RAISON AEE AEB ORO oo a oo ss oo Swine decdesc.ccdcadidkeceiesiaowcs - 149,170,320.00 
Payments to Policyholders........ adxquukeanwianedadedaceuadas 2,376,218.75 
Total Payments to Policyholders since Organization....... . - -$21,988,834.83 
JOHN G. WALKER, President 
AMUOUQ49US20090N820NPOERORYMALACAEUUED TUTE LL TT ROT: 











THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL,YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh F*"gsi5,8:"* Pittsburgh, Pa, . 
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“The Oldest Company in America’ 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 


‘‘Mutual Life’’—known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
| of New York 


34 Nassau Street, New York City 





“‘Ten Commandments”’ 
for the Salesman 





By Dr. Frank Ctane 


(From the prospect’s point of view.) 

First—Be agreeable to me. Be agree- 
able in voice and all details of dress. 
Like the average consumer, I am a 
‘slave to reason and I go where they 
treat me most agreeably. 

Second—Know the thing you are sell- 
ing me. Tell me what I want to 
know about it in English. 

Third—Don’t argue with me. When 
you disagree with me and tell me 
about it you probably will succeed in 
antagonizing me. 

Fourth—Make it plain, whatever it is. 
Don’t talk at random. 

Fifth—Tell the truth. If you lie don’t 
expect me to come back. 

Sixth—Be dependable. If you promise 
me something, keep your promise. If 
you can’t—telephone me ahead of 
time. 

Seventh—Remember my name and face. 
Nothing pleases a man more than 
that subtle flattery. 

Eighth—Beware of egotism. Don’t tell 











MORE POWER TO YOU 


The more push there is behind 
you the more power you have. We 
furnish the push. This push is the 
help we give our men. No other life 
insurance company does as much 
to insure the success of its Field 
Force. Ask any Bankers Life man, 
or write 


Bankers Life Company 
DES MOINES 











Columbia Life 


INCINNATI 


C mpany, OHIO 


ANNUAL MR 


[nsurance 
BULLI HUITRSRLLEDO CEEOL SEO TT 

We are all proud of Columbia these days. It is 
a name on every tongue. It stands for liberty, de- 
mocracy, freedom from military dictatorship. 

The name, COLUMBIA LIFE OF OHIO, also 
has come to mean justice, liberality, honesty and 
high-mindedness in life insurance operations. When 
you think of this company you think of equity to 
agents and policyholders. 

The Columbia Life has back of it a strongly but- 
tressed board of directors, who are seeing to it that 
the company is given every chance to develop. Its 
officers are men of wide insurance experience. 

It offers as policies, contracts well ballasted, that 
give every possible benefit consistent with safety. 


S. M. CROSS, President and General Manager 








me about yourself when you are try- 
ing to sell me something. Get me to 
talk about myself if you can. 

Ninth—Think success. Radiate confi- 
dence; it is contagious. 

Tenth—Be human. Selling goods suc- 
cessfully is a psychological proposi- 
tion. 











Methods of Work That 
Have Been Tested 














H. BEERS, JR., of the Penn Mu- 

* tual Life, presents in succinct 

form the links in the chain of canvass- 
ing which he has found strong and 
workable. Mr. Beers has collated the 
reports of his agents covering a pe- 

| riod of several years in areas embrac- 
ing Buffalo and Rochester. 

Mr. Beers gives the following: 

1. An elimination method of secur- 
ing prospects should be used. 

2. At least 50 per cent time should 
be devoted to working among proprie- 
tors and managers. 

3. Interviews should 
minutes. 

4. Sixty-three percent of your busi- 
ness should be closed onthe first in- 
| terview, and no man should be called 
| on more than twice. 

5. Eighty-three percent of your 
business should be secured without ap- 
pointment. 

6. Interviews per-day should aver- 
age 2.4, 

7. Two evenings each week should 
be devoted to intensive work. 

8. An efficiency of one application 

| for every 6.6 interviews should be 
reached. 

9. A tested and successful sales 
| talk, acquired through habit, should be 
| used. 

10. The plan of work should include 
|a carefully thought out program for 
| the ‘year, for each week and for each 
| day. 








average 45 


Prudential’s New Rates 


The Prudential in increasing its pre- 
| mium rates undoubtedly desires to play 
| safe following the unusual heavy losses 

that have been incurred on account of 

| the influenza. The Prudential did not 
| inerease its rates when it went from a 
| nonparticipating to a participating basis 
in 1907. It was writing participating in- 
‘surance at nonparticiating rates. The 
| exectation is that the increase will even- 
, tually be returned to policyholders in 
| dividends and that the net cost will not 
| be increased when a normal period is 
| reached. 


To assure yourself a copy of the Unique 
| Manual-Digest for 1919, order now. The 
| National Underwriter, Duttenhofer Bldg., 

Cincinnati. 





WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive Old 
Line companies in the Northwest- 
‘ern field. Writing business in its 
home state at the rate of $500,000 


per month. 


Men of integrity and ability, 
who wish to stay and build for the 
future, will be given liberal con- 
tracts directly with the Home Of- 
fice. 


We invite correspondence. 


PROVIDENT INSURANCE 
COMPANY 


BISMARCK, NORTH DAKOTA 








THE COLUMBIAN 


NATIONAL LIFE 


INSURANCE COMPANY 
Boston, Massachusetts 
ARTHUR E. CHILDS, President 


LIFE, ACCIDENT and HEALTH 
INSURANCE, covering Permanent 
and Total Disability and Weekly In- 
demnity for Loss of Time— 
A Combination That Means 
Money for the Agent. 


Agents seeking Attractive Contracts 
in good territory are invited to cor- 
respond with the Agency Department 
of the Company. 











THE PEOPLES LIFE 
INSURANCE CO. 


: Ordinary. 
: Splendid op- 
‘u: portunities for 








2% good men. 





Address 
- ELON A.NELSON 


President 
CHICAGO 





Home Office Building 
Chicago 

















NATIONAL LIFE 
ASSOCIATION 


Des Moines, Ia. 


OUR POLICIES SELL 
WHEN OTHERS WILL NOT 


RATES PER $1,000 
$16.00 Axe 45 


Agency Openings in Illinois, 
Indiana and Michigan 
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PROSPERITY OER OOS laa 
No reconstruction || omaua BUSINESS DOUBLED 
worries in Wiscon- 
e E thi First Quarter’s Sales as Big as Six 
sin. very ing as Months in 1918—Government 
it should be with Campaign Helps 
Russia more than 


OMAHA, NEB., April 16.—Life in- 


: surance men of Omaha are unanimous 
3000 miles away. in declaring the first three months of 
1919 have surpassed all records of life 
insurance buying in Nebraska. Indi- 
Gardian fifa vidual instances of selling as much in 
the first three months as was sold in 
Operating in Wisconsin Only. the first six months of last year are 
reported. The general agents agree 
Ask C. L. MILLER, 


the big boom in business is not tem- 
Director of Sales, Madison. porary, but is the product of healthy 


development. 
F, N. Croxson, agency manager for 
the Equitable, declared that while the 
high death rate, due to influenza, and 
HOME LIFE the Leng eng aagatotmcan given life in- 
surance by the government in its cam- 
ane paign may be having effect, still the 
256 BROADWAY, NEW YORK greater part of the life insurance pros- 


GEORGE E. IDE, President perity in Nebraska can be traced to a 
The 59th Agaval Report of the Home [fe steady, healthy growth. 
surance Company shows over Four - 
Dollar: id t licyholders in 19 Must Insure Earning Capacity 
lion s paid to policy es | 


-|of which over Seven Hund “ { 
was in dividends. The influenza pneumonia Twenty years ago we were selling life Insurance 0 
epidemic caused an abnormal mortality insurance on the future market,” he ) .) 
greater than any experienced in the Com- said. “Today the man is seeing his neigh- 
pany’s history, but notwithstanding this bor benefit by his insurance policies. To- 
4 i show an imerenes of gore, a day the man has learned that when he 
and are now over irty ition goes home to his wife and his children, 
Dollars. 
The total insurance in force was increased and that his ability to earn is all he can IN D IAN APOLIS, IN D. 
during the year 8.6% and is now nearly One give them, that the logical thing to do, 
; ; : the only thing to do, is to insure that ’ b4 
pentred —_ ig Ba ——— ability. ¥ Z 7 E Ss t a b ] 18 h e d l 8 9 9 
General Managers “The soldiers’ insurance was a good 
Central and Southern Ohie and advertisement, of course, but its most 


orthern tucky important development right now was 
Rooms O-GINCINNATL OHIO™ Bldg. that it raised the sights of the younger HERBER | : M WOOLI EN 
ontinteiplaniiniae men. Where they used to believe a $2,000 ‘ ° ‘ 

HOYT W. General Manager or a $3,000 policy was enough, today they 

anak it, N ae — are taking $7,500 or $10,000. The govern- PRESIDENT 

Leader-News Building ment insurance average is $8,500 per 

CLEVELAND, OHIO man, while the old line company aver- 

age is about $3,500. Sa 
“See the room for growth? The insur- 


AGCTU ARIES ance business is still in its infancy. The 


number of men insured each year does 


not equal the number of men who become e 
— F. CAMPBELL of age each year. So, despite our big e er ict 0 é reat ur 
boom in business, we are not up yet to 
CONSULTING where we should be.” 
ACTUARY 















































pape a Your success as an underwriter depends upon the verdict 
— See brought in by the greatest jury in the world—the American public. 
nate rT; 5) ed 
ner wig Flu’ Causes For sixty-eight years the Massachusetts Mutual has been building 
CHICAGO, ILL. Sleeping Sick up a nation-wide reputation. Its friends are everywhere and are 
eeping Sickness . 

J. HAIGHT ever ready to testify to the faithful and efficient service .that it al- 
F anes ways renders. There is no better company to buy from and no 








CONSULTING RICHMOND, VA., March 25.—That better company to sell for. 
ACTUARY the so-called sleeping disease which has 


recently made its appearance in many Occasionally we have a General Agency opening. 
811-812-813 Hume-Mansur Bldg. parts of the country is an undoubted 


after-effect of influenza was the opinion JOSEPH C. BEHAN, Superintendent of Agencies 
INDIANAPOLIS given by Dr. Lee K. Frankel, vice-pres- 


. . . f h M s e 
moe eee ident and medical adviser of the Metro-|l Massachusetts Mutual Life Insurance Company 





Consulting Actuary a, bie last — PY Springfield, Massachusetts 
e fact that several deaths from the 
Chemical Building ST. LOUIS, MO disease had already resulted in that Incorporated 1851 
T J. McCOMB city while a number of cases were under 
® 


treatment there made his expression of 
COUNSELOR AT LAW more 
CONSULTING ACTUARY 




















than ordinary interest. Dr. 
Frankel advised that every person who ||| For the first quarter of 1919 our new writings were far ahead of the 
e forms prepared, services of a competent physician to first six months of 1918. Good men will find areal opportunity with us, 


Insuranc s 
The Law of Insurance a ty. make a thorough examination to deter- 
Colcord Bldg. 


mine whether there was any heart Ohio, Indiana, West Virginia 
OKLAHOMA CITY weakness or other organic trouble 7 , y 


J H. NITCHIE which —, be rectified he ty Illinois and Michigan. 
* treatment before it was too late. An Can you beat this territory? 
a ACTUARY — in nem of deaths y ry 
Telephone 1223 Assuciation Buil rom heart and kidney troubles had al- : : * 
Central 2462 19 S. LaSalleSt., GHICAGS ready es noted, he said, but curiously Write i re i os re 
ARRIS enough there had been no increase in on garding a General Agency. 
E. VINEBERG lung troubles, patients in tuberculosis 
Fellow Actuarial Society of America Sanitaria seeming to have been singu- 
Fellow American Institute of Actuaries 


larly free from influenza. Th (I | d Lif 
CONSULTING ACTUARY AND EXAMINER ieee aa te ae @ eve an g 


1437 i 

First National Bank Building COLUMBUS, OHIO, April 22—The Ohio WILLIAM H. HUNT, President 
legislature has recessed until May 5. The 
following measures of interest to insur- 


ance have passed: House bill No. 440, to 4 
SOUGHT Ganaais GME Gd” beomeaia HOWARD S. SUTPHEN, V. P. and ae of eee 
for any company not authorized in the i sIldi = i a ; 
state. Senate bill 55, to provide for Guardian Building Cc ave and, Ohio 
DES MOINES, IOWA more rigid regulation of fraternals. —————— 
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Personal Producers 
and 


Organizers 


Are invited to write us for an 


Exceptional Offer 


for your services in 


State of Illinois 








E. H. McCONKEY, Manager RESERVE LOAN LIFE 
940 Otis Building , Insurance Company 
Chicago - -_ Illinois Indianapolis - Indiana 
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‘‘Unexcelled Service To Agents and To Policyholders’’ 
ELBRIDGE G. SNOW, President 


Organized | fanEatyy 7 NO’: ; Cash Capital 
1853) | HES 2g ay. gnzr\= besa | $6,000,000 


Fire and Allied Branches of Insurance 
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Mr-y, 


“This Company maintains in every State a staff of adjusters who 
are prepared to render ‘On the Spot Service,’ thus assuring 
the owner of an Automobile insured in one State who may suffer 
a loss in another State, or away from the agency that wrote his 
Policy, the same efficient attention he would expect at home.” 
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YEAR OF 


BY C. W. VAN BEYNUM 


Associate Editor, The National Underwriter 


HILE the number of cars in the 

United States increased but 20 

percent in 1918 the automobile 
insurance premium of the country in- 
creased 33% percent. 

On a comparative basis this is the 
best record that the insurance sales- 
men of the country have ever made on 
automobile insurance. 

Up till two years ago the number of 
cars increased more rapidly than the 
amount of insurance did. In other 
words, the insurance business did not, 
up until year before last, keep pace 
with its opportunities. 

The increase in the number of cars 
was the smallest it has been for many 
years On a percentage basis and the 
smallest in numbers of cars that it 
has been for two years. This really 
gave the insurance selling organization 
a chance to catch up with things. 

This year will probably see an enor- 
mous increase in the number of cars. 
This year will see practically every 
automobile manufacturer back on a 
pre-war or better than a pre-war basis 
—that means an unusual number of 
new cars. This year will also see few, 
if any, reductions in the values of old 
cars and there should be an increase in 
premium income from the older ma- 
chines, as well as all the additional pre- 
mium income from the new machines. 

While liability and property damage 
tates in the country have been mate- 
tially reduced and there have been 
other reductions the opportunity to 
write automobile insurance were never 
better. 


Fine Record of 1918 


AST year Tue Nationa Unoper- 

WRITER predicted that automobile 
Premiums for 1918 would amount to 
$100,000,000. 

Figures show that the income actu- 
ally exceeded that amount, probably 
by from $5,000,000 to $10,000,000. 

It is possible to get pretty accurate 
figures on the business done by fire 
and marine companies from the re- 
Ports that they make to insurance de- 
partments. 

It is not possible to get exact fig- 
ures for casualty companies as they do 
not separate their automobile liability 
Premiums from their other public lia- 
bility lines (for insurance department 
reports) and figures on automobile 
Property damage insurance are com- 
bined with teams’ property damage in- 
surance, 

In the past it has been pretty safe 
ad Say that the actual automobile pre- 
Miums of casualty companies could be 


figured by dividing the total automo- 
bile and teams, property damage pre- 
miums by 37% percent. This method 
is probably no longer correct. 

The changes made in rates last year 
for the forms of insurance written by 
casualty companies, the fact that com- 
mission differentials have resulted in 
much collision business being written 
in fire companies that would, under 
ordinary circumstances, go to casualty 
companies, and possibly one cr two 
other conditions have made it advis- 
able to use 25 percent instead of 37% 
percent as a divisor. Dividing $17,000,- 
000 (the automobile and teams’ prop- 
erty damage premiums) by 25 percent 
gives a result of $68,000,000—the total 


During the past two years there has 
been much less timidity shown in un- 
derwriting in all branches than was 
formerly shown. There are certain 
features of the industrial and financial 
situation in the United States today 
that might superinduce some timidity 
this year. If they do and the generals 
of the insurance business hold back, 
the morale of the field army will slump 
and there will not be the possible ad- 
vance in automobile insurance income. 

If the company executives do not 
put on the brakes the producing forces 
will probably carry on in fine style. 
While there is much talk of “condi- 
tions” and reconstruction dangers, still 
people are hustling and business al- 








territory? 








HIS is the year of years in the automobile insurance business. 
The stage is set for the biggest gains ever made. 


There were six million cars in the country on January One and sales since then 
have neve been better. Pleasure and commercial cars were never in greater demand 
and the manufacturers were never in a better position to fill orders. 


Revisions of automobile insurance rates in all branches have made the selling of full 
cover automobile insurance comparatively easy. The cumulative effect of previous 
advertising and solicitation of protection is now being felt in a substantial way. 


One hundred and fifty million dollars of automobile premiums is possible in 1919. 
Will you, Mr. Agent, or your competitor, get the commissions that are earned in your 














automobile premiums for casualty com- 
panies. 

Add to this the $35,000,000 of pre- 
miums reported by fire and marine 
companies and you have the $103,000,- 
000 predicted a year ago. Add the fig- 
ures of small companies and interinsur- 
ance exchanges, which are not included 
in the tabular report elsewhere in this 
issue and you get the $105,000,000, or 
$110,000,000 previously mentioned. 


1919 What “Dope” Indicates 


O “dope” the possible automobile 

insurance premiums for 1919 is a 
little more difficult than it has been in 
the past. Rate changes, increased op- 
portunities for full cover business in 
the rural districts, and the psychology 
of the situation, all introduce factors 
that make it necessary to discard some 
of the old rules and formulae. 

But automobile insurance premiums 
in 1919 ought to run between $140,000,- 
000 and $150,000,000. 


ways has been and always will be 75 
percent of what people make it and 25 
percent of what “conditions” bring 
about. 


Eighteen People One Car 


T the beginning of this year there 

was: a car for every 18 people—or 
one-fourth as many automobile insur- 
ance prospects as there are families in 
the United States. 

Will there be a car for every 15 peo- 
ple by the end of this year? That’s 
possible. Many manufacturers. of 
pleasure type machines are booked 
way ahead. Commercial cars are be- 
ing produced in big quantities by many 
makers. The cost of living is high, but 
it doesn’t seem to put much of a dam- 
per on car sales. 

In Iowa and Nebraska there is:a car 
for every seven people. In South Da- 


kota and the District of Columbia one 
for every nine. 
In Ohio there were 83,000 more cars 





registered in 1918 than in 1917. In 
Iowa and New York 49,000 additional, 
in Illinois 48,000, in Michigan 46,000, 
in California 45,000, in Pennsylvania 
44,000 and so on. 

New York still leads on total num- 
ber of machines with 454,000, Ohio 
stands next with 417,000, Illinois 389,- 
000, Pennsylvania 370,000, lowa 326,000. 
The southern, mountain and midget 
states naturally show the smallest reg- 
istrations. More than half of all the 
cars in the country are owned in the 


central and western states, which 
comprise “western conference terri- 
tory.” 


Where Prospects Are Brightest 


|? is in this same central and western 
territory that the big gains are to be 
made this year. eee 
Agricultural prosperity is assured for 
1919 and the farmer and the city man 
who depends on the farmer for his in- 
come will be able to keep up his mo- 
tor purchasing pace. : 
There is some unemployment in the 
east. There is only talk of it in the 
central west. Industrial conditions in 
the two sections of the nation are 
vastly different right now. Add the 
industrial prosperity of the central 
west to its agricultural prosperity and 
you have a combination that bodes 
well for the business in this field. | 
Another factor that means big gains 
in the central and western field is the 
new rating system for liability, prop- 
erty damage and collision premiums. 
The new prices for these forms of in- 
surance will put the companies using 
them on basis where they can get this 
small town and rural business. In the 
past the agents have done more or 
less “laying down” on this class _ of 
business when it came_to soliciting 
full cover protection. The cause for 
holding back has been wiped out. 
While the business has its under- 
writing and its rating problems that 
need constant attention the big one 
before the agency forces of the coun- 
try is a sales problem. In this issue 
Tue NATIONAL UNDERWRITER presents to 
agents many suggestions and hints 
that will help solve this problem. So- 
liciting material—both verbal and pic- 
torial—is given. Advertising—the short 
cut method of converting the public 
to the desirability of the protection ad- 
vertised—is dealt with in three articles. 
Rate tables for fire, theft, tornado and 
allied lines of insurance are published 
that will help materially in the calcu- 
lation of premiums. These will reduce 
to a minimum many of the objections 
that have been made in the past to the 
schedules used. In the articles by va- 
rious company and bureau men will be 
found much that will enlighten the 
producer on features which he must be 
familiar with in order to handle auto- 
mobile insurance intelligently and 
therefore profitably. The issue is de- 
signed to help agents and companies 
secure that very possible $150,000,000 
of automobile premiums this year. 
It’s to be had. Are you going to get 
your share? 


4 


MONEY ON WHEELS 


i discussing automobile business 

there are perhaps three things which 
will interest agents particularly; the 
possibilities of the business, the reason 
why these possibilities have not been 
more fully developed and a few sales 
hints that may be used to advantage in 
soliciting the class. 

In 1917 there were $27,000,000 in 
premiums written by the fire and marine 
companies upon approximately five 
million cars, which is an average 
premium of $5.40 per car. In 1918 
there were about six million cars regis- 
tered and as a prediction I will venture 
to say that the premiums will aggregate 
between thirty-five and forty million 
dollars. This shows that the premiums 
per car are steadily increasing, which 
is a mighty healthful sign for the busi- 
ness. We should, of course, expect an 
increase in premiums owing to the in- 
crease in automobiles owned and oper- 
ated in the United States. But, when 
we increase the premium per car we 
show that the agents are more fully 
realizing the importance of this busi- 
ness. There does not seem to be any 
reason why an average premium of $20 
per car should not be reached, and it 
may be that even this figure will be 
greatly exceeded. 

In speaking of the average premium 
per car we might qualify our statement 
by stating that we are only talking 
about fire, theft, tornado and explosion 
coverage. The collision and property 
damage business is written largely by 
the casualty companies, although many 
of the marine companies accept such 
lines in conjunction with their fire 
policies. 


T° bring the figures home to the 

average agent; we might take a town 
of fifty thousand population upon a 
Saturday afternoon in the summer time. 
By actual count within a space of just 
six blocks there were $360,000 worth of 
cars standing on the street. If a manu- 
facturing plant. costing $360,000 were 
erected in the average town of fifty 
thousand population we believe that 
every agent in town would make an ef- 
fort to secure part of its line of insur- 
ance. Of course, it is true that the au- 
tomobiles upon the street belong to in- 
dividuals instead of one concern, but 
that does not militate against their de- 
sirability as a class of business. There 
are not a great many agents who write 
the entire line upon any one manufac- 
turing plant or retail store. The busi- 
ness is split up. Therefore, the average 
automobile line will compare favorably, 
at least as far as premiums are con- 
cerned, with most fire policies. 


PON a conservative basis there is 
one car to every five dwelling 





How Business Grows 
FIGURES OF FIRE AND 


MARINE COMPANIES 
Inc. Over Prev. Yr. 


Total In n 
Year Premiums Dollars Pct. 
1918 $34,097,432 $7,147,992  .27 
1917 27,056,397 9,118,066 .51 
1916 17,800,543 4,763,642  .39 
1915 13,036,901 080,827 31 
1914 SOAGDTE . — . inwcweus 6 


ESTIMATED FIGURES OF 
CASUALTY COMPANIES 


Inc. Over Prev. Yr. 
n n 





Total I I 
Year Premiums Dollars Pct. 
1918 $68,000,000 $20,500,000 .43 
1917 47,500,000 17,500,000 ~—-.58 
1916 ,000, 000,000 .36 
1915 22,000,000 4,000,000 .22 
1914 18,000,000 2,500,000  .16 








BY F. J. 


GREER 


F. J. Greer entered the automobile insurance business as a special agent in the 
automobile department of the Boston, Old Colony and Michigan Commercial in 1915. 
He traveled the central western territory and in 1917 entered the western department 
office of the Boston and Old Colony and the home office of the Michigan Commercial 


as head of the automobile department. 


He now superintends the business for all 


western territory for both the Boston and Old Colony under Managers Ralph 


Rawlings and B. L. Hewett. 


houses in the United States. If you 
would equip every fifth dwelling with a 
radiator for the front porch and a horn 
for a bell button you can gain some 
idea of the values which are over-run- 
ning the streets. There are perhaps 
many reasons why automobile business 
has not been developed to its fullest 
extent, but the most interesting fact to 
the agent regarding this is that these 
possibilities have not been realized. Au- 
tomobile insurance is still new to a 
great many people and I am afraid that 
it is still new to a great many agents. 
I know personally of instances where 
an agent has passed up an automobile 
standing in front of a man’s house due 
to the fact that if he did ask him for the 
insurance the agent would be unable to 
quote a correct rate, for automobile in- 
surance takes a certain amount of edu- 
cation and salesmanship, and this im- 
plies some disinterested work. Of 
course, it goes without saying that you 
must fully believe in the value of the 
protection you are selling before it is 
possible for you to convince a prospect. 
S OME agents have raised the objec- 

tion to automobile insurance that it 
is not easily renewable and therefore 
they do not care to bother with it. If 
such agents would confine themselves 
to merely writing new cars they would 
develop a premium income which would 
astonish them. Automobile business 
is absolutely all new business. When 
you write an automobile you are act- 
ually creating more business in your 
town and you are not merely taking 
premiums away from some other agent. 


HERE are several points about sell- 

ing automobile insurance which may 
be valuable if you have not tried them 
and these points are rather apt to be 
overlooked. Prospects usually are not 
very original in their objections when 
they are not fully convinced of the 
value of any kind of insurance. They 
have a certain numbef of stock faults 
to find, and there is no reason why you 
should not have a certain number of 
stock arguments to answer them with. 
You do not need to learn the answers 
by rote, but you should at least know 
what you are going to say. 


THE first objection you will hear 
from a prospect is usually “Why au- 
tomobiles don’t burn, I never heard of 
one burning around here.” There is a 
very good reason why automobile fires 
are passed unnoticed. If a building 
burns the charred timbers and founda- 
tion are left for weeks and some time 
months so that everyone in the vicinity 
passes the ruins and notices them. 
an automobile burns the salvage is 
gathered up within a few hours, and 
there is nothing left to show that a fire 
has occurred. Even in reporting these 
losses to the newspapers you will find 
that a $3,000 automobile fire will not at- 
tract as much attention as a $500 loss 
upon a stock of goods. Agents who 
keep a record of automobile losses in 
their vicinity, not neecssarily in their 
own town, but within a radius of per- 
haps fifty miles, will find that such a 
record is the best argument in the 
world in overcoming objections of a 
prospect. You may tell a prospect un- 
til you are black in the fact that so 


many thousand cars burned in _ the 
United States last year and not make 
any impression whatever upon him, but 
if he knows that Bill Jones suffered a 
fire loss he is immediately interested. 


T HEFT coverage is becoming more 
and more popular in the smaller towns 
and rightly so. The thieves are pushing 
out and there is no telling what small 
town may suffer a run of automobile 
losses. Your prospect may tell you 
that there have been no cars stolen in 
his city and this may be entirely true, 
but when a gang of automobile thieves 
does hit the town theft losses will come 
fast and furious for perhaps several 
months. You can point out the fallacy 
of presuming that because these thieves 
have passed up your city so far there is 
no danger in the future. 


If the assured puts an approved lock 
upon his car he feels perfectly safe in 
some instances, but there is no approved 
lock which will prevent the theft of 
tires or extra equipment and any one 
article stolen from an automobile today 
will pay the entire theft premium. It is 
true that thieves will often pass a car 
which is locked in order to take a car 
which has not been locked, but there 
have been instances of cars with ap- 
proved locks either being made away 
with or else having been so badly dam- 
aged as to cost several hundred dollars 
to repair or replace. 


OLLISION and property damage 

are, of course, written in conjunc- 
tion with both liability and fire and 
theft policies and the day is coming 
when these coverages will be generally 
written even in the smallest towns. 
While full coverage collision rates 
seem to be high you must remember 
that it is not the total losses by col- 
lision that make the rate, but the par- 
tial ‘losses. Under the full coverage 
collision policy every bump means a 
claim. Property damage does not cost 
a great deal, and is anabsolutely safe- 
guard of the assured’s pocketbook. It 
certainly should not be hard to sell. 


HERE is one coverage that you 

might add to all policies with very 
little trouble and that is tornado insur- 
ance. It would bring you an added pre- 
mium and practically every assured will 
at once recognize the value of it. Last 
year when tornadoes swept through 
Illinois and Indiana hundreds of cars 
were damaged, many of them a total 
loss. You probably have illustrations 
nearer at hand which you will recall. 


Now for another stock objection of 
the average prospect. Did any agent 
ever hear a prospect say “Your rates 
are too high?” ‘The easiest way to 
overcome this difficulty is not to quote 
rates, and I mean this literally. Find 
out before you see a prospect what kind 
of a car he owns, make up your mind 
what amount of insurance he should 
have and then quote him in this man- 
ner—“Mr. Jones you can have $1,000 
fire and theft insurance for $30. This 
gives him the actual cost, and does not 
allow his mind to wander off among 
impossible amounts of insurance. 


HILE we have refrained from dis- 
' cussing liability insurance in this 
article, owing to the fact that we do 
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not write that hazard, the same prin- 
ciple can be used in quoting a man full 
coverage rates for all classes of insur- 
ance upon his automobile. Tell him 
the coverages and then how much the 
total cost will be. Use this for re- 
newals particularly. The suggestion 
of the amount of insurance is valuable 
as you will many times avoid the neces- 
sity of an argument in order to reduce 
the amount of insurance to the proper 
limits,and you gracefully avoid the diffi- 
culty of explaining the increase in rates 
on a decreased amount of insurance. 


AXY agent who has an office upon the 
main street or even a side street of 
the town in which he is located can sit 
in his window and see thousands of dol- 
lars passing his office every day. Many 
agents do not even seem to realize that 
this new business is desirable business 
and easily obtainable business, just be- 
cause this money is rolling by on rub- 
ber tires instead of being in a station- 
ary building. When all of the agents 
wake up to the opportunities that are 
afforded them there will not only be 
more automobile business written gen- 
erally, but each individual agent will 
write more business. You may not se- 
cure every prospect you solicit and you 
may lose more than 50 percent of the 
prospects you see, but if all of the agents 
in your city are talking automobile busi- 
ness when they have the opportunity 
you will soon find that automobile 
premiums will come unsolicited to your 
office owing to the fact that the desire 
for this class of insurance has been 1m- 





Comparative 
Growths 


How Number of Cars and Pre- 
mium Income on Automobile 
Insurance Have Increased 
Increases Over Previous Year in 


PERCENTAGES 
Fire and 
No. Marine Cas. 
Year of Cars Cos. Cos. 
1918 20 27 43 
1917 40 50 58 
1916 46 39 36 
1915 38 31 22 
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planted in the minds of the assured by 
constant solicitation even from several 
different sources. 


OU cannot afford to pass up auto- 
Y mobile insurance as an income pro- 
ducer if you are doing a general insur- 
ance business. In a great many cases 
4 man’s other business follows his auto- 


A Big 


NLY seven cars were exhibited 
O at the first automobile show, 

nineteen years ago, in New York 
City. The New York police arrested 
any automobilist who drove around 
street corners at a greater speed than 
four miles an hour—a very good law 
because the models were so absurd- 
looking in those days that people were 
likely to fall under them while they 
were staring at them. 

What a long way the automobile in- 
dustry has gone since then! There are 
five or six million cars in America to- 
day, including about a half-million com- 
mercial trucks. At the New York show 
in January more than sixty makes were 
exhibited. 


WHILE many states are trying, by 
law, to reduce the number of ac- 
cidents, the tremendous increase of au- 
tomobiles and the crowded condition 
of the roads have largely offset the 
good effect of the safety movements. 

It was estimated last year that on 
every mile of surfaced road in the 
United States there were fourteen other 
cars besides yours. Fourteen chances 
of accidents! This, of course, is the 
average and is bad enough, but any- 
body who has traveled down Michigan 
Boulevard in Chicago or Fifth Avenue 
in New York knows that big streets 
nowadays are more like railroad yards 
than well-behaved thoroughfares. In 
the average American city the traffic 
policemen actually encourage speed, 
because at less than eighteen miles 
trafic coagulates. 

We can hardly imagine what the de- 
velopment of the automobile business 
will be in the next decade. Already 
twenty-one states have made appro- 
priations amounting to $300,000,000 for 
the building of thousands of miles of 
surfaced roads, and a still larger 
amount is available in the form of gov- 
ernment aid. Some of the states which 
built wonderful highways in the past 
have suddenly realized that 14 to 16 
feet is not wide enough and are pre- 
paring to spend millions more in wid- 
ening the roads. This is necessary 
because of the increasing use of auto- 
mobile trucks for transporting freight 
from city to city. 


BIG business men freely predict that 
the automobile will supplant the 
railroad to a large extent for hauling 
merchandise distances less than one 
hundred miles. The use of motor 
trucks for freight-carrying was devel- 
oped largely as a war measure when 
the railroads were choked with priority 
orders and the transportation of troops. 
But that which was first undertaken as 
a necessity is now recognized to be the 
best way. The Peace Conference sits, 
but motor-truck lines all over the coun- 
try are steadily increasing and there 
1S no indication that we are ever going 
back to the old system. The govern- 
ment has been left with thousands of 
trucks on its hands and it seems more 
than likely that these will be put on 
rural free delivery routes. 
here is more money than ever in 
the United States and the purchase of 
Pleasure cars is sure to be large in the 
next three months. 
_ Taking all these facts into considera- 
tion it can readily be seen that the 
toads will be dotted with machines. 
Statistics show that it is not the high- 
Speed machine sizzling along on an 








mobile so that it is not only the 
premium upon the automobile which is 
worth while, but it is the entering 
wedge afforded you in order to become 
acquainted with the man himself. Time 
and again an agent has tried to. break 
in upon a large mercantile risk only to 
find that every time he calls the assured 
has made provision for coverage. The 





agent may be diligent, but he is unfor- 
tunate in calling at the wrong time. If, 
however, the owner of the store should 
buy a new automobile and then be im- 
mediately solicited by this agent a bond 
of communication has been established, 
which will keep this agent in mind 
when the other line comes up. 


There is a lot of money running 
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around in the United States on rubber 


tires, and if an agent would just get in 
the habit of taking it as a personal af- 
front whenever an uninsured automo- 
bile passes his place the smell of gaso- 
line will soon become the most pleas- 
ant odor in the world to his nose. This 
is certainly one place where you can 
have a nose for business. 


resent; A Bigger Future 


BY J. D. WHITNEY 


J. D. Whitney is manager of the publicity department of the Travelers Insur- 


ance Company. 


He is a former newspaper man and has carried with him to the 


Travelers office the results and experience of an excellent training in the newspaper 
field. Mr. Whitney has made himself felt as publicity superintendent, the matter 


being produced from his office, hitting the nail on the head every time. 


vigorous writer and a clear thinker. 


He isa 


Mr. Whitney, by the way, is a brother of Gen- 


eral Manager A. W. Whitney of the National Workmen’s Compensation Service 


Bureau. 


open stretch of turnpike that causes the 
accident. The largest proportion of ac- 
cidents occur at low speed; and a high 
contributing cause is the crowding of 
thoroughfares. A car is going 29 feet 
a second at 20 miles an hour (figure 
it out for yourself) and cannot be 
stopped much inside of 37 feet, even 


if the road is in average condition and 
the brakes are performing their part. 


SOME people carry a rabbit’s foot, 
while others seem to think that by 
some special dispensation of Provi- 
dence they are immune from accident! 
But it has been observed by insurance 
companies, police departments, and 
hospitals that there is no person in this 
world who has a certificate of immu- 
nity from accident. There are some 
accidents which no driver in creation 
could avoid. It is better to admit this 
before you start out than after you 


have been taken to a hospital or have 
been called to account for injuring 
somebody. 

A man who thought pretty well of 
his driving nearly met his Waterloo 
one day when he was trying to pass 
a moving trolley car. He was perfectly 
cool and he had his car under good 
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control. Just before he came abreast 
of the back platform of the car, some- 
body threw a two-foot bundle of news- 
papers off the car directly in his path. 
He had about one-eighth of a second 
to think and about half that much time 
in which to act, and he did a good job, 
considering the time limit. But his car 
went over the curb and struck some- 
body. 

It is a peculiar thing that, even when, 
obviously, no blame attaches to the 
automobilist, the person who has suf- 
fered injuries or damages will fre- 


quently make claims and if necessary 


bring a law suit. These claims and 
suits may fail, but the person against 
whom they are brought is subjected to 
much trouble and expense. He appears 
in the newspapers as a defendant, he 
perhaps has to give up business to go 
to court for several days, and he has 
the expense of hiring a lawyer. 


HESE are the facts that make auto- 

mobile liability insurance essential. 
When a man has an insurance policy, 
he can let the company worry about 
the claims and legal proceedings. The 
agents of the insurance company hurry 
to his rescue when he calls them on 
the telephone and says that he has had 
an accident. The adjusters take the 
claims in hand and do their best to 


An argument for liability insurance that 
has been presented to millions of peo- 
ple via the movie screen. This picture 
is from the film “Careless America,” 
staged by the Firestone Tire & Rubber 
Company of Akron. It has helped 
— automobile insurance easier to 
sell. 


settle them by friendly arrangement 
with the claimant. If there is a suit 
the company provides lawyers, takes 
care of the costs and pays the verdict, 
if there is any. up to the limits of the 
policy. 

The above refers to the two kinds of 
policies known as personal injury lia- 
bility insurance and property damage 
liability insurance. There is a third 
kind which provides for the repairs to 
your own machine in case you are in a 
smash-up. This is called collision in- 
surance. It covers any damage that 

(CONTINUED ON PAGE 46) 





The National Underwriter 


AUTOMOBILE BETS 


HEN it was recently pointed out 
to me that insurance has for its 
basis the principle of hedging on 


bets, I was interested in seeing how, 


this betting proposition applied to au- 
tomobile insurance. It begins to look 
as though betting is the foundation and 
skeleton of the whole thing. 

When a man purchases an automo- 
bile and begins to use it, he immediately 
has some thirteen or more bets on his 
hands. 

1. He bets that his car will not in- 
jure any member of the public; or if it 
does, that it will not be his fault; or 
at least that it won’t cost him much 
money. 

2. He bets the same thing about in- 
juring some employe of his. 

8. He bets the same thing about 
damaging property that belongs to 
others. 

4. He bets that his car will not be 
damaged by collision with any other 
object, or at least only to a slight ex- 
tent. 

5. He bets that neither his car nor 
any of its equipment will be stolen. 

6. He bets that his car will not suf- 
fer any loss by fire or storm. 

7. He bets that if his car is dam- 
aged or stolen, he will suffer no appre- 
ciable inconvenience or monetary loss 
on account of the loss of use of his 
car. 

8. He bets that his upkeep and run- 
ning expenses will not be above normal. 

9. He bets that he will not be killed. 

10. He bets that he will not be in- 
jured. 

11. He bets that no member of his 
family will be killed or injured. 

12. He bets that he will not be ar- 
rested or fined for violating traffic 
laws. 

18. He bets that his wife will not 
run off with his chauffeur. 

All of these bets apply, with some 
difference of degree of course, in vil- 
lages and cities, for Fords and Pack- 
ards, for young and old, night or day, 
rain or shine. 


HAT can the automobile owner do 
about them? 

The unfortunate part about it all is 
that, should he win all thirteen bets, 
he is still no better off than he was 
before he got the car. Even should he 
lose only one of the thirteen bets, it 
is no solace that he won the other 


BY AMBROSE RYDER 


Superintendent Automobile Department, National Workmen’s Compensation Service Bureau 


twelve. Furthermore, he cannot even 
call the bets off. No kind Providence 
will cancel a single one of them. There 
is only one thing left to do, and that 
is to hedge, exactly as a man with 
“cold feet” aims to get out of a bet 
on one horse by making an equivalent 
bet with someone else on the other. 
Whichever horse wins, the man knows 
he has nothing to lose. 

The mere thought of hedging may be 
an unpleasant one to the average per- 
son, but hedging as applied to uncer- 
tainties that have been introduced into 
a man’s life against his own wishes, 
forms the basis of a highly respectable 
business, one that is just as essential 
to society as the machinery of credit is. 
It makes a big difference what kind of 
an uncertainty you hedge on. If you 
bet on a horse you have voluntarily 
introduced a new uncertainty in your 
life; then if you reverse yourself and 
hedge, you are exhibiting either a 
weakness or a lack of faith in your 
previous judgment. Not much to be 
proud of! But if some uncertainty has 
been introduced into your life without 
any particular regard to your feelings 
in the matter, then hedging is quite 
the respectable thing to do; in fact, 
one may be even lacking in respect for 
his family if he does not hedge. 


Public Liability Hedge 


HE first bet mentioned was where 

the owner bets that he will not have 
to pay very much for any injuries to 
members of the public. In order to 
hedge he goes to an insurance company 
and bets that he will be required to pay 
a big sum of money because of injuries 
to members of the public. The insur- 
ance company bets that he will not. 
They make it “a go” for a period of a 
year. The man planks down $50 or 
whatever the premium may be and the 
insurance company “covers” the bet 
with a public liability policy. The man 
is dignified by being called an “as- 
sured.” The chance of loss is spoken 
of as a “hazard,” and the insurance 
company is now “carrying this assured 
as a risk on its books.” If the insur- 
ance company wins, it can pocket the 
premium. If it loses, it makes the best 





































“borrowed” this new Locomobile and went joy riding. 
at the ground and crashed into the building. The collision loss on the car is nearly total. The damage to the building amounts to $25,000. 
driving he would have left to his wife and children a small amount of salvage and a good sized damage suit. 
superintendent of the automobile division in the western department of the Roya}. 


They hit a pile of crushed stone in the road. 


of it, all as a part of the game. At any 
rate, the automobile owner has trans- 
ferred his worries for the whole year 
providing he has seen to it, first, that 
he has hedged in full, and second, that 
rn insurance policy is not a counter- 
eit. 

In order to hedge in full he must 
make his bet in such a manner that 
every conceivable public liability. loss 
will be paid in full for him by the in- 
surance company. He could more than 
likely easily take care of some small 
losses that might occur, without upset- 
ting his financial reserve, but he cer- 
tainly should see to it that all large 
losses are paid. Unfortunately the in- 
surance companies started this business 
of liability insurance on the theory that 
every policy should have a value or 
limit, just exactly as the fire or life 
policy has. They even introduced two 
limits; the first or lower limit is the 
most the company will undertake to 
pay for any one person injured in any 
one accident ($5,000 is the standard 
amount) and the second or higher limit 
is the most the company will under- 
take to pay for any one accident, re- 
gardless of how many persons are in- 
jured ($10,000 is the standard limit). 
These limits, however, are just the 
same whether the automobile runs into 
a man or a woman, or whether the 
accident occurs by sunlight or moon- 
light; and what is more, the company 
is perfectly willing to “raise the ante.” 
Much higher limits will be named in 
the policy for only a small increase in 
premium charge. 

The policy should be closely exam- 
ined by the automobile owner for any 
unnecessary limitations that would cut 
down the benefits of his hedging bet. 
Some of the limitations are unavoid- 
able. In any event, the owner must 
assume his own bet for accidents oc- 
curring while he is engaging in any 
race or speed contest or while his car 
is being driven by a boy under the 
legal age or under the age of sixteen. 
The owner must also carry his own 
bet that he will not break any of the 
policy warranties. These are some of 
the bets that the owners cannot expect 
to hedge with any self-respecting in- 
surance company. It would be too 


much of a good thing if a man did not 
have something left to worry about, 
He will find the insurance company 
willing to give every possible service 
and willing to remove every limitation, 
not inconsistent with public welfare. 

Even after the man has got the best 
policy coverage he can obtain, he may 
find it worthless in his hour of need 
unless he has taken the precaution to 
look into the soundness of the organ. 
ization that is backing the policy. A 
personal injury accident may result in 
a lawsuit that will drag on and on for 
years, finally resulting in a heavy ver- 
dict against the automobile owner, It 
behooves the owner, therefore, to be 
sure that his insurance company will not 
only be able to pay during the coming 
year but also for many years to come. 
The National Geographical Magazine 
tells us that in Sarawak, Borneo, the 
native Dayaks will believe almost any- 
thing a man tells them about a piece 
of paper with some writing on it. There 
are automobile owners in the United 
States who believe in the magic power 
of print. Many a “gold brick” comes 
in the form of an imposing piece of 
paper—called an insurance policy—is- 
sued by some “fly-by-night” concern 
at a cheap rate. 


Employers Liability 


HE automobile owner’s second bet 

is that he will not have to pay very 
much because of injuries to employes. 
Hedging on this bet is quite similar 
to the hedge outlined above. The 
owner merely makes a little side bet 
with his insurance company, who “cov- 
ers” either with an endorsement to the 
public liability policy, or by issuing a 
separate policy if the employe comes 
under some state workmen’s compen- 
sation act. 


Property Damage Hedge 


HEDGING as to the uncertainty of 
loss because of damage by his car 
to other people’s property is also an- 
other mere side bet. Here again the 
assured should be careful to make his 
hedge as full as possible by demanding 
a property. damage policy with high 
limits, and with no unnecessary limita- 
tions. Many property damage policies 
(CONTINUED ON PAGE 56) 











Two pictures that show just exactly what a car can do to itself and to a perfectly substantial apartment building when it is going at good speed. Two garage employes 
That veered them to the right and they elipped a lamp post 


If an owner had been 
The photographs were secured by R. A. Buckma® 
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How Rates Were Made 


recently promulgated by the local 

conferences, covering the entire 
United States with the exception of the 
Pacific Coast, while differing in certain 
respects, one from another, are never- 
theless identical in plan and in essen- 
tial construction and indeed are part 
and parcel of a single plan. These 
rates represent the first result of a pol- 
icy upon which the national conference 
embarked two years or more ago, of 
establishing a scientific system of ex- 
perience rating. 


T tec fire and theft automobile rates 


T that time, an elaborate schedule 

for the compilation of experience 
statistics was prepared by the commit- 
tee, and all conference companies were 
requested, so far as might be possible, to 
make a tabulation of their figures in 
accordance with forms prepared by the 
national conference. These forms in- 
volved rather considerable departures 
from the methods previously employed 
by many of the companies; consequently 
it was scarcely possible to obtain a 
drawing off of past years’ experience 
upon a basis which would be uniform 
with the experience which would be 
required for the future, and the confer- 
ence was compelled to await the accumu- 
lation of new experience before any 
practical result could be _ obtained. 
Some such result had, it was believed, 
been reached by the end of 1917, and 
companies were accordingly requested 
to make report upon the prescribed 
forms, of their experience during that 
year. Upon the figures so obtained, the 
new fire and theft rates are based. 


[? cannot be pretended that these fig- 
ures, either for the length of time 
which they include, or for the volume 
of business which they represent, form 
a sufficiently certain index to enable 
the rate committee to follow them 
blindly; indeed, the limitations upon 
the usefulness and authority of the ex- 
perience figures are perfectly obvious. 

Without regard to the deficiency of 
the figures actually available to the 
conference this year, the value of any. 
experience figures upon automobile fire 
and theft business must be considered 
in an entirely different light from that 
of experience upon fire insurance. 

The automobile industry itself, and 
with it necessarily the underwriting 
which is based upon it, has been chang- 
ing and developing at an extraordinary 
rate of speed. The really tremendous 
growth in the use of automobiles, 
bringing with it a revolution in engi- 
neering methods and a complete change 
in the uses to which cars are put, the 
classes of people to whom they are 
sold, in the attitude of the public and 
indeed in all the multitude of partic- 
ulars, both material and moral, which 
together make up the insurance 
hazards, has rendered the hard won 
experience of even five or six years 
ago of comparatively small importance 
to the rate-maker today; moreover, the 
actual volume of experience figures 
which have so far been brought to- 
gether from about forty companies can 
Scarcely be considered to embrace a 
mass sufficiently great to represent a 
really complete average; nor can the 
Period of time during which the figures 
have been collected (even when aug- 
mented by the less complete records 
of preceding years), be compared to the 
length of time available for the accu- 
mulation of wisdom in the fire busi- 
ness; nor considered at all compre- 
hensive of the extra contingencies 
which occur only at infrequent inter- 
vals but which must nevertheless be 
Paid for when they come. 

No great conflagration has as yet cut 
a hgure in automobile statistics; no 
year of extraordinary financial hardship 
oF depression has as-yet given rise to 
marked increase in moral hazards; and 






BY CARROLL E. ROBB 


Carroll E. Robb, assistant secretary of the National Automobile Underwriters 
Conference, and of the Eastern and New England Conferences, was born in Cin- 
cinnati in 1887. He completed his education at Williams College, where for four 
years he played on the college football team. On leaving college, he began his insur- 
ance career in the metropolitan department of the Ocean Accident. In 1912 he left 
the Ocean Accident and joined the automobile conference. Mr. Robb has always been 
a student of the automobile, and of automobile underwriting, in which his natural 
ability has had full scope, and of which he has developed a most comprehensive grasp. 
His duties, embracing the handling of all meetings of the Eastern and New England 
conferences, keep him in close touch with all that is being done, and contemplated in 


the automobile field. 


even of lesser catastrophes such as 
garage fires, there has been no such full 
record as may be found in the years 
of the fire business. 


W ITH these limitations, however, 
plainly borne in mind, there yet 
remains a considerable degree of im- 
portance even to these preliminary sta- 
tistics which form the basis of this first 
step toward the inauguration of com- 
plete experience rating. Indeed, these 
limitations are less formidable than 
they sound, far less than they would 
be in the fire business. 

The automobile business is in the 
main a business of finely divided lia- 
bility. The possible limits of value in 
any one car show a variation insig- 
nificant in comparison with the rest 
of the fire business, and the possible 
accumulation of cars together in one 
location or district of exposure is far 
less than the frequent congestion in a 
single building or plant or crowded sec- 


to be overlooked, it is scarcely so great 
a factor in a floating business, even 
where that floating business does in- 
clude storage hazards, than in a busi- 
ness of such permanently determined, 
location as in the fire business. These 
considerations, while they will not 
make one year’s experience equal to 
ten years, nor $1,000 premium basis 
equal to $100,000, as a foundation for 
experience, must, nevertheless, be borne 
in mind when the value of statistics 
which have so far been collected is 
weighed. 


THE actual process taken in compil- 
ing the new rates was as follows: 
The liability attaching during the cal- 
endar year 1917, minutely classified as 
to age, year, model, type, motive 
power, new or second-hand, show- 
ing separately for the different hazards 
of fire and theft, were obtained from 
about forty companies. 

Against these figures were shown in 
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tion of a city, for the ordinary fire 
hazards. This means that a given vol- 
ume of liability represents a truer basis 
for an average in the automobile busi- 
ness than in the fire. A million dollar 
liability in one risk represents no aver- 
age at all, but a million dollar liability 
divided among a thousand separate 
risks totally distinct, one from another, 
represents a considerable average basis; 
and the figures submitted to the con- 
ference represent a sufficiently large 
number of cars to give a very faig 
ground work for the estimation at least 
of the road hazard. 

Even the element of time is not quite 
so important to automobile as to fire 
experience. The business is entirely, 
on an annual basis and there are no 
term contracts to be considered, and 
though the element of occasional extra 
catastrophes, such as happen once in a 
great many years, is not for a moment 


each division and classification, the 
losses which had been paid on these 
same attachments up to Jan. 1, 1918. 
Losses paid in 1917 upon business at- 
taching during 1916 were not included. 
If automobile business ran evenly 
through all seasons of the year, the 
figures so shown would supposedly in- 
dicate just one-half of the correct ratio 
of liability and loss for one calendar 
year. As a matter of fact, automobile 
business was considered to be heavier 
during the first half of the year than 
during the second half, so that it was 
thought the figures showed somewhat 
more than one-half the actual results 
for a full year’s record. 

Fully understanding the slimness of 
any calculations based upon so short 
a time, the committee, nevertheless, 
felt able to take the percentage of 
losses against liability so obtained as 
the starting point, and to use it as a 
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hypothetical standard, a_ standard 
which was later modified in various 
ways. 
noticed, 


TT HESE figures, it will be 
represent not loss ratio, but burning 
ratio, or pure loss cost. To this was 
added the loading charges for acquisi- 
sition cost and expenses. The acquisi- 
tion cost was computed upon a basis 
of 25 per cent as the maximum com- 
mission payable. 

The committee had now arrived at a 
figure which represented the actual 
rate at which the business would have 
to be written to exactly meet the 
hazards indicated by the experience 
figures before them. That sufficient re- 
liance could be placed in these figures 
to justify the committee in publishing 
without modificatien the rates so ob- 
tained was almost impossible, in view 
of the perfectly apparent limitations 
already mentioned. 

In modification of these figures, the 
committees were compelled to fall back 
upon their judgment as underwriters 
in interpreting the result obtained in 
view of the conditions upon which this 
result was predicated. To a surprising 
degree, however, the experience figures 
themselves bore out the independent 
opinions of almost every underwriter 
of the committee; slender though their 
basis was, the figures ran to an aston- 
ishing degree true to the judgments 
more broadly if less accurately, founded 
upon the daily experience of the auto- 
mobile men. : 

Some freakish results were, of course, 
found in the figures, but their cause 
almost always could be detected and 
allowed for. Classes for example, such 
as the very old models, upon which 
very little insurance is carried, were 
very easily upset by small accidents, 
and the classes of electric cars uni- 
versally considered a good risk,’ was 
upset in one territory by a series of 
garage fires. These so-called freaks, 
of course, illustrate the danger of ad- 
hering to any tabulated figures. But, 
at the same time, the value of the fig- 
ures has a foundation for an intelli- 
gent interpretation is proved to be very 
great. 


HE rates which resulted from the 

deliberation of the committees are 
now, of course, public property and a 
full summary or description of them 
is scarcely necessary. In general, they 
resulted in a reduction in the fire, espe- 
cially upon the higher priced cars, and 
a very considerable increase in the 
theft rates upon the cheap cars. Both 
of these changes were amply justified 





by the experience shown. Also, the 
increases in rate upon older cars were 
considerably modified, the age penal- 
ties being made much less severe. 
Here the figures were, perhaps, not so 
trustworthy as in the case of new cars, 
forsa very small volume of liability was 
available. Such figures as were pro- 
duced, however, indicated that the risk 
of old models had previously been over- 
estimated, and the committee believed 
that the former rates had proved to b 
prohibitive and that a moderation ot 
the age penalties would give results in 
an increased volume of business upon 
older cars with a better average. 


GREAT Pains were taken to separate 
“in a manner as complete as pos- 
sible, the fire hazard from the theft, to 
show the two rates apart and to pre- 
sent clearly both to the mind of the 
agent and the insuring public, the dis- 
tinction between the two risks and the 
reasons for the differences in rate. The 
fire and theft hazards have in reality 
no relation to each other; they vary 
under totally different influences, and 
the same car or the.same territory may 
make an excellent showing for one and 
a miserable showing for the other. For 
the fire hazard, it was the endeavor of 
the committee to as nearly as possible 
come to a uniform rating basis for the 
entire country. This was in fact ac- 
complished except for the southern 
territory. The southern territory rates 
have always been higher than north- 
ern, and figures as shown this year for 
the south, while more favorable than 
had been expected, were comparatively 
small in volume and bore such evidence 
of erratic elements that the committees 
did not feel justified in taking such a 
radical step as to place the southern 
upon an equal with the northern. They 
did, however, go part way toward do- 
ing this. They arranged them upon 
exactly the same plan as was used for 
the rest of the country, but pitched it 


THE theft hazard is an entirely dif- 
ferent matter. The risk of theft is 
a question of locality largely; indeed at 
the very worst it represents a localiza- 
tion of hazard so extreme as to make 
any adequate rating appear difficult. 
higher. 


The plan adopted was the use of three 
separate schedules to be applied upon 
the same system throughout the coun- 
try; that is, the use of the different 
schedules is based not upon conference 
territories, not upon north or south, 
or east or west, but upon cities or dis- 
tricts of similar character in whatever 
territory located. The lowest rates 
were those of the country schedule, 
which were applied to the‘rural dis- 
tricts over a great part of the south and 
west. The theft hazards in sections re- 
mote from any cities, is, of course, 
small. 


Higher than these rates were those 
of the so-called “standard schedule.” 
This schedule is meant to fit the 
classes of cities or towns and the sec- 
tions of country contiguous to cities 


and towns, which represent normal 
conditions, and in which the theft haz- 
ard is simply that of populated dis- 
tricts without complications of unusual 
bad features. This scheduie applies for 
such cities throughout the east and 
New England, and to a large number 
of cities and surrounding districts in 
the west and south. 


Finally, there is a so-called penalty 


schedule containing the highest rates- 


of all, which is compiled for cities of 
extraordinary record in the matter of 
theft. The rates in this schedule can 
scarcely be considered as an accurate 
appraisal of the theft hazard in these 
points. Indeed, the hazard is so in- 
tense and so localized as to render un- 
derwriting almost impossible. The 
penalty rates are intended more as a 
warning, and the effect of them is ex- 
pected to be the placing of the cost of 
the demoralized conditions of a city 
upon the public, in the hope that action 
will follow. In almost every case, 
these exceptional theft hazards repre- 
sent corruption in the city government, 
demoralization in the police depart- 
ment, or other laxity in the administra- 
tion of the law, which is perfectly with- 
in the power of an aroused public to 
correct, but which so long as it goes 
uncorrected will defeat any rates what- 
soever. 


Any one of these theft schedules may 
be used with either the northern or 
southern fire schedule, and where theft 
conditions change as they do change, 
more frequently than the fire, the theft 
schedule may be changed accordingly, 
without necessitating any modification 
of the fire schedule. 


T will be seen that while the new 

conference rates have been based, 
in so far as possible, upon collected ex- 
perience, that the accumulation of the 
experience is still too small to amount 
to more than a promising beginning. 
It is the purpose and the present en- 
deavor of the conference, to make up 
a complete accumulation of experience 
figures upon a scientific system and to 
show in an increasing degree a prov- 
able and accurate basis for the rates. 
That experience can ever be followed 
blindly or that it will ever fully’ com- 
prehend all the possible contingencies 
or developments of the underwriting 
hazard is, of course, out of the ques- 
tion. Naturally, the hazards, change 
faster than records accumulate and 
catastrophes are always possible, which 
will upset the averages of years back. 
This is true even of so highly ad- 
vanced a business as that of life insur- 
ance, where the recent influenza epi- 
demic has strained the conclusions of 
the mathematical mortality table. It 
is still more true in a business so new 
as the automobile. In plain words, 
some judgment will still have to be 
used in making rates and they can 
never be figured upon a calculating ma- 
chine or along a mathematical curve. 
Yet, the tremendous value of such an 
experience system as that at present 





being developed in the conference is 
beyond all contradiction. 


|t was the custom of a great many 
companies when they first com- 
menced writing automobile business to 
keep their figures solely upon a basis 
of premiums received and losses paid 
during a calendar year. As the vol- 
ume grew it was necessary to classify 
the cars according to year model, list 
price, etc. This, however, was not 
enough for the purposes of the con- 
ference. It was necessary to get away 
from this common method of keeping 
the figures, that is from the so-called 
running basis. 

1 


FOR the purposes of a stationary 
business, the ratio of loss against 
premiums during a current year is, of 
course, a sufficient index of the ade- 
quacy of rates and of the profit of the 
underwriting. The automobile busi- 
ness, however, is growing at a tre- 
mendous rate, not only with the great 
number of companies who have now 
entered it and are rapidly enlarging 
their plant, but also because of the 
broadening out of the business, as well 
as the companies. The ratio of loss 
against premiums during a given space 
of time upon such a business, must, of 
course, be corrected between so large 
an element of pure estimate for the 
purpose of taking care of the reserve 
and contingent liability as to make the 
figures obtained by this basis prac- 
tically worthless. If losses are to be 
shown against premiums for the pur- 
pose of satisfactory rating it is neces- 
sary to wait at least a year. Only at 
the end of the second year can the 
completed figures for losses accruing 
upon the attachments of the first year 
be finally obtained. The installation of 
such a system is necessarily a matter 
of time. 


Tass is also another question to 
be considered, namely, whether the 
ordinary method of basing experience 
upon loss ratio (that is loss against 
premiums shall be used), or whether 
the experience should be based upon 
burning ratio (that is, loss against lia- 
bility). The conference’s statistical 
forms call for the latter. Of course, 
the premiums represent a certain per- 
centage on the liability and hence it 
may be held that the loss ratio is as 
useful an index as is the burning ratio. 
Certainly it is the index which is uni- 
versally used in common practice 
among companies themselves; but as 
the basis of a permanent system of 
statistics which will be of value to a 
rate making body, there can be no 
question of the superiority of the index 
furnished by the burning ratio. 


This is especially true of a new busi- 
ness such as the automobile where 
rates are changing so rapidly. If rates 
remained stationary for five or six 
years, the comparison of loss ratios 
during those five or six years would 
indeed show the rise or fall of the 
underwriting hazard during that time; 
but where rates are changing in each 
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successive year of the five, a compari- 
son of loss ratio, while it may show the 
adequacy of the prevailing rates for 
each separate year for the conditions of 
that year, nevertheless, is perfectly 
meaningless as a guide to the changes 
in the underwriting hazards them. 
selves over the whole period of time. 


In other words, if the loss ratio for 
one year was 50 percent and for the 
next year 60 percent, but in the mean- 
while, the rate had changed by any. 
where from 20 to 30 percent, the loss 
ratio of the second year would bear 
almost no relation to that of the first 

‘year. On the other hand, if the burn. 
ing ratio for the five years can be 
shown, you have an exact index of the 
changes of the hazard by comparison 
of percentage without regard to what 
may have happened to the rate, the 
underwriter, keeping close watch on 
his business and knowing his rates, has 
sufficient information for practical 
purposes. But as a foundation for ac- 
curate rate making for the entire 
group of conference companies and as 
a justification for rates after they are 
made, as well as for possible aid in 
forecasting the future development of 
the business, the use of the burning 
ratio is beyond all comparison better. 


|? is within the possibilities that an- 
other development may come in the 
not distant future in the rating of au- 
tomobiles. This possibility lies in the 
experiment now being made with the 
development of a schedule based upon 
construction features of different makes 
of automobiles. The Underwriters 
Laboratories, . working with the Na- 
tional Automobile Council, composed 
of laboratory engineers and automobile 
underwriters, have prepared in tenta- 
tive form and are laboring to perfect 
a system of comparative charges for 
bad and good features affecting fire, 
theft and collision hazards. These 
items are not absolute but relative. In 
other words, a basic or key schedule 
will be prepared from the statistics to 
be gathered for the conference and 
from the judgment of the underwriters; 
and the rates shown for any given car 
upon the schedule will be treated as 
a key rate, to which key will be ap- 
plied a percentage of merit reached 
from the separate items for good or 
bad construction. That is to say, if 
the Underwriters Laboratories sched- 
ule rates a car at 100 that car will take 
exactly the key rate; if it rates it as 80, 
it will take only 80 percent of the key 
rate; if it rates it at 150, it will take 
1% times the key rate. 


This method of rating is, of course, 
still in its most experimental stage, but 
is it well within the possibilities that 
the germ of all future rating methods 
may be found to lie in this beginning. 





Thousands of reprints of one article in 
a recent issue of Fire Protection have 
been ordered for distribution among fire 
underwriters. Send 15 cents in stamps 
for a sample copy of a recent 40-page 
— 229 E. Sixth street, Cincinnati, 
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THREE VIEWS OF-THE SECOND-HAND AUTOMOBILE 
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As described by the company in letter ordering 
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WHY LIABILITY RATES 


Had to Be Modernized—An Interpre- 


tation of the New Basis for Premiums 


public liability is becoming an in- 

creasingly important question. 
This is so not only by reason of the 
increase in the number of both private 
and commercial cars, but also because of 
the increasing realization on the part 
of the public that its interests must be 
more efficiently safe-guarded against 
the increasing danger of automobile 
accidents. In fact, I can see in the not 
too distant future legislation which 
will compel all owners of automobiles 
using the public highways to carry an 
adequate amount of public liability in- 
surance or to qualify on some satisfac- 
tory financial basis as a self-insurer of 
that hazard. Hi 

The beginning of this principle of 
the compulsory carrying of public lia- 
bility insurance on automobiles was 
seen some years ago when the jitney 
had its greatest development. At that 
time many municipalities passed laws 
which prohibited jitneys from using 
the public streets unless adequate lia- 
bility insurance was carried. This 
principle is sound. , 

Many owners of automobiles, par- 
ticularly of the private type, are finan- 
cially irresponsible, and without insur- 
ance protection the public is estopped 
from collecting damages resulting from 
negligence of the owner or his agent. 


Tov insuring of automobiles against 


|? follows as a corollary of the fore- 
going that the public will be equally 
interested in the adequacy of automo- 
bile liability rates. A suit against an 
automobile owner for damages to the 
public may drag out for many years. 
The ultimate judgment rendered against 
the car owner may be very large. The 
solvency of the carrier of automobile 
insurance is therefore of vital interest 
to the public and the only standard of 
permanent solvency is the adequacy of 
rates. It is as trite as it is true to say 
that rate adequacy as respects the cov- 
ering of any hazard in which the pub- 
lic is interested is of prime considera- 
tion. I look forward, therefore, to leg- 
islation which will not only compel the 
carrying of automobile liability insur- 
ance, but also will supervise the rates 
charged for that hazard. 


HE recent revision of automobile 

liability rates by the National Work- 
men’s Compensation Service Bureau is 
of interest in connection with the fore- 
going. This is particularly so with ref- 
erence to liability rates on so-called 
private cars because the new rates pre- 
sent a very radical departure with re- 
spect to private cars from those 
charged in the past. I am referring 
now to departure as to the basic cal- 
culation of rates rather than the actual 
charge for the hazard. 

Statistics prove what common sense 
tells us, namely—that the hazard of 
automobile liability depends very 
largely upon two factors, namely—the 
weight of the automobile and the mile- 
age. In other words, the hazard de- 
pends largely upon how many miles 
certain given weight is transported. 
It was the intention of the bureau 
originally to predicate liability rates 
upon these two hazards. 


ANUMBER of objections appeared 

to this plan. In the first place, it 
was difficult to arrive at the exact 
weight of private cars. Many manu- 
facturers of automobiles objected to 
aving the weight of their products ad- 
vertised. Careful investigation, how- 
ever, developed the fact that the list 
Price of an automobile was, with few 
exceptions, an exact index of its 





BY HERMAN 


H. A. Behrens of Chicago, vice- 
president of the Continental Casualty, 
ts one of the most brilliant casualty 
executives in the country; a man hav- 
ing technical knowledge, executive abil- 
ity and a real vision. Mr. Behrens has 
had life insurance training as well as 
casualty. He served as deputy com- 
missioner of the War Risk Insurance 
Bureau at Washington a part of the 
time last year and rendered valuable 
service to the government. Because 
of Mr. Behrens’ actuarial skill and 
knowledge he sees in the new rating 
system for measuring the cost for liabil- 
ity and property damage indemnity a 
step forward. 


weight. Therefore, the factor of price 
was substituted for that of weight. 


T was difficult also to determine the 

mileage driven by an automobile 
without the use of mechanical devices 
and the expense of auditing the same. 
It was discovered, however, that the 
use to which a car was put was in most 
cases a correct index of its mileage. 
Consequently use was substituted tor 
mileage by dividing all private cars in- 
to three classes as to use, namely— 

(1) Cars driven for pleasure pur- 
poses only and solely by the owner. 

(2) Cars driven for private pleasure 
purposes only, but driven by more than 
one person. 

(3) Cars driven by one or more 
persons and used mostly for business 
purposes. 


The foregoing explains briefly the 
fundamentals underlying the calcula- 
tiens of automobile liability rates of 
the pleasure type of car. The rate in 
a given locality depends solely upon 
its list price—list prices being divided 
into groups I, II, IIT, [V—and the 
class as respects use into which it falls. 


By new plan, therefore, eliminates 
the old horsepower plan of rating. 
Horsepower, as known heretofore in 
the automobile situation, was deter- 
mined by an arbitrary mathematical 
calculation which did not truly reflect 
the driving power of the engine. This 
can be best illustrated by the fact that 





Here is another of the Firestone Tire film pictures. It is as eloquent a sales “talk” 
for liability insurance as any one could possibly give. 
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under the old plan a Ford automobile 
paid as high a price for liability insur- 
ance as a Mercer. It may be that 
some time in the past horsepower was 
an index of weight, but that is surely 
not the case now. 


ANOTHER fallacy in the old rate 
situation was that the man who 
drove his ,car for pleasure purposes 
only on Saturdays and Sundays paid 
as high a rate as the one whose car 
was driven every day by a chauffeur or 
a member of his family, he paid as 
high a rate as he who used his car eight 
to ten hours per day, even in making 
business calls in congested districts. 


NOTHER innovation of the new 
rates is as to the rate differential be- 


tween certain territories. As a result, 
many inequalities have been ironed 
out. For instance, under the new plan 
Chicago rates are no higher than Buf- 
falo rates. But, most important of the 
territorial changes is the establishment 
of the so-called “rural rate.” This rate 
applies in territory removed from cities 
where the hazards are largely those of 
an agricultural or rural community. 
Such risks have heretofore suffered by 
having been classed with those in more 
congested centers. How radical an 
effect this change has on rates will be 
realized when it is stated that this new 
sub-division reduces the rates charged 
in rural communities by more than 50 
percent. 


PEAKING in terms of averages, the 

new rates constitute a very ma- 
terial reduction in charges. This re- 
duction averages between 15 percent 
and 20 percent, taken over the entire 
country. It was a question in the 
minds of many underwriters whether 
the new rates would prove adequate. 
There is no question, however, that 
the rates are not too high, although 
this should not be taken to mean that 
no inequalities will develop in the fu- 
ture that will have to be straightened 
out. In this connection it is well to 
again mention the underlying principle 
of safe underwriting, namely—rate 
adequacy. 





Growing Rapidly 


The Great American Mutual Indem- 
nity of Mansfield, O., began business in 
the leading mutual insurance city of 
the west, Mansfield having long en- 
joyed an enviable reputation as the 
home of clean, strong mutual compa- 
nies. Backed by men of integrity and 
capacity—one or more of each of the 
other mutual company executives of 
Mansfield being among its incorpora- 
tors—and managed by men with a full 
knowledge of the insurance business, 
there was every reason to believe that 
the “Great American” would soon take 
rank among its older contemporaries 
in the mutual field, as one of the strong 
insurance companies of Ohio. The 
company was organized by Henry R. 
Endly, for several years connected 
with the state insurance department of 
Ohio, and his associates in the man- 
agement of the home office are men of 
long experience in insurance business. 
The company’s financial statement 
shows that it wrote over $100,000 in 
premiums during the year 1918 and, 
through careful underwriting, had a 
very low loss ratio. 

During the past year the Great 
American has taken over, or reinsured 
three other Ohio companies: The 
Wayne Mutual Fire, The Ideal Benefit 
Association of Mansfield and the 
Northwestern Ohio Mutual Automo- 
bile of Holgate. The first three 
months business of the Great Amer- 
ican, for the year 1919, show an in- 
crease of 500 per cent in premiums, and 
its policyholders now number over 
14,000. Within the coming month the 
company expects to move, having out- 
grown its present offices in the Dick- 
son building, to a recently purchased 
“Home Office.” 





e 
Satisfactory systems of keeping records 
and accounts of a local insurance agency 
are described in “Local Ageney Book- 
keeping,” a 48-page booklet, sent without 
charge. Your copy is waiting for you. 
Write for it. The National Underwriter, 


1362 Insurance Exchange, Chicago. 
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Soliciting the “Careful Man 


that exasperating individual who 

takes delight in making the state- 
ment “I never have any accidents.” The 
local agent soliciting automobile busi- 
ness cannot tell such a man that he is 
a fool, unfamiliar with the facts, and 
totally ignorant of accident statistics, 
but must take him through an educa- 
tional course. Any man who is reason- 
able minded can be convinced of the 
necessity of carrying liability, collision 
and property damage insurance, but ‘he 
must be convinced by arguments and 
logic and not by being told, that he 
does not know what he is talking about. 
The agent who is going to sell any 
amount of automobile insurance, must 
realize that he must be prepared to 
state why automobile liability, property 
damage and collision insurance should 
be carried. 


That is always to be encountered 


THE prospect must be shown that 
unavoidably he assumes all the haz- 
ards of the roadway, when he owns and 
operates a car. The common use of 
the motor car has totally changed the 
highway hazards of the country. De- 
spite stricter enforcement of traffic 
rules, increased efficiency of chauffeurs, 
and greater experience of careful own- 
ers, accidents do and are happening. 
Very often they are caused by circum- 
stances entirely beyond the control of 
the driver. The driver of a car may 
think, and quite properly so, that he 
can be held only for his own acts of 
negligence, inefficiency or carelessness. 
The courts do not seem to take this 
view. A verdict for a personal injury 
case will invariably go against an au- 
tomobile owner. Case after case has 
established the tendency. Juries seem 
to have a resentment against a driver 
of a motor vehicle who has caused an 
accident serious or otherwise. A liabil- 
ity policy covers all legal liability for 
damages, whether proven or not. It re- 
lieves the owner of worrying over the 
case, of spending any time in defense. 
The companies carrying the risk as- 
sume all of this. 


How do liability cases arise? Sup- 
pose this careful driver who says 
he never has any accidents, is driving 
down the road, sees a child just ahead, 
realizes that it is too late to shut off 
the power entirely and in order to 
avoid injury to the child, crashes into 
a tree at the side of the road in turning 
out. Not only has damage been done 
to the tree, but the owner of the tree 
or perhaps it may be a fence, will bring 
suit for damages done to his property. 
What if an accident occurs because the 
careful driver is blinded’ by the head- 
lights of another car coming up the 
road? He has nothing to do with or 
no control over the headlights of the 
other car. Suppose that he is driving 
his car in a heavy rain, is almost 
blinded by the storm and that his wind- 
shield is covered with a heavy coat of 
water, and that an accident arises as 
it is very likely to, under these circum- 
stances? In his own mind, he is not 
responsible, but he would have a hard 
time convincing a jury of his innocence. 

Collisions with other cars or vehicles, 
smashing fences, trees and buildings, 
breaking plate glass windows, smashing 
off hydrants, so that water damage is 
done, killing somebody’s pet dog and 
countless other accidents of a similar 
nature—all of which are happening 
every day—involve the car owner in 
considerable trouble and much expense. 
Property damage insurance relieves all 
worry of this kind, gives the car owner 
a free mind and the cost is very low. 


COLLISION insurance is closely al- 
lied with liability and property 











Good roads do not mean safety for the motor car. 
what happened when the machine skidded, after striking a small obstruc- 


tion. 








Here’s a good road and see 


The “road bed” coverage feature of the new collision clause means 
indemnity payment for the owner. 


The car was in the hands of a thief 


when it “turned to the side,” so that theft insurance as well as collision 


insurance might have protected the owner. 


damage coverage. In fact, claims for 
all three forms where full coverage is 
carried, are often filed jointly. That is, 
a liability or property damage claim 
may arise as a result of a collision of 
some sort. It is decidedly unwise for an 
automobilist to carry liability and prop- 
erty damage coverage, and neglect to 
take out the collision feature. Collision 
insurance is very broad. It absolutely 
protects the car owner. It provides in- 
demnity for collision with any object, 
movable or immovable, which simply 
means that if the driver hits anything 
at any time, or any place, the insurance 
company carrying the risk will pay the 
damage done, to the car insured. It 
should always be pointed out that when 
a collision occurs, damage is done and 


Photo from R. A. Buckman. 


somebody has got to pay. If the auto- 
mobilist carries a collision policy he 
knows that he is safe. If the accident 
were not his fault and he is uninsured 
and attempts to prove this, much time 
and worry and money is consumed in 
the process. Arguments and disputes 
arise, the case is aired in court, and 
dragged out over a long period. 

On the other hand, if a collision pol- 
icy is carried, the insurance company 
simply estimates the amount of damage 
done, and then makes payment to the 
insured. There is no delay or argu- 
ment. After an accident occurs an as- 
sured wants one thing—indemnity for 
the damage done. If he carries full 
coverage automobile insurance, he gets 
this and gets it with no delay or worry. 





Directing the Traffic of 
Automobile Premium Collections 


frequently running down and 

requiring constantly to be 
wound up,” says Uncle tna in his 
1919 Star Collection Club Diary, and 
his expression is just about right. Phe- 
mium collections in all lines of insurance 
business, if ignored, forgotten or even 
delayed will reduce the commission, 
prestige and “net results” of an agent. 

Trying earnestly to overcome this 
“evil” of the insurance game, the habit 
of allowing premiums to “hang fire,” 
the Automobile Insurance Company of 
Hartford, Conn., affiliated with the 
Aetna Life Insurance Company and 
Aetna Casualty and Surety Company, 
has launched successful efforts towards 
the practice of having no outstanding 
premiums over 90 days old. The results 
in this direction have been very produc- 
tive, with millions of dollars promptly 
rounded up each year. 

The collection success of this com- 
pany is due to the program of collec- 
tion effort instituted by Vice-President 
Charles H. Remington. His monthly 
collection letters to agents and man- 
agers; “Pep” the magazine “issued rea- 
sonably often and devoted to Aetna 
Collection Interest;” the Star Collec- 
tion Club and other individual aids in 


“C ireauently are like clocks, 


collecting direct from the assured form 
part of Mr. Remington’s plan of “ad- 
vertising for collections.” 

Included in the plans employed to 
persuade home the dollars was a series 
of recent cartoon stickers. Printed in 
colors these gummed stickers proved 
very effective as silent boosters. One 
of them depicted a motorist stopped 
by a traffic policeman, who with his 
raised hand and traffic indicator de- 
clared: “Stop—Your Premium is 
Due!” Another cartoon showed a man 
scurrying down the street in a stream 
of dust. This wording was attached: 
“Movie of a Man Going to Pay His 
Premium. Could it by any Means Be 
You?” 

Other recent endeavors included an 
“enclosure” that showed a few bars of 
notes scored to fit these words: “If a 
body trust a body and fail to get 
prompt pay; May a body ask a body, 
Please remit to-day?” At the top of 
the note dotted slip this heading ap- 
peared: “Coming  through”—and 
beneath: “Slowly and with great feel- 
ing.” 

Still another set of reminders is pro- 
vided the agent in the form of verse ap- 
peals. These verses are printed in 








colors on nicely coated paper and are 
written along the type of the following: 


“It’s wise, no doubt, to settle down 
And love your neighbors:—BUT 
The man who makes a hit with us 
Is he who settles UP.” 


A rather effective producer was a red 
and white slip showing a border cartoon 
of Uncle Sam, his arms crowded with 
battleships, telegraph wires and muni- 
tions, while right ahead of him ap. 
peared a pile of “extra bills.” This 
wording followed: “EVERY time it 
becomes necessary to send out another 
bill it makes more work for Uncle Sam, 
who is overworked now. Won’t YOU 
send your check at once and make an- 
other bill unnecessary?” 

Another practical plan employed by 
one of the successful automobile agents 
is in rubber stamping all premium no- 
tices with this wording: “We have dis- 
continued sending collectors after good 
— Please send your check to- 

ay.” 

“These stunts all help to procure the 
backward premiums without giving of- 
fense, which makes them all the more 
valuable. Quoting the words of Vice- 
President Remington, who says: “I 
firmly believe that all premiums should 
be collected on the pay-as-you-enter 
basis right when the policy is written, 
and that thirty days, and never over 
ninety, should be the absolute limit. 
For, when an agent locates a prospect, 
interviews him and even secures his 
signature on the dotted line and then 
either delays or forgets the premium 
he is deliberately adding to the general 
cost of insurance, for such transactions 
are a complete loss in time, money and 
non-essential records. When placing 
an automobile coverage, just as in sell- 
ing lines of insurance, the agent really 
has to sell the proposition twice. Once 
to get the application and again to get 
the check, and the most important part 
of the transaction, to my mind, is in 
getting the check. For the check spells 
commission, prestige and “net results” 
without which the home office service, 
prompt settlement of claims and finan- 
cial backing would be impossible. But, 
while I am a firm believer in allowing 
no premium outstanding over ninety 
days (and in our company we don’t) | 
am also a thorough advocate of collect- 
ing such premiums without offense. 

“T believe every agent should employ 
tact in his premium collections and 
never resort to ‘dunning,’ for such prac- 
tice, while it may get the money may, 
in its application, lose the assured. A 
little persuasive diplomacy along the 
same lines applied in getting the assured 
to sign up the application can help col- 
lect the premium by the agent explain- 
ing how tardy premiums spoil credit 
ratings, increase the cost of insurance 
and endanger the protection. In other 
words, I feel the premium ought to be 
sold the assured in much the same man- 
ner the policy itself was. For to do this 
fattens the agent’s pocketbook, avoids 
much lengthy correspondence and later 
the call of a collector; also blocking 
the unpleasantness of cancellation. 
And when the assured is shown in 4 
courteous manner that insurance is an 
all important commodity well worthy of 
his consideration and promise, just as 
a house or a bank account would be, he 
will pay and pay up promptly. Instead 
of saying to the new policy-holder ‘Oh 
you can pay up any time you get to it 
he should be encouraged right from the 
beginning to pay on acceptance.” 





Have you seen a recent issue of Fire 
Protection? Let us send you a sample 
copy. Send 15 cents in stamps for & 
recent 40-page issue. 229 EB. Sixth street. 
Cincinnati, Ohio. 
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Fyr-Fyter 
Is the panic-proof one great 
extinguisher that ought to 
be in every home, factory, 
office, warehouse, mine and 
automobile. 


It is the only extinguisher 
that combines these advan- 
tages: The handle releases 
by turning either way, there 
are no levers to forget, it 
throws a continuous stream 
and is easy to operate. 


The largest order -ever 
placed for fire extinguish- 
ers was awarded by the 
United States Government 
to the Fyr-Fyter Company 
for 245,013 Fyr-Fyters. 











Many of America’s fore- 


_most Insurance Agencies are 


handling Fyr-Fyter. 


They are making Fyr- 
Fyter profits. And every 
time they sell a Fyr-Fyter 
they render their customer a 
definite and valuable service. 


They realize that it is a finer 


thing to prevent a big fire than to 
pay a big claim. 


So Fyr-Fyter and fire insurance are 


two great services that go hand in hand. 


It is our plan and policy that the 


man who creates Fyr-Fyter sales should have Fyr- 
Fyter profits. 


If you have not written for details 


of our offer to insurance agents you are overlooking 
an opportunity to be of greater service to your clients 
and yourself. 


Write Now! 


The Fyr-Fyter Co. 


Dayton, Ohio 
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The management of the American Automobile Insurance Company from its inceptio 





has insisted on financial stability and permanency. It has assets $2,300,306. Its capitd i 
is $300,000 and surplus to policy holders $467,433. Its surplus and reserves to policy. exper 
holders now amount to $2,114,445. It is interesting to know that the reserves put up asdf get of 
liability by the company on aggregate premium income of $2,482,262 last year amout the lis 
to about 65 per cent. The American Automobile puts up a special liability reserve dl cases 
$505,604 based on the New York State requirements. It is thus seen that this compan claim 
protects its policyholders by every possible financial safeguard. 

The American Automobile writes all kinds of insurance on automobiles exclusively I 


There is no form of automobile insurance but that is found in an American policy. Thufe all ki 
an agent deals with one office involving but one set of accounts, forms, supplies, etc., re. 
ducing his office system to simplicity. The American Automobile has prided itself on it 
satisfactory and quick service to agents and brokers. 










wher 
case. 
The holder of an American Automobile Insurance Co. policy is well covered ali to co 
does not have to deal with adjusters of more than one company. His loss is adjusted a ing v 
once and there is no conflict between two classes of companies as to which is liable. Th pleas 
American naturally assumes liability, under its full coverage policy, and the assured there pert 
fore has his claim adjusted without delay and embarrassment. The American in its nevi bile | 
policy furnishing complete coverage does not require endorsements inasmuch as the indem giver 
nity of various forms is clearly set forth in the policy contract. | 
The American Automobile inaugurated a specialty claim service whereby various 
losses were settled by men expert in their particular line. For instance, one set of men at bed 
just nothing but theft losses. They are experts in dealing with police departments, invest 
gators, thieves and fences for stolen cars. Another set of adjusters handle nothing but co i. 
lision losses. These are expert mechanics who have given particular attention to autom? < 





bile work and deal therefore with the assured and the garage people from the mechanicd 
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Automobile ? 


from the Standpoint of the Automobile Owner ? 
from the Standpoint of the Insurance Salesman ? 
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standpoint. It frequently happens that a repair man will endeavor to convince an assured 
that his damage is much greater than it really is. The American Automobile adjuster; by his 
expert mechanical knowledge, is able to satisfy the assured, as to the extent of his loss. Another 
set of men deal with property damage losses. These men know the law and can tell exactly 
the liability if such exists. Another set of adjusters confine their attention to personal injury 
cases under the liability coverage. They are expert in the law, experienced personal injury 
claim men, highly specialized in their work. Another set of men deal with fire losses. 
These men are expert in determining property damage, cost and value. 


In other words, the American Automobile does not send a general practitioner to handle 
all kinds of losses. It dispatches a specialist in his particular line. 





The American Automobile claim men do a large amount of educational service, especially 
where they find an assured is having more claims than seems natural. They diagnose his 
case. They ascertain the cause of this claim frequency. In almost all cases they are able 


d anti to correct the factor that is responsible for these claims. In other words these men are deal- 

ted al ing with accident prevention and instruct owners and chauffeurs as to the proper care of 
The pleasure cars and commercial trucks. They hold meetings with chauffeurs, giving them ex- 

there pert instruction as to the best means of avoiding injury and loss. The American Automo- 

3 NeW bile has insured more nationally known fleet lines than any other company. It has therefore 

ndem- I given particular attention to the educational feature of automobile insurance service. 

aii The American Automobile was the first company to introduce what is known as “road 


ail bed collision’ under its collision clause whereby the assured is covered in case his car is 
aves ured while colliding with anything, without restriction. Another feature of the complete 
ut coe CVerage of an American Automobile policy is the loss of use under its property damage 
til clause. This is included in the regular property damage coverage. In its theft adjustments 
anicde |S Service to the assured is particularly agreeable, delays being largely eliminated. 
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The National Underwriter 


Agents Advertising Problems 


AGGRESSIVE advertising paves the 
way for selling more automobile in- 
surance, and makes the selling easier. 

The easier it is to sell insurance, the 
lower the cost of selling—the larger 
the possible volume, and the greater 
the profits at the end of the year. 

Here are a few of the tangible results 
that local agents have secured from ad- 
vertising their automobile insurance 
business: 

1. Advertising brought telephone 
inquiries about automobile insurance 
(leading to sale of policies) from peo- 
ple who had been buying their other 
kinds of insurance from the advertiser. 

2. Advertising brought telephone in- 
quiries, leading to business from peo- 
ple whom the agent did not know and 
had never seen. 

3. Advertising made it easy to talk 
and sell automobile insurance to cus- 
tomers of other lines of insurance. 

4. Advertising identified the adver- 
tiser as a specialist in automobile 
insurance, and men buying other in- 
surance from other agents, bought their 
automobile insurance from the adver- 
tiser. 

5. Advertising caused the car owners 
to believe that they had to have at 
least three coverages—the advertiser 
merely clinched the sale of these three, 
and in many cases used the energy 
saved, to sell full coverage. 

6. Advertising has made prospects 
buy cars more cheerfully, because their 
minds were at ease on the subject of 
liability and loss in case of accident. 

7. Advertising automobile insurance 
increased the prestige of the local agent 
who stands out from the rank and file 
as having facilities for automobile in- 
surance. 

8. Advertising automobile insurance 
met quicker and livelier response than 
any other kind of insurance advertis- 
ing, because owners are keen on any- 
thing connected with their cars or op- 
eration. 

9. Advertising automobile insurance 
opens the way to a man’s entire insur- 
ance docket. 

10. Advertising automobile insur- 
ance is particularly profitable now, be- 
cause so few agents are practicing it 
—the advertisers have a tactical and 
economic advantage over the non-ad- 
vertisers. 


A Need for Advertising 


P URELY from the standpoint of 
public interest, there should be a 
great deal more advertising of automo- 
bile insurance to the public than there 
is. The public needs educating on in- 
surance, educating on what kind to buy, 
and where to get it. 

The most pressing need regarding in- 
surance, in this month of April, 1919, 
is for information on automobile in- 
surance, stimulation to buy good insur- 
ance and plenty of it. April, 1919, is 
specified. In April, 1920, when the pas- 
senger car manufacturers Have got into 
large production, when roads are being 
improved and trucks are vastly more 
numerous, when tractor distribution is 
several hundred percent beyond its 
level of this spring—in April, 1920, the 
problem of selling good insurance may 
be quite different. The lack of adver- 
tising now, may put upon advertising 
then, a desperate task. 

It is important that local agents in 
every community get their public into 
the habit of thinking of them in con- 
nection with automobile insurance. 

A local agent, whether in a town of 
500 or a city of a million, can increase 
his insurance business by advertising. 

The local agent’s advertising of auto- 
mobile insurance is, of course, designed 
to stimulate the buying of automobile 
insurance. 

-But the local agent, while altruistic, 


BY BEN S. BROWN 


Benjamin S. Brown is manager of the Kansas City News Service which gathers 
news and special articles for business publications and also conducts an advertising 
agency business. Being well versed in insurance and well educated in advertising 
Mr. Brown is equipped to speak with authority on the subject of automobile insurance 
advertising. He has not, however, depended upon his knowledge for the articles 
herewith, but has taken the matter up with a number of Kansas City agencies which 
have successfully advertised automobile insurance. His article will be of interest 
io every agency that does any advertising and it should be of interest to those officers 
which have not yet awakened to the fact that this is an advertising age and that 
advertising can do a great deal much more effectively and much more economically 
than spoken words. Advertising is not, of course, a substitute for direct soliciting 
nor is it a panacea that will cure all production ills, but it can be employed very 
profitably in the insurance business. Making advertising pay is largely a matter of 
knowing how. Mr. Brown gives the readers of The National Underwriter some 
points, some hints and some suggestions that will help them to make advertising 


help them. 


ought to be this far selfish: That he 
tries to make his advertising bring the 
people to him for their insurance. 

The advertising is planned, therefore, 
to let the public know that HE sells 
GOOD automobile insurance. 

There is a real necessity, in nearly 
every local agent’s office for advertis- 
ing this fact, to the agent’s own cus- 
tomers. 

There was John Jones, local agent; 
and his old-time friend, Henry Smith. 


mind, he wrote me a letter and has 
been leaving these blotters on my desk. 
Sorry, old top—might just as well have 
bought it from you.” 

The “personal element” is a vital one 
in the sale of insurance, in the build- 
ing of an insurance business. But the 
local agent can’t afford to trust his 
whole business to the chances of his 
personal contacts—contacts that might 
fail at the psychological moment. He 
can’t afford to depend on personal in- 





Here’s a secret! 


(Advertise!) 
you'll lose the inside track. 


ness of the customer.) 


ally—why not now? 


mately discover the fact, too. 


motor cars, trucks and tractors. 





H-SH! I won’t tell anybody else—you can use it 
yourself, and grab off the big end of the automobile insurance 
business in your town and county. 


Another secret. For heaven’s sake don’t tell this to anybody, or 
(Automobile insurance advertising leads to other insurance busi- 


These two facts are conveyed in a thus hushed and confidential 
manner, because there may be some valid reason for their being secrets. 
The few insurance agents who do advertise their automobile insurance 
facilities, may resent the. publicity given the idea; they may want to 
work the mine unmolested. But the facts are bound to come out, eventu- 


Unfortunately, the agent who advertises can’t very well keep the 
public in ignorance of his existence and his methods. People can’t help 
finding out that he is advertising—and fellow insurance men will ulti- 


Some of the advertisers among automobile insurance agents are 
eager to see more agents doing constructive, business-building advertis- 
ing. The better the advertising by agents representing good companies, 
the better educated the public will become on automobile insurance, as 
the field enlarges with the rapid increase in the number of owners of 








Smith had insured his house and store, 
his barn, his life, his neck and his val- 
uables, with John Jones—and bought 
automobile insurance of somebody else! 

“Why, it never occurred to me that 
you could sell me that insurance,” 
Smith apologized to Jones. 

“But I told you I did, before you 
bought the car,” Jones complained, try- 
ing to hide his chagrin. 

“Well, I sort of had Robinson in 


terviews to make indelibly all the im- 
pressions he desires to make, on the 
many phases of insurance concerning 
which he can serve his friends. And 
his entire business is threatened, when 
he leaves the way wide open for a 
customer to buy his automobile insur- 
ance elsewhere than from him. 
Jones certainly shows good judg- 
ment if, after an experience of this 
kind, he immediately gets out adver- 











When you think of the conflagration hazard you usually think of big cities. But 
probably the largest wholesale loss ever sustained on motor cars was in the 
Minnesota forest fires last fall. Here are a few of the wrecks left behind by 
the flames. The picture was taken by a member of the Western Adjustment & 
Inspection Company staff. 4 : 


tising matter of his own, to let his cus- 
tomers know that he is always on the 
job ready to sell automobile insurance, 


Getting the Automobile Insurance, Too 


LARGE local agencies are awakening 

to the advantages of selling auto- 
mobile insurance to their clients—and 
the disadvantages of neglecting this 
feature of the business. They are not 
depending on their salesmen to main- 
tain the constant and frequent contacts 
necessary to get automobile insurance 
business when it ‘develops. They are 
sending, in each piece of mail that goes 
to customers, enclosing with each pol- 
icy, whether on merchandise or house- 
hold goods, health or accident, an in- 
sert telling of their facilities for writing 
automobile insurance. 

That these inserts are economical 
means of developing business, is shown 
by the experience of one local agency. 
The manager had not considered it pos- 
sible or profitable to solicit his entire 
clientele for automobile business 
through special visits; it was not the 
custom of the office to see each client 
frequently. The inserts, however, 
brought many telephone inquiries; 
salesmen were sent to explain the in- 
surance—and they got the orders. 
Nearly every call by a salesman re- 
sponsive to the telephone calls, or to 
letters requesting further information, 
resulted in business. It was good bus- 
iness, too—for many of the customers 
were substantial business men, with 
large cars, or several cars, wanting ex- 
tensive coverage. 

A local agent’s clientele on other in- 
surance lines, may thus be advertised 
to directly for automobile insurance 
business; through circular letters, 
through inserts in mail, and through 
= matter sent to this special 
ist. 

The general advertising, not directly 
sent to the list of present customers, 
also leads this clientele to think of the 
agent in connection with their needs 
for automobile insurance. The news- 
paper display, the billboard, the fold- 
ers sent by mail or scattered person- 
ally, the blotters left promiscuously by 
the salesmen, all impress their message 
on the regular customers of the ad- 
vertising local agent. 

The benefits of insurance advertising 
by a local agent operate with ten-fold 
effectiveness in behalf of automobile 
insurance business. This is true, be- 
cause the agent has less control over 
the various factors involved in making 
the sale of automobile insurance. The 
fact can be explained this way: ; 

An agent advertises, exploiting his 
many lines, in order that his name may 
be widely known and himself welcome 
when he calls; that the public may 
become convinced by reiteration, that 
he is the logical person to write insur- 
ance in his town. He advertises to 
impress the names of his reliable com- 
panies, impress his reliability because 
he represents such companies; to in- 
duce the public to buy insurance, and 
buy it from him; to think of him when 
they think of insurance. All this has 
cumulative value. The value is chiefly 
cumulative, the agent finding his busi- 
ness coming easier as the public grows 
into the ideas he has spread with his 
advertising. A man may talk with an 
agent about insurance one day; again, 
a month later—six months later, he 
may buy a policy. The clinching of the 
sale of a health policy, for instance, 
lies almost wholly within the control 
of the agent and the prospect, the 
agent being sure of the influence of 
the various factors influencing the pros- 
pect. 

But the agent doesn’t have anything 
to do with selling this man his motor 





Autom 


a 


bee ha 













Automobile Insurance Number 


fh 1ITTL AL 


“SJCOMBINATION 
PPAUTOMOBILE POLICY 

















ys 




















WHY do Automobile Owners buy AZTNA-AUTO POLICIES? 








ea Because they recognize the absolute financial security of the AX TNA Companies. 
pi Because they know the “ETNA reputation for Real Service and for prompt, 
” fair settlements. 

ised 7 ° 

nee Because they secure Complete Coverage in one policy. 

ugh 

cial 

tly WHY do 4ETNA-izers sell AETNA-AUTO POLICIES? 

the Because the 4ETNA-Auto Combination Policy is a convincing story on automo- 
ws bile insurance—“‘complete in one issue”’. 

: Because ETNA service really builds business for Agents. - 

Po Because AETNA business stays on the books. 

ing 

old 

a: WHY are the AATNA-Auto Companies the largest automobile insurers in the world? 
ng Because over 10,000 loyal ETNA Agents have found that it paysto be A?TNA-izers. 
i Because the clients of these 10,000 Agents have found that it paysto be AATNA-ized. 
me Because “ETNA reputation is built on performance. 
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i For further particulars address 
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: AUTOMOBILE DEPARTMENT 


=| TNA LIFE INSURANCE COMPANY 
=| A’'TNA CASUALTY & SURETY COMPANY 
AUTOMOBILE INSURANCE COMPANY 


Drawer 1341, Hartford, Conn. 
a SIG RI 














16 


car. The agent must have the ground 
prepared beforehand, for selling the 
automobile insurance when the custo- 
mer, influenced by outside conditions, 
happens to be in the market for auto- 
mobile insurance. The prospect for 
accident insurance, admitting that he 
needs it, finally comes to the point of 
buying. The prospect for automobile 
insurance is confronted not by the the- 
ory that he needs insurance, but by 
the condition that he has to have it. 
The car-buyer may have a friend in the 
insurance business, and go to him with 
his problem. The huyer may be im- 
portuned by the car-salesman—as 
sometimes happens—to insure the pur- 
chase with a friend of the salesman. 
Or the car dealer may have an ar- 
rangement with an insurance company 
or with a local agency. Yet these cases, 
after all, form a small proportion of 
the volume of automobile insurance 
prospects. Usually. the car buyer does 
not have his course thus clearly laid 
out for him. He has to think of some- 
body to whom he can go for automo- 
bile insurance. He may think of the 
agent who insured his house. He is 
pretty sure to think of the agent whose 
name has stared at him from billboards, 
blotters, newspapers, folders, as the 
“automobile insurer.” If he knows this 
agent personally, he is pretty sure to 
give him the business. 

It’s to save the business for the agent 
at this critical moment, that advertis- 
ing is especially useful. 


Educational Advertising 


DVERTISING of automobile insur- 
ance should educate the public on 


7 Lene ese ene oeeeememnieminmeeien’ 


two subjects: first, on why the various 
coverages should be bought; and sec- 
ond, on why the insurance should be 
bought from the advertiser. 


The story of automobile insurance is 
so old, to the agent, that perhaps he 
sometimes grows impatient at the leth- 
argy of the car owner. It is mere 
fairness to the prospect, to tell him 
briefly, in understandable language, 
what automobile insurance is. It is 
only fair and a duty of the agent, to 
warn the car owner, emphatically, of 
the hazards of car ownership against 
which insurance protects him. 


The agent, it is objected, does all this 
in his personal interviews. 


Surely—but he can add vastly to the 
effectiveness of his personally-delivered 
message, by printed advertising. With 
newspaper display, letters, blotters, he 
can arouse the prospect to the con- 
sciousness of the need for insurance, 
paving the way for the interview. The 
acvertising, hammering home to the 
prospect day after day the thoughts left 
by the agent during the interview, 
overcomes sales resistance. 


The entire community should be so 
thoroughly “sold” on automobile in- 
surance, that to drive a new car away 
from the salesroom without calling up 
the insurance agent to secure a bind- 
ing policy, would be unthinkable. 


The public ought to know more 
about the service that insurance pro- 
vides. And it ought to know what lo- 
cal agents can best render this service. 
The word “service” is worked to death, 
however; and the insistence of a local 


Be Known as a Specialist—Represent Companies Specializing 


agent on the claim that his office is 
noted for “service” doesn’t get very 
far. All agents give service. But there 
are ways of conveying the impression 
of the agent’s service, without per- 
petrating a bromide. This is how one 
successful local agent does it: He tells, 
on a blotter, the service of insurance; 
his name is on the blotter—he leaves 
the reader to infer that this is the kind 
of service he renders. The people who 
read the advertisement, are pretty sure 
to ask any other agent who solicits 
their business, concerning the items 
mentioned by the advertisement. 


Striking Hot Irons 


f VERY insurance agent knows the 
advantage of striking while the iron 
is hot—going after business with espe- 
cial energy after a casualty, a fire, an 
epidemic. They grow desperate under 
the task of seeing all their likely pros- 
pects at this psychological time. 


There are agents who don’t wait to 
see all their prospects, and personally 
drive home the lesson of a casualty. 
They use advertising to reach all their 
prospects immediately with a hint of 
“What shape would You have been in, 
had this happened to you?” 


Let loose your imagination for a 
moment. Picture a page advertisement 
for fire insurance in every city follow- 
ing a conflagration anywhere in the 
world. Picture a quarter page adver- 
tisement for the particular classifica- 
tion of insurance involved, on the day 
following every front-page story of a 
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casualty, a fire, a death. Imagine other 


display advertisements, appearing in 


the newspapers daily, proportionate in 
size to the gravity or importance of 
the misfortunes (measured by their 
prominence in news stories, and de- 
signed to impress the need for insur- 
ance as a bulwark against the financial 
effects of such happenings. Let’s be 
just practical enough to intimate that 
the advertisements are paid for by the 
local fire, casualty, life, automobile, or 
other groups of local agents whose 
classification of insurance might be re- 
lated to the particular tragedies. 

Local agents would have “talking 
points” every day! 


There’s no branch of insurance for 
which such advertising would be more 
valuable, than for automobile insur- 
ance. No casualty news item is read 
by more people, nor with keener in- 
terest, that reports of casualties con- 
nected with motor cars. Whether a 
man, woman or child owns a car or 
not, the reading of a story about an 
accident, a fire or a theft, suggests (or 
should suggest) the query, “Wonder 
what that cost the owner?” Every 
household has its pet story (or should 
have its pet story) of a friend’s calam- 
ity resulting from accident while driy- 
ing his car (or of his successful emerg- 
ence from a predicament because he 
carried insurance). 


Automobile insurance agents in some 
town will get together some day— 
perhaps two or three will do it, publish- 
ing their names—and buy space in the 
daily paper, to say this: 


“Records show three men, _ two 
women, one child hurt in motor car 
accidents yesterday; three cars dam- 
aged; one burned, thirteen stolen. 

“Do you carry reliable and ade- 

quate automobile insurance in a 

good company represented 
by a responsible local 
agent?” 


Advertising of this kind doesn’t mean 
flamboyant exploitation of the hazards 
due to motor cars. Remember the 
measure of prominence suggested for 
such timely advertising—proportionate 
to the prominence given the subject 
in the news stories. 


Many automobile insurance adver- 
tisers use pictures of wrecks to drive 
home their message; they refer in a 
general way to the danger of fire, theft, 
property damage, liability, collision— 
and press down on the calamity to the 
owner who in such contingencies does 
not have the protection of insurance. 
Their advertising can be made much 
more effective by being localized, by 
using illustrations from their own com- 
munities. The ideal advertisement 
would be the picture of a well-known 
citizen’s wrecked car, with information 
on the financial hazard from which in- 
surance saved him. Every advertise- 
ment can approach this ideal, though 
details of losses and insurance are not 
even though names are not 
used. The purpose of the advertising is 
to “bring home the lesson to the pros- 
pect.” The lesson is brought closer 
home, if the victim, or beneficiary, is 
a neighbor of the prospect. 


Advertising is not a “get-rich-quick” 
device. It is one of the modern instru- 
mentalities for increasing distribution, 
reducing the costs of distribution. 
Insurance has been sold by advertis- 
ing; more and more of it will be sold 
by advertising. : 

But for the local agent, advertising 
is not and probably never will be, a 
sole means of finding prospects, and 
making sales. Advertising multiplies 
the number of impressions his person- 
ality makes on the prospects. It en- 
ables him to reach a large number of 
persons quickly with his message. It 
reenforces his arguments. It estab- 
lishes a state of mind in the prospect. 
under which the most natural thing in 
the world is for the prospect to go to 
the advertiser for his automobile in- 


surance. 
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W hat Kind of Advertising? 


are now using nearly all the 

various kinds of advertising. A 
few agents are using nearly every ad- 
vertising medium, many are using two 
or three. The agent who is beginning 
to blossom: out as an advertiser, may 
wisely select the mediums that will 
reach the largest number of possible 
prospects, at a cost which he is willing 
to pay for a materially increased busi- 
ness to develop in the following year, 
the following two or three years. 

The essential advertising for any 
agent, is a business card, a blotter, a 
folder, or some piece of “direct” adver- 
tising that will help the prospect re- 
member the agent’s visit, or the casual 
introduction. Here are a few sugges- 
tions on various forms of advertising, 
gleaned from the experience of suc- 
cessful advertising insurance agents. 


A ate now ss insurance agents 


1. Business Cards 


A. A business card should be dis- 
tinctive; distinctive either in-quality, if 
a conventional card, or in size, appear- 
ance, color, design, or reading matter. 
It should be a card that will be remem- 
bered, and filed. 

B. Local agents who have adopted 
a slogan, or phrase, or made special 
appeal through a design, trademark or 
abbreviation of their firm name in 
other forms of advertising, may profit- 
ably use such identifying element on 
their business cards. 

C. Many local agents put on their 
business cards, thé names of companies 
represented, which increases their pres- 
tige, they believe. 

D. Every local agent who sells au- 
tomobile insurance, should mention 
that fact on his business card. 


2. Personal and Form Letters 


A. Every “idle’ moment of the 
stenographer can profitably be spent 
writing personal letters to prospects, 
or to men whom the agent hopes to 
make prospects, for the purchase of 
automobile insurance. Forms may be 
devised, to fit classes of persons to 
whom such letters are to be sent,: so 
that the stenographer need be _in- 
structed only as to the particular letter 
to write to names given her, or names 
which she may have the duty of com- 
piling. 

B. Any agents secure names of re- 

cent purchasers of cars, and send to 
them letters suggesting automobile in- 
surance, 
_C. Circular letters (needing only the 
insertion of the name of the person 
addressed) may be sent frequently, em- 
phasizing automobile insurance, to 
various lists. Such letters may be on 
commercial vehicle insurance; sent to 
merchants, transfer men, jobbers, man- 
ufacturers. Another letter, on liability, 
with incidental reference to other in- 
surance, may be sent to the entire 
mailing list. 

In smaller towns, circular letters 
should perhaps include reference to all 
phases of insurance that the agent cov- 
ers; going to farmers, they should 
_ motor cars, trucks and trac- 
ors. 

E. The letter heads should be given 
as careful consideration for their ad- 
vertising value, as the enclosure, or 
the matter written on them. The let- 
ter heads should mention automobile 
insurance. 


3. Folders 


_A. Folders which explain briefly and 
simply, what automobile insurance is 
and does, have been notably success- 
small 


ful as business-boosters. A 


folder, four pages, may not only cover 
the chief elements of the automobile 
insurance service, but emphasize dra- 
matically a few of the particular evils 
that may result from a lack of ade- 
quate insurance coverage. 

B. Folders may also be employed 
for fuller explanation of automobile in- 
surance, six, eight, even ten-page fold- 
ers, of small cost compared with the 
real value to the recipient—and to the 
agent. Folders may be of the testi- 


subject, calling attention to the facili- 
ties of the office for automobile insur- 
ance, for instance. 


5. Blotters 


Many agents firmly believe that 
blctters are far and away the most 
profitable kind of advertising for auto- 
mobile insurance—and for nearly all 
kinds of insurance. Agencies using 








Here’s one of those rare pictures of an automobile burning. 
nants are not difficult to find, but pictures like this are very scarce. 
explains why the stern is always damaged more than the bow. 


from R. A. Buckman, 


monial character, relating cases in 
which car owners have been saved seri- 
ous losses, through carrying adequate 
insurance. They may give suggestions 
tor driving cars or handling cars in 
emergencies. They may be educative, 
not only as to car driving, but as to 
improvement in local regulations af- 
fecting other drivers whose careless- 
ness may endanger the careful driver. 

C. The folders supplied by com- 
panies are useful, bearing the imprint 
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blotter advertising, have been empha- 
sizing automobile insurance heavily; 
every blotter bears reference to the 
firm’s automobile insurance facilities, 
frequently automobile insurance is the 
only class mentioned. The advantage 
of the blotter is that the agent can 
gracefully deliver it personally to the 
prospect, who will keep it on his desk. 
The agent or his salesman can deliver 
a fresh blotter every month, with a 
fresh message—the delivery of the 





The Tornado, not an insurance company, was the carrier in this case. 











The little 


old storm at Cincinnati last year just picked this machine up from the streets 


and landed it on top of some other 


wreckage. Tornado insurance is just as 


necessary On cars as on Other property and just as necessary in cities as in the 


country. 


of the local agent. Far more useful, 
however, are the folders prepared by 
the agent himself—if well done. 


4. Inserts 


“Inserts” are slips, printed on one 
side or both, for enclosure in mail. 
Some agents have inserts suitable for 
enclosure with policies, or a_ size 
around 4 by 9 inches. Others use slips 
to ‘fit into the smaller envelopes. 
Usually such inserts cover only one 





Photo by Underwood & Underwood. 


blotter being the excuse for a fresh 
contact with the prospect. 
Blotters—as Lyle Stephenson has so 
well proved in Kansas City—give op- 
portunity for wide variety of appeal, 
may be as welcome and interesting as 
the features of the Sunday paper, may 
make the agent’s name a “household 
word.” One blotter may be humorous, 
with a comic picture; the next, have 
a touch of tragedy; another, may ex- 
plain automobile insurance; another 
may say nothing at all about insur- 





ance, but bear a striking picture or 
phrase on a local event or a world- 
event—the agent’s name suggesting the 
thcught of insurance. 


6. Directories 


Advertising in the city, the telephone 
and other directories, is a well-estab- 
lished means of publicity for local 
agents. It is important, since the pros- 
pect who knows the agent must have 
a means of discovering his address and 
telephone number, if card or blotter 
may not be available. Black-letter dis- 
play of names, or display advertise- 
ments, in the directories, encourage the 
prospect in the belief that the agent is 
prominent, of high standing. 

The value of moving pictures for au- 
tomobile insurance advertising is just 
beginning to be recognized. The long 
lines of motor cars parked near picture 
shows, suggest the number of real 
prospects that may be reached through 
the film. The cost of such advertising 
is high compared with the direct con- 
tacts that can be made as a result of 
it, but the effectiveness is also high. 
Perhaps no form of advertising gets 
home like the dramatic story in a mov- 
ing picture—and it gets home to the 
children, who will not let the father 
rest until he buys the coverages that 
the pictures indicate to be necessary. 

There are circumstances under which 
billboards may prove very profitable, 
to the city agent, and to the agent in 
the small town. Several agencies are 
paying $100 a month and more, for 
ornate or striking boards, some of 
them illuminated, on trafficways and 
highways. Billboards are valuable ad- 
juncts to extensive advertising cam- 
paigns. 

Souvenirs, calendars, useful items for 
desks, motor car literature—almost 
anything that would interest an Owner 
—may be distributed, bearing the 
agent’s name, as accessory to adver- 
tising, but need not take the place of 
the letters and the explanatory pub- 
licity. There are scores of such 
specialties that have won business for 
local agents, through attracting atten- 
tion, winning favor, performing inci- 
dental service to the prospect for which 
he remembers the agent. 

Newspaper advertising should be 
near the first on the list of advertising 
mediums, for the small town agent— 
and should be used more by the city 
agent, too, as the agent’s facilities and 
volume increase. Some large agencies 
habitually use display space in the col- 
umns of financial advertising, greatly 
increasing their prestige, and improv- 
ing their sales among the more sub- 
stantial business firms which have con- 
siderable lines of automobile insurance. 
So far as possible, every newspaper 
display advertisement should mention 
automobile insurance. 

B. Among the various kinds of 
newspaper advertising that have proved 
profitable to local agents, may be men- 
tioned occasional paid reading notices: 
a line or so in the “business notices” 
departments of city dailies; unique ad- 
vertisements in classified departments; 
amateur poetry with individuality. 

C. Advertisements referring to re- 
cent automobile casualties, diplomat- 
ically worded to avoid vehement 
antagonism of motor car dealers. 

A greater volume of newspaper 
advertising by automobile insurance 
agents—either by individual agents or 
by groups—will have the effect of caus- 
ing a larger amount of casual conver- 
sation on the subject of automobile 
insurance; and may lead to a public in- 
terest in this matter that will result in 
rews stories. 
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In Michigan 
The General Accident 


has helped us to build an organization which 


Agents and Brokers 


refer to as “the office we can always 
depend upon’’—a tribute which we are 
glad to acknowledge and we strive earnestly 
to maintain. 


The new 


Unrestricted Auto Policy 


Mote RE BR 
is a present ‘evidence of this “ dependability” 
and worthy of any agent’s investigation. Any 
possibility of a disputé in the event ofja 
claim is eliminated. Cea ase 2 
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A Word on 
Insur 


Do you know that the General Accident 
is one of the largest writers of automobile 
liability, property damage and collision 
insurance in the world? 


Why? Its policies are free from vexatious condi- 
tions and endorsements so that the agent or broker 
is not embarrassed when a claim arises. 


It looks after its policyholders by giving them 
real service in the settlement of losses. 


The proof of the pudding is in the eating, and the 
best way to test our service is to commence doing 
business with the General Accident. 


You will then find that there is a conspiracy be- 
tween company, general agent and broker to make 
the policy-holder feel happy. 


This is the kind of partnership that spells success 
because it deserves it. 


The General Accident is a world-wide corporation 
and has been writing casualty insurance in the 
United States since 1899. During that time it has 
paid over Twenty Million Dollars in claims. It 
has made a large investment in good-will and this 
good-will is paying dividends of prosperity to 
General Accident agents. 


Remember the General Accident is issuing 
the best policies for automobile insurance 
at the lowest rates consistent with good 
service and security. It will pay you to sell 
its policies. 
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Enjoy Our 


Super Service 


WE give you Automobile Insurance in the General 

Accident —a big, sound company, that settles 
its losses in a way calculated to satisfy your policy 
holders and thereby increase your business. 


Our UNRESTRICTED POLICY covers both 
pleasure and business use without limiting endorse- 
ments or troublesome conditions. 





Orders placed before noon, policies delivered the 
same day. 


Automobile Insurance Specialists 
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In Ohio 


The General Accident . 


Offers us an exceptional opportunity which 
we are anxious to pass along, namely: the 
issuance of a new 


Unrestricted Auto Policy 





The dispute so likely to arise in the event 
of a claim under the new private pleasure 
coverage—‘‘was the car used for pleasure 
or business purposes’’—can not arise under 
our policy, it covers both. 


Agents and Brokers 


want this kind of SERVICE for their 
policyholders. 


‘“‘Confidence Building, Insurance Service’’ 


THE NEALE-PHYPERS{CO. 


General Agents 


The General Accident Assurance Co. 
1240 Huron Rd. CLEVELAND 











20 


Advertising 


Tie be: are two classes of people 
to be reached today with automo- 
bile insurance advertising. 

(a) Those who do not carry any 
protection at all. 

(b) Those who have not adequate 
protection. 

The first class must be treated in 
two ways, first education, and if this 
fails—contempt. If a man is properly 
educated in what a modern policy of 
insurance does for him and then re- 
fuses to provide protection, he is a 
fool unworthy of the attention of in- 
telligent men. He should be pro- 
claimed to his bank and to his creditors 
and his family should be encouraged 
to provide for independent means of 
support when the blow falls on him. 


F ORTUNATELY there are very few 
men in the fool class. Some, how- 
ever, have to be shown and that is 
where advertising comes to the fore. 
The method of: education may be 
many fold. Newspaper, letters, circu- 


lar advertising and first and last the 
personal solicitation. 

Newspapers today afford the most 
direct and least expensive means of 
putting the technical features of auto- 
mobile insurance before the people. 
Big space should be bought and real 
American English should tell so that 
all who read may understand just why 
insurance is necessary and what insur- 
ance provides. Tell the story correctly, 
clearly, but without too many words. 
Have a page advertisement properly 
written by someone who knows and 
then let all the agencies in the com- 
munity sign the advertisement and pay 
for it pro-rata. The usual plan of each 
agency in a locality taking its own little 
punch at the public and each bit of 
copy written in a hurry by someone 
without much ability, misleads the pub- 
lic and does not give to the subject 
matter the dignity and force it needs 
to “get across.” 


AM much in favor of cooperative 
publicity in automobile insurance. 


Automobile 
Insurance 


One full page once a week, written with 
punch and properly set up is worth 
fifty quarter pages of poor material 
run daily by the different agencies. 

This cooperative advertising can 
then be followed up by personal let- 
ters, telephone calls to selected lists 
of prospects, circular letters to a larger 
mailing list and a constant campaign 
of personal interviews, with a man 
sized talk filled with facts and ending 
with the determination “to close him 
or bust.” 


| NADEQUATE protection is almost 
as bad as no protection. Advertise 
in the cooperative way in one piece of 
copy the advantage of increased limits. 
Show why a ten thousand individual 
limit is better than five. Tell the ad- 
vantage of loss of use coverage. Fully 
explain collision in its many phases, 
but do all these things in a big enough 
way that they have dignity. 

The quarter page space for our par- 
ticular subject is wasted. The indi- 
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Cooperatively 





* lieve V. BRUNS is one of the 
strong local agents of the country. 
His agency at Syracuse, N. Y., is prob- 
ably as well advertised as any agency in 
the country. Mr. Bruns has been ham- 
mering at it for several years and suc- 
ceeding. He has used newspaper, street 
car, billboard and direct by mail matter. 
He has probably had as much experience 
with insurance. advertising as any local 
agent in the country and his remarks 
about automobile insurance are based on 
a real knowledge of the needs. Mr. Bruns 
is very active in the National Association 
of Insurance Agents and his address at 
the St. Louis convention in 1917 was one 
of the most interesting ever heard before 
the organization. 

Mr. Bruns says in regarding this plan 
for co-operatively advertising automobile 
insurance: “We haven’t been able to put 
it across in Syracuse yet, so I can’t give 
you any copies of advertising, but we are 
going to do it before the season is over.” 


vidual agent trying to educate the 
world is silly. 

Each community of agents must get 
together and put its advertising cam- 
paign under the direction of a paid in- 
dividual or a committee who can and 
will prepare facts in a readable, at- 
tractive, brief form and then each 
agency should pay its small share of 
the expense and reap a big return for 
the effort and investment. 


Where and Where Not 


Advertising has its hows, 
whys and wheres. ; 

Advertising automobile insurance is 
not different than other forms of ad- 
vertising. 

In considering the wheres, it has 
been pointed out that two “mediums,” 
which are excellent for advertising cer- 
tain things, are not the real goods for 
advertising automobile insurance. One 
of these mediums is street cars, as au- 
tomobilists ride in automobiles, not 
trolleys. Another medium that should 
probably be taboo is the moving pic- 
ture screen, for automobilists are mov- 
ing about on wheels while pedestrians 
are watching the slides. ~* 

Direct by mail, newspapers and judi- 
ciously placed poster advertising are 
probably the best adapted for automo- 
bile insurance advertising. 


whens, 


Automobile insurance may be a_side 
line with some, but it’s a main line direct 
to many kinds of insurance for many 
agents. 


Every one of the fifty-two weekly is- 
sues of The National Underwriter during 
the year contains a department of auto- 
mobile insurance news. 


\a 















Automobile 
Insurance 


alarming increases reported of fires, thefts 
and collisions of motor cars. Then write to 


, 
Glance over the evening papers. Note the 
the nearest General Agent of the 


_ | Hartford Fire Insurance Company 


Hartford, Connecticut 


C. S. Timberlake, General Agent 
Hartford, Conn. 


” W.R. Prescott, General Agent Dugan & Carr, General Agents 
Atlanta, Ga. Chicago, Ill. 


Dixwell Hewitt, General Agent 


San Francisco, Cal. 


Hartford agents are equipped to sell automobile 
owners complete insurance, for the policies of 
the Iwo Hartfords include Fire, Theft, Collision, 
Full Liability, Property Damage, Tomado, 
Cyclone, Earthquake and Accidental and Ex- 
ternal Discharge of Water. 
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Are you ready for the spring automobile rush? 


THE HARTFORD FIRE INSURANCE COMPANY 
THE HARTFORD ACCIDENT AND INDEMNITY COMPANY 
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How the Business Is Socal 


UTOMOBILE insurance  sales- 
manship, like the selling of the 

- car itself, is a matter of personal 
solicitation. 

Few automobiles are bought. Nearly 
all are sold by the live agent. John 
Smith may have decided to buy a car, 
and that he is willing to pay $1,000 for 
it; but in the last analysis it is the 
agent who can convince Smith that the 
car he sells is the one Smith wants, or 
that a $1,200 or $1,500 car is better 
suited to Smith’s needs, desires or 
position, that makes the sale—and 
Smith is merely the vehicle for the 
— of the agent’s selling abil- 
ity. 


Se it-is with automobile insurance. 
Smith, having been induced to take 
the car the agent wants to sell him, 
and having heard that theft is the 
hazard most to be guarded against, 
with fire close in the running, decides 
to take out a little fire and theft insur- 
ance. This, of course, assuming that 
the live agent didn’t begin the process 
of Smith’s education even before the 
mementous purchase had been made. 
And when he applies for this cover- 
age, the insurance man begins to teach 
him what protection really means and 
what protection he must have. 

In practice, the details differ some- 
what from the foregoing. Selling the 
insurance begins, in most instances, be- 
fore the sale of the car is completed; 
perhaps even before the decision is 
reached as to the make, type and price 
of car to be sold. By the time the 
car is transferred to its new owner, de- 
cision usually has been reached as to 
the amount and kind of coverage. 


THE first essential to the conduct of 
“a successful business in automobile 
insurance is to establish confidential 
relations with the automobile dealers 
of the community. The live agent al- 
ways does this—and the more promi- 
nent and active the car agency, the bet- 
ter. Through the dealer the insurance 
man learns that Smith is planning to 
buy a car, probably a certain make, 
about such a price. He or his solicitor 
goes to Smith, and a conversation 
something like this ensues: 

I hear you are going to buy such 
and such a car.” It may pea Paige or 
a Packard; the process is much the 
same. 

“7 haven't bought a car,” says Smith. 
He is trying to “stall”—throw the 
3 “ ‘yr track. 

ell, near you are goi 
such and such a ae ee erga 

“Who told you that? 
you get your information?” 

But the insurance man must protect 
the dealer, and fends with, “Well, I 
heard it, and it comes pretty straight. 
What are you going to do about insur- 
ance?” 

Smith doesn’t know. He has 
“ 4 
thought about” taking out a little fire 
and theft insurance, and he “guesses” 
or “reckons” that will be about all— 


and then the agent begins his educa- 
tion. 


Where did 


[Tt is a good thing to solicit the car 

Owner, or prospective owner, for 
complete line of coverage. Fire and 
theft insurance are only a good be- 
ginning, but without liability insurance 
they do not make a complete founda- 
tion for the protection structure. Col- 
lision insurance is exceedingly neces- 
sary. 

Smith objects to taking out collision 
cover on the ground that he is a care- 
ful man, does not or will not do any- 
thing to bring about a collision. The 
live agent will impress on Smith that 
while that is true—evervone knows 
Smith is the very acme of carefulness 





BY CAPTAIN 


—all Smith’s care cannot avail against 
the recklessness of others. Properly 
brought home, this will convince Smith 
that he cannot get along without col- 
lision insurance. 

Property damage insurance is per- 
haps less important than collision in- 
surance, and Smith again demurs, once 
more citing his own carefulness. He 
is willing to concede the necessity for 
collision insurance, but he, at least, will 
not damage the property of another. 

_ Here the finesse of the agent comes 
in. 
There are many cases of collision or 


.other accident in which the question of 


damage to property can be settled only 
in court. A jury may or may not find 
that Smith caused damage to another, 
but the property damage policy takes 


PAUL MASON 


the one with which he will have it or 
them written. 


SSUMING that a first-class policy 

in a first-class company is being 
written, it is a good thing to show the 
car owner that his policy covers: 

Against loss by fire arising from any 
cause whatsoever anywhere within the 
limits of the United States and Canada, 
and can be extended when required to 
cover in foreign countries; 

Includes risk of fire 
within the machine; 

Against loss by theft of the automo- 
bile and its equipment; 

Against loss by the stranding, sink- 
ing, collision, burning or derailment of 
any conveyance transporting the auto- 
mobile by land or water; 


originating 








AIN’T IT A GRAND AND GLORIOUS FEELING—? 














After You Have Run into a Wagon, and the Horse is Looking at You Reproachfully, and 
the Farmer is Wondering How Long Your Purse is—If the Strong Arm of Insurance Reaches 
Down and Says: ‘‘We’re Behind You! *” OH BOY! 





Repri: ted from “P; 4 





tion,” issued by the Travelers. 








off of Smith’s shoulders the possible 
necessity to defend such a case. In 
most instances the wide-awake agent 


can convince Smith that the protection 
afforded is worth all it costs. 


HERE is no question about the 

necessity for liability insurance. It 
is accident insurance, pure and simple, 
and is one of the three foundation 
stones essential to the stability of the 
automobile insurance fabric. Little 
argument is necessary to convince 
Smith that he can’t do without it. 

But it is not only in the amount and 
kind of coverage that the multitudinous 
Smith should be educated. The con- 
scientious agent will explain to him 
exactly what the policy means, and 
just what he may expect in event he 
makes a claim. He should be told that 
he cannot take out collision and prop- 
erty damage insurance independently; 
that either or both of them must be 
written in conjunction with the fire 
and theft policy or the liability policy, 
and why. He can choose for himself 


Can be extended to cover personal 
effects. 

No complicated explanations are nec- 
essary to make the car owner under- 
stand collision insurance and property 
damage insurance. The former covers 
damage to the insured automobile itself 
caused by collision with another ob- 
ject. The latter covers the legal liabil- 
ity of the assured for damage to the 
property of others, caused by collision 
of the insured automobile with another 
object. 


| almost every instance, assuming 
that Smith is not “buying his car 
on a_ shoe-string’—that he is finan- 
cially able to own and properly main- 
tain a car—his complete understanding 
of what protection is afforded by each 
kind of insurance, particularly if the 
agent’s explanation is accompanied by 
a citation or two of cases in which the 
policy justified itself on the filing of a 
claim, is all that is necessary to con- 
vince the car owner, or prospective 
owner, that he needs just that kind of 


protection, and to the greatest amount 
obtainable. 

When he has arrived at this conclu- 
sion, he is sold; the writing and de- 
livery of the policy and collection of 
the premium are mere physical details. 


HERE is no difference of method 

between the getting of pleasure car 
business and that of writing commer- 
cial trucks, and the only difference be- 
tween complete transactions involving, 
separately, the two types of car, is that 
the commercial trucks are eligible to 
what is known as fleet insurance; that 
is, the writing of one policy to cover 
all the trucks used by one concern. 
This is a mere matter of convenience 
to the assured, so far as initial advan- 
tage is concerned, but it has some 
minor advantages that the live agent 
can turn to his own account in getting 
business. 

Fleet insurance is written to cover 
the trucks owned by one concern, if 
they number 10 or more or if, number- 
ing less than 10, they had an original 
value of $15,000 or more. Under nor- 
mal conditions they are subject to 
standard schedule rate, but can obtain 
a special rate under certain conditions. 
For instance, if the owner of the cars 
maintains a repair shep in which at 
least one mechanic is regularly em- 
ployed exclusively in repairing, over- 
hauling and caring for the cars of the 
fleet, a credit is granted. 

The insurance history of the cars 
also has a bearing on the rate. The 
owner files a statement as to what 
companies wrote his fire and theft in- 
surance the year before the applica- 
tion was made, and also the year be- 
fore that. If the insurance experience 
was good, he may obtain a credit on 
the strength of it; if it was disastrous, 
he may be penalized by a charge. 

He must also file the location of 
storage and the contents fire rate of 
that location. 

This information goes with the appli- 
cation to the territorial conferences 
and with all the data before them, the 
conferences fix the rates, which may be 
materially below the normal schedule. 
In some states they must be approved 
by the states before they can be pub- 
lished. 

Between the increased efficiency of 
the cars themselves and the credit in 
the rate, a progressive agent should 
be able to convince his prospect that 
it would be a profitable thing to estab- 
lish his own repair shop with a good 
mechanic in charge; and this form of 
service should clinch the business for 
the agent. 

The owner of the trucks may have a 
car or two, or even more, of the pleas- 
ure type, which he wishes to include 
in his fleet policy. This can be done 
if he will have his name or advertise- 
ment painted plainly on both sides of 
the car. The theft hazard is much 
more severe with the pleasure type of 
cars than with the commercial truck, 
and the painting of the name or ad- 
vertisement on the ‘side is regarded as 
nullifying the increased hazard. Oth- 
erwise these cars must be insured sep- 
arately, under the regular forms. 


SERVICE to the assured, in event of 
a claim, is subject to various inter- 
pretations. The average agent is apt 
to lean toward the assured, rather than 
toward the company, in adjusting a 
loss, because in the assured there 15 
the prospect for more business, where- 
as the company is only the vehicle 
through which the agent secures his 
commission on that business. 

Some agencies maintain adjustment 
departments, with men in charge who 
by training and experience are as wel 
fitted to see that exact justice is done 
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between the company and the assured fair thing and intend that the fair amount to be paid will be merely a Joe Miller Motorized 


as any independent or company ad- thing shall be done.. physical detail, rather than a struggle S. E. Dan—Well, I’ll have to charge 
juster. But these are comparatively In a sense, the agent’s service to the of wits. up a $25 Persian cat to the upkeep of 
scarce. Anything that might be said assured, in event of a claim, should my car this year. 


to the effect that the agent’s service begin before he sells the policy. His AU SOMOBEE insurance is a good R. O. Adster—How’s that? 
to the assured is to see that he obtains education of the prospect, up to the line to carry in all its branches. S. A. Dan—Well, I locked her up in 
what is his due, but no more, would point of purchase of the insurance, Diversity of underwriting is the mark the garage last night and this morning 





near Pipestone, Minn., after the machine had slid down an embankment when a rain washed 
out part of the road. The illustration was originally published in the house organ of the 


\ A At left is a little evidence of what early spring driving may do to a car. The picture was taken 
. Merchants Life & Casualty of Minneapolis. 











Above is the corpse of a Peerless—new and insured one day and smashed the next. It just col- 
lided with another car at a crossing in Little Rock, Ark. The picture is from the Maryland 
Casualty “Budget.” 
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be — — - it includes all there should consist in imparting such com- of the progressive agency. The insur- all I found was a few pieces of fur and 
is to be said. s the companies pay plete knowledge of what the policy ance agency that writes merely fire, Some bones. 

the adjustment fees in any event, the covers and what will be done under li vations te seeanbe phos aia R. O. Adster—What do you suppose 
service of the agent should be to as- the policy in event of a just claim, that S age ; : happened? 
sure the claimant that both the com- the assured will feel his interests are falls behind in the race for business, S. E. Dan—Oh, I presume the radia- 
pany and the adjuster want to do the in safe hands, and that the fixing of the dries up and becomes a back number. _ tor. 














FOR MORE THAN HALF A CENTURY THE NAME OF HANOVER HAS 
BEEN SYNONYMOUS WITH FAIR DEALING AND HONEST SERVICE IN 
FIRE INSURANCE. 


ITS MANAGEMENT HAS ENDEAVORED TO FOLLOW A PROGRES- 
SIVE AND CONSERVATIVE BUSINESS POLICY. 


RECOGNIZING NONE OTHER THAN THE BEST PRINCIPLES OF UN- 
DERWRITING WE OFFER FACILITIES FOR COVERING THE HAZARDS OF 
FIRE, THEFT, TRANSPORTATION, COLLISION, TORNADO ON MOTOR 
VEHICLES, INCLUDING TRACTORS. 


AGENCY REPRESENTATION OF THE HANOVER FOR AUTO.- 
MOBILE BUSINESS OR GENERAL LINES IS DESERVING OF YOUR 
FULLEST CONSIDERATION. 


HANOVER FIRE INSURANCE COMPANY 


HOME OFFICE 
NEW YORK CITY 
Western Department Pacific Coast Department 
CHARLES W. HIGLEY, General Agent SELBACH and DEANS, General Agents 
CHICAGO SAN FRANCISCO 
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PRORIA LIFE |: 


INSURANCE COMPANY | 











Peoria, Illinois 








s A Farm Mortgage 
Behind Every Policy 
















Includes LIFE Insurance 


AGENTS—Are you overlooking something ? 


26 PER CENT Of the successful Life 


Agents are drawn from 
the ranks of the General Insurance Men. 











That is not merely a tip to LIFE Companies. It is also a tip to LIVE Agents. 


You Can Sell Life Insurance 
to Your Present Customers 


But you cannot sell BETTER Insurance than 
that in the PEORIA LIFE because there is none. 


A Farm Mortgage Behind Every Policy 


Some Points About Our Company 








We insure both men and women on equal terms. 6. We guarantee to save four premiums on a 20-pay 


We sell both participating and non-participating policy and give dividends besides. 


policies. 7. We sell the best income policies. 


We insure total abstainers at reduced rates. 8. Death claims are approved within 30 minutes of the 


We give real help to agents. proof received and check is sent out immediately. 


- - > 


Our policies are up to the minute. 9. Our contract is all that an agent can desire. 


PEORIA LIFE 


INSURANCE COMPANY 
PEORIA, ILLINOIS 
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The National Underwriter 


Compulsory Liability Insurance 


first advocated the introduction of 

a compulsory automobile liability 
insurance measure before the Illinois 
legislature, but my home office friends 
were nearly frightened to death, and 
entreated me to go no further with the 
matter. “The lawmakers of our vari- 
ous states, and the public, do not look 
with favor upon bills introduced by or 
through insurance interests,” they told 
me, “and the business, as a whole, will 
suffer less if we leave the lawmaking 
entirely to the lawmakers and the poli- 
ticians, and let them draft their own 
measures.” 


A BOUT four years ago, the writer 


|t seemed to me then, as it does now, 
that this Tolstoian policy of non- 
resistance, is about the most asinine 
thing that the insurance fraternity can 
do. As practiced in the past, particu- 
larly as regards workmen’s compensa- 
tion legislation, the insurance fraternity 
sat calmly by as almost disinterested 
spectators, while every antagonistic in- 
fluence was openly at work, writing 
into the various state laws, conditions 
upon conditions which make it almost 
impossible for stock companies to in- 
sure the given hazards under the laws, 
even in the states where the stock com- 
panies are not discriminated against. 

Had the insurance brains of the coun- 
try asserted their intention of being 
heard in the councils of deliberation 
preceeding the drafting of the compen- 
sation laws, and being recognized by 
practically every employer of labor as 
the most reliable source of accurate in- 
formation so fundamentally necessary 
in the enactment of social legislation, 
they would have come through the 
compensation enactment period with 
flying colors, and few if any state funds 
would have found favor with the legis- 
lators. 


‘ha the compensation experience hasn’t 

taught the insurance fraternity to 
attend to our own business instead of 
permitting our friends, the opposition, 
to attend to it for us, we are just plain 
fools, and the greatest of all teachers, 
experience, has had a big dunce instead 
of an apt pupil for a scholar. 

In other words: Are the insurance 
interests still blind to the evils attend- 
ant upon the practice of taking no 
initiative or part whatsoever in the 
creation of sentiment first and legisla- 
tion afterwards, looking towards the 
enactment of fair laws? Are they still 
content to “insuré given hazards under 
established laws,” when the assumption 
of liability under unscientifically framed 
and politically administered statutes 
jeopardizes the very existence of stock 
insurance? 


fF VERY line of business, every trade 
association, every society of organ- 
ized labor, even the farmers of our 
state and nation, have trained repre- 
sentatives who advance the interests 
of their fellows whenever and wherever 
legislation is framed which in any way 
affects or interferes with the conduct 
of their legitimate business pursuits. 

Why then should the insurance fra- 
ternity hesitate a single moment to 
champion their cause before the public 
and before the lawmaking bodies of our 
states? Isn’t it about time that the 
jelly-fish brethren stiffen their back- 
bones and become progressive in their 
own interests? 

Of course, the ostrich type who hides 
his head and waits for the storm to 
blow over will always be with us, but 
even they will ultimately share in the 
benefits of a clean cut, open and above 
board campaign of publicity and educa- 
tion. 

And delay is almost fatal, as evi- 
denced by recent events in Ohio. The 
opposition, cunning, crafty and alert 
had a most unfair and monopolistic 
measure before the legislature, before 


BY WILLIAM M. LAWSON 


William M. Lawson is a member of the Smith-Lawson-Coambs Company, general 
agents at Chicago of the Georgia Casualty Company. Prior to the establishment of 
this agency in 1915 Mr. Lawson was connected with the Frankfort General in Chicago, 


having served in various capacities until he became branch manager. 


He is well 


known for his live publicity efforts and his success in getting action with advertising 


and circular matter. 


the insurance fraternity were half 
awake to the situation, and if the law- 
makers of Ohio are fair minded men, 
and inclined to give some consideration 
to the representations of the thousands 
of citizens engaged in the legitimate 
business of insurance in that state, 
without railroading or otherwise put- 
ting through the opposition bill, they 
will prove to be the exception and not 
the rule, in such instances. 


HE companies, and agents should 
lose no time in preparing uniform 
drafts’ of bills for introduction in the 
various state legislatures, providing for 
compulsory automobile liability insur- 
ance, and prescribing the methods of 
protection for the car owners. 
A few years ago the country was pos- 
sessed of a sudden determination to 


this army of uninsured cars really 
means. There are in Illinois alone, 
about 350,000 pleasure type cars. At 
least 200,000 of these car owners are 
operating their machines without liabil- 
ity insurance of any kind, and over 50 
percent of them, or 100,000 owners, are 
financially unable to pay even a small 
judgment for personal injuries. Think 
of it! 100,000 cars in daily use on the 
streets and roads of Illinois, and not 
one of the owners is able to compensate 
the poor, unfortunate victims who are 
killed by the hundreds and injured by 
the thousands in Illinois alone each 
year. Can you imagine anything more 
unjust, unfair or unfortunate? 


ANP what is the remedy? We cannot 
prevent the owners from using their 
cars after the state has licensed them 





THE BEST TREAD 


Reprinted from “Protection,” the Travelers house organ. 


eliminate human carelessness in indus- 
try and general business with one fell 
swoop, and “Safety First” organizations 
were formed everywhere. Much good 
resulted from this agitation, but the tre- 
mendous toll of human lives entailed 
through the increasing use of automo- 
bilessshowed no diminution whatever. 
To the contrary, it increases year by 
year, closely following the increase in 
number of cars in use, until the motor 
car, so absolutely necessary in the con- 
duct of business today, has almost 
become a public menace. 

And since injuries and deaths multi- 
ply and increase, in spite of all efforts 
to decrease and eliminate them, we 
must of necessity take cognizance of 
the evil, and endeavor to correct or at. 
least alleviate it in some way. 


P to this time, no state has at- 
tempted to provide compensation for 

the hundreds and thousands of unfor- 
tunates who have been injured or killed 
by automobiles, where the car owners 
carried no insurance against personal 
injuries, or were financially unable to 
pay even a small judgment rendered 
against them. The car owners who do 
carry liability insurance, are persons of 
means, ninety-nine cases out of each 
hundred, whereas the uninsured car 
owners, feel no need for protection 
against something they do not possess. 
Just pause a moment and think what 


to operate them. Nor can all the in- 
surance companies in the world induce 
the owners to carry liability insurance. 

Since the entire population. of Illinois 
is endangered through this constantly 
increasing menace, the remedy lies with 
the lawmaking body of the state, 
through compulsory automobile liabil- 
ity insurance. 

Enact a law compelling every car 
owner to provide protection for the 
citizens of Illinois before a license to 
operate a car is granted the owner. 

Every citizen of Illinois admits the 
immediate need of such a law. Every 
honorable car owner will champion the 
movement, and only the unreliable, ir- 
responsible car owners will find any ob- 
jection to this fairest of all legislation. 

Every newspaper in America will ad- 
vocate the passage of such a law, and 
all the insurance fraternity has to do 
is to get busy right now and give pub- 
licity to their efforts to advance this 
much needed protection for the public. 


THE methods of. providing the neces- 
sary protection for the car owners, 
will undoubtedly be patterned after the 
various workmen’s compensation laws, 
and right there is where we must line 
up and educate the public and the pub- 
lic servants against false penaceas, and 
in favor of sound stock insurance. 
Some of you may ask whether the 


statute that will compel every car 
owner to provide compensation for any 
and all personal injuries caused by or 
through the operation of his automo- 
biles? Without a doubt, they are. 


MAXY of the states have established 
a precedent by enacting laws com- 
pelling employers of labor to provide 
compensation for injuries to their 
workmen, and removing the old, un- 
fair and antiquated laws of master and 
servant. And these same states have 
established the amounts which are to 
be paid to injured workmen, and in ad- 
dition thereto, have written into the 
statute books certain, specific methods 
of providing for the payment of such 
benefits. The methods prescribed are: 
Through licensed stock insurance com- 
panies, mutuals, state funds, by means 
of approved -bonds, or proof of finan- 
cial responsibility. And in 75 percent 
of the cases, the employers of labor 
have decided to avail themselves of the 
privilege of protection through stock 
company insurance. 

The various workmen’s compensa- 
tion laws of the different states provide 
maximum death payments of from 
$3,000 to $5,000. 


F IFTEEN years ago, the Illinois leg- 

islature passed a law placing a 
value of $10,000 upon a human life. 
This did not include employees. Un- 
doubtedly, many other states have 
similar laws. 

Is there any reason therefore, why 
the lawmakers who have placed a much 
higher value upon the lives of the pub- 
lic than upon the lives of employees, 
should not surround the public with at 
least the same protection as that given 
to the employees? And can you con- 
ceive of a single good reason why the 
methods of providing for the payment 
of compensation to injured persons, 
should not be the same as that provided 
by the workmen’s compensation law? 

There isn’t a sound argument against 
such a measure, and the insurance fra- 
ternity need have no fear but that the 
common sense of the average car 
owner will cause him to purchase pro- 
tection from the stock companies, just 
as the employers have done under the 
workmen’s compensation law. 


VW ITHIN the next few years, the 
present method of soliciting and 
writing automobile liability insurance 
will be completely changed. Every car 
owner will be compelled to protect the 
public through insurance of some kind, 
and when the number of automobiles in 
America is twice what it is to-day, and 
every one carries a LIABILITY IN- 
SURANCE POLICY, the agents who 
are building their organization for 
larger things to follow, will find the 
soliciting of automobile insurance much 
easier than it is today. We are soon to 
pass from the happy-go-lucky auto- 
mobile period, to the more = sys- 
tematized, uniform stage. 

The present menace of the motor 
car, that uncompensated toll of death, 
injury and suffering which is caused so 
largely by the indiscriminate issuance 
of licenses to any and all car owners, 
without regard to their ability to pay 
damages to worthy claimants, will soon 
be replaced by the new order of things. 
and the car owners, the public, the 
legislators, the courts, in fact everyone, 
will welcome the change. 

This subject of compulsory automo- 
bile insurance is without doubt the big- 
gest thing on the insurance horizon, 
since every state will soon have awak- 
ened to its sense of duty to the poor, 
unfortunate victims of the motor Car. 
It is so big, so full of immense poss 
bilities, that you will readily agree with 
me that automobile insurance at pres- 
ent is a mere toddling infant as com- 


legislature is empowered to enact a pared with ten years hence. 
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GLOBE & RUTGERS FIRE 


INSURANCE COMPANY 


111 WILLIAM STREET, NEW YORK 





JANUARY 1, 1919 


ASSETS 


Real Estate........................ $78,975.00 
Bond and Mortgages.......... 258,400.00 
U. S. Liberty Bonds............ 3,752,000.00 
Government, City, Railroad 

and other Bonds and Stocks 20,202,264.00 
Cash in Banks and Office... 2,497,039.66 


Premiums in Course of 





Collection....................:0668- 3,296,255.89 
Interest Accrued........... Lobia 217,287.32 
Due on Account Re-Insur- 

ance Loss Account............. 87,247.68 

$30,389,461.55 








LIABILITIES 
Ose op spc vances gaa s $ 700,000.00 
ee . §8,824,000.31 
Re-Insurance Reserve ........ 11,501,123.24 
Losses in Course of Adjust- 
en os te ek ckui 3,910,338.00 
Commissions and other 
SR iiss ceks oak hecehcce 5,454,000.00 
$30,389,461.55 


SURPLUS TO POLICY HOLDERS, $9,524,000.32 





E. C. JAMESON, President 


LYMAN CANDEE, Vice-President 
J. H. MULVEHILL, Secretary 

W. L. LINDSAY, Secretary 

M. J. VOLKMANN, Local Sec’y 


W. H. PAULISON, Vice-President 
A. H. WITTHOHN, Ass’t Secretary 
J. D. LESTER, Ass’t Secretary 
G. C. OWENS, Ass’t Secretary 











AUTOMOBILE 


DEPARTMENT 


L. R. BOWDEN, Manager 
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Plans That Place Policies 
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surance one must in a measure em- 

ploy the same mental force that a 
traffic policeman applies materially—to 
get right up in front of the driver and 
shout STOP! Your proposition must 
be forceful and convincing enough that 
it will have the same effect on the pros- 
pect as the traffic man’s upheld hand 
has on the daily stream of cars, pleas- 
ure and commercial. A man may be 
talked into life insurance, persuaded 
through fear to take out accident pro- 
tection, swayed by law to accept liabil- 
ity coverages, but automobile insurance 
must be sold. 


ORKING on this basis there is a 

rather successful premium  pro- 
ducer in New England who, in the 
course of a year, places a tremendous 
amount of automobile liability insur- 
ance. This particular coverage is his 
feature. Naturally willing to write fire 
and theft, collision or loss of use, he 
endeavors to place all lines wherever 
possible, but as a “lead” and a “feature” 
he sticks successfully to the personal 
liability coverage. It is his claim that 
by once placing this line he can eventu- 
ally ring in all the other affiliated cov- 
erages whereas if he placed fire and 
theft first, or even collision insurance 
first he could hardly get the remaining 
lines. The personal liability coverage 
being the hardest to place with new 
motorists because of its high premium 
it would seem a difficult line to feature. 
yet this energetic agent makes the se- 
lection a profitable one. 


| T isn’t the increased commission he 

receives from combing a larger pre- 
mium that prompts him to push this 
line, it is the principle of giving the as- 
sured the very best protection at the 
outset. Here is a typical line of argu- 
ment used by this particular agent illus- 
trated in this fraction of a letter. It is 
a reply to the request of a client who 
had just purchased a car and desired the 
best form of insurance $30 could get 
him. The agent was sufficiently ac- 
quainted with the man to know his 
financial limits and therefore did not 
impose by suggesting all coverages too 
strong, although his reply skilfully 
brings out the hint: 


It is very pleasing to know that you 
have purchased a car and I know you 
will get a lot of good enjoyment out 
of it. Some time try a trip out 
through the Hollywood Ravine Road 
if you want a real enjoyable trip. 

Relative to the insurance I would 
suggest a Personal Automobile Lia- 
bility Policy which for your particular 
car can be secured for $31.50. This 
form of insurance will PROTECT 
you against all damages, suits, claims 
or legal troubles arising from acci- 
dents YOU are responsible for. 


Ts successfully place automobile in- 





By CLARENCE T. HUBBARD 


My reason for suggesting this cov- 
erage in place of Fire, or Theft, or 
Collision, is this. YOU know the 
value of your car. In the event of a 
fire, or a smashup, or a theft you 
would merely be out the value of your 
car. While this would be a neat 
little loss which you could easily 
avoid by taking out additional insur- 
ance with us it is nothing compared 
with the LOSS you would be up 
against if by accident you jammed 
into the other fellow, ran over a child 
or bumped someone at a crossing on 
a foggy night. There is no telling 
what limit the victim might go to 
sue you. You might lose your entire 
fortune, house, property and bank 
balance in the deal. So I have ar- 
ranged a Liability Coverage that will 
fully PROTECT you against all these 
dangers up to $10,000. I will call 





evolved the idea of printing up some 
imitation license numbers on a smaller 
scale which he distributed to boys hav- 
ing small foot power automobiles. 
These license numbers were eagerly ac- 
cepted by the younger boys who 
promptly hung them on their car. The 
value of these cards came in the fact 
that the boys showed them to their 
parents which was all good publicity in 
favor of the agent, inasmuch as his 
name appeared in the corner, while the 
license number was his telephone num- 
ber. 


ANOTH ER quite successful developer 
of automobile insurance relies on 
his “scrapbook” to bring in business. 

This salesman is more of a “family” 
man. He does not specialize entirely 
in automobile insurance—his line is life, 
accident and health and automobile 
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next week and show you the policy. 
In the meanwhile if you wish to in- 
crease the limits to $20,000 and add 
fire and theft, let me know. 


The assured in this case lived out 
of town and could not be reached in a 
few minutes’ ride. So the letter turned 
the trick. In fact, this argument always 
does according to the business placed 
by this ambitious auto agent. 


THERE is another successful policy 
producer who runs up a large amount 
of paid automobile business. While a 
good salesman and well posted, he ac- 
counts for part of his success in the 
various publicity stunts he carries out. 
As an insurance salesman his name is 
a garage word. To begin with, he pro- 
vided every garage owner with a large 
daily calendar pad bearing his name in 
distinct letters. Then he got up a col- 
ored postcard showing a large picture 
of a telephone in colors. In fact, the 
card possessed quite a poster effect. At 
the top these letters appeared: Mar- 
shall 2217. At the bottom these words: 
If it’s insurance. And then his name. 
The card was so attractive and the 
message so clear it was preserved by 
nearly all to whom it was sent. 

Always on the lookout for original 
little advertising stunts this agent 





Starting in as a life agent he confined 
his solicitations more or less to families 
and wrote up a good line of business. 
Then he added accident and health re- 
covering these clients of his so that he 
developed into a sort of “family insur- 
ance counsellor” among his clientele. 
Adding automobile insurance to his 
offerings he quickly placed much desir- 
able business among the _ industrial 
people with whom he was familiar as 
most of them had purchased cars of 
some sort during the past three years. 
In soliciting this insurance he would in- 
variably exhibit his “scrapbook,’ which 
would immediately interest the family 
and generally through their interest 
persuade the father to take out some 
form of coverage. The “scrapbook” 
contained a wonderful collection of ac- 
cident pictures in which automobiles 
figured conspicuously. These pictures 
were in the form of snap shots, maga- 
zine clippings, purchased service pic- 
tures, newspaper cuts, in fact a collec- 
tion of automobile accident pictures 
from everywhere. The members of the 
family would immediately become quite 
fascinated with the unusual pictures 
which gave him an excellent opening to 
impress upon the prospect the neces- 
sity for automobile insurance. Two 
things he asserts are responsible for 





Clarence T. Hubbard, office as- 
sistant to Charles H. Remington, 
vice-president of the Automobile 
Insurance Company, Hartford, 
Conn. Before joining the Aetna 
forces Mr. Hubbard was identified 
with several different banks, also 
vice-president, secretary and treas- 
urer of Hartford Chapter, Ameri- 
can Institute of Banking. He is the 
author of many articles on insur- 
ance, advertising and business sub- 
jects. : 











his success in placing so much of this 
insurance—his “scrapbook” idea plus the 
prestige gained through his earlier plac- 
ing of good life, accident and health 
business. 


ARATHER effective advertising stunt 
was launched by a Massachusett’s 
casualty agent who photographed sev- 
eral lines of automobiles ranging from 
a string of parked’cars in front of a 
summer resort to a line of pleasure 
cars in front of a local theater. Put- 
ting these pictures in leaflet form he 
headed the advertisement: There Is 
Safety in Numbers—Yes for the Thief! 
A few short paragraphs were added ex- 
plaining how the thief and the tire bur- 
glar could work on parked cars without 
arousing much suspicion and then dwelt 
on the advisability of taking out proper 
protection. The leaflets created such a 
profound impression he elaborated the 
stunt by having glass slides made of 
photographs of parked cars taken in 
front of each theater. These slides 
were thrown on the theater screens 
with his advertisement and of course 
created quite a bit of comment for the 
scene was quickly recognized and the 
point driven home. No direct sales 
were traced to this stunt, but inasmuch 
as his business directly increased it is 
safe to say these ideas played some 
part in the results. 


AN agent developing the suburban 
territory for automobile business 
received permission from all the as- 
sured in the county who had placed 
their automobile insurance with his 
company to print their names in an ad- 
vertisement. Then he ran a quarter of 
a page in the weekly papers circulated 
through the district printing the actual 
list of policyholders who held automo- 
bile insurance in the company he rep- 
resented. Following this advertise- 
ment up he wrote much additional busi- 
ness for he found this plan one that 
touched the responsive chord of the 
suburbanites. They were far more 
willing to do business with someone 
who had served their neighbors and 
friends than with a stranger and the fact 
that the company mentioned was sv 
much in favor swayed their decisions 
much in his favor. In fact, in making 
his calls he centers his conversation 
about some individual known to all who 
had just placed his automobile insur- 
ance with the company knowing the 
prospect will visit the man insured to 
see what proposition he favors the best. 


ERHAPS the selling of automobile 

insurance might be best summed up 
in the words of “Old Judge” Watts. 
himself a premium producer and the 
real head of a thriving firm of insur- 
ance brokers: “Selling Automobile In- 
surance is the faculty of making a mo- 
torist realize his full responsibility as 
such. If he looks upon an automobile 
just as an automobile he is a hard pros- 
pect, but if he looks upon a car as 4 
vehicle of comfort, efficiency, pleasure 
and service, then he will strive to get 
these things, including proper insurance 
among such assets for he has purchase’ 
a car for true comfort, not as an addi- 
tional hazard of life.” 
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Claims paid exceed 
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financial strength and offering unexcelled 
service to Policyholders and Agents. 
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a friend asked: “What are the 
prospects for a good year in au- 
tomobile insurance in 1919?” My an- 
swer was not just what he expected. 
“Drop in and see me about the mid- 
dle of July and I’ll be able to tell you,” 
I said. 
“Don’t you know now?” he asked. 
“Sure I do—up to date,” I told him, 
“But this year is not like other years; 
we can’t figure very far ahead and be 
sure about our facts. But July looks 
as if it would be the turning point; in 
fact, if you should ask me which month 
in the year would be the most impor- 
tant to writers of automobile insur- 
ance, I’d not hesitate in saying July.” 


O* day in the first week in March 


HERE aare several reasons for this 

belief, but the principal one is that 
along about July 1, we can expect the 
motor car manufacturers to be back or 
their pre-war schedules of production, 
and that means, unless all signs fail, 
that prices will be scaled downward. 
Unless prices do drop, there are going 
to be a great many disappointed people 
who have put off buying new cars until 
peace brought prices lower. I could 
name a dozen without thinking. 

With the factories equipped and 
manned fully, and with new materials 
on hand, it is a safe wager that Amer- 
ica will see more new machines manu- 
factured during the last half of this 
year than ever before in a similar pe- 
riod. The west is prosperous, the 
farmer, the merchant, the working 
man, are making money and plenty of 
it, and this means increased purchases 
of pleasure cars. Likewise, this means 
increased business for the insurance 
man. 


But there is another, less optimistic, 
angle to the situation. With a re- 
duction in the price of new cars, which 
can be safely predicted, a drop in the 
value of second-hand cars is inevitable. 
This will affect the automobile insur- 
ance people considerably, for while 
most of the companies are at present 
carrying a great deal of second-hand 
car insurance in excess of the actual 
value of the cars, the situation today 
is not anything like it will be with the 
values of these insured cars tumbling 
to even greater disproportion. 

We all know that 1918 presented a 
serious problem to the insurance com- 
panies because of the unusual demand 
for policies on second-hand cars. In 
the west the companies insured be- 
tween 20 and 25 percent more second- 
hand cars than during the previous 
year, and practically every car carried 
a valuation far in excess of its real 
worth. Such inflation in values is cer- 
tain to create additional fire hazards; 
it is not too much to expect that there 
will be an increase in losses through 
fire in direct proportion to the down- 
ward shift in values. 

When the national conference au- 
thorized an increase of 10 percent in 
insuring second-hand cars, peace and 
the readjustment that must follow 
probably was not looked for so soon 
or a “peace” clause might have been 
written in. Such a clause would come 
in right handy this year; as it is, the 
companies have no recourse. The exist- 
ing policies on cars that are over-in- 
sured must run out; in the meantime 
the fire hazard grows. 


THE question of fire losses came up 
the other day at luncheon and 


while opinions of several differed as to 
causes, every man agreed that during 
1918 the losses had been unusually se- 
vere. In trying to determine just what 
was back of this fact, it was finally 
concluded that these losses did not rep- 
resent a change in the moral hazard of 
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General Agent, The California Insurance Company, Commercial Union Assurance 
Co. and Palatine Insurance Company, Automobile Departments, on Pacific Coast 


the car owners, but that the unsettled 
conditions obtaining in the repair shops 
were largely to blame. 

It is reasonable to believe that dur- 
ing the war the experienced mechanics 
were called into various war work, 
leaving inferior men to make repairs 
and to do adjusting on automobiles. I 
am convinced that this is true. Men 
without proper experience were im- 
properly caring for cars, turning them 
over to their owners as_ perfect, 
whereas in many cases there were vital 
defects in their work. Particularly was 
this true in the repair and adjusting of 
wiring systems. 

An instance will show what is meant. 
A car was stolen and damaged to the 
extent of about sixty dollars. It was 
turned over to a repair shop for ad- 
justment and was gone over by an “ex- 
pert,” who pronounced it in perfect 
condition. Before the machine had been 
driven a block a poor connection by 
this same “expert” in the wiring caused 
a fire that damaged the car nearly $130. 
A man with proper skill and experience 
would never have declared that job 
perfect. : 

Of course, this condition is due for 


to the automobile industry, which 
nieans more business for the insurance 
man. But while the motor car dealer 
or owner has-reason to look forward 
to a fine year, the insurance man can 
see a dark side as well as a light one. 

He will sign up more business, prob- 
ably, than he ever did before, but all 
the time he will not be able to forget 
the policies he has on used cars that 
are skidding downward in value too 
rapidly to be comfortable. Will the in- 
creased amount of new business over- 
weigh the increased hazard on old cars? 
I am not in a position to say. Ask me 
some time in July and maybe I can tell 
you. 

Due to the unusual conditions al- 
ready mentioned, automobile insurance 
men in the west have their ears to the 
ground for the news of increased pro- 
duction and lowered prices. They all 
had a prosperous year in 1918, and this 
year should be even  better—unless 
something slips. 


ONE of the greatest helps in the mat- 

ter of reducing the loss ratio on 
stolen cars for the companies on the 
coast was the establishment at San 








| ARE YOU HITTING ON ALL SIX? 


























Mj] 
Va 


—— 














Are You Getting All of the Value Out of Yourself 2? Are You Writing All of the 
Lines of Automobile Insurance ? 








a change, now. We can expect to see 
the better class of automobile mechan- 
ics back in their old places, with a 
corresponding decrease in the number 
of accidents and fires traceable to in- 
efficient workmanship and inspection. 


ND so when I say that this year is 
** not like other years, it has several 
interpretations. It means vital growth 








Francisco on May 15, 1918, of a Theft 
Bureau of the Pacific Coast Automobile 
Underwriters Conference. Branches 
have also been opened in Seattle, Port- 
land and Los Angeles, under trained 
investigators. 

Previous to the inauguration of these 
bureaus the companies in the west sel- 
dom recovered more than 60 percent 
of the total number of cars stolen; 
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since last May the recoveries have been 
85.8 percent. It seems to be pretty well 
proved that automobile thieves are 
finding it harder to get away with ma- 
chines in the western territory every 
month, due to the efficiency of the 
police authorities and the theft bureaus, 
who work together in perfect coopera- 
tion. In fact, the coast field can brag 
somewhat about the work of their bu- 
reas in recovering stolen cars that 
have been rebuilt, repainted, completely 
altered in appearance and their num- 
bers changed. For instance, look at 
these figures: 


Unrecovered 
Stolen to January 
Cars 1, 1919 
Los Angeles and 
ase n SR eee 1,629 130 
San Francisco ...... 1,122 38 
oO ae 895 35 
Salt Lake City...... 797 7 
i eer 1,088 98 
OMNAAD Ser escscde ee scse hie 1,451 75 


These figures are up to the first of 


January, and there is good reason to 
believe that since that date a number 
ot the unrecovered cars in the above 
cities have been located. A comparison 
of the above record with the record of 
Chicago from Jan. 1, 1918 to Dec. 7, 
1918, adds a feather to the caps of the 
western authorities, for Chicago re- 
og 2,427 cars stolen and 650 recov- 
ered. 


T is only fair to say that much credit 

is due the motor car manufacturers 
for their cooperation in this work, for 
practically every one of the factories 
marks its cars with secret numbers, so 
well hidden, in fact, that few dealers 
are aware of them. One factory puts 
eleven secret numbers on its product, 
and while some of these can be found 
without much trouble, it would take 
an expert mechanic perhaps a week to 
find them all, and then he would have 
to completely dismantle the car. In- 
stances of how hidden numbers have 
led to the detection and conviction of 
western automobile thieves are many, 
some of them as full of romantic fea- 
tures as a fiction detective story. 

Too much can not be said on the 
subject of carelessness on the part of 
car owners in not safeguarding their 
cars against theft. Here lies the great- 
est share of blame for the traffic in 
stolen machines: they are easy to steal. 
A man wouldn’t think of leaving his 
heme unlocked while he was away, but 
Mr. Average Car Owner leaves his cat 
unlocked in all sorts of places and un- 
der all sorts of tempting cenditions, 


(CONTINUED ON PAGE 34) 
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and expects that only honest men will 
notice it. 


F what the theft bureaus have dis- 

covered is true, there are three 
classes of thieves: the “joy-rider,” who 
“borrows” a car for pleasure; the 
“traveler,” who “appropriates” a car in 
order to'get to some distant locality; 
the “professional,” who steals a car 
for the money it will bring. And yet, 
by a little bit of precaution on the part 
of every individual who drives a car, 
probably three-fourths of the car 
thefts could be entirely done away 


with. The answer is, Lock Your Car! 

The joy-rider and the man in a hurry 
to get out of town would no longer dis- 
turb anybody if every empty car were 
locked. This would leave only the pro- 
fessional thief to deal with, and he 
could be so bothered by having to 
manipulate different locking systems in 
order to steal a car that his profession 
would die of inanition. With the rapid 
increase of the number of automobiles 
in this country, there is need for a 
little preaching about carelessness— 
such as I have just been indulging in. 
Goodness knows it’s needed! 

To get back to my friend who wanted 
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some facts and figures about the year 
1919 and who didn’t get them. I doubt 
if he can come to any very definite 
conclusion at this time of the year. The 
west has had its share of prosperity; 
nearly everybody is breathing freer 
and planning how they can make up 
for the months they watched the 
pocket-book in the name of patriotism. 
The Fifth Liberty Loan will soon be a 
drive of the past; the tax collector will 
have come and gone; from the east will 
appear long trains loaded with new 
automobiles destined for western high- 
ways, check books will open and pens 
will flourish. I can see nothing but 





good business in the air for most every- 
body. The insurance companies will do 
their share, and it will be a big one, 
but I can’t help thinking about those 
existing policies on old cars, the values 
of which are going down like mercury 
in the glass on a frosty night. Wouldn't 
it be fine if the insurance companies 
could start this spring with a clean 
slate! 

And so, to all inquirers regarding the 
business prospects for 1919 among in- 
surance men, it is respectfully sug- 
gested that they defer their questions 
until some time after the Fourth of 
next July. 


No Longer a Mere Side~Line 


1918 and a calm confidence in the 

outcome of 1919 together, bring at 
this time a tranquil state of mind to 
the automobile underwriter. Certainly 
this most important branch of insur- 
ance is in healthy condition. It has 
overcome some peculiar ailments, 
found additional vitality and is grow- 
ing steadily. 

While there was a considerable re- 
duction in the number of pleasure cars 
made in 1918, prices were sharply ad- 
vanced, amounts of insurance were 
naturally larger and a satisfactory in- 
crease of fire and theft premiums re- 
sulted. 

The lowered production of pleasure 
cars created a great demand for older 
models and second hand cars, which 
was increased by the call for such cars 
to be used at the numerous camps and 
cantonments, 

Automobile manufacturers paid more 
attention to the commercial truck and 
the tractor, 


G ‘ois and a eat with the results of 


IRE losses were comparatively few, 

theft losses greater in number and 
volume of loss, and the companies 
generally realized an underwriting 
profit on their automobile business. 

The National Automobile Under- 
writers Conference and its dependent 
bodies in the various sections have ac 
complished excellent results, especially 
as to rates and agency and commission 
arrangements. For the first time in the 
history of automobile insurance, a 
schedule of rates for fire and theft in 
surance has been constructed upon the 
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John M, Harrison is assistant secretary of the Southern Automobile Underwriters 
Conference and secretary of the Automobile Underwriters Detective Bureau with 


headquarters in Atlanta, Ga, 


The other officers are all active insurance men and the 


actual conduct of the two organisations is really in the hands of Mr. Harrison. 


experience of a large number of rep- 
resentative companies, which experi- 
ence covered their nation-wide opera- 
tions over a period of years. An 
examination of the new schedule shows 
the soundness of the principles applied 
and it should be very gratifying to un- 
derwriters to realize that practically all 
differences in details between various 
sections have been reconciled and that 
with the exception of higher rates for 
fire and transportation cover in south- 
ern territory, the same rates and rules 
apply from coast to coast. 


HE three schedules, standard, coun- 

try and penalty, afford flexibility for 
taking care of changing conditions in 
particular localities without disturbing 
elsewhere. 

There is a general feeling of satis- 
faction over the promulgation of the 
new schedules. 

The new rules with respect to agen- 
cies and commissions, adopted in the 
fall of 1918 and being made effective at 
the present time, are the outcome of 
most careful study and consideration. 
They recognize the idea that the three 
classes of companies writing automo- 
bile insurance, fire, marine and casualty, 
—should develop their automobile bus- 
iness along the same lines as_ their 


other business. The local conferences 
are applying these rules impartially 
and unselfishly and all indications point 
to the fact that the good faith which 
is the foundation of the rules will be 
maintained. 


HE outlook for 1919 is one of prom- 

ise. Production will naturally in- 
crease and while prices are certain to 
seek lower levels the reductions will 
come slowly and the effects thereof 
be anticipated. Premium volume may 
be expected to increase and’ there will 
be larger opportunities for writing 
commercial car and commercial fleet 
business. The careful underwriter will 
watch values and insurance, look 
askance at second hand cars, and espe- 
cially livery and rental machines, keep 
an eye open for the least signs of moral 
hazard and encourage in every way the 
development of commercial fleet- insur- 
ance and the use of approved locking 
devices for the prevention of theft. 
T HE thought which has c6Ome home 

to the writer with greater appeal 
during the past year has been the real- 
ization of a tendency, subconscious 
perhaps but nevertheless real—to look 
upon automobile insurance as a “side 
line.” A little reflection will convince 





Possibly property damage, too, 
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one that it is not a side line but a prin- 
cipal line and that its cultivation and 
development are an opportunity to be 
welcomed and not avoided. Its com- 
parative youth and the lack of detailed 
knowledge on the part of agents and 
sometimes on the part of field men, in- 
cline them to side-step it, butethe wide- 
awake agent and the up-to-the-minute 
special agent who studies his business, 
represents his company and appreciates 
the principles of salesmanship, will en- 
deavor to master the rules of automo- 
bile insurance, encourage its production 
by his agents, thereby rendering a four- 
fold service, first to the policyholders 
whose interests are protected by auto- 
mobile insurance, second to the agent 
whose field of business is broadened, 
third to the company whose premium 
income is increased, and, fourth to him- 
self since the necessity of “selling” the 
agent and sometimes the assured tests 
the powers of the field man, brings all 
his resourcefulness into play and makes 
him thereby a better special agent. 


Not a Good Name From 
a Salesman’s Standpoint 


In selling automobile liability insur- 
ance the solicitor should point out that 
this form of protection is not merely 
one of the forms of automobile indem- 
nity, but is insurance for all of the 
property which the purchaser owns. It 
is insurance for his entire estate, as 4 
person whom he might injure through 
no fault of his own could levy upon 
more than his car. He could levy upon 
his other property for the collection © 
damages which any court awarded him. 

The term automobile liability insur- 
ance is good insurance vernacular to 
differentiate the indemnity from other 
kinds of liability insurance, but it is not 
instructive from the sales standpoint. 
It doesn’t tell just how much protec- 
tion the insurance gives. 
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SELLING 


HE commercial car is coming more 

and more into prominence and 
popularity and will be an important 
premium producer for the agents espe- 
cially in larger points. It is being 
found that the auto truck is more 
economical than the horse-drawn ve- 
hicle, is more serviceable, is better 
adapted to all kinds of weather, has 
greater power and can make much bet- 
ter time. Delivery wagons in cities are 
gradually being supplanted by the com- 
mercial automobile. 

Many agents are giving particular 
study to the hazards of the commercial 
truck, to the coverage required and 
to educating the assured and drivers 
as to how to prevent accidents. 


The greatest hazard confronting the . 


owner of a commercial truck is the 
fact that it is usually driven by a hired 
man who has no financial interest in 
it. Somehow or other it is a character- 
istic of human nature that makes one 
less careful of property not his own. 
He is more reckless and daring. He 
takes more chances. He is not so 


alert to guard the property against 
loss. Usually drivers of commercial 
trucks, especially in the larger cities, 
are rather rough in their natures. 
Therefore, the owner is confronted 
with a distinct hazard and insurance 
should appeal to him particularly. 


f VERY owner of a truck is a good 
prospect for liability insurance. It 
is interesting to know that most of the 
accidents that happen are outside of 
the congested districts of cities. In the 
downtown section traffic is under po- 
lice regulation and the drivers have to 
obey certain commands. It is in the 
outlying districts where the accidents 
occur. 

The manager of one of the great au- 
tomobile companies said the other day 
that perhaps’ 65 or 70 percent of the 
injuries caused by a truck are to chil- 
dren or foreigners. Many of the acci- 
dents occur in thickly populated resi- 


dential sections where the children 
play in the streets. The drivers 
may be ever so careful but acci- 


AMMUNITION TO BE 
USED ON OWNERS OF 
DELIVERY CARS AND 


dents are destined to occur. Children 
feel that any public conveyance is more 
or less of a plaything. They will jump 
on a truck at any and all times. The 
child hazard is one of the greatest 
confronting the truck owner. 

Many foreigners who are rather ob- 
tuse mentally are victims of truck acci- 
dents. They get bewildered, are not 
quick in thinking and frequently jump 
in front of a truck in their confusion. 
The automobile driver is greatly handi- 
capped when persons lose their heads. 
In most of the cities trucks are not 
allowed on the boulevards and hence 
have to choose the streets that are 
less frequented by the pleasure automo- 
biles. It is usually along such streets 
that the foreigners and the poor people 
live. There are not adequate yards, and 
hence children frequent the streets. 


N the down-town district the most 
frequent damage caused by the 
trucks is property loss to pleasure cars 
that are parked along the street. Where 
a street is wet or icy the truck may 





Looking Out 


For Both the Agent 
and the Policy Holder 








There is more than one reason why the National Mutual In- 
surance Company of Celina is the leading automobile insurance com- 
pany among the good old mutuals of Ohio. 


It was, of course, one of the first automobile mutuals. Being a 
pioneer it enjoys a prestige that helps its agents. 


It has more motor car owners insured than any other. This gives 
prestige that can be turned into profits by its agents. 


But primarily its success has been due to a recognition of the fact 
that success in the insurance business is dependent on a recognition of 
both underwriting and sales problems. 
ignored the agent 


suffers. 


Everybody is happy in the National organization. They will con- 
tinue that way. Join us and be happy. 


When sales problems are 
When underwriting problems are 
ignored the insured suffers. In the National neither agent nor policy- 
holder has been allowed to suffer. 








Celina 
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INSURANCE COMPANY 


E. J. Brookhart, Secretary 


- Ohio 











The National Underwriter 


TRUCKS 


skid, get beyond the control of the 
driver and slide into a car along the 
curbway. There are not so many per- 
sonal injury accidents in the congested 
districts of big cities. 

Automobile claim men find that there 
are many accidents from commercial 
cars in the outlying districts of cities, 
in the smaller towns and along country 
roads on .account of speeding. The 
drivers hit it up when they get beyond 
the business district and where there 
are no police regulations. When a 
heavy truck gets under full momentum 
and going rapidly it is hard to stop. 
Lighter commercial cars that are high 
powered are particularly dangerous 
when they get up their speed. Many 
accidents occur because of the careless- 
ness of the driver. The man driving 
his own car is much more cautious 
than the commercial car driver. Where 
there are no police restrictions and 
where people are crossing streets all 
along the way and not at street inter- 
sections the danger is particularly 
great. 


MAXY truck accidents so far as the 
“ property damage is concerned oc- 
cur in alley-ways in cities, and towns or 
at the freight stations. Trucks in back- 
ing in alleys frequently hit another car 
or strike objects of various kinds. The 
truck is heavily loaded and the driver 
cannot see as plainly as he can when 
driving a pleasure car when he is back- 
ing. Not only is there big property 
damage hazard in the alleys, but there 
are many cases of personal injuries be- 
cause the driver in reversing cannot see 
clearly just where he is going. 


HILE less collision insurance on 

trucks is carried than any other 
form, automobile insurance people say 
that there is a growing demand for this 
indemnity because of the numerous ac- 
cidents that have occurred. Many cases 
can be cited where a truck has been 
smashed by a locomotive or a heavy 
street car. The light commercial cars 
naturally are more susceptible to col- 
lision damage. Some commercial car 
owners will take out collision insurance 
the first year and then drop it when 
the cars get pretty badly banged up. 
Insurance men are recommending par- 
ticularly that the owners of commer- 
cial cars of a lighter type carry collision 
insurance. They are susceptible to 
damage to a much larger extent than 
the heavier truck. In cities many oi 
these lighter cars go along street car 
streets and are often hit by the cars. 
Collision insurance would seem to be 
a profitable form for these lighter 
commercial cars. 


Quote Premiums, Not Rates 


Some of the more successful sales- 
men in the automobile insurance field 
always quote premiums to prospects, 
not rates. The premium on the aver- 
age car does not sound half as big to 
the average car owner as does the rate. 
Percentage makes him think of invest- 
ments and when he thinks he has to 
pay interest on his investment in a cat 


- instead of earn interest on his invest- 


ment, he feels heartsick. a 

How unattractive would be a car ! 
the automobile salesman told him that 
gasoline would cost 15 percent a yeal. 
tires 10 percent, loss in value through 
depreciation 20 or 25 percent, etc.! 

Figure out the premiums silently, ! 
it is necessary to figure them out while 
the prospect is looking. 


Is your bookkeeping system satisfac- 
tory? Send for free booklet, “Lots, 
Agency Bookkeeping.” The _ Nationa 
Underwriter, 1362 Insurance, Exchaneé 
Chicago. 
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Automobile Insurance Number 











te “You may delay, but time will not.”—Benjamin Franklin 
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; Insurance 





ects Liberal Contracts guaranteeed by funds ample to meet without delay all 
ig 0 obligations, and backed by a complete Service Organization and by a Manage- 
vest- ment well known for its practice of Prompt and Equitable Adjustment and 
| car Payment of Losses. - 





SERVICE TO AGENTS AND TO POLICY HOLDERS SECOND TO NONE 
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The National Underwriter 


Theft Situation in Penalty Cities 


N a recent issue of an. afternoon 
| newspaper in one of the “Penalty” 
cities appeared two items; the head- 
line of one being—“Nine Autos Stolen 
Yesterday.” The second item read as 
follows:—“Recently, according to the 
police, powerful gambling interests 
have made numerous efforts to open 
resorts in the county, but all efforts are 
said to have been turned down by 
——_————. It was then, the police 
believe, that these interests planned to 
eliminate B———_———..”_ Mr. B . 
it appears, was a prominent gambler. 
He was eliminated by being shot down 
on his own door-step. 

In this same city insurance compan- 
ies are willing to write theft insurance 
on an unlocked car, charging a penalty 
of only fifteen dollars for the absence 
of a lock. 

Is it not an absurdity for an insur- 
ance company to insure unlocked cars 
in a city where the police department 
is so demoralized that the underworld 
is in control, and where the stealing of 


BY CHARLES W. DISBROW 


Charles W. Disbrow is president of the American Automobile Insurance Com- 
pany of St. Louis, the largest specializing company in the automobile field. He was 
connected for some time with the United States Fidelity & Guaranty and left that 
company to organize and become manager of the American Automobile. 


cities seem to be based on the theory and equipment, was $6,697, representing 
that the only losses are those cover- in all, 59 claims. 

ing cars stolen and not recovered, and This bears out the experience of one 
that as the bulk of the cars stolen and 
not recovered are Small cars, it is only 


company for the past several years— 
that each and every theft claim re- 
ported costs the company over one 
hundred dollars exclusive of payments 
for cars stolen and not received. 

It will be noted from the foregoing 
figures that the total losses amounted 
to $1,805, and that the partial losses 
amounted to $6,697.36, and that elimin- 
ating Fords, there were twenty-six cars 








small cars that require high rates. As 
a matter of fact, the tabulated experi- 
ence before the writer shows that more 
money is being paid for partial losses 
than for total losses, and that the par- 
tial losses on expensive cars, including 
the losses for stolen accessories and 
tires, call for very much higher rates 
than are now charged. 

Cars listing above $1,800 are not 
stolen and disposed of as frequently as 
cars listing under that amount, but 
there are‘nearly as many cars listing 


Your Honotz I cauGHtT 
HIM STEALING AN AUTO 











The article herewith is probably of greater interest at this time to underwriters 
than to insurance agents. But unless agents do take an interest in the problems they 
may find one of the big sources of their income cut off. Three companies already 
have discontinued writing theft insurance in the second largest city in the west, and 
many have discontinued writing theft insurance in various other cities on various 
classes of cars. Companies will put up with underwriting losses just so long. If the 
theft situation is not materially changed within the next year or two theft insurance 


on automobiles may become a memory. 





Your HONOR I CAUGHT HIM 
STEALING YOUR CAR 






































IT wasn't STEALIN ITJUDGE 
Iwas JUST TAKING A RIDE 








automobiles has become almost a rec- 
ognized business? 


ONE company, at least, has declined 
to write insurance on an unlocked 
car, on the theory that a man who cares 
so little for his own property and se 
little for the interests of the insurance 
company that he will not purchase an 
adequate lock for his automobile pre- 
sents a bad moral hazard. 

It may be claimed that no automobile 
lock has yet been perfected which can- 
not be opened by an expert, but neither 
has any bank safe yet been perfected 
which cannot be opened by an expert, 
given time enough, but this argument 
has not been considered strong enough 
to warrant bankers in leaving their cash 
on the counter rather than in the safe. 

No underwriter would knowingly in- 
sure against burglary an unlocked 
house with the owner absent, yet he 
will cover an unlocked two-thousand- 
dollar automobile standing at the curb 
ready to move away under its own 
power with no owner or caretaker in 
sight. 


THEET rates are now almost pro- 
hibitive, and yet it is doubtful if any 
of the companies are making ends 
meet in any of the “Penalty” cities. 

Some drastic action is necessary. It 
is useless to look to the police. The 
only hope seems to lie in a change of 
the form of coverage and in underwrit- 
ing methods of the companies. 

The new theft rates for “Penalty” 


above $1,800 stolen and stripped of 
tires and accessories, and the cost of 
such accessories and tires is far in ex- 
cess of the losses incidental to the 
theft of cars listing under $1,800. 





THE following figures represent theft 
claims reported and paid by one in- 
surance company in one “Penalty” city 
since Jan. 1, 1919, and may be of inter- 


est: 
TOTAL THEFTS 


No. Manufacturer List Price 
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Of the foregoing, thirty-three cars 
were recovered. Total losses have been 
paid on one Ford and one Oldsmobile 
amounting to $1,805. There were also 
in addition to the foregoing, 26 claims 


























made for stolen tires and equipment. 
The cost of repairing the cars stolen 
and recovered, and for the stolen tires 








OF AMERICA 


HOME OFFICE 
84 WILLIAM ST. 
NEW YORK 


AGENTS WANTED EVERYWHERE 





WESTERN DEPT. 
160 W. JACKSON BLVD. 
CHICAGO, ILL. 


SurpLus To PoLicyHOLpERs, $6,660,450.04 


FIRE 
LIGHTNING 
THEFT 


COLLISION 
PROPERTY DAMAGE 
TORNADO 


WE ISSUE AN ATTRACTIVE CONTRACT 
COVERING DEALER’S RISKS, MANU- 
FACTURER’S OUTPUT, COMMERCIAL 
AND TAXICAB FLEETS. 











IF THE THIEVES WOULD ONLY SPECIALIZE ON JUDGES’ CARS 
FOR A WHILE! 


QUEEN AUTOMOBILE INSURANCE 


INSURANCE CO. 


stolen, of which twenty-five were re- 
covered, of which thirteen were listed 
at above $1,800. 


HAD a twenty-five-dollar deductible 
clause been in operation, there 
would have been a saving on the fore- 
going figures of $1,204.22. It is pos- 
sible that had there been such a de- 
ductible clause, some of the foregoing 
items might have been padded, but the 
amount of possible padding is very 
immaterial when comparing it with 

(a) The actual savings to the com- 
panies on unpadded claims. 

(b) The elimination altogether of 
small claims; thus avoiding both loss 
and adjustment expense. 

(c) The extra care that the owner 
always exercises when he has a de- 
ductible policy. 
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Automobile Insurance Number 


Had tires been eliminated altogether 
from the foregoing figures, there would 
have been a saving of about $2,000. 
tom tabulated experience before the 

writer indicates that nearly 80 per- 
cent of the cars stolen, other than 
Fords, are taken for the purpose of 
stripping the cars of tires and acces- 
sories. 

It is now the custom of underwriters 
to insure a car, including equipment, 
for a specific sum. Thereafter the 
owner will add equipment, such as spot- 
light, seat covers, bumper, carbureter 
heater, motor meter, extra tires and 
tubes, extra wheels and rims. In case 
of total loss this extra equipment rep- 
resents nothing to the company if the 
face of the policy is paid, but in case 
of partial loss, the companies pay heav- 
ily for this extra equipment, for which 
no premium has been paid. 


[F the companies are to make ends 
meet on theft insurance in “Penalty” 
cities, something along the following 
lines must be adopted: 

ist: No lock, no insurance. 

2nd: Present rates on cars listing 
under $1,800, and higher rates on cars 
listing over $1,800, and without the 15 
percent deduction for locks. 

3rd: In all partial losses, the sum 
of $25 be deducted from each claim. 

4th: Tires eliminated entirely from 
the policy, except by endorsements cover- 
ing same in a specific amount, for which 
make a charge of additional premium 
of at least ten percent of such specific 
amount, with a minimum of $10. 

5th: Policy to cover car only as 
equipped at factory. All additional 
equipment to be covered specifically at 
an additional charge. 


If the broad form full coverage theft 
policy continues in force in the “Pen- 
alty” cities, it is only a question of time 
when all the companies will find it im- 
possible to write business. at any rate 
of premium obtainable. 
THE following are the 

cities in the West: 
Chicago St. Louis 
Detroit Kansas City 

In the following cities the theft sit- 
uation is practically as bad as in the 
“Penalty” cities above mentioned, but 
an unlocked car will be insured without 
penalty, to-wit: 


“Penalty” 


Cleveland Denver 
Toledo Omaha 
Memphis Minneapolis 
Tulsa St. Paul 
Preparedness in Selling 


The most successful life insurance 
men “prepare each case.” They find out 
all about the individual they desire to 
insure, decide how much insurance they 
will attempt to sell and what form of 
policy will fit the man and also appeal 
to him. 

Most automobile insurance sales can 
be prepared in the same way. It is pos- 
sible to ascertain the make and model 
of the machine owned and whether it is 
equipped with an extinguisher and a 
lock. With this information the agent 
can determine the exact premium and 
what it would be if the car owner took 
advantage of lock and extinguisher 
credits. There is no need of going un- 
prepared and there are many reasons 
why the insurance salesman should go 
prepared. 








Local Agents! Line Up With Us! 
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Defender Lock Company Offers to Share 
Theft Losses With Insurance Companies 


O demonstrate its faith in its own 

product the Defender Auto-Lock 
Company of Detroit, which makes an 
approved lock for Ford cards, is offer- 
ing to pay any insurance company that 
sustains a loss on a car equipped with 
its device, $25 where proof is given that 
the theft occurred when the lock was 
locked. 

The Defender Lock locks on the re- 
moval of the key. As each purchaser is 
provided with two keys the only proof 
of loss which the lock manufacturer re- 
quires from the insurancé company is 
the delivery of the two keys and a 
statement from the insurance company 
that the theft claim has been paid 
by it. 

In a way the Defender Auto-Lock 
Company is thus assuming joint liabil- 
ity on every Ford car equipped with 
its device. 


Its requirement that the two keys be 
turned in as proof that the car was 
locked is about the same as the stipula- 
tion made by insurance companies in 
their policies under the locking device 
warranty. 

The Defender lock saves the owner 
of a Ford car much money on his in- 
surance premium and, of course, saves 
him all of the money that represents 
the difference between the amount of 
his insurance policy and the value of 
his car to himself. In the so-called 
“penalty territory” the Defender lock 
saves the car owner several times the 
cost of the lock in insurance premiums. 
The Defender lock saves the insurance 
companies vast sums of money each 
year. The new model of the lock has 
several features that make it better 
than any of the previous models issued 
by the company. 








Telephones Harrison 7512-7513 


Damage and Collision. 





AMERICAN INDEMNITY COMPANY 


HUTCHINSON & COOLEY, General Agents 


CHICAGO 


We write all forms of Public Liability but make a 
specialty of Teams (Public and Property Damage); also 
Automobile, Fire, Theft, 


We guarantee perfect service in handling all clainr 
matters arising from such insurance. 


1543 Insurance Exchange 


Public Liability, Property 











Automobile Insurance Only 
Fire, Theft, Tornado, Liability 





Property Damage, Collision 








Thad. L. Hoffman 
President 





Full Floater Policies, without restrictions. 
Valued Form—Fire and Theft. 


| Not an assessment company. We are returning dividends. 
| Our record for settlements unexcelled. 


This company has a splendid proposition to offer 
capable men. 


| ———THE—— 
Mid-West Mutual Automobile 


Indemnity Association 
WICHITA, KANSAS 


J. B. Henderson 
Secretary 




















MANSFIELD,OHIO. 
‘Writing All Forms of Automobile . Insurance 





every policy. 


adjustment of claims. 








Fire, Theft, Collision, Property Damage, Pub- 
lic Liability and Personal Auto Accident 


Any one form, or combination of forms in one policy. 
Legal reserves and a substantial surplus, invested in Liberty Bonds, back of 


Capable and progressive management insures quick service to agents and prompt 


Over 14,000 policy holders testify to therapid growth of the GREAT AMERICAN. 
Now saving automobile owners 20 #0 40 per cent on their insurance. 


REPRESENTED BY 400 PROGRESSIVE AGENCIES IN OHIO 


It will pay you to “‘ line up’’ with the Great American 
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Payment of Rewards to Officers 


tomobile insurance do not believe 

in paying rewards to police offi- 
cers, sheriffs or officers who are on the 
payroll of a municipality for the re- 
covery of stolen cars, but to favor the 
payment of rewards for arrests and 
convictions of thieves only. They be- 
lieve any officer who is paid by a 
municipality owes it to the taxpayers 
of the community to render any serv- 
ice within his power to recover stolen 
cars, as well as to secure the appre- 
hension and conviction of automobile 
thieves. This is fine. to believe. It is 
ideai. It is right. But is it practical? 
It is an old established custom of 
police officers, sheriffs and officers of 
any character, even though employed 
by a municipality and paid by them to 
expect payment of a reward when 
property is stolen in one locality and 
recovered in another. This is a cus- 
tom that has been in vogue for many 
years, and the old-time policeman 
looks upon the reward proposition as 
a part of his income. He tries to get 


S tem of the companies writing au- 


BY GUY W. 


SHIRLEY 


Guy W. Shirley is one of the pioneer automobile insurance adjusters of the coun- 
try and is probably the first man to take up this particular line west of Chicago. He 
is now head of the Insurance Adjustment Company in the Waldheim building at 
Kansas City and has associated with him for the handling of automobile losses, W. B. 
Marquis, A. B. England and A. S. Batrick. Mr. Shirley has done not only excellent 
work on adjustments but in the prevention of theft losses by improving conditions in 
his part of the country. The subject on which he writes is one with which he has had 


a long and extensive experience. 


assigned to the class or character of 
crime that is the most prevalent and 
profitable. 


T HERE is possibly no business in 
the history of commercialism that 
has grown so rapidly as the automo- 
bile industry, with the exception of 
the automobile stealing industry. The 
average person and even law-maker 
does not realize the immensity of this 
crime, but I believe the records of any 
police department in any city of any 
size in almost all parts of the United 
States, will bear out my statement to 


the fact that from 50 to 75 per cent of 
the crimes committed in dollars and 
cents, or value, is the stealing of auto- 
mobiles and its accessories. 

It is a well known fact that a great 
many of the old-time bank robbers, 
safe blowers, stick-up men, burglars, 
con men, pick-pockets and petty lar- 
cency crooks have gone into the auto- 
mobile stealing business, as they de- 
rive a much larger profit from the sale 
of stolen automobiles than they would 
from their former occupations. First, 
because it is easier; second, because 
the returns are larger; and third, be- 
cause the chance of detection is less 








Ohio Mutuals. 








FIRE - 


OHIO MUTUALS 


HAVE LONG BEEN KNOWN 


FOR THEIR SOUNDNESS, 
FOR THEIR ABILITY TO PAY, 
FOR THEIR WILLINGNESS TO PAY, AND 
FOR THEIR HONORABLE DEALINGS WITH 
POLICYHOLDERS AND AGENTS. 


The Union Mutual Insurance Company of Hamilton 
has rigidly adhered to the traditions of the best of the old 


The Union Mutual is the Pioneer Ohio Mutual specializing in 


AUTOMOBILE — 


TORNADO 


THEFT - 


Attractively low rates, which makes the easiest selling automobile 
proposition in the field. 


The Union Mutual policies have long been known as contracts 
that cover the assured fully, that give him just the protection he 
thought he was buying when he purchased the contract. 


There are no disappointments at claim time. 
Agents wanted in Ohio and Indiana where not represented. 


For information write 


Union Mutual Insurance Company 


Howard Sloneker, Secretary-Treasurer 


HAMILTON, OHIO 




















GUY W. SHIRLEY 


on account of the character of the busi- 
ness. 


_ average automobile thief has a 
market for the car before he steals 
it. The purchaser most generally 
knows from the price paid that the 
car is “hot” when he buys it, and if 
caught with it, always has a bill of sale 
showing that he bought it from John 
Jones or Jim Smith, or some other 
name signed to the bill of sale, which, 
of course, is fictitious, and that he paid 
for it in cash; that he met the fellow 
accidentally; that he never saw him 
before, does not know where he lives 
nor where he comes from. All he 
knows is that he paid his hard earned 
money for this “hot” car, and the best 
you can do under the circumstances is 
to take it away from him. Sometimes 
this is very expensive, and other times 
they give it up willingly, depending a 
great deal upon the character of the 
man and his knowledge or fear, or 
how good a bluffer you are. The bur- 
den of proof is entirely up to us as to 
whether he had knowledge of its be- 
ing a stolen car, and this is one of 
the hardest things to prove—it is like 
proving arson. 


TOLEN cars are generally de- 

tected by officers working on the 
outside. As a rule the numbers have 
been defaced and it depends a great 
deal upon the knowledge of the officer 
as to whether he can detect a fictitious 
number from a good number. If he is 
onto his job he can probably tell in 
most cases whether the numbers are 
fictitious. If it is on a car where the 
factory keeps an assembly record, it 
necessitates running down the car 
through this assembly record on some 
of the numbers that have not been 
changed. 

Who is going to run this down? 
What officer is going to spend his 
own money on telegrams—for in a 
great many instances there are no pro- 
visions made by the police department 
for such expenditures—unless he 15 
compensated? The very character of 
the business makes it necessary to 
have an organization to systematize, 
to be ready for service, and I think you 
will agree with me, that paid service 
is the best service of all. It is not 
reasonable to expect police officers to 
work several days, spending their own 
money on telegrams, etc., be away 
from their families at night, mingling 
with the underworld in order to get in- 
formation as to where a “hot” caf 
came from, or to try and find a “hot 
car unless they are going to be com- 
(CONTINUED ON PAGE 64) 
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American Companies for American Agents 
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Automobile Insurance 


Covering Loss by 


Fire —Theft —Transportation 
Collision— Property Damage 


Explosion — Accidental or External 
Discharge of Water—Tornado, 
Cyclone or Windstorm—Earthquake 





AGENTS MAY WRITE OWN POLICIES, OR OUR DEPARTMENT OFFICES 
WILL WRITE THEM UPON APPLICATION, AS THE AGENT PREFERS 


li PROMPT ATTENTION TO CLAIMS UNEXCELLED PROTECTION WARRANTED 
pd WE SPECIALIZE IN FLEET RATES ON COMMERCIAL CARS 








=| AMERICAN EAGLE FIRE INSURANCE CO. 


- Pacific Coast Department Cash Capital Western Department 

= Insurance Exchange Bldg. 137 S. LaSalle St. 

the San Francisco ONE MILLION DOLLARS Chicago 

: THE CONTINENTAL INSURANCE COMPANY 
de- Pacific Coast Department Cash Capital Western Department 

ae nati neti Bldg. TEN MILLION DOLLARS gaa &. a we. 

ce San Francisco Chicago 

in 

t FIDELITY -PHENIX FIREINS. CO. of NEW YORK 
“a Pacific Coast Department Cash Capital Western Department 

vi Insurance Exchange Bldg.| wpstilati 137 S. LaSalle St. 

a San Francisco : ? Chicago 

. HOME. OFFICES: 80 MAIDEN LANE, NEW YORK, N. Y. 


HENRY EVANS, President 





Applications for Agencies may be made to any of the offices listed, or to A. H. Grupe, director of 
automobile business with headquarters at the Home Office. 
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The National Underwriter 


Developments 1 in Locking Devices 


NDERWRITERS’ LABORA- 
TORIES has been active during 
the past year in the examinations 

and tests of locking devices for auto- 
mobiles. During the early part of 1918, 
an automobile council was formed to 
review the work of the engineers of the 
laboratories on automobiles and auto- 
mobile accessories. This council com- 
prises the following members: 
F. D. Bennett, Boston, Mass. 
T. A. Kruse, 3 S. William St., New 
York, N. Y. 
c. S. Timberlake, Hartford, Conn. 
Samuel Tupper, Jr., Atlanta, Ga. 
oe D. Vail, 39 S. LaSalle St., Chicago, 
The automobile council, early in its 
deliberations, decided that no auto- 
mobile, no matter how equipped, was 
absolutely “theft-proof” and that, from 
the standpoint of the companies insur- 
ing automobiles from theft, a locking 
device should be designed to prevent 
for a period of twenty minutes the re- 
moval, under its own power, of the 
automobile so equipped. It was real- 
ized by the Council that an automobile 
could be towed away or could be placed 
in a truck and carted away, but inas- 
much as thefts with these methods 
were comparatively few, they were of 
the opinion that a thief equipped with 
tools ordinarily. found in a garage 
should be prevented from driving the 
car away during the time specified. 


BY C. R. 


ALLING 


Engineer Casualty Department Underwriters Laboratories 


LOCKING devices which are submit- 
ted to the laboratories are carefully 
examined to determine whether they 
are practicable to install and operate, 
whether they are durable, that is, will 
last for the life of the automobile on 
which they are installed, whether they 
are sufficiently strong, whether they 
offer suitable protection from theft 
to the automobile on which they are 
installed and, finally, if they are uni- 
formly manufactured. 

To judge the practicability of installa- 
tion and operation, the locking mechan- 
ism is installed on an automobile in ac- 

cordance with the directions furnished 
by the manufacturer and operated in 
this position. A study is made during 
this process to determine whether it is 
possible to defeat the purpose of the 
lock by incorrect installation and 
whether the lock is operable from the 
driver’s compartment. As a result of 
past experiences, it has been found that 
unless the lock be operable from the 
driver’s compartment, it will not gen- 
erally be used. The fact that the lock 
is ready at hand when the driver is 
about to leave the automobile results 
in the use of the lock, whereas, if it 
were necessary to raise the hood_or 
attach a lock to some other part of 
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the automobile, the driver would take 
a chance on having his car stolen, par- 
ticularly in rainy, snowy, or exception- 
ally cold weather. 


THE question as to its ability to with- 
stand the deteriorating effects of 
wear and tear encountered in its use on 
an automobile is determined by a close 
study of the design of the device and, if 
practicable, by mechanically operating 
the lock a sufficient number of times to 
insure that with even exceptional usage 
it will survive the automobile in which 
it is installed. 

The strength of the parts and the 
assembled lock is determined by mak- 
ing strength tests to determine the suit- 

ability of the materials employed and 
their strength. 

The protection from theft which the 
lock affords the automobile on which 
it is installed is judged by a so-called 
“equipped expert.” This expert is pro- 
vided with a complete working knowl- 
edge of the device in question and then, 
being provided a set of tools, similar 
to those ordinarily found in a garage, 
he attempts to “jimmy” the lock, short 
circuit the ignition switch or by other 
means defeat the lock and drive the 
automobile away. 


NE of the vital factors in the ex- 
amination of the lock, after the 
other tests have shown that it is prac- 


ticable, durable, strong and offers pro- . 


tection to the automobile from theft, 
is the uniformity of the device and the 
methods used by the manufacturer to 
insure that all locks will be as uniformly 
made as those submitted for test. Un- 
derwriters Laboratories’ work in this 
connection is unique. If the lock has 
been found acceptable and the findings 
of the engineers have been approved 
by the automobile council, a follow-up 
service is instituted whereby there is 
assurance that the commercial lock, as 
placed on the market, is the full equi- 
valent of the locks which were used in 
the laboratories’ examinations and 
tests. — 

This follow-up service is known as 
Underwriters Laboratories’ label serv- 
vice and consists of inspections and 
tests at the factory by representatives 
of Underwriters’ Laboratories, of the 
locks as manufactured and the labeling 
of standard goods by either brass labels 
or by imprinting the inspection symbol 
or any abbreviation thereof in a prom- 
inent place upon the product. The 
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Cc. R. ALLING 


illustration shows the appearance of 
the brass label. 

All locking devices for motor vehicles 
which are found on examination to be 
duplicates of the approved standard are 
provided with a label and for this 
reason prospective users should LOOK 
FOR THE LABEL as evidence of Un- 
derwriters’ Laboratories’ listing. 


OCKING devices which are now 

listed as standard at present auto- 
matically divide themselves into four 
main classes, namely, transmission, 
steering wheel, combined gasolene and 
ignition, and single circuit ignition 
locks. Some of these devices are de- 
signed for only one pattern of auto- 
mobile, while others are designed for 
all patterns, this being dependent upon 
the inherent construction of the auto- 
mobile and the applicability of the lock- 
ing device to any particular form of 
construction. For example, the trans- 
mission type of locking device is in- 
herently not suitable for Fords, or other 
automobiles on which the transmission 
gears may be thrown by manual opera- 
tion of the push rods independently of 
the gear shift lever. In these latter 
cases some of the other types of locks 
are suitable and are recommended for 
use. 


ONE of the most interesting features 
in the development of locking de- 
vices is the growing tendency on the 
part of the motor vehicle manufacturers 
to safeguard the purchasers of their 
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| An Agency for the AUTOMOBILE DEPARTMENT of the | 


AGRICULTURAL INSURANCE COMPANY 


of Watertown, N. Y. 


is desirable for the same reason as is an Agency for the regular lines of 
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It is also worth something to represent a Company that is noted for an attitude toward agents and policy- 
holders that was defined recently by an Agent of the Company as “Sweet reasonableness.” 
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product by the installation of standard 
locking devices at the factory as part 
of the assembly procedure. This move 
has resulted in the submittal of a num- 
ber ef locking devices to the labor- 


Automobile Loss Adjustmen 


a new thrill with each loss. So 
varied are automobile losses that 
even the most experienced automobile 
adjuster has this same experience. 
“Loss” has been defined by the Stan- 
dard Dictionary as “injury or diminu- 
tion of value within the limits provided 
in a policy or the sum payable on that 
account.” “Adjustment” is defined as 
“the determining of the just amount 
payable by insurers to an insured per- 
son under his policy when loss occurs.” 
“Indemnity” is defined as “that which 
is paid or given as compensation or re- 
imbursement for a loss.” The first 
definition is never argued, but the sec- 
ond and third are often discussed. 
It is, however, the loss that really 
tries the mettle of the company and 
sometimes the mettle of the insured. 


Tae subject, though old, furnishes 


At no time is an automobile’s value 
more dearly appreciated by the 
owner than after he has sustained a 
loss,—especially when well insured. For 
this reason an adjuster is placed in one 
of the most important positions in the 
field of underwriting and his influence 
is probably more direct and effective 
than that of any person connected with 
the company. His first duty, of course, 
is to his principal, and, his conduct 
throughout all negotiations should be 
framed from that standpoint and none 
other, but if there dwells within that 
adjuster the desire to so accomplish 
that end as to add another honest man 
to the friends of his company and of 
underwriting, then he has grasped the 
highest conception of his duty. 


THE first thought that comes is that 
the confidence of a claimant comes 
through fair and honorable dealing, as 
certain it is that no claimant ever re- 
posed the slightest confidence in an 
adjustor whom he did not first believe 
to be fair; but there are men whose 
confidence will not be won by mere 
fairness alone and as time goes on be- 
comes more pronounced a truth. As the 
up-to-date business man comes to 
know more of the principles of auto- 
mobile underwriting will he observe 
that when he paid the premium he 
bought fairness and paid for honorable 
dealing and jxst in the degree that he 
is himself true to instincts of honor 
will he demand fairness in the com- 
pany’s representative, not as a courtesy 
but as his right and the adjuster’s duty. 


|F his claim is put forward backed up 
by all the fervor of honesty and is 
excessive, it is the adjuster’s duty to 


atories by- automobile manufacturers 
and the approval of several, and it is 
believed to be the matter of only a 
short time before practically all of the 
motor vehicle manufacturers will be 


BY ROSS B 


+ 


selling automobiles with labeled lock- 
ing devices installed as part of the auto- 
mobile. This condition will, undoubt- 
edly, result in a still greater reduction 
of the number of thefts as it is obvious 


- WHITNEY 


Ross B. Whitney is an adjuster connected with C. D. Greene, one of the first, tf 
not the original adjuster, to take up automobile losses as a specialty in the west. 
Mr. Whitney has been connected with Chicago insurance offices all of his business 
career, and has been active in various organizations, particularly the Fire Insurance 
Club of Chicago, and the Examiners Club of that city. He is known as a student of 
conditions as well as a practical success in his various endeavors. 


know it, to show him where, to point 
out the inaccuracies, to win the claim- 
ant to meet him where the right is, 
and if he succeeds in this measure, he 
wants more than his admission that 
the adjuster meant to be fair. Industry, 
patience, tact, intelligent labor, hon- 
esty of purpose and a true and correct 
conception of his whole duty between 
man and man, all combine to form the 
successful adjustment. 


T? take the position that every ad- 
juster is an honest man would be 
an absurdity, for “there are exceptions 
to every rule,” and the impression pro- 
duced upon the public at large through 
the acts of one dishonest adjuster re- 
flect a more direct and lasting influ- 
ence upon underwriting than can be 
overcome through the efforts of many 
honest men. Companies would do well 
to look closely into the character and 
honesty of purpose of the one whom 
they constitute their agents to adjust, 
buy, sell, authorize and approve, repair 
or replace. Nor can it be assumed that 
every loss is straight and legitimate, or 
that every claim is honest, and unless 
proper means are employed to make a 
thorough investigation of every claim, 
the business of underwriting resolves 
itself into a mere speculation or gam- 
bling scheme. An automobile policy is 
the evidence of a contract between the 
assured and insurer;—the essence of 
which is indemnity to the claimant in 
case of loss, subject to the conditions 
and provisions of that particular con- 
tract. No matter who the claimant may 
be or what position he may occupy in 
the community, the general disposition 
is to avail himself of all means at his 
command to secure every personal ad- 
vantage and conceal whatever may not 
redound to his profit. I would not im- 
ply that any or all claimants are at 
heart dishonest, but it is safe to assert 
that the best test of an honest man is 
to deal with him in the adjustment of 
a claim under an insurance policy. 
Many an honest loss has been turned 
into a dishonest loss by the temptation 
or whatever else one may choose to 
call it, to indulge in crookedness di- 
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rectly aroused by the accident, theft 
or fire. 


VERY reputable company wishes 

that none other than honorable 
means should be employed in the ad- 
justment of their losses. For this rea- 
son an adjuster should feel the full 
responsibility of his position; he must 
possess a thorough knowledge of all 
the provisions and conditions of the 
policy, and familiarize himself with the 
various judicial decisions in the con- 
struction and application of the con- 
tract. While all human nature is made 
the same, no two adjustments can be 
conducted alike, for, even though con- 
ditions in many instances may be simi- 
lar, circumstances may demand a far 
different course of procedure. An un- 
timely act or ill advised question or 
statement reflecting upon the integrity 
of the assured may seriously delay a 
loss, making it more expensive to a 
company. When this occurs it is diffi- 
cult to proceed with an adjustment, and 
if such takes place every act of any 
other adjuster and company is viewed 
with suspicion. So the influence of one 
act of a thoughtless and short-sighted 
man is very damaging, not only to the 
company he directly represents but all 
underwriting interests in general. 
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that a standard “built-in” locking de- 
vice is far more efficacious in prevent- 
ing thefts than a locking device of the 
“accessory” type which may or may not 
be properly installed. 
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ROSS B. WHITNEY 


It should be the purpose of every 
adjuster to conserve the interests of the 
company he represents, deal in a 
straight forward manner in the settle- 
ment of all losses, and thus leave the 
claimant satisfied that he has_ been 
fairly treated. This is simple justice to 
all concerned and nothing more or less 
should be granted or expected. 


From the 


New 1919 Tables of Rates 


In studying the new rate schedules it 
is interesting to note: 

THAT, the combined fire and theft 
rates on class A, B and C cars increase 
with age as all rates did formerly, but 
on class D they remain stationary and 
on class E they reduce. The explana- 
tion is that the. fire hazard increases 
with age, while the theft hazard de- 
creases; on classes A, B and C the fire 
hazard is greater than the theft hazard; 
on class D the fire hazard increases in 
inverse ratio to the decrease in the theft 
hazard; on class E the reduction in the 
theft hazard is more rapid than the in- 
crease in the fire hazard. The curves 
that might be plotted to illustrate this 
are “kinked” when credits for extin- 
guishers and locks are deducted. 

THAT the theft hazard on commer- 
cial cars is very, very slight until the 
lower priced vehicles are _ reached. 
These theft rates do not reduce with 


age as do the theft rates on pleasure 
cars. 

THAT the credit of 15 percent from 
the theft rate for an approved locking 
device is permitted on gasoline and 
steam commercial cars as well as open 
pleasure cars. 

‘THAT as permanent enclosed body 
is the best protection against thieves. 

THAT the additional rate charged 
where the car is not in the hands of an 
original nurchaser is now a flat charge, 
not varied either by list price or age of 
machine. This is flat charge on the 
rate, not cn the premium, so the addi- 
tional premium varies with the amount 
of the insurance. As this additional 
rate is more or less of a moral hazard 
charge the flat advance seems more 
rational than a varied charge, on varied 
cithe: arbitrarily or by a percentage 
system. 

THAT the companies seem to be 
shutting down on valued policy forms. 
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Valued contracts may be had only 
when the owner takes theft as well as 
fre and transportation insurance and 
nay not be had at all in the south. 
Rates tor valued pelicies are not quoted 
in regular schedules, but must be com- 
puted by agents desiring to quote them 


(a way of discouraging their use.) 

THAT fire and transportation rates 
on both pleasure and commercial cars 
of the steam and gasoline persuasion 
are identical. The only variation be- 
tween the commercial and pleasure 
rates is in the theft charges. 


Why Are Electrics Theft-Insured? 


HY are theft rates on electrics? 
Who in the world would think 
of stealing an electric? Very few peo- 
ple, if any. Not because electrics aren’t 
nice, and not because they aren’t val- 
uable, but because it would be a sort of 
ivory-headed bit of criminality. 
The rate for theft insurance on elec- 
trics of all ages, and prices, in all places 


of the country, is 10 cents per hundred 
dollars of insurance. This is just about 
the same rate that owners of fireproof 
sprinklered property pay for fire in- 
surance. People say that a concrete 
building with a sprinkler system can’t 
burn, but just the same the owners 
thereof insure it. Probably no one who 
owns an electric car fears theft very 


much, but the rate is so absolutely low 
that he does not pass up protection. 

In the first place, every electric made 
nowadays is an enclosed car that the 
owner locks when he leaves it (or it 
would probably be more proper to say 
she leaves it). That is certainly big 
protection. In fact, gasoline and steam 
cars with similar enclosed tops get 
theft rates that are just four-fifths the 
size of theft rates for cars with, open 
tops. 

Electric cars weren’t made for Rick- 
enbackers, and other speed artists. 
The thief who took one would have 
mighty hard work getting away from 
any pursuers. In fact, he would have 
hard work getting any distance at all, 
before he would be discovered. 
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Another protection for the electric 
car is its high value. Expensive gas 
cars are very much more difficult to 
dispose of than cheap ones. As there 
are no cheap electric cars the same 
market for stolen machines does not 
exist for electrics as for gas machines. 

Another element that reduces the 
market for stolen electrics is the fact 
that people who drive them are not of 
a class who buy second hand cars. 

But, anyway, the cost of theft insur- 
ance on machines is so low that no 
agent has trouble in getting the order 
for it, and few, if any, agents have the 
nerve to advise policyholders not to 
buy it, because thefts of electric ma- 
chines are possible, even though they 
are very improbable. 
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Insurance Adjustment 


1506-7 Waldheim Building 
KANSAS CITY, MO. 


‘**The Heart of America’’ 


PIONEER AUTOMOBILE ADJUSTERS 

Our records are kept up to the minute. 

—s se locality enables us to have a complete 
check on the good and bad risks. Through our system we 

| | have caught many duplications which otherwise would | Harry G. Fowler 
have resulted in the payment of loss by different companies 

on thesamecar. Our office is equipped with the most com- 

plete up-to-date system for tracing and checking stolen cars. 

First Exclusive Automobile Adjusters West of Chicago. 
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Kall Kerwin—Phone Wabash 6476 


R. M. KERWIN 


General Adjuster 
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The only office in the Northwest where all 
Automobile losses are handled by a mechani- 
cal expert and who offers facilities for locat- 
ing stolen cars. 


LYMAN HANES 
Adjuster 


815 New York Life Building 
MINNEAPOLIS, MINN. 





Loss Superintendents: 
Automobile Superintendents: 


Preserve this page for reference. 


It will come in handy 
at some future time. 
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LL the Adjusters whose names 

and addresses appear in this 
directory have been recommended 
to The National Underwriter by one 
or more companies that have 
availed themselves of their services 
in the past. They can be depended 
upon to handle losses 


to. companies, agents 


satisfactorily 
and _ policy- 
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Big Present; Bigger Future 
(CONTINUED FROM PAGE 5) 


may occur to your car as the result of 
striking any object. In the olden days 
an out-and-out collision was necessary; 
but the interpretation was broadened 
after many interesting and amusing 
claims had come up. For instance: A 
man drove his expensive car under the 
elevated railroad in New York at a 
point where men were at work re- 
painting the elevated structure, and 
the top of the car became spotted with 


paint. The car-owner asked the insur- 
ance company to pay for the re-var- 
nishing of his car on the ground that 
he had been in collision with drops of 
paint. The claim was paid, although it 
was not exactly within the meaning of 
the policy. Of late years the policy has 
been broadened to include all damages 
caused to the car and its equipment by 
collision with any object—excepting 
damage to tires caused by ordinary tire 
trouble. [Collision insurance also does 
not cover damage to the contents of 
the car and certain limited forms of 


collision insurance do not begin to re- 
pay the car-owner until he himself has 
paid the first $50 or $100 worth of 
damage.] 


| TABILITY is a long, hard word and 
as ugly as it sounds. Until it has 
come home to an automobilist, he is in- 
clined to regard it with derision or at 
least with indifference. But the man 
who sits down and figures it out can- 
not escape the conclusion that liability 
insurance is more important than any 
other kind that he can buy on account 














THE 


UNITED STATES FIRE INSURANCE COMPANY 


and 


NORTH RIVER INSURANCE COMPANY 


Are the 
PIONEERS 


N modern automobile underwriting and were the first companies to originate the simple “A-B-C” 

schedule for town cars, which was subsequently adopted by all other companies. The schedules 

originally used were more difficult to figure out than a Chinese puzzle and the local agents. 
consider themselves indebted to these companies for simplifying automobile underwriting. 


The same companies recognizing that it would be about as easy to sell a refrigerator to an 
Eskimo as to sell a farmer an annual policy, originated the term policy with the Diminishment 
clause, which enables the stock companies to meet the competition of Mutuals and Inter-Insurers. 
This policy has been adopted by many other companies and the United States Fire and North 
River Insurance companies are again the 


PIONEERS 


in modern farm automobile underwriting. Local agents desiring up-to-date suggestions and infor- 
mation will do well to correspond with the 


UNITED STATES FIRE INSURANCE COMPANY 


and 


NORTH RIVER INSURANCE COMPANY 
Western Department, Freeport, Illinois 


FRED M. GUND, Manager. 























Although an_ in- 
surance man, Mr. . 
Mason worked in 
the Great North- 
ern round house 
nights, and started 
the Agenc-y—by 
working after- 
noons, This round 
house work did 
not continue long, 
however, for con- 
scientious labor 
developed many 
substantial Pre- 
miums, hence he 
quit the round 
house and devoted 
his entire time to 
the Insurance busi- 
ness. That is what 
he is doing now. 


trip into the west. 
state. 








opment of northeastern Montana. 


What Conscientious Work and Square Dealing Has Done for an Agency 


By The National Underwriter Co. 


A new territory—without acquaintance—very little money—but with big ambitions, not afraid of work, and a liking for 
the Insurance Business, brought about the building of a Prosperous Agency, from that of an unknown, small $500-a-year 
in premiums insurance business. How was it done, you may ask? 
Bought the business in Oct., 1915—$500.00 in premiums on books. Made a nice increase in 1916. Trebled the business 
in 1917, and Doubled that figure in 1918. That is the record made by The Log House Insurance Agency, of which Mr. 
Orval E. Mason is manager and owner. He now claims that he will make a Big Increase in 1919, and judging from many 
effective and progressive moves he is preparing to make—we believe him. His commissions for 1918 were $1500.00. 


Sit 





The Old Log House that is the home of the LOG HOUSE INSURANCE AGENCY 
is a historical landmark of Glasgow, Montana. 
the town long before the Great Northern Railway was extended into Montana. 
sheltered many men prominent in the social and political as well as the business devel- 

n a J - Hill was entertained while on an advanced 
Buffalo Bill (Wm. Cody) lodged here while in this section of the 
All of the weddings, parties, and social functions of earl 
at this Log House when Glasgow was an infant cowtown. 
speak they would unfold a wonderful tale of growth and development. 
reasons we are making it our home and will greet you here with the same warmth 
extended a decade ago to an occasional visitor. 


The Log House Insurance Agency 


Here 


The Log House Insurance Agency—for it is that name which has been emphasized instead of Mr. Mason’s, attributes 
its success to Hard Work, and Square Dealing. 


It was one of the first houses erected in 


pioneer days centered 
If these walls of logs could 


Orval E. Mason, Mgr. 


Mr. Mason has 
not only built a 
fine insurance 
business, but he 
has at the same 
time, put through 
some of the Larg- 
est Real Estate 
transactions made 
in- Glasgow. He is 
quite as active in 
the Real Estate’ 
line, as is he in the 
Insurance busi- 
ness. He also does 
a farm loan busi- 
ness. 


It has 





For sentimental 














The National Underwriter 


of his car. If he can only afford two 
kinds, say, and he buys fire and theft 
to the exclusion of all other kinds, 
and his car is burned or stolen, he has 
lost something that he has and the in- 
surance company pays him back for 
part of it. He is at least no worse off 
than he was before, so far as cash in 
hand is concerned. But consider the 
case of a man who causes an accident, 
Big claims are the order of the day. 
It is nothing uncommon for an injured 
person to ask for $25,000 as solace to 
his hurts. By the time the automobilist 
has paid $25,000, he has paid out the 
value of his car and something like 
$23,000 more that he had saved up in 
the bank toward a new house. Or, more 
likely, he cannot pay the sum at all. 
His resources are completely  ex- 
hausted and he has lost not only his 
car, but much more that he did not 
even possess. 

Thus it will be seen that liability in- 
surance is of the first importance. 


THs spring the rates on automobile 
liability insurance, for pleasure-type 
cars, have been completely revised. 
They had become a little out-of-date, 
the automobile situation having 
changed so much in the last few years. 
In the rural districts especially the 
rates have been made exceedingly rea- 
sonable. Some of the worst accidents 
have occurred in farming districts 
where there was not another car within 
miles. At the present reasonable rate 
there seems no reason in the world 
why the. farmer in even the most peace- 
ful district should not be insured. Un- 
der the old rating system, horse-power 
as calculated from the bore of the en- 
gine cylinder was used as a basis for 
the premium charges. Under the new 
system the manufacturer’s list price 
plus equipment is used. It is believed 
that this furnishes a better basis; and 
it is almost always the case that in- 
jured people make higher claims 
against owners of fine cars than against 
Ford drivers. 


It’s a Sales Problem 


A constant complaint from the home 
office and department men supervising 
automobile business is that state and 
special agents are slow to appreciate 
the value of automobile insurance to 
them. Each field man, of course, seeks 
two things—an increase in business and 
a good record on losses. Either the 
field men have not appreciated the vol- 
ume that could be secured or they have 
been skeptical: of the possible profits. 
In other words, many fields haven't 
been “sold.” 

If the automobile superintendents 
would compile data that would demon- 
strate the possibilities both in pre- 
miums and profits, if they would reduce 
these to tables and charts, they might 
get many field men interested who are 
now lethargic when automobile insur- 
ance is mentioned. But the superin- 
tendent will have to go farther than 
this. His work to this point has been 
merely to create a desire. Next he 
must show the salesman how this de- 
sire can be satisfied. He must give 
him the “sales talk” that the field man 
can use to sell the agent the material 
that he can use in converting them. 
The “sold” agent must then have argu- 
ments that he can use on prospects. 
This is the straight sales talk of the 
business. The automobile superintend- 
ent must supply this to the field man 
and the field.man must transfer it to 
the agents. ; 

Thus far in the history of automobile 
insurance there have been too many 
field men who have said they couldn't 
interest agents in the line and too many 
automobile superintendents who said 
they couldn’t interest field men. 
Neither the field men nor the automo- 
bile men have been as good salesmen 
as they should have been. 


Make a friend of your fire chief by 
sending him Fire Protection. Write to 
Fire Protection, 229 E. Sixth street, Cin- 
cinnati. Ohio, for particulars. 
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National Liberty 


Insurance Company 
of America 


ORGANIZED IN THE CITY OF NEW YORK IN 1859 


Over $10,000,000 in Assets 











Automobile Insurance 


Fire Property Damage 


Theft Tornado 
Collision Lightning 


Attractive policies covering dealer’s risks, manu- 
facturer’s output and commercial fleets. 











“Superior Service” 


HEAD OFFICE WESTERN DEPARTMENT 
62 William St. 160 W. Jackson Blvd. 
NEW YORK CHICAGO 
GEO. B. EDWARDS, President C. H. COATES, Manager 

















1919 MODEL POLICIES 


T is a far cry from the Twin Six of today to the 
one lunger of a quarter of acentury ago. Like- 
wise the modern automobile insurance policy is a vastly 
different contract than the original restricted coverage. 
Not all automobiles sold today have all the modern 
advantages, improvements and refinements. Likewise not 
all of the automobile insurance policies are 1919 models in 
all respects. 
The direct liability policy of the Automobile Liability 
Company is the last word in automobile coverage. 
In addition to its unusually liberal liability protection 
the company also insures against loss to liability for property 
damag’, and loss or damage to cars by fire, theft, or collision 





y 


Automobile Liability Co. 


, Limited Mutual ; 
Milwaukee Wisconsin 
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Proposed Fire Casualty 


ally benefit if the proposed na- 

tional association or conference 
to embrace all classes of companies 
writing automobile insurance should 
become an accomplished fact? 

That question can perhaps best be 
answered by another: What propor- 
tion of insurance agents or solicitors 
are selling fire companies’ automobile 
policies only on the one hand or cas- 
ualty companies’ automobile policies 
only on the other hand? Is it not a 
fact that the average insurance agent 
or solicitor sells both the liability in- 
surance and the fire insurance on auto- 
mobiles? If he be a local agent of a 
fire insurance company then he either 
represents a casualty company, too, or 
he brokers his auto liability insurance 
with the agent of a casualty company. 
If he be an agent of a casualty com- 
pany then he either has an automobile 
agency for a fire company or he brok- 
ers his automobile fire insurance with 
a fire insurance company’s agent. 


[N short, the automobile being a mov- 
able piece of property on which the 
Owner requires—when approached for 
insurance—all of the kinds of automo- 
bile insurance he is willing to pay for, 
the agent or solicitor has naturally 
got to accommodate the needs of the 
automobile owner. If, therefore, in- 
surance agents and solicitors are, gen- 
erally speaking, selling all kinds of 
automobile insurance to motor car 
owners, is it not obvious that the 
agents will be benefited if the fire, ma- 
rine and casualty companies get to- 


| | OW will insurance agents gener- 


BY HERBERT R. 


‘ 


CLOUGH $ 


President National Automobile Underwriters Conference 


gether in the same way to treat auto- 
mobile insurance as a whole, especially 
when it is realized that the two classes 
of companies are both writing automo- 
bile property damage and collision in- 
surance? 


i is always to the advantage of the 
insurance agent that there should 
be uniformity in company practice as 
respects rules and rates of commission 
as well as policy contracts and rates 
of premium. This can only be effect- 
ually accomplished when such rules, 
forms and rates are the outcome of one 
cooperative association instead of two, 
however desirous any two separate 
organizations may be to cooperate. 


THE advocates of the proposed fu- 
sion of casualty and fire companies 
into one automobile insurance organ- 
ization are not questioning the wisdom 
of state insurance departments in re- 
fusing to authorize fire insurance com- 
panies on the one hand to write auto- 
mobile liability insurance or casualty 
companies on the other hand to write 
automobile fire insurance, but they do 
contend that, for the convenience of 
agents and the automobile insurance 
business generally, there should be one 
supervising national organization from 
which would be issued manuals and 
the like that would contain all neces- 
sary information and rates for the 


writing of any and every kind of auto- 
mobile insurance. In other words, a 
plan of central distribution for all 
manuals and other literature pertain- 
ing to the writing of automobile in- 
surance, which would secure all agents 
throughout the country getting them 
at one and the same time. 


WHILE the foregoing briefly sug- 
gests the immediate advantages that 
will accrue to the insurance agent if 
the fusion plan is accomplished, it is 
needless to say that the agent is al- 
ways benefited equally with the com- 
pany whenever improvements in pol- 
icy contracts and insurance service 
generally can be secured through pro- 
gressive cooperation. The advocates 
of the plan believe that the fusion will 
accomplish that and much more. The 
details, however, are not yet com- 
pleted; and even when they are, it will 
be appreciated that they are to be first 
considered by a special committee of 
twelve chief executives of fire, marine 
and casualty companies before any 
steps are taken to secure the acquies- 
cence of the existing separate organ- 
izations of the fire and casualty com- 
panies. 


|T need only be added that the fusion 

plan proposed does not contemplate 
interfering with, but strengthening the 
value of local automobile underwriting 
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Automobile 
Association 


conferences, as well as the statistical 
value for automobile insurance of the 
casualty bureau. Indeed, it is conf- 
dently expected that the value to the 
company underwriter of the proposed 
joint association will be so great that 
no responsible automobile writing 
company will be able to afford to be 
without such service and therefore it 
may be surely assumed that a number 
of companies at present operating as 
so-called nonconference or nonbureay 
companies will embrace the opportu- 
nity to cooperate in an organization 
devoted solely and entirely to the bet- 
terment of automobile insurance con- 
ditions. 


THE advocates of this fusion plan for 
the United States have been much 
encouraged to learn that in Canada 
where the same resultant troubles have 
been experienced from lack of one au- 
tomobile insurance organization for all 
classes of companies, they have now 
succeeded in organizing the Canadian 
Automobile Underwriters Association, 
which embraces all types of companies 
writing automobile insurance in the 
provinces of Ontario and Quebec. 

May a like success soon attend the 
effort being made in the United States 
is the ardent wish of many insurance 
executives and, too, I believe, of many 
thousands of insurance agents through- 
out the country interested in writing 
automobile insurance! 


The National Underwriter has valuable 
automobile insurance suggestions each 
week. Look for them; adopt them. 














COMBINATION RATES WITH AND WITHOUT CREDITS FOR LOCKS AND EXTINGUISHERS. 











STANDARD EASTERN, NEW ENGLAND AND WESTERN SCHEDULE 



























































| PLEASURE—Gasoline and Steam ELECTRICS— COMMERCIAL— 
(Pleasure and Commercial) (Gasoline and Steam [See 
— —_——_————-OPEN BODY . ENCLOSED CARS—See | See Definition and Foot- | Definition]) 
r Definiti note See Columns IX and X 
Fire, Trans- 
OPEN OR_ Fire, Trans- portation, 
ENCLOSED portation, Thef: 
Mes Tmmpecteion, Tet SS) ain ein 
re, Transportation eft, me rs q' Fi Trans- Fire, Transportation, Theft. 
Tornado, Earthquake, Ex- : Fire and Explosion Fire, Trans- Explosion — po Bi oo Tornado, Earthquake, Ex- 
plosion and Water Dam- Fire Transportation and Transpor- and Water portation and| and Water and plosion and Water Dam- 
a age———_—_. am Theft =" -——tation—, 7—Damage—, ——Theft——.| —Damage—, ——Theft—, -————— age—_-—_—., 
on Le 
BS oe ¢ = 
| ge i a : 24... 2 we c 2 s z 2. 7 
uy 2 he cs} Sh & Le] oh rt) 3 n c Le} = Mo] es) b £ 
Ee §8 36.2, 8 ae ee) A a oe | 22 2 2 2 =. 
= Se 4°5E8 2 « 86 «af m 30 9% Sc Ego n £5 a SO £5 Eo £5 7] 4“ 
sk gh azee § S -°& fy Ste 4 -t “Re Sie as a oe 2 es Sl ; m& & & 
Se Sz “hie. 98) ¢€ jt BS S82 3 A AS ABB Ge wee g BS gg AS g 8S g 8 # «as § Ak 
gg Belga 9g - s 68 332 = ¢ $2 S83 =82 635 = 828 = 482 eo 4 “eo = 88 8 4535 
» ph Seon. S 3 — = =Be 3 = sce Sao BSS = B.) oss 7 Ug 3 =8 5 Oe 3 =5 = set 
OB of SSshs oF é s pe BRO ¢ 2 Be. ge €=s GCs fee se GS = 6) oe & se 6& Bh 
I II Ill IV Vv VI Vil VIIt Ix x XI XII XII XIV xv XVI XVII XVIII xIx XX XXI X\XIiI 
t 1 1.2500 1.2125 1.1375 1.1000 1.0000 0.9625 0.8875 0.8500 0.7500 0.6375 1.2000 1.0875 0.9500 0.8375 1.1000 0.9875 0.8500 0.7375 1.1000 0.9875 1.0850 
List Priee t 2 1.4000 1.3625 1.2650 1.2275 1.1500 1.1125 1.0150 6.9775 0.9000 0.7650 1.3500 1.2150 1.1000 0.9650 1.2500 1.1150 1.0000 0.8650 1.2500 1.1150 1.2350 
$3,500 + 3 1.6500 1.6125 1.4775 1.4400 1.4000 1.3625 1.2275 1.1900 1.1500 0.9775 1.6000 1.4275 1.3500 1.1775 1.5000 1.3275 1.2500 1.0775 1.5000 1.3275 1.4850 
and up t 4 2.0000 1.9625 1.7750 1.7375 1.7500 1.7125 1.5250 1.4875 1.5000 1.2750 1.9500 1.7250 1.7000 1.4750 1.8500 1.6250 1.6000 1.3750 1.8500 1.6250 1.8350 
t 5 2.5000 2.4625 2.2000 2.1625 2.2500 2.2125 1.9500 1.9125 2.0000 1.7000 2.4500 2.1500 2.2000 1.9000 2.3500 2.0500 2.1000 1.8000 2.3500 2.0500 2.3350 
t 1 1.6500 1.5600 1.5300 1.4400 1.4000 1.3100 1.2800 1.1900 0.8000 0.6800 1.6300 1.4100 1.2800 1.1600 1.1000 0.9875 0.8500 0.7375 1.1506 1.0300 1.1350 
List Price 86 2 1.8500 1.7600 1.7000 1.6100 1.6000 1.5100 1.4500 1.3600 1.0000 0.8500 1.7300 1.5800 1.4800 1.3300 1.2500 1.1150 1.0000 0.8650 1.3500 1.2000 1.3350 
$2,500 to 60 3 2.0500 1.9750 1.8550 1.7800 1.8000 1.7250 1.6050 1.5300 1.3000 1.1050 1.9500 1.7550 1.7000 1.5050 1.5000 1.3275 1.2500 1.0775 1.6500 1.4550 1.6350 
$3.499 50 4 2.4500 2.3750 2.1950 2.1200 2.2000 2.1250 1.9450 1.8700 1.7000 1.4450 2.3500 2.0950 2.1000 1.8450 1.8500 1.6250 1.6000 1.3750 2.0500 1.7950 2.0350 
40 5 3.0500 2.9750 2.7050 2.6300 2.8000 2.7250 2.4550 2.3800 2.3000 1.9550 2.9500 2.6050 2.7000 2.3550 2.3500 2.0500 2.1000 1.8000 2.6500 2.3050 2.6350 
t 1 2.1500 2.0000 2.0150 1.8650 1.9000 1.7500 1.7650 1.6150 0.9000 0.7650 1.9500 1.8150 1.7000 1.5650 1.1000 0.9875 0.8500 0.7375 1.3000 1.1650 1.2775 
List Price 70 2 2.2500 2.1150 2.0850 1.9500 2.0000 1.8650 1.8350 1.7000 1.1000 0.9350 2.0700 1.9050 1.8200 1.6550 1.3500 1.2000 1.1000 0.9500 1.5000 1.3350 1.4775 
$1,800 to 50 3 2.4500 2.3375 2.2325 2.1200 2.2000 2.0875 1.9825 1,8700 1.4500 1.2325 2.3000 2.0825 2.0500 1.8325 1.6000 1.4125 1.3500 1.1625 1.8500 1.6325 1.8275 
$2.499 40 4 2.7500 2.6600 2.4650 2.3750 2.5000 2.4100 2.2150 2.1250 1.9000 1.6150 2.6300 2.3450 2.3800 2.0950 1.8500 1.6250 1.6000 1.3750 2.3000 2.0150 2.2776 
30 5 3.4500 3.3750 3.0450 2.9700 3.2000 3.1250 2.7950 2.7200 2.7000 2.2950 3.3500 2.9450 3.1000 2.6950 2.3500 2.0500 2.1000 1.8000 3.1000 2.6950 3.0775 
7 1 4.2500 3.8000 4.1000 3.6500 4.0000 3.5500 3.8500 3.4000 1.0000 0.8500 3.6500 3.5000 3.4000 3.2500 1.5000 1.3500 1.4625 
List Price 70 2 4.2500 3.8375 4.0625 3.6500 4.0000 4.5875 3.8125 3.4000 1.2500 1.0625 3.7000 3.5125 3.4500 3.2625 1.7500 1.5625 1.7125 
$600 to 40 3 4.2500 3.8900 4.0100 3.6500 4.0000 3.6400 38.7600 3.4000 1.6000 1.3600 3.7700 3.5300 3.5200 3.2800 2.1000 1.8600 2.0625 
$1.799 30 4 4.2500 3.9650 3.9350 3.6500 4.0000 3.7150 3.6850 3.4000 2.1000 1.7850 3.8700 3.5550 3.6200 3.3050 2.6000 2.2850 2.5625 
30 5 4.2500 4.1000 3.8000 3.6500 4.0000 3.8500 3.5500 3.4000 3.0000 2.5500 4.0500 3.6000 3.8000 3.3500 3.5000 3.0500 3.4625 
t 1 6.2500 5.5000 6.1000 5.3500 6.0000 5.2500 5.8500 5.1000 1.0000 0.8500 5.2500 5.1000 5.0000 4.8500 a Wate see wine Ree, aes ee 1.7500 1.6000 1.6750 
List Price 60 2 5.7500 5.1500 5.5250 4.9250 5.5000 4.9000 5.2750 4.6750 1.5000 1.2750 4.9500 4.7250 4.7000 4.4750] ...... ....... Taw e Kone e 2.2500 2.0250 2.1750 
$599 40 3 5.2500 4.8000 4.9500 4.5000 5.0000 4.5500 4.7000 4.2500 2.0000 1.7000 4.6500 4.3500 44.000 4.1000] ...... ...... cee eee cee eee 2.7500 2.4500 2.6750 
and under 30 4 5.2500 4.8750 4.8750 4.5000 5.0000 4.6250 4.6250 4.2500 2.5000 2.1250 4.7500 4.3750 4.5000 4.1250] ...... ... Thee) ee ee ree 3.2500 2.8750 3.1750 
30 5 5.2500 4.9500 4.8000 4.5000 5.0000 4.7000 4.5500 4.2500 3.0000 2.5500 4.8500 4.4000 4.6000 4.1500] ...... ...... et ae ee 3.7500 3.3000 3.6750 
VALUED POLICY—(Not Permitted in 








($0.2500) to the rate given in columns II, III, IV, XI, X1TT, XV. XVI. XIX and XX. 


Valued Fire, Transportation and Theft Policies may be issued by adding 25 cents ($0.2500) to rates given in Columns V, VI, VII, VIII, XIII, XIV, XVII and XVIII. 
No valued policy may be issued covering Fire and Transportation without Theft. 


SECOND-HAND AUTOMOBILES—I{ machines are second-hand or not in possession of orizinal owners charge: 


State of Iowa)—Valued Fire, Transportation, Theft, Tornado, Earthquake, Explosion and Water Damage policies may be issued by adding 25 


tional; on Gasoline and Steam Commercial type, 50 cents ($0.5000) additional; on all Electrics, 25 cents ($0.2500) additional. 


ADDITIONAL RATES—If Earthquake, Explosion and Water Damage insurance is not desired under Columns 1, 2, 3, 4, 11, 12, 15, 16, 19 or 20, deduct 5 cents ($0.0500) from rates give?- 
If Theft insurance is not desired on Electric car, deduct 10 cents ($0.1000) from rates in Columns 17 and 18. 


+AMOUNTS OF INSURANCE—Dagger means Amount of Insurance at Option of Company. 


Electrics—On all Electrics, irrespective of age, amounts of insurance at option of company, not exceeding cost to assured. 
Where the maximum amount to be insured figured on the schedule percentage does not come to even hundred dollars, the amount of insurance may be increased to the next even hundred. 


List Prices—The list price to be used in classifying an automobile in order to determine the rate is that which is stated in the manual of list prices and no other may be used. 
eases where the list price of a truck or other automobile is for chassis only, the cost of the body may be added to establish the list price for the purpose of determining the rate. 


On Gasoline and Steam Private Pleasure type, 25 cents ($0.2500) addi- 
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Troublesome Policy Provisions 


is still in its infancy, and many 

drastic changes will have to be 
made in the present policy contract in 
order to make the business really prof- 
itable. 

There has been a constant conflict 
between the marine and the fire under- 
writers as to the proper policy contract 
to be used, and the result is, we neither 
have a fire, nor a marine contract, and 
very often the conditions conflict seri- 
ously with each other. 


Ti: automobile insurance business 


T HE greatest difficulty which is expe- 
rienced by adjusters under the pres- 
ent auto form is that proper provision 
is not made for the deduction of depre- 
ciation on account of wear and tear, 
and there is more depreciation on an 
automobile, than on any other class of 
insurable property. 
The clause reads as follows: 

“This company shall not be liable 
beyond the actual cash value of the 
property at the time any loss or 
damage occurs and the loss or 
damage shall be ascertained or es- 
timated according to such actual 
cash value, with proper deduction 
for depreciation however caused, 
and shall in no event, exceed what 
it would then cost the insured to 
repair or replace the same with 
material of like kind and quality.” 
It would be impossible, and a most 

hazardous thing for companies to re- 
place damaged or broken parts of an 
automobile with second hand material, 
or with material of like kind, which 
would mean material which had had 
the same amount of use; therefore, the 
insured insists, and rightly so, that we 
replace all damaged parts with new, 


BY T. H. 


WILLIAMS 


T. H. Williams is secretary and manager of the Pacific States Fire of Portland. 
Before assuming his present position a few years ago he was an independent adjuster 
and handled many automobile claims. He has written several valuable papers on this 


subject. 


and he is not willing that.any deprecia- 
tion should be deducted, and we are 
not in a position to deduct depreciation 
for the policy requires that we either 
replace with money or with material 
of the same kind and quality. 


HE policy covers loss by theft, which 
is not covered under a strictly fire 


For many years Mr. Williams was a field man and knows the insurance 
business from many angles and viewpoints. 


policy, and under this clause, we are 
compelled to replace a stolen machine, 
and while in some instances we have 
been able to deduct depreciation, still 
in most of them, we are not, for we 
must either replace with a machine of 
the same age and run the same number 
of miles, or furnish a new machine. The 
automobile may have run over five 





A Letter That Produced Auto Insurance Sales 


Thoroughly believing in the medium of Uncle Sam as a means of securing 
business, one of Hartford’s agents employs an original letter now and then 
to stir up thoughts before he makes a personal visit. Here is his latest form 


letter: 
Dear Sir: 


Just why do you have a bumper on your car? 

Is it because you don’t want the car to get scratched or the fend- 
ers banged up? No! It’s because you don’t want to pay the expense 
of having the mud guards, lamps and radiator repaired through 
some “bump” that’s not your fault. 

The same reason applies to your emergency brake, your locks 


and other safeguards. 


IF YOU KNEW ABSOLUTELY SURE THAT YOU’D NEVER 
HAVE AN ACCIDENT YOU WOULDN’T BOTHER WITH THESE 


EXTRAS. 


But accidents occur—inexperienced drivers, 


slippery streets, 


speed artists and others make HAZARDS for you. 
Your “bumper” shows you anticipate these things and therefore 


you are PREPARED. 


Yet without INSURANCE PROTECTION to pay for the damages 
what good is a bumper, or a brake, or a fire extinguisher? 
Remember these “I’ll sue you sharps” are always waiting for 


a chance. 


FULL CCVERAGE is what you need just as much as you need 


a bumper and other protections. 


And I can give you that coverage 


with a strong company that adds SERVICE to the PROTECTION. 


thousand miles, and need considerable 
money expended upon it to replace 
tires, grinding of valves and the re- 
placement of parts of the machinery 
which are worn. 

The same is true of all losses under 
the collision clause. It is argued by 
some that the clause is identical with 
the one in the fire insurance policy,— 
that we have had no difficulties under 
our fire contract, but the class or prop- 
erty (automobile) is entirely different. 

It would be possible to place a clause 
in the policy compelling the insured to 
stand the difference between the value 
at the time of the loss, and the value 
new. 


T can be said of all contracts of in- 

surance indemnity, that if the orig- 
inal contract was not interfered with 
by making endorsements, that there 
would be little, if any trouble, but as 
you know, some broker will make a 
form to give his client additional se- 
curity, and the joker is not discovered 
until the loss occurs. 

In order to control or write dealers 
insurance, some of the companies 
amend their policy forms to cover em- 
bezzlement, as well as theft, and it 
never was the intention of the framer 
of the automobile policy, either marine 
or fire, to cover embezzlement. 

The insurance commissioner of the 
state of Washington is the only com- 
missioner who has gone on record in 
reference to this matter, and he will not 
permit a fire insurance company to 
endorse its policies to cover embezzle- 
ment, either with or without an addi- 
tional charge, as he claims it is not 
within the province of a fire insurance 
company to cover this class of risk, 
and I heartily agree with him. 
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“Selling” the Local Agent 


ONFIDENCE in himself, in his 
( knowledge, methods and interest 

in the business, are the main req- 
uisites of the successful automobile 
broker or solicitor. And-chief of these 
is confidence. The average large city 
solicitor is well endowed with this qual- 
ity, else he will not survive. But there 
are many agents of the medium sized 
and smaller towns who lack this qual- 
ity, which is largely a result of expe- 
rience and past success. 
A FEW years ago the solicitor could 

only gain a knowledge of his sub- 
ject by soliciting a prospect, finding the 
rates applicable after he had actual 
need for them. At that he was apt to 
quote an incorrect figure, to be set 
right. by the home office, and then 
asked to correct the policy. Why—be- 
cause it was all new and methods he 
had but occasional use for. This either 
taught him how to apply the schedules 
or turned him against automobile insur- 
ance and back to the lines he felt con- 
fidence in his ability to sell. This same 
problem is today before many field 
men and local agents, and a majority 
will frankly admit it. They do not feel 
confident to correctly apply the rate. 
This was excusable yesterday—today 
it is not. Rating information is ar- 
ranged in the simplest manner possible, 
and uniform for all companies. Be- 
sides prospects are much thicker, over 
six million machines being in use in 
the United States today. So it is up 
to all of us, no matter what our rela- 
tion to the business, to thoroughly 


BY STUART I. DRUM 


Stuart I. Drum spends practically all of his time in the field in the interest of 
the automobile department of the Great American and the American Alliance. He 
has been with the company for two years in this capacity, and has traveled practically 
every state in Western Union territory. Prior to going with the Great American Mr. 
Drum was special agent in Kansas for the Royal. 


.familiarize ourselves with automobile 
rating information. 


OW, what is the incentive to so- 
licit automobile insurance? Is it 
worth the effort? What is the gain 
other than one. of commissions? The 
incentive should be greater—to the 
agent alive to the possibilities—than 
for any other class of insurance. For 
no other line presents so many new 
prospects twelve months in the year. 
Are insurable mercantile stocks, build- 
ings, dwellings, increasing at the rate 
of from 23 to 40 per cent annually? 
The solicitor can have no better op- 
portunity of securing new clients, for 
all lines, than through the channels of 
automobile insurance. For through 
each assured, his family, friends and 
business associates, the live agent meets 
new prospects. Again, a satisfactory 
loss adjustment is the insurance man’s 
best advertisement, and no other 
branch of insurance offers as many op- 
portunities for losses—mostly partial, 
it is true—as the full automobile cover. 
The automobile is today in the 
ascendancy in popular favor, the pride 
of the owner and desire of the “would 
be.” Ask any man what he thinks of 
a car—HIS car—and the answer will 


always be full of praise, and pride. 
Without effort on your part he is tell- 
ing of its achievements and making ex- 
cuses for its defects. In the same man- 
ner he tells his friends of prompt and 
favorable loss adjustments, recom- 
mending the agent highly with the re- 
sult of another new client, and an en- 
tering wedge for other insurance lines. 
How to approach, to reach the auto- 

mobile owner, is naturally a vital 
point, but easily answered. Through 
the selling or distributing point, the 
dealer. Other channels bring in auto- 
mobile lines, but the majority of busi- 
ness is secured by aggressive offices in 
this manner. And the best way is to 
gain first knowledge of the sale of cars 
by means of the dealers “open” pol- 
icy. 

There are five methods of insuring 
cars in hands of dealers and certainly 
one can be fitted to any dealer’s needs. 
Because the first cost is paramount, 
the owner is easily sold a broad cover 
policy at the time. Later he is apt to 
be content with a limited protection. 

Again, like the dealer, who must have 
protection when operating on borrowed 
capital, the owner who buys a car on 
the payment plan is easily sold. This 





STUART I. DRUM 


offers another valuable source of pros- 
pects and many agencies make it a 
point to secure connections with auto- 
mobile finance companies, or banks 
loaning on automobile paper.  Solic- 
itors insuring machines purchased on 
time payments must be especially par- 
ticular as to the class of assureds, as 
many such are inclined to be careless 
and some irresponsible. 

Another important source is the cor- 














COMBINATION RATES WITH AND WITHOUT CREDITS FOR LOCKS AND EXTINGUISHERS. 
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PLEASURE—Gasoline and Steam ELECTRICS— COMMERCIAL— 
(Pleasure and Commercial) (Gasoline and Steam [See 
r OPEN BODY . ENCLOSED CARS—See | See Defi and Foot- | Definition]) 
5 Definiti ., |_note See Columns IX and X 
F Fire, Trans- 
OPEN OR Fire, Trans- tion, 
ENCLOSED portation, Theft, . 
(Also Com- Theft, Tornado, 
Fire, Transportation, Theft, mercial Earthquake, Fire, Trans- 4 Fire, Transportation, Theft, 
Tornado, Earthquake, Ex- Fire and Explosion ti Explosion Fire, Trans- Tornado, Earthquake, Ex- 
plosion and Water Dam- Fire Transportation and - and Water and and Water portation and plosion and Water Dam- 
————-age————___, r Theft- — — ie 7-—Damage—, -——Theft—,| —Damage—, ——Theft—, rf age = 
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OB oF ssshs OF é e BY BRO £ B :? fe € BOE & 5b &£ Bp & be ££ BF a 5 B Be 
I i ii Iv Vv VI vil VIII i x Xm XM (XIV xv XVI XVII XVIII xix XX XXI XXII 
1 1 1.2500 1.2125 1.1875 1.1000 1.0000 0.9625 0.8875 0.8500 0.7600 0.6375 1.2000 1.0875 0.9500 0.8376 1.1000 0.9875 0.8500 1.1000 0.9875 1.0850 0.9725 
List Price 1 2 1.4000 1.3625 1.2650 1.2276 1.1500 1.1125 1.0150 0.9776 0.9000 0.7650 1.8500 1.2150 1.1000 0.9650 1.2500 1.11650 1.0000 1.2600 1.1150 1.2350 1.1000 
$3,500 3 1.6500 1.6125 1.4775 1.4400 1.4000 1.3625 1.2276 1.1900 1.1500 0.9775 1.6000 1.4275 1.3600 1.1776 1.5000 1.3275 1.2500 1.5000 1.3275 1.4850 1.3125 
and up 4 4 2.0000 1.9625 1.7750 1.7875 1.7500 1.7126 1.5260 1.4876 1.6000 1.2750 1.9500 1.7260 1.7000 1.4750 1.8500 1.6250 1.6000 1.8500 1.6250 1.8350 1.6100 
t 5 2.5000 2.4625 2.2000 2.1626 2.2500 2.2125 1.96500 1.9126 2.0000 1.7000 2.4500 2.1500 2.2000 1.9000 2.3500 2.0500 2.1000 2.3500 2.0500 2.3350 2.0350 
t 1 1.4500 1.3900 1.3300 1.2700 1.2000 1.1400 1.0800 1.0200 0.8000 0.6800 1.8700 1.2600 1.1200 1.0000 1.1000 0.9875 0.8500 1.1500 1.0300 1.1350 1.0150 
List Price 80 2 1.6500 1.6900 1.5000 1.4400 1.4000 1.3400 1.2500 1.1900 1.0000 0.8500 1.5700 1.4200 1.3200 1.1700 1.2500 1.1150 1.0000 1.3500 1.2000 1.3360 1.1850 
$2,500 to 60 3 1.9500 1.8900 1.7550 1.6950 1.7000 1.6400 1.5050 1.4450 1.3000 1.1050 1.8700 1.6750 1.6200 1.4250 1.5000 1.3275 1.2600 1.6500 1.4650 1.6350 1.4400 
$3,499 50 a 2.3500 2.2900 2.0950 2.0350 2.1000 2.0400 1.8450 1.7850 1.7000 1.4450 2.2700 2.0150 2.0200 1.7650 1.8500 1.6250 1.6000 2.0500 1.7950 2.0360 1.7800 
40 5 2.9500 2.8900 2.6050 2.6450 2.7000 2.6400 2.3550 2.2950 2.3000 1.9650 2.8700 2.52650 2.6200 2.2750 2.3600 2.0500 2.1000 2.6500 2.3050 2.6360 2.2900 
t 1 1.9000 1.7875 1.7650 1.6526 1.6600 1.5376 1.6160 1.4025 0.9000 0.7650 1.7600 1.6150-1.5000 1.3650 1.1000 0.9876 0.8500 1.3000 1.1650 1.2775 1.1425 
List Price Rn 2 2.1000 1.9875 1.9350 1.8225 1.8600 1.7875 1.68560 1.5725 1.1000 0.9350 1.9500 1.7860 1.7000 1.6360 1.3500 1.2000 1.1000 1.5000 1.3360 1.4776 1.3125 
$1,800 to 60 3 2.3000 2.2100 2.0826 1.9925 2.0500 1.9600 1.8325 1.7425 1.4500 1.2326 2.1800 1.9626 1.9300 1.7125 1.6000 1.4125 1.3500 1.8500 1.6325 1.8275 1.6100 
$2,499 40 4 2.6500 2.6750 2.3650 2.2900 2.4000 2.3250 2.1150 2.0400 1.9000 1.6150 2.6500 2.2650 2.3000 2.0150 1.8500 1.6250 1.6000 2.3000 2.0150 2.2775 1.9926 
30 5 3.4500 3.3750 3.0450 2.9700 3.2000 3.1250 2.7950 2.7200 2.7000 2.2950 3.3500 2.9450 3.1000 2.6950 2.3500 2.0500 2.1000 3.1000 2.6950 3.0775 2.6725 
t 1 2.6000 2.3126 2.3500 2.1626 2.2500 2.0625 2.1000 1.9125 1.0000 0.8500 2.2600 2.1000 2.0000 1.85600 1.6000 1.3600 1.4625 1.3125 
List Price 70 2 2.7600 2.5625 2.6626 2.3750 2.6000 2.3125 2.8126 2.1260 1.2600 1.0625 2.6000 2,3125 2.2500 2.0625 1.7500 1.5625 1.7125 1.5250 
$600 to 40 3 2.8500 2.7000 2.6100 2.4600 2.6000 2.4500 2.3600 2.2100 1.6000 1.3600 2.6500 2.4100 2.4000 2.1600 2.1000 1.8600 2.0625 1.8225 
$1,799 30 4 3.3500 3.2000 3.0350 2.8850 3.1000 2.9500 2.7850 2.6350 2.1000 1.7850 3.1500 2.8350 2.9000 2.5850 2.6000 2.2850 2.5625 2.2475 
30 5 4.2500 4.1000 3.8000 3.6500 4.0000 3.8500 3.5500 3.4000 38.0000 2.5500 4.0500 3.6000 3.8000 3.3500 3.5000 3.0500 3.4625 3.0125 
t 1 3.0000 2.7375 2.8500 2.6875 2.7600 2.4875 2.6000 2.3376 1.0000 0.86500 2.6500 2.6000 2.4000 2.2500 1.7500 1.6000 1.6750 1.6250 
List Price 60 2 3.5000 3.2375 3.2750 3.0125 3.2500 2.9875 3.0250 2.7625 1.5000 1.2750 3.1500 2.9260 2.9000 2.6750 2.2500 2.0250 2.1750 1.9500 
40 3 3.7500 3.5250 3.4500 3.2250 3.6000 3.2750 3.2000 2.9750 2.0000 1.7000 3.4500 3.1500 3.2000 2.9000 2.7500 2.4500 2.6750 2.3750 
andunder§ 30 4 4.0000 3.8125 3.6250 3.4375 3.7500 3.5625 3.3750 3.1875 2.5000 2.1250 3.7500 3.3760 3.5000 3.1250 3.2500 2.8750 3.1750 2.8000 
30 5 4.2500 4.1000 3.8000 3.6600 4.0000 3.8500 3.5500 3.4000 3.0000 2.5500 4.0500 3.6000 3.8000 3.3500 3.7600 3.3000 3.6750 3.2250 
VALUED POLICY—Valued Fire, Transportation, Theft, Tornado. Earthquake, Explosion and Water Damage policies may ($0.2500) to the rates given 
in Columns 1, 2, 3, 4, 11, 12, 15, 16, 19 and 20 


Valued Fire, Transportation and Theft Policies may be issued by adding 25 cents ($0.2500) 


No valued policy may be issued covering 
SECOND- 


HAND AUTOMOBILES—If{ machines are second-hand or not in possession of original owners charge: 


Fire and Transportation without Theft. 





to rates given in Columns V, VI, VII, VIII, XIII, XIV, XVII and XVIII. 


ame so snman and Steam Commercial type, 60 cents ($0.5000) additional; on all Electrics, 26 cents ($0.2500) additional. 


rates given. 


If Theft insurance is not desired on Electric car, deduct 10 cents ($0.1000) from rates in Columns XVII and XVIII. 


#AMOUNTS OF INSURANC 
Electri 


E—Dagzger means Amount of Insurance at Option of Company. 


ics—On all Electrics, irrespective of age, amounts of insurance at option of company, not exceeding cost to assured. 
Where the maximum amount to be insured figured on the schedule percentage does not come to even hundred dollars, the amount of insurance may be increased to the next even hundred. 
The list price to be used in classifying an automobile in order to determine the rate is that which is stated in the manual of list prices and no other may be used. ‘? 


On Gasoline and Steam Private Pleasure type, 25 cents ($0.2500) addi- 
NAL RATES—If Earthquake, Explosion and Water Damage insurance is not desired under Columns I, II, III, IV, XI, XII, XV, XVI, XIX or XX, reduct 5 cents ($0.0500) from 


Prices— 
cases where the list price of a truck or other automobile is for chassis only, the cost of the body may be added to establish the Mst price for the purpose of determining the rate. 
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GENERAL AND LOCAL AGENTS WANTED 





Automobile Insurance 


INDEMNITY MUTUAL MARINE ASSURANCE THE ROYAL EXCHANGE ASSURANCE (Marine 





CO., LTD., of LONDON, ENGLAND Dept.) of LONDON, ENGLAND 
Organized 1824 Incorporated 1886 | Incorporated 1720 
UNITED STATES LLOYDS, INC., THE TOKIO MARINE INSURANCE CO., LTD., 
NEW YORK, N. Y. of TOKIO, JAPAN 
Organized 1872 Incorporated 1918 Incorporated 1879 


APPLETON & COX, Attorneys 
3 South William St. NEW YORK 


GENERAL AND LOCAL AGENTS WANTED 





























The American Guaranty Company 


Ohio’s Only Casualty ana 
Surety Company 


HOME OFFICE: COLUMBUS, OHIO 


JOHN L. HAMILTON, President 


WY 


We are offering special inducements to Ohio Agents 
who are producing 


Automobile Liability Property Damage 
and Collision Insurance 
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poration or firm using fleets of cars. 
‘This class is perhaps the most desir- 
able, because of the large lines in-- 
volved, but is generally the hardest to 
secure. In states where average or 
“fleet” rates are permissible, this diffi- 
culty is lessened. Then the individual 
commercial car, like that used for pri- 
vate pleasure, offers a fourth source. 
And with this grouping of sources must 
be included the tractor, farm-tractor, 
and motorcycle, none of which are large 
premium producers, but usually are in- 
sured against fire only. 


THE method of selling automobile 
insurance is very important. Never 
quote rates, but always talk in the lan- 
guage the layman understands, that of 
actual total cost. Quote a group pre- 
mium first for full cover. Then quote 
premiums as they apply to the various 
forms such as fire, fire and theft, col- 
lision, etc. Also it is extremely impor- 
tant that you do not quote rates to the 
dealer. Instead figure your costs be- 
forehand and tell him it will cost a 
specific amount per day to insure the 
car he sells, at 6 cents a cara day. He 
can readily understand that and the 
outlay will appear much less. 


UT the only way to build up a vol- 

ume of automobile premiums is to 
“get in the game,” for it is a game, and 
once in it will attract and hold your 
interest. Experience will teach you the 
details and hard knocks will teach you 
how. Do not allow the small new con- 
cerns, the reciprocals and mutuals to 
frighten you. We have always had 


this class of competition in other lines 
and it is to be expected in all new 
lines. There are many kinds of local 
agents and just as many kinds of spe- 
cial agents, for human nature knows no 
law and follows no precedent. So when 
all are coached, trained, and eager to 
secure automobile insurance premiums 
the volume derived may well compare 
favorably with that secured through 
the older and better established insur- 
ance channels. At present this busi- 
ness is big, very big, but not nearly as 
large as it will be, fourteen years hence, 
which period is now the age of this 
new so-called side line. It is now past 
the experimental stage and is today 
entering on its first year of attempted 
experience rulings, attempted in that 
the experience has necessarily been 
limited, but nevertheless a recorded ex- 
perience. So we enter upon a cycle of 
facts, knowing tHe experience gained 
will be tabulated for the benefit of all 
and hence the growth and stability of 


the future is assured. 
A FEW years ago automobile insur- 
ance was offered by less than a 
dozen companies, who looked ahead 
surely, but at the time entered the field 
mainly to offer a talking point, a wedge, 
in their favor. And finding the experi- 
ment could be worked out within the 
next four years we found nearly every 
company of importance entering the 
field. Many have done so in a half- 
hearted manner, it is true, but a ma- 
jority of the larger offices today main- 
tain an aggressive, independent, and 
yet a cooperative automobile depart- 






ment. The writer recalls that in 1915 
one of the leading companies enjoyed 
the distinction of the largest automo- 
bile income of any company and at 
that was~below the million mark in 
gross premiums. Today, although but 
three years later, several organizations 
with annually a larger volume, yet 
many more competitors have entered 
the field. What other branch of the 
insurance business can boast of such 
rapid progress? 


Can the Vernacular 
Advertise Intelligently 


ONE reason why some of the auto- 
mobile insurance advertising that 
has been used in the past has not been 
as successful as it might be has been 
that it was more or less unintelligible 
to the public. 

It is all right to advertise automobile 
fire insurance by that name—that is 
intelligible. 

To merely list theft insurance as such 
is not comprehensive enough. It would 
be better to say: “Insurance against 
the loss of your car through theft and 
against the loss of damage done to 
your car during the time that it is in 
the hands of thieves and before it is 
recovered for you.” 

The term liability insurance may be 
understood by men who in the past 
have purchased employers’ liability in- 
surance but the employers make up a 
very small percentage of the owners 
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of automobile insurance. This form 
might be described as follows: “Insur- 
ance against loss through suit instituted 
against you by persons injured by your 
automobile whether such injury was 
the result of unavoidable accident, your 
fault, or the fault of the person ip- 
jured. Under this form of insurance 
the insurance company provides ad- 
justers who settle out of court with 
the injured person if possible and at- 
torneys to fight your case in court (at 
no expense to you) if the case goes to 
litigation.” 

The term “property damage” insur- 
ance is more or less of a misnomer. It 
might be described in advertising as 
follows: “Insurance against loss to you 
resulting from the damage done by 
your automobile to the property (in- 
cluding other automobiles) of others, 
Urder this form the insurance com- 
panies settle claims against you, defend 
them in court when necessary and pay 
the expense of the litigation as well 
as the amount of the verdict.” 

Collision insurance may or may not 
be self-explanatory to the public. It 
might be defined as “insurance that 
pays for the repair or replacement of 
your car when it is damaged or de. 
stroyed by collision with another car 
or with any object (movable or im- 
movable).” 

When you merely solicit these forms 
of insurance under their trade name 
you are not talking to the public any 
more intelligently than does the As- 
syrian who cannot speak English but 
is offering laces for sale. 











COMBINATION RATES WITH AND WITHOUT CREDITS FOR LOCKS AND EXTINGUISHERS 








WESTERN PENALTY SCHEDULE 



























































PLEASURE—Gasoline and Steam ELECTRICS— \COMMERCIAL— 
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2 #2 #2 9S te s S35 0 Ot 5 £3 “o@ use 4 s fe s a é fe 4 £5 
$ OgS betes $<] = 3238 83 S52 = 4S S83 SHE oG5 S25 = $3 = 88 = £2 s gs = #88 8 Se 
= S & 3 — = =O 3 ct = ra B88 =5 ee = Pee = 3 =e 2 ae 5 nS = sg? 
OB of sSshs oF & : 2. er ie s 1 ge 6" ge") 2. eS Oe eS . .* «, 2 é b© f§ 353 
I I Ii IV Vv VI Vil Vii x x XI XIE XDI XIV XV XVI XVII XVIII xix XX XXI XXII 
7 1 1.5000 1.4260 1.3875 1.3125 1.2500 1.1750 1.1375 1.0625 0.7500 0.6375 1.4000 1.2876 1.1600 1.03756 1.1000 0.9875 0.8500 0.7375 1.1500 1.0375 1.1275 1.0150 
List Price t 2 1.6500 1.5750 1.5150 1.4400 1.4000 1.3250 1.2650 1.1900 0.9000 0.7650 1.5500 1.4150 1.3000 1.1650 1.2500 1.1150 1.0000 0.8650 1.3000 1.1650 1.2775 1.1425 
500 t 3 1.9000 1.82560 1.7275 1.6525 1.6500 1.5750 1.4775 1.4026 1.1500 0.9775 1.8000 1.6275 1.6500 1.3775 1.5000 1.3275 1.2500 1.0775 1.5500 1.3775 1.5275 1.3550 
and up T 4 2.2500 2.1750 2.0250 1.9500 2.0000 1.9250 1.7750 1.7000 1.5000 1.2750 2.1500 1.9250 1.9000 1.6750 1.8500 1.6250 1.6000 1.3750 1.9000 1.6750 1.8775 1.6525 
t 5 2.7500 2.6750 2.4500 2.3750 2.5000 2.4250 2.2000 2,1250 2.0000 1.7000 2.6500 2.3500 2.4000 2.1000 2.3500 2.0500 2.1000 1.8000 | 2.4000 2.1000 2.3775 2.077 
e t 1 2.0500 1.9000 1.9300 1.7800 1.8000 1.6500 1.6800 1.5300 0.8000 0.6800 1.8500 1.7300 1.6000 1.4800 1.1000 0.9875 0.8500 0.7375 1.2000 1.0800 1.1775 1 0575 
List Price 80 2 2.2500 2.1000 2.1000 1.9500 2.0000 1.8500 1.8500 1.7000 1.0000 0.8500 2.0500 1.9000 1.8000 1.6500 1.2500 1.1150 1.0000 0.8650] 1.4000 1.2500 1.3775 1.2275 
$2,500 to 60 3 2.3000 2.1875 2.1050 1.9925 2.0500 1.9375 1.8550 1.7425 1.3000 1.1050 2.1500 1.9550 1.9000 1.7050 1.5000 1.3275 1.2500 1.0775 | 1.7000 1.5050 1.6775 1.4825 
$3.499 50 2B 2.7000 2.6875 2.4450 2.3325 2.4500 2.3375 2.1950 2.0825 1.7000 1.4450 2.5500 2.2950 2.3000 2.0450 1.8500 1.6250 1.6000 1.3750] 2.1000 1.8450 2.0775 1.8225 
40 5 3.3000 3.1875 2.9550 2.8425 3.0500 2.9375 2.7050 2.5925 2.3000 1.9550 3.1500 2.8050 2.9000 2.5550 2.3500 2.0500 2.1000 1.8000] 2.7000 2.3550 2.6775 2 3325 
t 1 2.6500 2.4250 2.5150 2.2900 2.4000 2.1750 2.2650 2.0400 0.9000 0.7650 2.3500 2.2150 2.1000 1.9650 1.1000 0.9875 0.8500 0.7375 | 1.4000. 1.2650 1.3625 1,2275 
List Price 70 2 2.7000 2.4975 2.5350 2.3325 2.4500 2.2475 2.2850 2.0825 1.1000 0.9350 2.4300 2.2650 2.1800 2.0150 1.3500 1.2000 1.1000 0.9500 1.6000 1.4350 1.6625 1.3975 
$1,800 to 50 3 2.8000 2.6350 2.5825 2.4175 2.5500 2.3850 2.3325 2.1675 1.4500 1.2325 2.6800 2.3625 2.3300 2.1125 1.6000 1.4125 1.3500 1.1625 1.9500 1.7326 1.9125 1.6950 
$2.499 40 4 3.0500 2.9150 2.7650 2.6300 2.8000 2.6650 2.5150 2.3800 1.9000 1.6150 2.8700 2.5850 2.6200 2.3350 1.8500 1.6250 1.6000 1.3750 2.4000 2.1150 2.3625 2.0775 
30 5 3.7000 3.5875 3.2950 3.1825 3.4500 3.3375 3.0450 2.9325 2.7000 2.2950 3.5500 3.1450 3.3000 2.8950 2.3500 2.0500 2.1000 1.8000 3.2000 2.7950 3.1625 2.7575 
Tt 1 *5.7500 5.0750 *5.6000 4.9250 *5.5000 4.8250 *5.3500 4.6750 1.9000 0.8500 4.8500 4.7000 4.6000 1.6500 1.5000 1.5900 1.4400 
List Price 70 2 *5.6500 5.0275 *5.4625 4.8400 5.4000 4.7775 *5.2125 4.5900 1.2500 1.0625 4.8200 4.6325 4.5700 1.9000 1.7125 1.8400 1.6525 
to 40 3 *5.4500 4.9100 *5.2100 4.6700 *5.2000 4.6600 *4.9600 4.4200 1.6000 1.3600 4.7300 4.4900 4.4800 2.2500 2.0100 2.1900 1.9500 
$1.799 » 4 *5.2000 4.7725 *4.8850 4.4575 4.9500 4.5225 4.6350 4.2075 2.1000 1.7850 4.6300 4.3160 4.3800 2.7500 2.4350 2.6900 2.3750 
30 5 *4.7500 4.5250 *4.8000 4.0750 *4.5000 4.2750 %*4.0500 3.8250 3.0000 2.5500 4.4500 4.0000 4.2000 3.6500 3.2000 3.5900 3.1400 
t 1 *8.7500 7.6250 *8.6000 7.4750 *8.5000 7.3750 *8.3500 7.2250 1.0000 0.8500 7.2500 7.1000 7.0000 2.0000 1.8500 1.8875 1.7375 
List Price 60 2 *7.7500 6.8500 7.5250 6.6250 *7.5000 6.6000 *7.2750 6.3750 1.5000 1.2750 6.5500 6.3250 6.3000 2.5000 2.2750 2.3875 2.1625 
$599 40 3 *6.7500 6.0750 *6.4500 5.7750 *6.5000 5.8250 *6.2000 5.5250 2.0000 1.7000 5.8500 5.5500 5.6000 3.0000 2.7000 2.8875 2.5876 
and under 30 a *6.5000 5.9375 *6.1250 5.5625 *6.2500 5.6875 *5.8750 5.3125 2.5000 2.1250 6.7500 5.3750 5.5000 3.5000 3.1250 3.3875 3.0125 
30 5 *6.2500 5.8000 *5.8000 5.3500 *6.0000 5.5500 *5.5500 5.1000 3.0000 2.5500 5.6500 6.2000 5.4000 4.0000 3.5500 3.8875 3.4375 
*PENALTY FOR ABSENCE OF LOCKING DEVICE—On all automobiles of gasoline and steam private pleasure type coming under classes “D” and “BH,” an additional charge of $15.00 
must be made where theft is covered, but where the locking device warranty is not attached to the policy, see Columns I, III, V and VII. a 
VALUED POLICY—Valued Fire, Transportation, Theft, Tornado, Earthquake, Explosion and Water Damage policies may be issued by adding 25 cents ($0.2500) to the rates given 


in Columns 1, 2, 3, 4, 11, 12, 15, 16, 19 and 20. 


Valued Fire, Transportation and Theft Policies may be issued by adding 25 cents ($0.2500)to rates given in Columns V, VI, VII, VIII, XIII, XIV, XVII and XVIII. 
No valued policy may be issued covering Fire and Transportation without Theft. 


SECO) 
tional; on Gasoline 


AUTOMOBILES—If machines are second-hand or not in possession of original owners charge: 
and Steam Commercial type, 50 cents ($0.5000) additional; on all Electrics, 25 cents ($0.2500) additional. 


On Gasoline and Steam Private Pleasure type, 26 cents ($0.2500) addi- 


ADDITIONAL RATES—lIf Earthquake, Explosion and Water Damage insurance is not desired under Columns I, II, III, IV, XI, XII, XV, XVI, XIX or XX, deduct 5 cents ($0.0500) from 


rates given. 


If Theft insurance is not desired on Electric car, deduct 10 cents ($0.1000) from rates in Columns XVII and XVIII. 


+AMOUNTS OF INSURANC: 
Electri 


E—Dagger means Amount of Insurance at Option of Company. 


ics—On all Electrics, irrespective of age, amounts of insurance at option of company, not exceeding cost to assured. 


Where the maximum amount to be insured figured on the schedule percentage does not come to even hundred dollars, the amount of insurance may be increased to the next even 
List Prices—The list price to be used in classifying an automobile in order to determine the rate is that which is stated in the manual of list prices and no other may be used. 
cases where the list price of a truck or other automobile is for chassis only, the cost of the body may be added: to establish the list price for the purpose of determining the rate. 
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Automobile Insurance Number 











Great American 
Insurance Company 


New Dork 


Automobile Insurance 


Fire Tornado Theft Lightning Explosion 
Collision Property Damage Transportation 


Solid, Reliable Protection Is a Business Asset. 
Questionable Insurance, Subject to Assessments, is an Unknown Liability. 

















Western Department 76 West Monroe St., Chicago 
SERVICE , 
"ania All the Insurance in One Contract SAFETY 
Cash Capital 


LICENSED IN 


mea AMERICAN oc 


are 
District of Columbia 


INDEMNITY = 
COMPANY ea. 


Galveston ~ 'Texas Nebrasia 


SEELY HUTCHINGS, President — 
GEORGE SEELY, V.-Pres. and Secy. J. F. SEINSHEIMER, Gen. Mgr. Penneyivenia 


Siaiii Automobile Insurance vata 


$1,600,000.00 

















Complete Cover Policy Insuring Against 


Claims for Personal Injury or Damage to Property and Against Loss 
by Fire, Theft, Pilferage, Lightning, Cyclone, Tornado, Explosion, 
Collision, Upsets, Transportation. 


SERVICE SATISFACTION 











RESPONSIBLE AGENTS WANTED WHERE NOT REPRESENTED 
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The National Underwriter 


Rural Rates Open New Fields 


HE automobile rates that have re- 
T centty been announced contain a 

schedule or territory that is a new 
departure in this branch of the business. 
Schedule seven or as it is better known 
the rural territory. These rural rates 
were promulgated with a purpose that 
is of vital importance to the agents in 
the smaller communities. The thought 
and design back of these rates is to 
attract business that heretofore has 
mever been reached or developed by 
any company. 


The possibilities for new business ex- 
tend far beyond the mere normal in- 
crease that is expected when rates 
are reduced. A large percentage of 
automobile owners while realizing the 
necessity of insurance protection have 
been influenced by the cost in making 
their decision and in the country dist- 
ricts the cost has over-balanced their 
better judgment. With the new rates 
this will no longer be the case. 


HERE are also a great many auto- 
mobile owners in the rural districts 
who have never had the facts brought 
home to them and therefore feel that 
These are the men 
well as 


they are immune. 


who must be educated as 


G. H. PAYNE JR. 


Automobile Superintendent, Maryland (Casualty Company 


solicited. This is a field while hard to 
till will yield wonderful results if 
properly worked. 


These men must be approached only 
after the agent has armed himself with 
logical arguments and cold facts to 
drive home his talk. They claim they 
are the most careful drivers in the 
community and the traffic over their 
roads is so light that there is no cause 
for accident. They do not realize that 
it is the careless man, the sleeping 
driver of farm wagons, the deaf pedes- 
trian and the playing child that cause 
the accidents for which they are held 
responsible and for which they must 


pay large judgments. 
A FARM horse frightened by their 
car and running away causes prop- 
erty damage that runs into the hun- 
dreds. They pay even though this car 
was not within a hundred feet of the 
horse and perhaps a mile or two from 
the damaged property. 


The average jury especially in the 





country court house feels that the man 
who can afford an automobile can afford 
to pay for the accident—this thought 
has more weight than the cause. 


The farmer who owns a car soon 
finds out that he can visit a large city 
or town with very little trouble or 
cost—when he gets into the unfamiliar 
maze of city traffic, he is prone to lose 
his head and also not knowing the traf- 
fic laws will cause accidents which will 


cost large sums.-to settle. 


THE live stock found on the country 
road is another common cause of 


property damage suits. 


The financial standing of a man in 
is a well known and 
widely advertised fact—one of the big 
When his car is mixed 
up in an accident everyone-expects him 
to pay without question—he is one of 


a small town 


men in town. 


the richest men in town; the cause is 
of minor importance. 


Taking the rural rates as a whole 





G. H. PAYNE 


they have opened a new field of unlim- 


ited possibil 





ities, which if properly 


worked will bring wonderful results. 

















COMBINATION RATES WITH AND WITHOUT CREDITS FOR LOCKS AND EXTINGUISHERS 














PHILADELPHIA PENALTY SCHEDULE 




































































PLEASURE—Gasoline and Steam IELECTRICS— COMMERCIAL— 
} agg = Bo —— a erresy and Steam [See 
ee e: ion an ‘oot- efinition 
r OPEN BODY. \ a .CARS—See pee See Col IX and X 
Fire, Trans- 
OPEN OR Fire, Trans- portation, 
EN SED portation, Thef 
(Also Com- Theft, Torna - 

Fire, Transportation, Theft, mercial uake, Earthq Fire, Trans- Fire, Transportation, Theft, 
Tornado, Earthquake, Ex- Fire and Explosion Fire, Trans- Explosion portation Tornado, Earthquake, Ex- 

plosion and Water Dam- Fire Transportation and por- and Water portation and and Water and plosion and Water Dam- 

— age——-——__, p= Theft —~ ——tation—, -—Damage—, eft——_,| ——Damage—, ——Theft— ————age——_-——_,, 

e . F} Fa B 8&6 
- ° 
td 3 ——_—— oe 2. a DIO 2 = 2 3 2 9 
cs) | 5 3 | Be} cs) ts) § 

ge §8 shiz g o,f 88 S «sf 8 ¢ wef 22 2 22 af 2 #8 

3E OSE " otf 3 2 4 gO xs 2 “ 3° #8 $8 ss° 3 30 s 3° a gO . 2 2 a0 2% 
8 SA, 5Spe 8 3 ° 4 on 3 ° K 5, Sms Cie s rr] 3 MK 3 si 3 Ky, - Ks, 3 MM 5, 2 Osy 
$ sete gs) ¢ 9 Ag SoBe cs Be neem Bee oe MB Ul UT Ug CUCU CP] Cg UC eS 
i gi celal §s| = 2 22 S32 5 4 #8 sez $8238 = 38 = 52| 2 8 = 38] 5 58 38 32 
s 5 3 = = = 3 = = = 3S = 3 = 3 = 3 = 3 = 3 = =o =o 

Ch G2 Memesi. g¢ j- &= BP? € -k 2 BBe a" eo". 5 Be ae S &° ££ 5°) & §° Ge 5 
I II Itt IV Vv VI Vil Vu Ix x XI Xm XII XIV xv XVI XVII XVUOI XX jXXI XXII 
t 1 1.2500 1.2125 1.1375 1.1000 1.0000 0.9625 0.8875 0.8500 0.7500 0.6375 1.2000 1.0875 0.9500 0.8375 1.1000 0.9875 0.8500 0.7375 1.1000 0.9875 1.0850 0.9725 
List Price t 2 1.4000 1.3625 1.2650 1.2275 1.1500 1.1125 1.0160 0.9775 0.9000 0.7650 1.3500 1.2150 1.1000 0.9650 1.2500 1.1150 1.0000 0.8650 1.2500 1.1150 1.2350 1.1000 
$3,500 t 3 1.6500 1.6125 1.4775 1.4400 1.4000 1.3625 1.2275 1.1900 1.1500 0.9775 1.6000 1.4275 1.3600 1.1775 1.5000 1.3275 1.2500 1.0775 1.5000 1.3275 1.4850 1.3125 
and t 4 2.0000 1.9625 1.7750 1.7376 1.7600 1.7125 1.5250 1.4875 1.5000 1.2750 1.9500 1.7250 1.7000 1.4760 1.8500 1.6250 1.6000 1.3750 1.8500 1.6250 1.8350 1.6100 
A 5 2.5000 2.4625 2.2000 2.1625 2.2500 2.2126 1.9500 1.9125 2.0000 1.7000 2.4500 2.1500 2.2000 1.9000 2.8500 2.0500 2.1000 1.8000 2.3500 2.0500 2.3350 2.0350 
t 1 1.6600 1.5600 1.5300 1.4400 1.4000 1.3100 1.2800 1.1900 0.8000 0.6800 1.5300 1.4100 1.2800 1.1600 1.1000 0.9875 0.8500 0.7375 1.1500 1.0300 1.1350 1.0150 
List Price 80 2 1.8500 1.7600 1.7000 1.6100 1.6000 1.5100 1.4500 1.3600 1.0000 0.8500 1.7300 1.5800 1.4800 1.3300 1.2500 1.1150 1.0000 0.8650 1.3500 1.2000 1.3350 1.1850 
$2,500 60 3 2.0500 1.9750 1.8550 1.7800 1.8000 1.7250 1.6050 1.5300 1.3000 1.1050 1.9500 1.7550 1.7000 1.5050 1.5000 1.8275 1.2500 1.0775 1.6500 1.4550 1.6350 1.4400 
to $3,499 50 4 2.4500 2.3750 2.1950 2.1200 2.2000 2.1260 1.9450 1.8700 1.7000 1.4450 2.3600 2.0950 2.1000 1.8450 1.8500 1.6250 1.6000 1.3750 2.0500 1.7950 2.0350 1.7800 
’ 40 5 3.0500 2.9750 2.7050 2.6300 2.8000 2.7250 2.4550 2.3800 2.3000 1.9550 2.9500 2.6050 2.7000 2.3550 2.3500 2.0500 2.1000 1.8000 2.6500 2.3050 2.6350 2.2900 
t 1 2.6500 2.4250 2.5150 2.2900 2.4000 2.1750 2.2650 2.0400 0.9000 0.7650 2.3500 2.2150 2.1000 1.9650 1.1000 0.9875 0.8500 0.7375 1.4000 1.2650 1.3625 1.2275 
List Price 70 2 2.7000 2.4975 2.5350 2.3325 2.4500 2.2475 2.2850 2.0825 1.1000 0.9350 2.4300 2.2650 2.1800 2.0150 1.3500 1.2000 1.1000 0.9500 1.6000 1.4350 1.5625 1.3975 
$1,800 60 3 2.8000 2.6350 2.6825 2.4176 2.6500 2.3850 2.3325 2.1675 1.4500 1.2325 2.5800 2.3626 2.3300 2.1125 1.6000 1.4125 1.3500 1.1625 1.9500 1.7325 1.9125 1.6950 
to $2,499 40 a 3.0500 2.9150 2.7650 2.6300 2.8000 2.6650 2.5150 2.3800 1.9000 1.6150 2.8700 2.5850 2.6200 2.3350 1.8500 1.6250 1.6000 1.3750 2.4000 2.1150 2.3626 2.0775 
30 5 3.7000 3.5875 3.2950 3.1825 3.4500 3.3375 3.0450 2.9325 2.7000 2.2950 3.5500 3.1450 3.3000 2.8950 2.3500 2.0500 2.1000 1.8000 3.2000 2.7950 3.1625 2.7575 
; tT 1 *5.7500 5.0750 *5.6000 4.9260 *5.5000 4.8250 *5.3500 4.6750 1.0000 0.8500 4.8500 4.7000 4.6000 4.4500 otiwaile.c awe ery Siete: xe yecivas 1.6500 1.5000 1.5900 1.4400 
List Price 70 2 5.6500 5.0275 *5.4625 4.8400 *5.4000 4.7775 *5.2125 4.5900 1.2500 1.0625 4.8200 4.6325 4.5700 4.3825 SAGNKS) KUEN Medes anes 1.9000 1.7125 1.8400 1.6525 
$600 40 3 *5.4500 4.9100 *5.2100 4.6700 *5.2000 4.6600 *4.9600 4.4200 1.6000 1.3600 4.7300 4.4900 4.4800 4.2400] ...... ...... Saas: aettiee 2.2500 2.0100 2.1900 1.9500 
to $1,799 30 4a 5.2000 4.7725 %4.8850 4.4575 4.9500 4.5225 4.6350 4.2075 2.1000 1.7850 4.6300 4.3150 4.3800 4.0650 rr rE re Oe Ce a ea 2.7500 2.4350 2.6900 2.3750 
30 5 *4.7500 4.5250 4.3000 4.0750 *4.5000 4.2750 *4.0500 3.8250 3.0000 2.5500 4.4500 4.0000 4.2000 3.7500 | ...... ..cc ee cence e ceeeee 3.6500 3.2000 3.5900 3.1400 
t 1 *8.7500 7.6250 *8.6000 7.4750 *8.5000 7.3750 %8.3500 7.2250 1.0000 0.8500 7.2500 7.1000 7.0000 6.8500 | ...... ...... cece ee ceeeee 2.0000 1.8500 1.8875 1.7375 
List Price 60 2 *7.7500 6.8500 *7.5250 6.6250 *7.5000 6.6000 *7.2750 6.3750 1.5000 1.2750 6.6500 6.3250 6.3000 6.0750; ...... wists ele Mansiavate : F 2.5000 2.2750 2.3875 2.1626 
$599 40 3 *6.7500 6.0750 *6.4500 5.7750 *6.5000 5.8250 *6.2000 5.5250 2.0000 1.7000 5.8500 5.5500 5.6000 6.3000 | ...... ccc ee cee eee ceeeee 3.0000 2.7000 2.8875 2.5875 
and under 30 5 *6.5000 6.9375 6.1250 6.5625 *6.2500 6.6875 *5.8750 6.3125 2.5000 2.1250 5.7500 5.3750 5.5000 5.1250 | ...... ccc eee cece ee cece 3.5000 3.1250 3.3875 3.0125 
30 4 *6.2500 6.8000 *5.8000 6.3500 %6.0000 5.5500 *5.5500 5.1000 3.0000 2.5500 5.6500 5.2000 5.4000 4.9500 PTrceer eT Teey ee ee 4.0000 3.5500 3.8875 3.4375 
*PENALTY FOR ABSENCE OF LOCKING DEVICE—On all automobiles of gasoline and steam private pleasure type coming under classes “D” and “EH,” an additional charge of $15.00 


must be made where theft is covered, but where the locking device warranty is not attached to the policy, see Columns I, III, 


and VII. 


VALUED POLICY—Valued Fire, Transportation, Theft, Tornado, Earthquake, Explosion and Water Damage policies may be issued by adding 25 cents ($0.2500) to the rates given 


in Columns 1, 2, 8, 4, 11, 12, 15, 16, 19 and 20. 


Valued Fire, Transportation and Theft Policies may be issued by adding 25 cents ($0.2500) to rates given in Columns V, VI, VII, VIII, XIII, XIV, XVII and XVIII. 
No valued policy may be issued covering Fire and Transportation without Theft. 
SECOND-HAND 


AUTOMOBILES— 
tional; 
AD 


rates given. 


If machines are second-hand or not in possession of original owners charge: 
on Gasoline and Steam Commercial type, 50 cents ($0.5000) additional; on all Electrics, 25 cents ($0.2500) additional. 
DITIONAL RATES—If Earthquake, Explosion and Water Damage insurance is not desired under Columns I, II, III, IV, XI, XII, XV, XVI, XIX or XX, deduct 5 cents ($0.0600) from 


If Theft insurance is not desired on Electric car, deduct 10 cents ($0.1000) from rates in Columns XVII and XVIII. 
+AMOUNTS OF INSURANCE—Da 


gger means Amount of Insurance at Option of Company. 


ics—On all Electrics, irrespective of age, amounts of insurance at option of company, not exceeding cost to assured. 4 

Where the maximum amount to be insured figured on the schedule percentage does not come to even hundred dollars, the amount of insurance may be increased to the next even hundred. 

List Pricee—The list price to be used in classifying an automobile in order to determine the rate:is that which is stated in the manual of list prices and no other may be used. In 
cases where the list price of a truck or other automobile is for chassis only, the cost of the body may be added to establish the list price for the purpose of determining the rate. 


On Gasoline and Steam Private Pleasure type, 25 cents ($0.2500) addi- 








H. G. B. ALEXANDER & C 


1ith Floor, 910 Michigan Avenue, Chicago 


MANAGER OF THE AUTOMOBILE§DEPARTMENT 
ALLIED UNDERWRITERS OF THE UNION 
© INSURANCE SOCIETY OF CANTON,*LTD. 


ITS SERVICE IS CONTINENTAL 
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Automobile’ Insurance Number 


_ Insurance Is as Old as the Sun 
THE SUN INSURANCE OFFICE 
OF LONDON 
was established in 1710 and is the oldest fire insurance company 


in the world. 





THE PATRIOTIC ASSURANCE COMPANY, Limited 


OF DUBLIN 
was established in 1824 and offers indemnity proved by every test of time. 


Both Companies write 


Automobile Insurance 
In all its branches—FIRE—THEFT—COLLISION—PROPERTY DAMAGE—TORNADO 


Our Automobile Department is under the direction of Expert Automobile Underwriters. 
Our Automobile Adjusters are Experts who do nothing else and who know every make of every machine. 
- Our Automobile Rates are as low as the lowest price of any responsible company. 


We Solicit Your Automobile Business 


| United States Branch Western Department Pacific Coast Department 
54 Pine St., New York 76 W. Monroe St., Chicago San Francisco 


P. T. KELSEY, U. S. Mgr. JOHN F. STAFFORD, Mgr. . C. A. HENRY, Gen’! Agt. 





1,000,000 
NEW AUTOMOBILES WILL BE SOLD THIS YEAR 
INSURE YOUR SHARE. 3 
AUTOMOBILE CASUALTY INSURANCE OUR LEADER 
WE ALSO WRITE . 


Fidelity and Surety Bonds, Plate Glass, Burglary, 


Accident and Health Insurance. 












THE KANSAS CASUALTY AND SURETY COMPANY 


J. C. 0. MORSE, President, Wichita, Kansas 


‘‘Conservative But Aggressive’’ 














AUTOMOBILE BETS 
(CONTINUED FROM PAGE 6) 


are sold that protect the automobile 
owner in so far as actual damage to 
other people’s property is concerned, 
but leaving the automobile owner un- 
protected for any verdict against him 
on account of the “loss of use” of prop- 
erty destroyed pending the final repair 
or replacement of same. It only costs 
a little more to get the fuller coverage. 


Damage to His Own Car 


HOSE uncertainties in life listed 

earlier in this article as Bets 4, 5, 6 
and 7 have to do with the car itself. 
In order to minimize or alleviate the 
loss in case the car is burnt, stolen or 
aecidentally damaged, the’ owner 
hedges by taking out fire, theft and 
collision insurance. There is a sharp 
line of distinction between these three 
forms of insurance and those three pre- 
viously mentioned (public liability, em- 
ployers’ liability and property dam- 
age). The latter forms of insurance are 
really indemnity contracts, always in- 
volving some third party who has a 
cause of action against the automobile 
owner. But fire, theft and collision in- 
surance is insurance on the car itself— 
more in the nature of a private bet—a 
matter only concerning the two con- 
tracting parties. 


There are many interesting features 


that might be pointed out. One of the 





most difficult problems in this day of 
changing prices is to arrange the bet 
so that in case the car is damaged or 
stolen, either in whole or in part, the 
owner will neither receive more than 
the loss amounted to—or less. Usually 
the insurance company tries to repair 
the damage done, or replaces the dam- 
aged part. If the car is totally de- 
stroyed or stolen, it is usually quite a 
problem to determine what it was 
worth at the time. In case there is a 
dispute, an arbitration committee may 
be called upon to settle the matter. 
Even more difficulty is encountered at 
the time the contract is entered into, 
in trying to agree on the amount of 
insurance that it is fair for the owner 
to take out on his car, and on what 
allowance should be made for depre- 
ciation in the value of the car during 
the coming year. 

If the owner doesn’t wish to bet quite 
so much with the insurance company, 
he can arrange to hedge only on the 
heavier losses. The $50 deductible -col- 
lision coverage is much cheaper than 
the full coverage collision policy but 
the owner must stand all collision 
losses to his car under $50, likewise $50 
of each larger loss. A $100 deductible 
collision coverage is still cheaper. 


Upkeep Insurance 


VERY automobile owner is inter- 
ested in keeping his upkeep ex- 
penses down to normal and is usually 


willing to boast about it. There is, 
however, no established means of 
hedging this bet, aside from the 
mileage guarantee of the tire company 
and. the automobile manufacturers’ 
guarantee in case a part proves to be 
defective and possibly the automobile 
dealer’s service guarantee. For that 
matter the owner is usually not much 
interested in seeking such insurance, 
If he finds his expenses getting ahead 
of him, he can quit taking so many 
friends along or he can dig in the gar- 
den awhile. 


Accidents to the Owner and His Family 


Tae owner is probably more inter- 
ested in Bets 9 and 10 than in all 
the others put together. His own skin 
and his own neck are at stake. It is 
the irony of fate, however, that he 
shall neither cancel them or hedge on 
them. The price must be paid in terms 
of flesh and bones and no insurance 
company can pay it for him. 

In this connection, however, there’s 
a little side bet which can be hedged 
just as well as not. The man has a bet 
on his hands that no dependent of his 
will suffer unnecessarily for lack of a 
bread-winner in case something hap- 
pens to him. He can bet as much as 
he pleases with as many different life 
insurance companies as he pleases, that 
he will be killed—providing the doctors 
pass him as a fairly healthy specimen 
of humanity. Usually he bets in in- 
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stallments. He can likewise arrange to 
have the life insurance company pay 
his dependents in installments. The 
bet is good regardless of cause of 
death, except possibly suicide. 

In order to provide something for 
him and his family in case he’s injured, 
an accident policy is procured. This 
accident policy also acts as a life pol- 
icy if he is accidentally killed. Each 
member of his family can carry life and 
accident insurance. What more could 
be wished for? “No hedge has been 
left unturned.” 

There’s no hedging in bets 12 and 13. 
No insurance company would be per- 
mitted to serve a man’s sentence for 
him or pay his fines; nor can an in- 
surance company traffic in wives. Per- 
haps some of us would take more of an 
interest in insurance if insurance com- 
panies could get away from the cold 
and heartless dollars and cents propo- 
sition. What a field there would be for 
love insurance, with or without a fam- 
ily quarrel endorsement. You can pic- 
ture such a policy being issued with a 
warranty that the assured will not go 
to the seashore without taking his wife 
along and an endorsement excluding 
membership in any social club. 


Science of Betting 


1 E have-seen how the automobile 
owner hedges his uncertainties by 
making counter bets with insurance 











| COMBINATION RATES WITH AND WITHOUT CREDITS FOR LOCKS AND EXTINGUISHERS. 
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PLEASURE—Gasoline and Steam ELECTRICS— COMMERCIAL— 
(Pleasure and Commercial) (Gasoline and Steam [See 
———----——-OPEN BODY. — ~ ENCLOSED CARS—See | See Definition and Foot-| Definition]) 
- Definiti Bes note See Col IX and X 
Fire, Trans- 
OPEN OR Fire, Trans- tion, 
ENCLOSED portation, Th 
. asietnaas (Also = t T 

Fire, Transportation, . mercial Cars) Earthquake, Earthquake, Fire, Trans- Fire, Transportation, Theft. 
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plosion and Water Dam- Fire Transportation and Transpor- and Water portation and| and Water and plosion and Water Dam- 
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OS of Sachs OF a Ee & B fe e 5 re fe 5 & £ 3 ia 5 & -. fe B BB 
I It iil Iv Vv VI Vil Vill Ix x XI XII «(XIV xv XVI XVII XVOI XX XXI XXII 
t 1 1.7500 -1.7125 1.5625. 1.5250 1.5000 1.4625 1.3125 1,27650 1,2500 1,0625 1.7000 1.5125 1.4500 1.2625 1.3500 1.2000 1.1000 0.9500 1.6000 1.4126 1.6850 1.3975 
List Price t 2 1.9000 1.8625 1.6900 1.6625 1.6500 1.6125 1.4400 1.4025 1.4000 1.1900 1.8500 1.6400 1.6000 1.3900 1.6000 1.4125 1.3500 1.1625 1.7500 1.5400 1.7350 1.5250 
500 J 3 2.4000 2.3625 2:1160° 2.6775 2.1500 2.1125 1.8650 1.8275 1.9000 1.6150 2.3500 2.0650 2.1000 1.8150 1.8500 1.62 1.6000 1.3750 2.2500 1.9650 2.2350 1.9500 
and up t 4 2.7600 2.7125 2.4125 2.8750 2.5000 2.4625 2.1625 2.1250 2.2500 1.9125 2.7000 2.3625 2.4500 2.1125 2.1000 1.8375 1.8500 1.6875 2.6000 2.2625 2.5856 2.2475 
f 5 3.2500 3.2125 2.8375 2.8000 3.0000 2.9625 2.5875 2.5500 2.7500 2.3375 3.2000 2.7875 2.9500 2.5375 2.3500 2.0500 2.1000 1.8000 3.1000 2.6875 3.0850 2.6725 
; 1 2.1500 2.0600 1.9550 1.8650 1.9000 1.8100 1.7050 1.6150 1.3000 1.1050 2.0300 1.8350 1.7800 1.5850 1.3500 1.2000 1.1000 0.9500 1.6500 1.4550 1.6350 1.4400 
List Price 80 2 2.6000 2.5100 2.3375 2.2475 2.3500 2.2600 2.0875 1.9975 1.7500 1.4875 2.4800 2.2175 2.2300 1.9675 1.6000 1.4126 1.3500 1.1625 2.1000 1.8876 2.0850 1.8225 
$2,500 to 60 3 3.0500 2.9750 2.7050 2.6300 2.8000 2.7250 2.4550 2.3800 2.3000 1.9550 2.9500 2.6050 2.7000 2.3550 1.8500 1.6250 1.6000 1.3750 2.6500 2.3050 2.6350 2.2900 
3,499 50 4 3.7000 3.6250 3.2675 3.1825 3.4600 3.3750 3.0075 2.9325 2.9500 2.5075 3.6000 3.1575 3.3500 2.9075 2.1000 1.8375 1.8500 1.5875 | 3.3000 2.8576 3.2850 2.8425 
40 5 4.6500 4.4750 3.9800 3.9050 4.3000 4.2250 3.7300 3.6550 3.8000 3.2300 4.4500 3.8800 4.2000 3.6300 2.3500 2.0500 2.1000 1.8000 4.1500 3.5800 4.1350 3.5650 
t 1 2.6500 2.5000 2.4400 2.2900 2.4000 2.2500 2.1900 2.0400 1.4000 1.1900 2.4500 2.2400 2.2000 1.9900 1.3500 1.2000 1.1000 0.9500 1.8000 1.6900 1.7775 1.5675 
List Price 70 2 3:0000 2.8650 2.7225 2.6875 2.7500 2.6150 2.4725 2.3375 1.8500 1.6725 2.8200 2.6425 2.5700 2.2925 1.6000 1.4125 1.3500 1.1625 2.2500 1.9726 2.2275 1.9500 
$1,800 to 50 3 3.4500 3.3375 3.0826 2.9700 3.2000 3.0875 2.8325 2.7200 2.4500 2.0825 3.3000 2.9325 3.0500 2.6825 | 1.8500 1.6250 1.6000 1.3750 2.8500 2.4825 2.8275 2.4600 
$2,499 40 4 4.0000 3.9100 3.5275 3.4375 3.76500 3.6600 3.2775 3.1875 3.1500 2.6775 3.8800 3.4075 3.6300 3.1575 2.1000 1.8375 1.8500 1.5875 3.5500 3.0775 3.5275 3.0550 
30 5 4.9500 4.8750 4.3200 4.2450 4.7000 4.6250 4.0700 3.9950 4.2000 3.5700 4.8500 4.2200 4.6000 3.9700 2.3500 2.0500 2.1000 1.8000 4.6000 3.9700 4.5775 3.9475 
Tt 1 4.7500 * 4.3000 4.5250 4.0750 4.5000 4.0500 4.2750 3.8250 1.5000 1.2760 4.1600 3.9250 3.9000 3.6750 tmenes @aeves C0046 060008 2.0000 1.7750 1.9625 1.7375 
List Price 70 2 5.0000 4.5875 4.7000 4.2875 4.7500 4.3375 4.4500 4.0375 2.0000 1.7000 4.4500 4.1500 4.2000 3.9000 weeek ew eecce cocece ceccce 2.5000 2.2000 2.4625 2.1625 
to 40 3 6.2500 4.8900 4.8600 4.5000 6.0000 4.6400 4.6100 4.2500 2.6000 2.2100 4.7700 4.3800 4.5200 4.1300 Cae raw hed dies ee é: ate ° 3.1000 2.7100 3.0625 2.6725 
$1,799 30 4 6.5000 6.2150 4.9975 4.7125 5.2500 4.9660 4.7475 4.4625 3.3500 2.8475 6.1200 4.6175 4.8700 4.3675 | ...... ...... ee eonr es 3.8500 3.3475 3.8125 3.3100 
30 5 5.7500 5.6000 5.0750. 4.9250 5.5000 5.3500 4.8250 4.6750 4.5000 3.8250 5.6500 4.8750 6.3000 4.6250| ...... ...... Pegs ee ere 5.0000 (4.3250 4.9625 4.2875 
t 1 6.7500 6.0000 6.5250 5.7750 6.5000 5.7500 6.2750 5.5250 1.5000 1.2750 5.7500 56.5250 5.6000 5.2750 Cdikaam a biwatew ca eee - oa . 2.2500 2.0250 2.1750 1.9500 
List Price 60 2 6.5000 6.9000 6.1625 5.6625 6.2500 5.6500 5.9125 5.3125 2.2500 1.9126 5.7000 6.3625 5.4500 6.1125] ....... Side ae: pe eleta ree 3.0000 2.6625 2.9250 2.5875 
$599 40 3 6.2506 56.8000 5.8000 6.3500 6.0000 5.5500 5.5500 5.1000 3.0000 2.5500 5.6500 56.2000 6.4000 4.9500] ...... ..... rrr ert eee 3.7500 3.3000 3.6750 3.2250 
and under 30 4 6.5000 6.1250 6.9375 5.6626 6.2500 5.8750 5.6875 5.3125 3.7500 3.1875 6.0000 6.4375 6.7500 5.1875 | ...... ..... jae o cewnew ° 4.6000 3.9375 4.4250 3.8625 
30 5 6.7500 6.4500 6.0750 5.7750 6.5000 6.2000 5.8250 5.5250 4.5000 3.8250 6.3500 6.6750 6.1000 5.4250 TTC ee I écieeonmes ° 6.2500 4.5750 6.1750 4.5000 
MINIMUM PREMIUMS—Fire and Transportation, $5.00; Fire, Transportation and Theft, $12.50. 


PENALTY FOR ABSENCE OF LOCKING 


attached to the policy. 


DEVICE—In Atlanta Territory, Birmingham Territory and Arkansas, on all automobiles of gasoline and steam private pleasure type (including 
livery and renting automobiles) coming under Classes “D” and “‘E”’ an additional flat charge of $15.00 must be made where theft is covered i % all 


SECOND-HAND AUTOMOBILES—If machines are second-hand or not in possession of original owners charge: On gasoline and Steam 
Commercial type, and on all Electrics, 50 cents ($0.5000) additional. s 
ADDITIONAL 


rates given. 


If Theft insurance . not desired on Electric car, deduct 10 cents ($0.1000) from rates in Columns 17 and 18. 


tAMOUNTS OF 


INSURANCE—Dagger means Amount of Insurance at Option of Company. 


Electrice—On all Electrics, irrespective of age, amounts of insurance at option of company, not exceeding cost to assured. 
= maximum amount to be insured figured on the schedule percentage does not come to even hundred dollars, the amount of insurance may be increased to the next evem hundred. 


ices—The list price to be used in classifying an automo’ 


cases where the list price of a truck or other 


for 
Conference rates are not applicable in either Mississippi or Texas. 
country territory, and the fire rates 50 cents advance, 
In Texas each individual company makes its own rates. 
schedule V used in Virginia, and which does not resemble the new rate schedules. 








" h 








but where the locking device warranty is not 


Private Pleasure type, on Gasoline and Steam 


RATES—If Earthquake, Explosion and Water Damage insurance is not desired under Columns I, II, III, IV, XI, XII, XV, XVI, XIV or XX, deduct 5 cents ($@.0500) from 


bile in order to determine the rate is that which is stated in the manual of list prices and no other may be used. In 
only, the cost of the body may be added to establish the list price for the purpose of determining the rate. 
In Mississippi there is a special country schedule, only the theft rates being the same as in other 


A majority of the companies are using the schedule and rates which are almost identical with the former 
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Automobile Insurance 


Number 
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| How old is the Cost Which rate should be used? 


FOR USE ON FIRE AND THEFT RATE TABLES 








This ‘‘calendar” will answer these two questions quickly. Ascertain day, month and year car was purchased from dealer. Pick out this month in 
first column of months in table and year in years immediately following. If insurance is issued bef 
column of months, use rate grade preceding, and if after use second rate grade. The calendar is really self-explanatory. Try it. 


ore same day of month in month shown in second 
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companies, now let’s see how the in- 
surance companies handle these bets. 
The insurance company works on the 


principle that there is safety in num- - 


bers. Each bet in itself is an uncer- 
tainty. Strange to say, however, there 
is less uncertainty in a hundred bets 
than in any one of them and still less in 
a thousand. As Goldberg would say, 
“the law of averages is the guy that 
takes the bet out of betting.” 

If an insurance company is carrying 
the public liability insurance on one 
thousand private pleasure Ford cars in 
the city of New York for a year, it 
knows almost to a certainty that there 
will not be more than two hundred and 
fifty liability losses and not less than 
one hundred and fifty, and that in all 
probability the number will be pretty 
close to two hundred, or one loss for 
every five cars. The more cars in- 
sured, the closer will the ratio for the 
total number approach this ratio of 1 
to 5. But no insurance company would 
attempt to pick out any five cars and 
say that for these particular five cars 
there will be just one loss—no more 
and no less. It is only by engaging in 
this betting game on a wholesale scale 
that the insurance companies are able 
to reduce it almost to an exact science. 
Their figures will disclose the loss 
records for each general type of car 
for each territory in the United States 
and all bets are based on these figures. 
Each company employs a statistical 
force for the purpose of tabulating 
these bets as fast as they are made. 
The data discloses in what cities the 


betting is bad and what types of risks 
are worse than others and so on. 
There’s really no end to the study that 
can be made of insurance statistics. It’s 
most as deep as poker. 


Hedging by Insurance Companies 


AN insurance company holds itself 
out as a taker of bets for the pur- 
pose of relieving individual assureds of 
their uncertainties. The biggest por- 
tion of these bets is covered in full 
by the insurance company. Where the 
insurance company hasn’t a sufficient 
volume of a certain class of insurance 
to permit of the law of averages to 
make it more of a certainty, it will re- 
sort to hedging in order to relieve it- 
self of that uncertainty. For example, 
the company may write a fire policy 
covering a large number of cars stored 
in one garage. In case of total loss by 
fire the insurance company might stand 
to lose $100,000 at one clip. The insur- 
ance company might prefer not to as- 
sume this uncertainty so it would hedge 
by reinsuring part of the risk with one 
or more other companies—or perhaps 
the risk would have been divided orig- 
inally among several companies. 

This reinsurance of risk or portions 
of risks as between insurance com- 
panies themselves reaches tremendous 
proportions. It is all a question of 
hedging to escape the uncertainties of 
the business. Sometimes a company 
will hedge on an entire risk if it doesn’t 
happen to deal in that particular kind of 
a bet but wishes to accommodate the 
assured, by making a counter bet for 


the whole thing with some other com- 
pany that does carry such bets on its 
books. 

The company underwriter who is re- 
sponsible for accepting or refusing bets 
placed by agents is a heavy bettor. He 
is forever betting that he can pick win- 
ners. If he consistently loses on any 
one automobile owner he will steer 
clear of him by “getting off the risk” 
at once or else have the assured in- 
crease his stakes. The claim adjuster 
is another “plunger.” He pits his bet- 
ting ability against that of the lawyer 
representing the claimant. Every claim 
he settles is virtually a bet that that 
was the lowest amount he could settle 
for. 

And so one could trace nearly every 
company operation. In setting aside 
reserves to take care of outstanding 
losses and unearned premiums, the 
company bets it is setting aside more 
than enough. When companies pool 
the results of their betting contracts 
in order to more accurately determine 
what odds should be offered, each com- 
pany makes a silent bet with itsel? 
that it is better at this betting game 
than the average of all the companies, 
and that it can therefore make money 
where the average company breaks 
even. 

Gambling and insurance are both 
founded on betting. But in gambling 
a bet is made which introduces an un- 
certainty into a man’s life where one 
previously did not exist while insur- 
ance makes use of bets in order to 
avoid the uncertainties of life which 
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can be neither avoided nor relieved in 
any other way. 





The Best in the Agency 


“The very best business we have in 
the office is our automobile insurance,” 
says the manager of a Chicago agency 
doing in excess of a million a year in 
premiums. “One man with a knowl- 
edge of schedules and cars can do all 
the expert work and the remainder of 
the detail goes through the ‘machinery,’ 

“The selling cost is low. The solic- 
itors don’t have to argue any longer 
for a good fat automobile premium 
than they do for an emaciated charge 
on a household furniture policy. And 
while you hear a lot said about ‘selling’ 
automobile covers the truth is that 
more automobile insurance walks in 
and comes voluntarily over the phone 
than any other kind. 

“But the biggest feature of advan- 
tage is the prompt collections. We 
never receive manufacturing or mer- 
cantile premiums in less than 30 days 
and many come only after 60 and 90. 
Corporations and partnerships pay 
promptly only bills on which they re- 
ceive a discount. Most automobile 
premiums are individual accounts and 
it is surprising how many pay when 
they make application. Nearly all of 
the others pay on the first of the fol- 
lowing month. Business men_ take 
pride in promptly paying personal 
bills. They take time in paying cor- 
poration or firm accounts if there is 
no financial advantage in paying cash. 














COMBINATION RATES WITH AND WITHOUT CREDITS FOR LOCKS AND EXTINGUISHERS. | 








SOUTHERN COUNTRY SCHEDULE 
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| gg = Bl d F pefaitont) i 
ee an oot- 
r -OPEN BODY. ‘ proccess CARS—See po See Colu: IX and X 
Fire, Trans- 
OPEN OR Fire, Trans- portation, 
ENCLOSED portation and Theft, 
(Also Com- Theft, Tornado 
Fire, Transportation, Theft, mercial Cars) " Earthquake, Fire, Trans- Fire, Transportation, Theft, 
Tornado, Earthquake, Ex- Fire and Explosion Fire, Trans- Explosion portation Tornado, Earthquake, Ex- 
plosion and Water Dam- Fire Transportation and Transpor- and Water portation andj) and Water and plosion and Water Dam- 
— age ~ Theft. ~ ——tation—, 7—Damage—, ——Theft——,| -—Damage—, ——Theft—, 7 280——- 
~ he » 
a a 3 *) — 
=a = s ao ; 
ge 4 2 > es > sO. 2 = 2 — a ® z 
P i Lo} b Eo] S & o 3.4m so Lo} Ca] i] oe] es Ae 
g¢ 8 38,2, 8 6 42: aS 5 2 ok oe ae 22 Py Py: af wp 8 88 
SE OSE Ef 3 & se 2 a3 g 4 soe £8 ge fF wf 3 . i ow ee 2 29° 9 4@3 
= $& s8tsk § s $ ie: Sms 2 co) Gs S$ m3 3S Heo % a 3 gs 2 Os 3 Gs 3 as 8 She 
Se Se “Age, sf : # & oe 2 2 “ge ho. Ass 2 & 5 : an: 2 : g es 
” a & 2S & J fs % & a3 oF 32 4 4 & = $ 4 a a0 
Pe m. | Eedad a4 ay Ss s2 «s393 a Fr S2 s33 ._2f s35 s a2 ie aa ss s2 me a2 ys ae < Soe 
"e ay a5 a ay 2 = Ss 8h es = =s =o5 533 SBE = <5 = <5 3 “9 a] =5 | =§ F- = go 
OR G8 AisieGh| € ££ BS BFS ££ §& -BY BRO Ewe GO , ££ 4 €| 4 £e SS S| 6. Ue. lUR. CE 
I Ii pang Iv Vv VI Vit VIit Ix x XI XIE XM XIV xv XVI XVII XVIII xix XX XXI XXII 
t 1,7500 1.7125 1.5625 1.6260 1.6000 1.4625 1.3125 1.2750 1.2500 1.0626 1.7000 1.5125 1.4500 1.2625 1.3500 1.2000 1.1000 0.9500 1.6000 1.4125 1.5850 1.3975 
List Price Tt 1.9000 1.8625 1.6900 1.6525 1.6500 1.6125 1.4400 1.4025 1.4000 1.1900 1.8500 1.6400 1.6000 1.3900 1.6000 1.4125 1.3500 1.1625 1.7500 1.5400 1.73650 1.5250 
3, t 2.4000 2.3625 2.1160 2.0775 2.1600 2.1125 1.8650 1.8275 1.9000 1.6150 2.3500 2.0650 2.1000 1.8150 1.8500 1.6250 1.6000 1.3750 2.2500 1.9650 2.2350 1.9500 
and up t 2.7500 2.7126 2.4125 2.3750 2.5000 2.4626 2.1625 2.1250 2.2600 1.9125 2.7000 2.3625 2.4500 2.11265 2.1000 1.8375 1.8500 1.5876 2.6000 2.2625 2.5850 2.2476 
t 3.2500 3.2125 2.8375 2.8000 3.0000 2.9625 2.5875 2.6500 2.7500 2.3375 3.2000 2.7875 2.9500 2.5375 2.3500 2.0500 2.1000 1.8000 3.1000 2.6875 3.0850 2.6726 
t 1.9500 1.8900 1.7550 1.6950 1.7000 1.6400 1.5050 1.4450 1.3000 1.1050 1.8700 1.6750 1.6200 1.4250 1.3500 1.2000 1.1000 0.9500 1.6500 1.4550 1.6350 1.4400 
List Price 80 2.4000 2.3400 2.1375 2.0775 2.1500 2.0900 1.8876 1.8275 1.7500 1.4875 2.3290 2.0575 2.0700 1.8075 1.6000 1.4125 1.3500 1.1625 2.1000 1.8375 2.0850 1.8226 
$2,500 to 60 2.9500 2.8900 2.6060 2.5460 2.7000 2.6400 2.3550 2.2950 2.3000 1.9550 2.8700 2.5250 2.6200 2.2750 1.8500 1.6250 1.6000 1.3750 2.6500 2.8050 2.6350 2.2900 
$3,499 50 3.6000 3.5400 3.1575 3.0975 3.3500 3.2900 2.9075 2.8475 2.9500 2.6075 3.5200 3.0775 3.2700 2.8275 2.1000 1.8375 1.8500 1.5876 3.3000 2.8575 3.2850 2.8426 
40 on 4.4500 4.3900 3.8800 3.8200 4.2000 4.1400 3.6300 3.5700 3.8000 3.2300 4.3700 3.8000 4.1200 3.5500 2.3500 2.0500 2.1000 1.8000 4.1500 3.5800 4.1350 3.5650 
t fe 2.4000 2.28765 2.1900 2.0775 2.1500 2.0375 1.9400 1.8275 1.4000 1.1900 2.2500 2.0400 2.0000 1.7900 1.3500 1.2000 1.1000 0.9500 1.8000 1.5900 1.7775 1.5675 
List Price 70 o* 2.8500 2.7875 2.5725. 2.4600 2.6000 2.4875 2.3225 2.2100 1.8500 1.5725 2.7000 2.4225 2.4500 2.1725 1.6000 1.4125 1.3500 1.1625 2.2500 1.9725 2.2275 1.9500 
$1,800 to 50 3.3000 3.2100 2.9325 2.8425 3.0500 2.9600 2.6825 _2.5925 2.4500 2.0825 3.1800 2.8125 2.9300 2.5625 1.8500 1.6250 1.6000 1.3750 2.8500 2.4825 2.8275 2.4600 
$2,499 40 am 3.9000 3.8250 3.4275 3.3525 3.6500 3.5750 3.1775 3.1025 3.1500 2.6775 3.8000 3.3275 3.5500 3.0775 2.1000 1.8375 1.8500 1.5875 3.5500 3.0775 3.5275 3.0550 
30 oe 4.9500 4.8750 4.3200 4.2450 4.7000 4.6250 4.0700 3.9950 4.2000 3.5700 4.8500 4.2200 4.6000 3.9700 2.3500 2.0500 2.1000 1.8000 4.6000 3.9700 4.5775 3.9475 
t oe 3.0000 2.8125 2.7750 2.6876 ° 2.7500 2.56265 2.5250 2.3375 1.6000 1.2750 2.7500 2.5250 2.5000 2.2750 | ...... ... cc. cee ee ee woeeee 2.0000 1.7750 1.9625 1.7375 
List Price 70 ae 3.5000 3.3125 3.2000 3.0125 3.2500 3.0625 2.9500 2.7626 2.0000 1.7000 8.2500 2.9500 3.0000 2.7000] ...... 2.2... cece e cee eee 2.5000 2.2000 2.4625 2.1625 
$600 te 40 3.8500 3.7000 3.4600 3.3100 3.6000 3.4500 3.2100 38.0600 2.6000 2.2100 3.6500 3.2600 3.4000 3.0100} ...... 2.0... cee eee cee eee 3.1000 2.7100 3.0625 2.6725 
$1,799 30 ~ 4.6000 4.4500 4.0975 3.9475 4.3500 4.2000 3.8475 3.6975 3.3500 2.8475 4.4000 3.8975°4.1500 3.6475 | ...... 20... cece cee eee 3.8500 3.8475 3.8125 3.3100 
30 ‘a 5.7600 5.6000 5.0760 4.9260 6.5000 6.3500 4.8250 4.6750 4.5000 3.8250 6.5500 4.8750 5.3000 4.6250 | ...... ...... cece e ceeeee 5.0000 4.3250 4.9625 4.2875 
t 3.5000 3.2375 3.2760 3.0126 3.2500 2.9875 3.0250 2.7625 1.6000 1.2750 3.1500 2.9250 2.9000 2.6750] ...... ...... ceceee cecuee 2.2500 2.0250 2.1760 1.9500 
List Price 60 a 4,2500° 3.9875 3.9125. 3.6500 4.0000 3.7375 3.6625 3.4000 2.2500 1.9125 3.9000 8.5625 3.6500 8.3125 | ...... 2... .. cee eee cece 8.0000 2.6625 2.9250 2.5875 
$599 40 as 4.7500 4.5250 4.3000 4.0750 4.6000 4.2750 4.0500 3.8250 3.0000 2.5500 4.4500 4.0000 4.2000 3.7500 | ...... ...... cece ee cece 3.7500 8.3000 3.6750 3.2250 
and under 30 ~~ 5.2500 5.0625 4.6875 4.5000 6.0000 4.8125 4.4375 4.2500 3.7500 3.1875 5.0000 4.4375 4.7500 4.1875 | ...... 22... . cece ee cee eee 4.6000 3.9375 4.4250 3.8625 
30 ee 5.7500 6.6000 5.0750 4.9250 6.5000 6.3500 4.8250 4.6750 4.5000 3.8250 56.5500 4.8750 5.3000 4.6250 | ...... ...... cece ee cee eee 5.2500 4.5750 5.1750 4.5000 
MINIMUM Fire and Transportation, $5.00; Fire, Transportation and Theft, $12.60. 
SECOND-HAND AUTOMOBILES—If machines are second-hand.or not in possession of orizinal owners 


charge: 
tional; on Gasoline and Steam Commercial type, 60 cents ($0.5000) additional; on all Electrics, 25 cents ($0.2500) additional. 
ADDITIONAL 


rates given. 


If Theft insurance is not desired on Electric car, deduct 10 cents ($0.1000) from rates in Columns XVII and XVIII. 
tAMOUNTS OF INSURANC 


Dagger means Amount of Insurance at Option of Company. 
all Blectrics, irrespective of age, amounts of insurance at option of company, not exceeding cost to assured. 


On Gasoline and Steam Private Pleasure type, 25 cents ($0.2500) addi- 
N. RATES—If Earthquake, Explosion and Water Damage insurance is not desired under Columns I, II, III, IV, XI, XII, XV, XVI, XIX or XX, deduct 5 cents ($0.0500) from 


hha Bm maximum amount to be insured figured on the schedule percentage does not come to even hundred dollars, the amount of insurance may be increased to the next even hundred. 


ices—The list price to be used in classifying an automobile in order to determine the rate is that which is stated 


in the manual of list prices and no other may be used. In 


cases where the list price of a truck or other automobile is for chassis only, the cost of the body may be added to establish the list price for the purpose of determining the rate. 


Conference rates are not applicable in either Mississippi or Texas. 
country territory, and the fire rates 50 cents advance. 
In Texas each individual company makes its own rates. 


schedule V used in Virginia, and which does not resemble the new rate schedules. 


In Mississippi there is a special country schedule, only the theft rates being the same as in other 


A majority of the companies are using the schedule and rates which are almost identical with the former 








H. G. B. ALEXANDER & C 


11th Floor, 910 Michigan Avenue, Chicago 


MANAGER OF THE AUTOMOBILE[DEPARTMENT 
ALLIED UNDERWRITERS OF THE UNION 
© INSURANCE SOCIETY OF CANTON, LTD. 
ITS SERVICE IS CONTINENTAL 









































Automobile Insurance Number 























: AND INSURANCE COMPANY 

y. T. J. FALVEY, President Home Office: Boston, Mass. 

CAPITAL $1,500,000 

nd 

: A Leader in Automobile Insurance 

: also Burglary, Theft, Larceny, Personal 

2 Accident, Health, Plate Glass, Teams, 

r Elevator and General Liability Insurance 

: Fidelity and Surety Bonds 

is of Every Description 

| We are equipped to give our agents superior service enabling them to build up a 
permanent clientele. Agents wanted in unoccupied territory correspondence solicited. 





























: | 
| The American Insurance Company 
i of Newark, New Jersey 
cml 
i 73rd Annual Statement 
as Capital - w 8 « -  $2,000,000.00 
678 Reserve for all liabilities - - 8,627,380.85 
30 Special Reserve Fund~= - - = 300,000.00 
76 Net Surplus’ - - - - —_2,700,512.15 
a Assets . - - = $13,627,893.00 
z Total Surplus to Policy Holders $5,000,512.15 
$2,5000,000.00 Invested in Liberty Bonds 
Home Office Western Department 
s No. 70 Park Place Rockford, II]. 
er Newark, N. J. CHAS. E. SHELDON, Manager 
Reliable Agents wanted to write Automobile Insurance. 
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It's an Everchanging Business 


the first company ventured on 

the uncharted sea of automobile 
insurance, but during that short period 
of time how rapid and radical the 
changes have taken place, in auto insur- 
ance technique, only those who have 
closely followed the business have any 
ideas. 


SINGULAR as it may seem, strictly 
fire insurance companies were not 
the first to cover the hazards of the 
auto, as the field was originally devel- 
oped by marine insurance underwriters, 
and the methods by which they handle 
this business are in vogue until this day 
and probably will never entirely dis- 
appear. In those early days automo- 
biles were so few in number that they 
were a curiosity and the theft of a car 
was not even dreamed of. The hazards 
of that time were considered only those 
of fire and transportation. This de- 
veloped the basic idea of the floater 
form of policy covering only the haz- 
ard of fire and transportation, with the 
marine method of fixing the value of 
the property at the sum for which it 
was insured. Some underwriters con- 
tinue to adhere to the valued policy idea 
and in fact throughout the east, it is 
practically the only kind of auto policy 
the agent will sell, when he combines 
in the coverage the hazards of fire and 
theft. The reason for this is probably 
because at the seaboard the companies 
and agents are more accustomed and do 
not feel unkindly toward the valued 
policy idea. 

In the south and central west the 
tendency is to avoid this form of con- 
tract, following the accustomed prin- 
ciple of limiting the liability of the 
company to not exceeding the actual 
cash value at the time of loss. With 
the merits of either plan this article 
does not propose to deal. 


N OT many years have passed since 


BY JAMES 


A. FLAWS 


Mr. Flaws is manager of the automobile department of the Hanover Fire in its 


western department. 


Previous to his connection with the Hanover he was with the 
Hartford Fire for thirteen years in various capacities. 


He has had an all-round 


insurance experience in office and field. He is an observer, and hiscomment on the 
situation, past, present and future, is of particular interest just at this time when 


changes are so frequent. 


HE fire loss causes in those early 

days were directly traceable to in- 
herent physical hazard. The common- 
est of these were back-firing, leaky gas 
lines, explosion of gasoline tanks and 
faulty installation of ignition systems. 
During those early days loss experience 
was little or no guide to the principle 
of rate-making. In fact, the automo- 
bile insurance business was little short 
of the wildest kind of speculation. And 
yet the companies speculated and won. 
This cannot be attributed to any 
knowledge or foresight. 

IRE rates were from.two to three 

times the rates in vogue today, and 
high rates were justified by the loss ex- 
perience. Theft insurance was a later 
development, as the automobile came 
more generally into use. If a record of 
the first auto theft were available it 
would probably show that the incen- 
tive for the theft was a desire for a 
“joy-ride.” That conditions in this 
business are today the reverse of a few 
years ago is not at alf surprising. 
Motor cart manufacturers have solved 
many of the perplexing problems of 
faulty and unsafe construction with the 
consequent reduction of fire loss. How- 
ever, the crook realized his golden op- 
portunity just at the time when the 
manufacturer had reached the stage of 
standardized production. Everywhere 
cars were numerous. Stealing and dis- 
posing of automobiles and expensive 
equipment has become the largest out- 
right criminal activity the country has 
ever known. Thus we have theft rates 


today, ranging from a nominal figure on 
the most expensive cars, commercial 
automobiles and electrically propelled 
vehicles to a figure of $7.50 per hun- 
dred for the inexpensive cars in which 
the thief can most profitably and with 
less fear of apprehension afford to 
traffic. 

With these ever changing conditions 
it can be truthfully stated that automo- 
bile underwriters have not had an unin- 
teresting problem with which to deal. 
TODAY there are upwards of 100 in- 

surance companies engaged in the 
writing of automobile fire, theft and col- 
lision insurance and a few of these ven- 
turing into the casualty branches of 
property damage and public liability as 
well. Apparently there is plenty of 
business for all these companies. 

During the year nineteen eighteen 
there were 5,945,442 cars registered for 
use in the United States, an average of 
one car to every eighteen persons. 

The future for this business was 
never more promising. Manufacturers 
are rapidly placing their factories on a 
pre-war basis, with the expectation that 
former maximum production will be 
reached, even excelled, within a period 
of six months at the outside. 

O NE of the most prominent distribu- 
tors in America says: “I predict 
one of the biggest years for the retail 
business that we have enjoyed for sev- 
eral years past, depending only upon 
the ability of the factory to get out 
cars in good and sufficient quantity.” 
In the automobile insurance business 


we face the future never better pre- 
pared to meet the demands and require- 
ments of the public. For the first time 
in the history of the business, we go to 
the public with rate schedules, based 
on actual experience, the only fair way 
to market the protection offered. The 
fire insurance rates have been mate- 
rially reduced, as have theft insurance 
rates in the territory where theft and 
pilfering is not extensively carried on. 
In making these theft rate reductions, 
it was obviously necessary that in sec- 
tions where the theft hazard is abnor- 
mal rates must be and are increased. 
The territorial application of these 
three increased theft rate schedules has 
been decided wholly on the actual con- 
ditions existing at those places of ap- 
plication. And even so, but a very 
small percentage of the total area of 
this country is penalized in this man- 
ner. True, that this embraces a num- 
ber of large cities and thickly popu- 
lated areas, but this involves only a 
small part of the total area covered. 

HERE has been an insistent demand 

for these changes and the attitude of 

the company in establishing these rates 
is unquestionably fair, as they will 
gladly change these rates at such time 
as improved conditions will justify ac- 
tion. ; 
It is greatly desired that the insuring 
public, and governing authorities be 
aroused to the abnormal theft condi- 
tions now existing and in this respect 
local company representatives can di- 
rect much effort for betterment of con- 
ditions. 

A company will appreciate whatever 
cooperation and study an agent can 
give this business, knowing that your 
efforts will be wholesomely productive 
to our mutual benefit. 

Therefore, let us work in harmony, 
properly prepared for the splendid fu- 
ture that is sure to come. 














STATISTICAL HISTORY 


1914 to 1918 
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PREMIUMS, LOSSES, LOSS RATIOS AND ANNUAL GAINS ON PREMIUMS 
OF FIRE AND MARINE COMPANIES REPORTED AS “MOTOR VEHICLE.” 


- 1918 











=e 1917 — 1916 ee 1915 — 1914 . 
Loss Increase Loss Increase Loss Increase Loss Increase Loss Increase 
Ratio in Ratio in Ratio in Ratio in Ratio in 
oo Losses % ee aa — — % — —— Losses % Prems. Prems. Losses % Prems. Prems. Losses % Prems. 
$ $ $ $ $ $ 
gE Ee ‘ x 212,831 .32 123,142 581,839 208,295 .39 140,736 391,180 165,465 42 5,872 $385,231 213,243 .55 29,306 355,925 176,744 .50 19,736 
Agricultural ........ 186,764 136,265 .72 171,230 15,534 18,648 .87 3,647 1 5,630 47 526 11,361 8,351 .73 4,355 7,006 3,008 .43 6,687 
Alliance, Eng. coe coee coe 93,915 93,915 43,705 .46 93,915 ° siete ae re ne ee ata emcee aeue aq sees 
Alliance, Pa. . 125,133 53,219 .42 —101,806 226,939 51,960 .23 162,072 64,867 28,427 44 11,345 53,522 24,330 .45 2,161 51,361 22,040 .43 —21,018 
American, N. J. 397,816 192,061 .48 —165,353 177,639 .32 299,633 263,035 108,457 41 89,723 173,312 66,625 .38 40,719 132,593 41,916 .32 37,958 
Amer. Alliance . 5,889 197 .03 6 6,858 892 .18 4,582 2,276 185 08 1,778 498 14 .03 stew euhe Saale eee 
Amer. Cent. 214,932 185,152 .62 46,143 168,789 89,965 .53 94,966 13,823 33,559 45 62,237 11,586 2,222 .19 . 
Amer, Eagle ........ 23,352 20,865 .88 —t,066 24,418 15,068 .62 7,753 16,665 4,500 27 15,892 7163 30 «.. . 
Amer. Mut. ........ 15,781 6,413 .34 15,781 seme hei: sie eis ane eee ee ° eee eeee . 
Amer. Indem., Tex.. 438,072 13,693 .32 25,317 17,755 929 .05 17,755 oe coe coe cece alee oes eco . eee 
Amer. Natl., O...... 1,819 130 .07 1,219 600 50 .08 600 osee eoee ecco cco5e eee see eoce eeee oees cco 
Anglo-Amer. ....... os cook. “ene - beachie — emer esas ie one ee iil aac imei 27,335 15,989 .69 
Assur. Co. Amer..... 92 1,914 .56 —6,133 98,417 59,248 .60 -—8,739 107,156 54,421 51 21,334 85,822 29,153 .35 32,285 63,537 13,715 .26 
= pata aneo*s isectn ao 48 a ‘ B+ 22,969 .47 33,880 15,498 4,338 28 15,207 291 aietaes aus oes hes sebe ses gree 
utomobile, Ct. ... .775 43 444 1,129,7 575,497 .51 310,568 15 420,936 51 254,462 568,753 221,830 . 233, 174.87 
Auto Mut., R. I....415102 68.683 “18 415,10 ace ee ae aaa ate es. eee enti ain ee vee 
| See F 04,583 .50 87,619 720,807 332,207 .46 150,416 670,891 208,004 -37 173,896 744,287 281,529 .88 121,489 622,798 33,334 .54 ‘ 
Brit. & For. Mar....180,928 116,107 .63 95,214 85,714 53,727 .63 —40,125 125,839 59,091 52 5,081 130920 65,485 .50 ‘ if: ae e606 cee . 
Caledonian .......... 366,673 272,158 .60 268,751 102,922 17,000 .17 102,922 eae ese ose ein arbbin ae ‘ eeee eeee see : 
California ......... - 96,178 90,912 .38 —59,791 155,766 63,932 .41 53,507 102,250 59,091 52 3,159 3,643 25 . 4 ee 
CIN. ons ow sone 127,405 68,118 .49 87,714 39,691 5,958 .15 39,056 635 Suse coe Silas ine aie oes wes coos coos os 
Central States ...... 8,793 6,925 .80 1,386 TA07 3,193 .43 7,407 oe sees eee ccee coos wee os ecce oe eee 
Cent. Mfrs. Mut..... 83,794 22,928 .27 83,794 suee pear aes Ss er acasie aie ieee ren “ we. ioe 
Citizens Mut. ....... 271 238 110 2,277 ee ee a ae x as ae i TaN Shi 
Citizens Fd. Mut..... 492 aa ads 492 ae ven ad aes cate tie pee: esc si ‘ ee sas 
Cent. Natl. ......++- 839 1,343 127 2,389 sas ee ae ss ace cia ke ie she bon pt ¥ nape eeY a ae 
DY. cos taheseeee 10,020 709 .07 1,391 8,629 4,111 .48 1,838 6,791 5,481 -81 2,417 9,208 14,722 1.60 —33,321 42,529 18,401 .48 
y we new pethn es scien 96ai7 piiaes | 2s anne senibii eae tes “sae nas 260 06 eisinis eng 9 RNG, Seeds and dans cae, ... eae 
| Re 232 —11, 625 . —2, * 53,030 -48 26,258 $1,966 28,995 .35 28,699 53,267 16,104 .30 
Columbia, N. J...... 402,721 178,749 .44 68,795 $333,926 151,940 .46 116,612 217,314 17,170 -08 133,814 251,128 145,533 .68 123,460 274,588 154,224 .56 
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A———_1918 —_____~_-— 1917. 1916. — 1915 ~~ 1914 
Loss Increase Loss Increase - Loss Increase Loss Increase Loss Increase 
Ratio in Ratio in Ratio in Ratio in Ratio in 
— Losses % Prems. Prems Losses % Prems. Prems Losses % Prems. ae Losses % ener —— —— % Prems. 
$ $ $ $ $ $ $ 
Columbian, Ind. .... 2,799 363 .13 1,032 1,767 603 .34 1,563 204 occ . . ee coc o- 
Columbian Natl .... 1,010 500 .49 —1,353 9363 425 .18 2,363 waee eens dan eans sae ‘cee . dee <a eee ce ecco o- 
Commonw., N. Y.....514,156 278,862 .70 58,199 455,957 286,940 .63 304,043 151,914 47,391 -31 132,785 19,129 2,833 .15 as e ra ooo ee 
Coml. Un., Eng......618,186 292,342 .47 154,509 463,677 265,752 .57 116,876 346,801 167,842 48 73,263 273,538 123,870 .45 Lies ae “ee bee 
Coml. Un., N. Y......114,872 62,624 .54 27,248 87,624 36,985 .42 25,978 61,646 28,918 47 26,110 35,536 17,986 .51 ® vede wee eeee 
Connecticut Fire ... 432,004 225,294 .52 244,846 187,158 22,104 .12 187,158 coed aed i bets edhe wee ooes 4,757 781 . .16 —1,528 
Continental ..... 375,505 199,403 .53 43,384 332, 121 161,689 .49 109,016 223,105 107,406 48 79,397 143,708 66, 546 146 19,483 124,225 54,829 .44 wade 
ao N. J é 90 ieee wae 90 <0 eee wad —53 53 xwal ia wake 22 ne enue eens aede oe eeee 
oneae ee 603 153.25 603 gias seen. 446 wand éeas eae aaa ee ees ees cove Creme cose 
Romekts BF & ™.. -. 8,593 1,671 .19 6,242 2,351 754 .32 542 1,809 1,108 61 ocee euwe eee eoee cece ecce coo 
Farmers, Ia. ........ 5,460 2,699 .49 —4,023 9,483 1,681 .18 5,513 3,970 1,790 45 682 3,288 1, 127° 34 535 2,753 349 .13 < 
Federal,, N. J....... 383,683 216,676 .56 122,335 261,348 154,800 .60 48,416 212,932 122,187 57 22,502 235,434 156,473 .66 10,464 224,970 160,806 .71 a 
Fidelity-Phenix .....375,505 199,404 .53 43,337 332,168 161,698 .49 106,955 225,213 107,406 -48 83,594 141,619 66,546 .47 20,860 120,759 54,829 .45 
Fire ASSM. .-..ee0--e 508 11,836 .26 11,581 12,927 582 .04 12,927 ecee cece eee ene cee cece eee ecce eevee eoce cco 
Firemen’s ...... wees 57,513 16,792 .29 57,513 aoe <eéee sue xeee eece “see “Ks “ewe “ous ace was weue cece ecce «e 
Fireman’s Fund....1,631,694 614,161 .30 432,349 1,199,345 603,209 .51 350,679 .848,666 341,489 51 183,103 715,563 374,892 .52 —5,829 721,392 366,251 .51 
Firemens & Mech... 1,483 1,168 .79 161 1,322 84 .06 1,322 “ass cows wad Gees eee cbee wee eoee eee eeee eee 
First Natl. .......0.. oe ae ame pee eeee cee 58,878 58,878 8,324 14 exe as “ sae wees: ees 
First Rein., Ct..... . 882,400 189,021 .56 92,193 240,207 117,198 .49 236,824 3,383 1,480 44 <« 6,359 1,834 .30 
Franklin ......-.+0- 39,534 103,567 .43 70,639 168,895 72,406 .43 168,895 ated “tes es wows wae ad: ste ae éeee auae ‘ada 
Frankona ......+-+-. a sees ef 138,570 13,570 11,529 .85 9,601 3,969 308 .08 <aed cece eoee ceo coce . seee eee 
Great Amer. ........ —— 350,584 .60 176,247 406,656 241,760 .59 127,837 278,728 138,557 -50 215,233 63,495 17,060 .27 «é . aaa aes ee 
Glens Falls ........ 230,802 .52 147,411 290,772 141,498 .49 109,674 181,008 70,830 39 43,388 137,710 61,464 .45 eae aaa waaal aes “cad 
Globe & Rutgers. oe 377288 270,354 .72 33,619 $43,606 190,568 .51 150,329 193,277 153,020 -79 24,606 168,671 71,744 .48 103,116 65,555 11,625 .18 48,440 
Globe, Texas ....... ane peee ees oes cece cece coo anne ceee aes ass ‘ aeus i ae vdat 19,493 9,888 .51 eeee 
Grain Dirs. Mut..... 17,520 6,712 .38 3,864 J 2,300 .17 10,765 2,891 8 ées eee Cees eee ee vee seco ccc . 
Guardian, Utah ..... 40,946 16,188 .39 7,329 33,617 8,568 .25 27,830 5,787 1,615 28 ae diane wane twee - ace eae ‘ 
Gt. Am. Mut. Indem.. 28,709 * 4,345 .15 28,709 eae doa cae saad mere sées wae eae Pree eee see eee cece ecco cco ‘ 
Hamburg Assur. .... ee: duke, vaed “ane enee seeel «co. EGE 63,277 62,318 .99 eaes Pee hee sauna ee oaua 4 P 
Hamilton ......... -. 15,759 Wawel oad 2,544 13,215 4,521 .34 1,832 11,383 1,794 16 3,829 1A 1,414 .19 éeee «eee «eee ene ° 
TAROVEP 200200 scsces 204,042 151,197 .74 13,482 190,560 105,110 .55 133,358 57,202 21,698 38 ices eaad Pee ere “ae eee anes wee cence 
Hartford ........- 1,369,630 412,214 .30 320,926 1,048,704 378,502 .36 311,150 737,554 218,920 -30 220,655 516,899 177,707 .34 24,003 492,896 160,822 .33 ‘ 
Hardware Dirs. ..... 4, 1,385 .28 4,800 ear’ sada Fe aks ‘ones ones aad need <seu dcak ieee cease eens edad 004 dea 
Henry Clay ......... eee name eae oece oman aon ¢e —3,727 3,727 6,518 1.75 1,583 2,144 9 42 —312 2,456 1,455 .59 ° 
Home, N. Y......... 895,372 577,570 .64 69,391 825,981 384,352 .46 355,230 470,751 219,296 -47 225,711 245,040 125,418 .51 —5,967 251,007 117,306 .47 r 
Home, Calif. -. 153,479 33,221 .21 153,479 ame enaaaowes waaa 464 sane dad Ree “aan. <ée aaa Jéea sanenkens é*e< 
Indem, Mut. Mar... —- 88,041 .52 26,377 142,265 79,071 .56 26,914 115,351 57,343 -50 26,991 88,360 42,450 .48 —22,997 111,357 45,029 .40 eee 
Independence, Pa.. 652 i meee 26 389 86 2.02 —591 980 1,258 1.04 91 889 2,219 2.50 15 814 1,892 2.32 ade 
Ins. Co. of N. Am.. +1 665,565 311,192 .46 28,767 686,798 304,942 .48 52,989 583,809 255,841 -44 102,974 480,835 207,397 .43 467,441 204,757 .44 —44,062 
Ins. Co. of Pa....... 365,064 249,853 .68 35,455 329,609 287,319 .87 —110,253 439,862 278,767 -63 294 9,568 186,294 .53 344,471 172,354 .50 45,026 
Internatl., Aus. . oses Cenen es eons enee sade | 86 wed ‘ . . 511 eee cece, eee cee 
Ind. Lumb’ns Mut.. 2,075 veges uses 2,075 eae akee ees «aa wees “a ove ence ae coe eee 4d os 
Integrity Mut. ...... > 40,349 13,707 .34 40,349 ane eee re “se “ae nee es see need Jide ° 
Inter-State ......... 262,119 28,564 .10 262,119 cone Caan | cee eas eece ? ane ° e coe coe cece coc es 
Internatl., N. Y...... 56,43; 6,047 .42 21,105 35,328 9,349 .26 35,328 ‘ued ree oe one ea $45 sees “ea ea rate ws 
Iowa Mfrs. erccsccee 4,489 427 .09 4,489 aa <aeee oe —3,801 .3,801 18 a 1,025 2,776 36. 2. 520 eece ee oe 
Ta. Natl. .cccccccces - 4,601 1,926 .41 529 4,072 561 .14 4,072 asee eoce “aa ooee ecco eee eee ecee ecco ecco aede 
ore ee 9,653 4,941 .51 —18,105 27,758 7,345 .26 27,758 as<s aaa «as cece ccs ease <n . ecce ecco evo 
L. & L. & G., Eng...810,226 383,882 .47 101,017 709,209 383,548 .54 46,557 662,652 318,107 47 82,861 579,791 328,141 .51 562,956 314,144 .56 
eS 2, 23 10 2,288 sn pa a PE SE weed aes ae nau aad “ane sxe ecce coos ceo 
London & Lanc...... 548,442 253,337 .47 oe “a 266,195 .47 186,516 384,753 173,698 46 152,741 232,012 120,242 .52 186,580 86,126 .46 
eee errr 17 are aa 1 12 eeee aaa ons eam 96 cama wee cece ecce cee 
js eee Pea tas eo. 37,515 37,515 42,651 1.13 —181,124 218,639 119,520 .55 —32,489 251,128 145,533 .58 274,588 154,224 .56 
Marine, Eng. ....... 21,754 15;364 ... 3,511 18,243 11,026 .60 10,314 7,929 9,079 1.14 —6,662 14,691 14,214 1.00 17,177 10,764 .63 deans 
Md. Motor Car. 426,425 155,226 .36 71,445 354,980 116,465 .33 100,691 254,291 100,545 .39 59,248 195,643 70,748 .36 172,410 61,794. .36 eee 
Mass. F. & M.. »540 296,892 .66 97,592 546,948 276,098 .50 205,257 341,691 150,885 44 95,379 246,318 101,511 .41 191,801 79,802 .42 54,525 
Merchants, N. Y. 30,031 41,363 1.97 —90,448 120,479 30,691 .15 92,334 28,145 10,905 .39 1,607 26,538 4,686 .18 one ween peas cone 
Mass. Mu. Auto..... ormiere ocse coo SOR eee 1,779 12,440 .24 17,205 34,573 10,273 -30 7,326 27,247 8,942 .33 ee 
Mercantile, N. Y.....363,918 251,367 ... —20,948 384,866 228,417 .59 88,784 296,082 37,106 13 136,553 159,529 24,702 .15 
Merchants Natl. - 17,831 7,948 .44 92 16,911 12,508 .74 16,911 sews coe esee ocee ecce ee 
Minerva B.A Boeck. cces oa a4e eins sees eee —1,790 1,700 107 -06 ‘ ne ‘ ‘ int cau caae 
Mich. Millers Mut... .... peer —569 569 865 1.52 569 dane ae eee as cee ove eaad eeee “ave, eés 
Middlesex Mut. ..... 7,990 814 .10 7,990 wit wwere dee eae woes e ee ee . oe ee ee ae 
Michigan Coml. ..... a dige aad clare —1,014 1,014 1,753 1.74 107 997 eae eos eee . . oe < ,158 828 .47 
Millers Natl. ........ 2,566 30,013 .41 42,490 30,076 13,214 .44 30,076 hees waa ore . . ee oe eoce ecce Seae Ses 
Milwaukee Mech. ... 45,711 26,670 .58 —1,416 47,127 17,682 .38 21,129 25,998 5,557 21 . e «< eee nee es ae 
Minneap. F. & M... cake ekee » ees wake ea ae wine aay 4,012 2,058 -51 oe ‘ “ee wae oa ° 
Montana ............ 3,303 321 .09 3,303 secs ‘Gihingar ag eaad Pee: ata ata ‘ cinta aha oaus enw’ wade ae 
National, Ct. ...... 508 430,810 .50 321,217 547,291 276,534 .51 349,940 197,351 69,954 -35 106,371 90,981 10,834 .12 aan “es ee oe 
Natl. Ben Franklin. "293,952 212,575 .72 —72,090 366,042 219,775 .60 138,481 227,561 128,633 57 89,600 137,961 60,700 .44 93,288 673 8,193 .18 
Natl, Denmark ..... 7,973 oat 7,973 ose eee cone eace dus ase ene eee ° eoce ecce eee 
Natl. Liberty ....... 849,279 705,534 .83 73,232 776,047 528,258 .68 655,858 120,180 24,362 -20 wad nae exe oues ae es 
Natl. Security ....... 361 1,728 .72 2 2,341 1,561 .67 2,341 ecee “gas wae wee coee evo eeee ecco cose 
Natl. Union ......... 315 2,264 7.18 ~—3,329 3,644 1,080 .30 3,644 eee re B? seae pe eae eee «eae aes nde l4ee 
BOWEEE Sicancicacwgae 58,059 78,682 .49 24,837 133,222 ieee 1.10 iecanaets 280,345 115,662 -41  197,862° 82,483 44,727 .54 69,599 12,884 4,200 .33 
N. Brunswick «121,477 85,418 .70 121,477 énere one rr mee eer eee coos «eee ecce evo cece coos ene Ge 
Nebraska Natl. ..... 18,834 1,975 .10 18,834 ae aane re weed eae < we ave oces 2 eee ecce cece . eee 
New Hampshire .... $1, "390 14,872 .47 22,633 8,757 1,144 [13 8,757 eT aaes ave saae “aue «ae aeee een “aaa cides 
New Jersey .........120,616 54,203 .44 41,948 18,668 21,798 .28 74,885 3,783 2,216 -59 218,560 63,333 .29 105,561 112,999 45,684 .40 
N. Y. Natl.......... 68,363 13,352 .19 68,363 waan wh dan tebe “eee eoee wees aus ewes odes eoce coo eoce eece quees Wea 
NUAGALR 6 cccss cease 581,543 355,474 .61 —96,109 677,652 233,409 .34 433,165 244,487 87,180 36 25,927 eee Gate aus epee Py sade wae 
Nord-Deutsche ...... aes wees eee) 49,545 49,545 72,060 1.46 —31,052 80,597 65,161 81 —92,050 172,647 99,552 .58 7,845 164,802 103,868 .63 
No. British & M....410,079 331,310 .79 —110,677 520,756 550,006 1.06 332,256 188,500 68,526 -36 168,552 948 3,348 .17 oe oes asta hee 
Northern, Eng. 206,472 106,483 .51 102,010 103,462 39,503 .38 103,462 “eee wees meus awe 4,075 1,935 .47 eee one : . 
Northern, Russia... 8,499 3,343 .38 8,499 wes wae hui eons sees née ee enna Jane coo eec ecce coce ose sec 
No. Grain Dirs, Mut. 17,528 6,712 .38 17,523 aie scale. éhe eeen = sane ae omen eal é<sae) dee eoan oe <eaands 
North River ..... -. 282,328 119,904 .42 —28,810 311,138 123,760 .40 177,378 183,884 61,274 46 101,315 32,569 12,474 .38 a ae . a da 
Northwest F. & M... 30,567 11,087 .26 30,567 mauee adel aaa APE cove eens aaa eae 2,471 dated Fees a - : F ce 
N. W. Natl..........802,710 77,269 .26 297,726 4,984 300 .06 4,984 Pree Per eae sone 38,827 2,189 .06 aden a 
N. W. Mutual....... 72,206 19,289 .26 72,206 ; aaa ‘ “ana eece se neue «<a epee» 404 ae ones =a ‘ 
Norwegian ......... 1,794 110 .06 1,794 aera fies ‘ said ae egad “ae uns ane Cambeieas aaud wad wade F 
Norwich Union .....269,902 179,347 .66 9,515 260,387 149,799 .58 80,647 179,740 72,024 -40 140,913 aan Per are FOr eee . ‘ 
Ocean Marine ...... 2,927 1,864 ... 2,927 «aia Cie sae eaed eeee acaa eas aune 2,963 1,946 .66 wend eae A 
Ohio Farmers .......  .... sees cee 28,230 28,230 5,141 .18 Pou neaa nae cece «ane eece ecco aeae eeee ae tone 
Ohio Val. F. & M.... 1,108 554 .50 253 283 .33 47 378 270 72 79 299 aa sae Bee xaoe Sea4 z ae 
Old — ee eeee eee hl6,729 57,093 .48 14,880 101,849 45,306 .45 21,659 80,190 38,830 45 6,392 13,798 32,776 .44 1,551 12,248 50,668 .70 —12,290 
2 5 IE: 893 196,290 .49 —11,811 410,204 159,002 .39 158,525 251,679 113,844 -45 113,096 138. 98,602 .71 26,934 111,649 43,734 .39 waen 
Palatine ........006 . 198,405 60,102 .30 8,354 185,051 118,488 .64 40,583 , 83,661 58 10,752 133,716 $2,420 .62 eam manne ‘eae ‘ 
Pacific, N. Y........260,447 130,589 .50 248,939 11,508 7 arr 11,508 cose ates a rr sees uaa cer is 35,153 20,210 587 
Pacific States ....... 28,849 4,787 .16 20,687 8,162 2,469 .30 8,162 rere as «se are ere: waa des < 4,160 da ae 
Paternelle .... *. 4,351 1,645 .37 4,114 237 85 .36 —3,391 3,628 544 15 2,810 anes ence dee P sone ste. 48 
Patriotic ...... 60,307 50,257 ... 155,226 5,081 2,473 .49 5,081 oaks waa ées Saas 818 10 = .01 wens 4,160 onetdes 
Pennsylvania Fire... "182/109 93,589 .51 98,201 83,908 107,586 .58 34,614 149,292 75,932 -51 133,410 15,882 898 .06 anas wees ae 
Peoples, Md. ....... ay dane 6406) 56@ is |e 9,525 2,598 27 ath fea Rt Gee anlbe seed ES 
Phoenix, Eng. ...... 282,732 96,815 .387 —12,368 295,100 124,792 .42 5,672 289,428 182,213 66 67,097 222,331 89,237 .40 52,378 169,953 81,889 .48 
seesuts, CS. seuss ~ 278,295 .52 132,770 189,068 .48 238,640 157,718 60,223 -38 146,564 11,154 Cape. eee oeee ocas liste “Sees 
cmap oC ee din a, | eee 321 ade nana? ahs sod eaue ae3 see sdieie ecee. eee saad ecce ae 
Prov, Mage a ns 478,606 208,918 .43 108,606 370,006 174,809 .47 44,641 325,359 144,340 44 44,007 281,352 172,171 .61 —865 282,217 172,957 .61 
Prussian Nat ~ ogee) eee 121,799 121,799 106,195 .87 29,085 150,884 139,704 -88 152,957 203,841 118,317 .58 186,569 16,272 3,736 .23 
MO. 5 oc cds ons 466,267 .47 119,402 872,149 425,918 .49 221,616 650,533 323,248 -50 97,915 552,618 266,756 .48 16,107 536,511 264,528 .49 ‘ 
Reliance Marine.. 1,865 ... 2,927 cece enee.. ons eves cece een oon eave 2,963 1,946 .60 dense ooee eee” eee oes 
Rocky Mountain 8 .09 5 aaa suge fas aaa wae Pia ona aaa saat 2 Oe aad saee naan 7 aa “a 
OPAL... ccccsce 658,543 .45 271,226 1,187,027 558,114 .47 279,545 907,482 451,477 -51 130,438 777,044 366,360 .47 58,228 718,816 335,062 .47 oon 
Royal Exchange 212,867 .54 71,203 324,017 192,169 .59 43,068 280,949 130,066 47 61,255 219,694 78,006 .36 69,534 150,160 $0,116 .53 ee 
Safeguard 15,677 .34 24,701 20,220 18,015 .89 15,708 4,512 166 .04 3,814 Sand gadis. wee eee cece eaell wae aaa 
Salamandra 7,063 .40 —10,198 27,758 7,345 .26 27,758 eoce asad eee «doe. eoce ccc eee cove ae sxe cee 
Scottish Un. & N. 133,669 .31 182,206 175,308 71,294 .41 96,296 719,012 39,093 49 43,637 35,375 7,860 .22 anes ies skate “nea eae 
Second Russian o-. 10,094 10,094 2,671 .27 10,094 eece aad aaa eave 83,329 71,973 .39 23,701 159,628 75,735 .47 eee 
Springfield 64,558 .20 60,698 178,070 47,075 .26 2,130 175,940 73,237 42 —T7,389 jaae ieee eee aaKe eae <diie? «oe éude 
aadia aelaae -/aee ‘ans Aas ge arat ars aaa sans sciacs aaa ae: 1,437 233.16 654 183 35.04 - 
790,475 .76 —135,883 1,166,690 133,088 .63 409,850 756,840 357,978 -47 126,230 630,610 331,372 .53 43,788 586,822 309,277 .53 “ume 
mee 26 <0 6.6.-spqecace 10,210 .. 17,115 «sae wees coo ——S08 9,898 5,577 can Piel 11,723 8,104 .70 1,006 10,716 5,205 .49 J 
econ Russian 1,930 .59 3,29 sade ee jah oe see py oe “sc . «ee auae ote sane «aes a444 age sede 
satan Ct. 62,874 .65 7,436 87,519 13,585 .15 87,519 haa aed dee wae xed <a ewes ° p P . 
curity, Ia. 100 .05 —431 2,421 477.20 92 2,329 392 17 1,538 791 we z : : 
Security’ Mut., Ratt xe Zs so mee ant Pe : 
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r~ 1918 —, 1917 1916-— 1915. —, 1914 ———_ 
Loss Increase Loss Increase - Aa Loss Increase’ Loss Increase Loss Increase 
Ratio in Ratio in Ratio in Ratio in Ratio in 
ee i ee %o — — Losses % Prems. Prems. Losses % sy Prems. % — — — % —_ 
$ 
Stuyvesant ......... = 52,820 .66 6,711 73,015 72,606 .99 -—87,232 160,247 71,318 44 64,234 96,013 < ashy eee ccd 3 if 
South Danvers....... 2,289 233.10 2,289 epee siios> ask sae ee Pais eae oaite a ae ae axa eek” Past eo 
South German ...... cece cco —3,919 3,919 1,376 .36 86 3,833 1,170 81 aeons cove 66 —9,446 105,459 60,629 .67 —12,337 
Sun ween ae ce cs seees TST,BRT 872,556 .49 722,006 35,521 15,430 .43 35,521 cece cede eee cece ocee cone 66m oes ceed ene es ee 
: 85,969 .76 —238,647 185,193 74,196 .65 16,324 118,869 22,274 19 ooee 61,123 16,071 .25 a ° 
60,596 .59 25,255 87,933 53,341 .61 8,590 79,343 38,889 .49 18,220 ons cone see o. 
40,042 .53 49,923 25,244 7,404 .32 14,344 10,900 2,639 24 cece eevee seus” See + 
° 47,894 .65 11,501 61,683 33,459 .54 28,161 33,522 11,426 84 2,546 29,976 9,910 .33 oe 
Union, Spain ........ 33,158 1,631 .05 33,158 cece ceee eso cose cove ooce on cece sees ecee ceo o- 
Union Marine ...... 21,265 7,041 .33 —65 21,330 9,269 .48 —11,980 33,310 16,654 -50 1,970 31,340 9,115 .29 .. 
United States Fire. .405,861 205,035 .49 —14,409 420,270 221,261 .53 —9,046 429,316 173,830 41 426,645 2,671 623 .23 .- 
United Mut. ........ 9,462 ere. 9,462 coe e006, wee coee oes0 ooce coe eee ocee eoee eee awleud apie eee 
U. 8. Lioyds......... 376,756 238,854 .63 2,532 374,224 210,000 .56 61,879 312,345 149,836 48 78,669 233,676 110,314 .47 oases Pe twee Leela oe 
VICAR oeccce me eee * 2,363 .35 6,765 cece soos eee 13,805 13,805 8,829 .64 —T7,037 30,842 8,135 .39 14,334 6,508 867 .13 6,059 
A tac oe aie Cele nis aee'ee1 3,123 .62 td eetti rer ie rer cscs coos eco eee ccoe seed “tule osce eoce oove cco cade 
Westchester ........ 0, 212,401 .92 —37,291 e242 8 =6©116,854 .44 235,177 33,065 8,879 22 ‘iver esse soe earns eee cers ccc 
Williamsburg City . su bin_ aioe aie Maiaie eoee a peas ip ws» a eee 364,934 206,871 .57 77,488. 287,446 147,823 .61 
Ro, 127,881 61,106 .40 92,693 35,188 3,261 .09 35,188 ates. ner coe eoee vc eece cease eoee ecco 
TOTALS ... .34,097,482 17,104,408 .50 7,137,952 26,949,440 13,717,137 .51 9,288,279 17,796,348 8,097,080 - .46 4,601,430 13,036,901 6,113,499 .47 1,126,254 9,956,074 4,825,578 .49 ®; 
PREMIUMS, LOSSES, LOSS RATIOS AND ANNUAL INCREASES IN PREMIUMS OF 
CASUALTY COMPANIES REPORTED AS “AUTOMOBILE AND TEAMS PROPERTY 
99 
DAMAGE” MEANING SO-CALLED PROPERTY DAMAGE AND COLLISION INSURANCE. 
71918 ~~ 1917 1916 —~ rc 1915 ~— 1914 — 
Loss Increase Loss Increase Loss Increase Loss Increase Loss Increase 
Ratio in Ratio in Ratio in Ratio in Ratio in 
Prems. nor % Prems — Losses % a Prems. Losses % Prems. Prems. Losses Yo — Prems. —" % — 
$ $ $ 
Amer. Bond & Cas. 121,381 34,141 .28 121,381 are eee Seis 2 ace ee sors apa ides amen eas or sige pate ie ‘asia 
Aetna Cas. & Sur.1,082,682 1,003,916 .52—1,729,461 8 602,343 1,154,746 .32 2,377,845 1,284,498 541,505 .42 399,942 884,556 319,946 .36 195,888 688,668 252,254 .37 76,014 
Amer, Cas., Pa... einen 52,361 .50 863 ,100 59,230 .58 24,601 77,499 50,774 65 16,457 62,042 29,504 .48 20,358 41,684 18,346 .44 13,606 
Amer. Auto. ... 261 1,190,559 .48 892,545 2,089;716 50,005 .46 728,302 1,861,414 437,961 .82 505,181 856,283 338,482 .39 332,801 533,165 235,457 .44 39,444 
Amer. Mut. Liab oe bI0 16,908 .16 105,570 oo peme wes enee een cana Sais Jae eoee eoce coc cece coe eeee cee eos 
Amer. Guar., O... 120,658 49,162 .41 1,354 119,304 37,154 .31 61,744 57,560 8,779 15 57,560 puis ae. 2 bee ones er. a 
Amer, Indem., Tex. 140,798 74,422 .59 51,562 89,236 31,285 .35 57,215 32,021 16,999 63 —31,835 63,856 5,203 .08 63,856 eeee CEO . Saw 
California Cas.... ? ban toss Ces woes soa ke, eaeas 1,733 518 .29 1,773 aiatore setae, ees stots rr Serene ose ead 
Bankers Auto..... 134,635 25,999 .15 95,292 39,343 1,777.05 29,343 aaa caieis vie aeiers saiess eee cide cass Sots calc 
Chicago Bond..... 116,776 46,605 .40 6,887 109,889 31,233 .28 109,889 a, abi oie pce 98,575 34,584 .35 2,000 4,476 .05 96,535 
Commercial Cas.. 325,617 169,501 .55 9,272 316,345 155,636 .49 81,499 284. 89,136 -88 84,867 150,479 49,465 .33 150,479 : eee 
Commonw’th Cas.. 171,906 5,758 .07 66,105 5,801 478 .08 2,127 3,674 80 J coe Sone See: Goes wuts 
Continental Cas... 148,071 66,138 .44 78,866 69,205 22,749 .33 26,261 42,944 11,496 127 acatas ate seem “aed eens 
Employers Indem.. 61,896 19,797 .32 51,030 10,866 9,853 .91 1,438 9,428 1,928 21 mae — SIS Moa sais RICE 
Employers Liab.... 896,310 390,202 .43 191,587 704,728 291,923 .42 168,491 536,232 181,943 -84 102,542 438,690 115,055 .27 38,338 6,376 
Fidelity & Cas... 518,140 225,841 .46 129,516 388,624 192,197 .50 136,805 251,719 100,844 .39 91,296 160,423 53,057 .33 32,276 39,261 
Fidelity & Dep... cans Suinis —266,523 .266,523 131,789 .49 60,867 215,656 85,272 40 24,855 190,801 82,420 .42 4,975 21,716 
Frankfort Gen’l.. ede cose ane «6=6 RL 44,291 27,306 .62 745 43,546 23,036 53 18,142 25,404 9,325 .37 6,349 2,376 
Gen. Accident .... 434,510 222,236 .50 79,447 356,063 201,295 .57 74,369 280,694 153,076 55 80,885 199,809 82,618 .41 11,095 188,714 118, 7195 .63 —82,760 
Georgia Cas. .... 389,873 164,684 .48 76,017 263,856 141,392 .54 25,145 238,711 111,075 46 92,821 145,891 39,769 .27 85,136 60,755 27,307 .45 16,824 
Globe Indem. .... 512,735 249,810 .48 153,147 359,588 164,477 .46 40,616 318,972 160,008 50 63,947 255,025 99,382 .39 4,292 250,738 86,255 .34 —890 
Great East. Cas.. 176,413 28,888 .38 17,865 58,548 28,245 .40 35,707 22,841 4,578 20 22,841 jaa iecs see shee Sawn heee ae 
Guardian Cas. .... rear hats me cose coe 64,648 648 18,766 34 41,747 12,901 2,635 20 sible aeons siaiars: Sats sees 
Hartford Acci. ° 418,870 175,387 .42 182,336 236,543 122,485 .52 —28,922 265,465 112,087 42 88,230 177,235 55, 690 .31 92,022 85,213 10,332 .12 85,213 
Home Life & Acci. vere eee —278 278 2,553 4.46 1,490 A 25 -01 2,063 waters aie see Para aware eae iersre ohem 
Indem. Co. of Am. 527,548 95,284 .18 528,090 4,453 29 .01 4,463 cooe eee oc seas me ata. eas eee ieee cigere: “sisi 
Integrity Mut..... 61,676 10,405 .17 61,676 eos olathe: sew eons ON ins am eee set eoee eee eeee cee 
Inter. Indem., Cal. aes sees. see sponte Sale sees oes 150,824 150,824 32,727 .22 150,824 jae peat: iabe obits aie cece cee sees 
Interstate Cas.... 46,772 25,431 .54 10,517 36,255 12,260 .34 34,227 2,028 07 1,886 142 106 .75 83 59 957 16.40 59 
Iowa Bonding.... 2,663 185 .07 2,663 Baers Sie rl verbs Sans: puatess Oe: eee Saud, > ‘have Same: “aor tabi ooee edie. “Age ocala 
Kansas Cas, & Sur. 96,398 49,429 .51 30,892 65,501 27,004 .41 28,517 ' 36,984 11,843 .32 30,105 6,879 1,167 .17 5,864 1,015 94. .01 1,015 
Kansas City Cas.. 41,265 16,534 .40 16,497 24,768 (11,171 .45 10,377 14,391 6,142 43 7,539 6,852 8,005 .44 1,293 5,559 1,740 .31 2,241 
Liberty Mut. .... 11,368 2,283 .20 11,368 —- ans Ss ce sieieis ae oe Lins ioe y eas salen ager Bitels ot sete ae 
Lon. & Lanc. Ind. 89,397 43,640 ... —6,375 95,772 75,258 .78 —99,887 195,659 106,336 54 100,983 94,676 9,793 .10 94,676 aie cg a ae 
Lon, Guar. & Acci. 445,761 162,783 .39 112,359 333,402 129,067 .39 70,294 268,108 100,448 .38 55,095 208,018 71,335 .34 7,441 200,572 64,647 .34 26,381 
Lumb. Mut. Cas 11,202 2,544 .23 11,202 eS ees nae cakes ciate eae AES some wise ates: cms éhee «eee oete ae eee 
Maryland ‘Cas..... 711,432 288,821 .41 248,927 467,505 228,616 .49 152,453 $15,052 1¢8,696 .84 120,599 194,453 57,312 .29 32,373 162,080 55,568 .34 10,915 
Mass. Bonding.... 169,422 58,968 -3T 58,354 111,068 44,662 .40 17,914 93,154 43,659 AT 7,196 85,958 26,742 .31 15,440 70,518 26,630 .38 17,833 
Mich. Mut. Liab.. 4 9 694 ae LIE Sitocs rae ee. pee aes siedio setae: sate ey Hue ene eae see 
New Amster. Cas. 196,650 90,383 wr 61,895 184,755 54,170 .40 58,538 81,217 34,716 43 28,607 52,610 23,405 .45 14,175 38,435 12,982 .34 30,68: 
N. J. Fid. & P.G. 77,037 86,985.49 6,920 70,117 29,678 .42 13,103 57,014 183,760 24 57,014 Rae Say cats mae ae eee “oe 
Ocean Accident .. 519,891 215,689 .42 114,305 408,086 186,915 .46 136,628 268,458 105,395 .39 48,3849 220,109 «= 69,403.81 26,370 198,739 71,372 .37 16,833 
Oregon Sur. & Cas. eases eae ase pane eae —4,333 4,333 2,711 .63 4,333 ota'e sana eee éaas Pe ree oud eee 
Pac. Coast Cas.... en rare ous ee SE eats ee a sade hiv nS. han ae oe a 8,567 1,715 .20 3,271 
Preferred Acci.... 483,200 149,940 .84 112,624 320,576 107,830 .34 58,207 262,369 892,311 181 47,539 «214,880 +=—-56,889  .26 «=«_:11,537 208,293 = 50,061.25 15,705 
Prudential Cas.... pai es pos Sabie sees eos 102,032 102,082 57,873 .57 13,652 88,880 36,572 .41 —15,003 103,383 44,812 .43 15,187 
Republic Cas...... 68,885 38,587 .56 28,519 40,366 24,376 .57 40,366 ve sive sare Sats Ae san eae slate NAGS keeae ex sie 
Royal Indem...... 852,761 225,390 .40 193,402 359,359 180,513 .50 61,731 297,628 132,230 45 «45,109 252,519 71,876 .28 28,485 224,034 81,391 .36 —8,905 
Southern Surety... 135,515 57,976 .42 —19,632 155,147 68,628 .44 10,595 144,522 67,836 .40 _ 35,331 109,221 44,177 .40 91,939 17,282 6,610 .38 17,282 
Standard Acci..... 459,213 185,687 .40 167,416 291,797 121,526 .42 80,979 210,818 _—81,967 .39 «60,908 +«=:149,910 46,462 .31 12,781 187,129 48,519 .35 —954 
Transylvania Cas.. ese ees 16,987 16,987 4,199 .25 8,427 8,560 1,670 -20 8,560 icles YESS sans sails sajsia cols tl 
Travelers Indem..1,864,876 795,347 .42 569,191 1,285,685 683,364 149 440,867 944,818 395,751 43 228,889 715,929 242,058 .34 90,536 625,393 224,258 .36 a 
Union Cas.......+. ey ae nae Sees Ga. ve. 176,115 176,115 64,524 .37 55,006 121,109 38,419 .23 41,5; : 
U. S. Casuaity.... 213,076 115,612.64 59,993 153,083 102,124 167 51,909 101,174 47,466 “47 «—«29,013 72,101 »=— 25,680.36 10,583 «= 1,518 += - 23,973.39 19,364 
U. S. Fid. & Guar. 552,883 237,299 48 89,067 463,816 207,310 .45 149,872 313,044 1181228 138 92,672 221,272 77,074 .35 61,001 160,271 59,175 41 = 16,4 
Utica Mut. Comp.. 3,506 702 .20 3,506 eee ror asex id's ies soee sles. [ 46.0 eeee eee seen oe 
Wisconsin Hard... Ri ins -” ee poe ey ee ; ae paca steers Sota Sinere eRaiora co ostars Ee ane — 
West. Auto Indem. s ’ . ’ E ’ ess iano ‘ eves eee cece coos eee " oce eeee ooee eee 900 
West. Indem., Tex. 184,718 67,875 .50 48,624 86,004 30,414 .35 30,800 55,29 21,225 38 15,082 40,212 10,833 .27 22,456 17,756 4.528 = pg 
Zurich ......-.000 275,071 158,572 .56 65,242 209,829 117.781 56 34,646 175,188 84,281 AT 31,324 148,859 55,955 .39 7,653 186,206 49,563 . : 
ea 
Totals ......17,059,658 7,406,962 “48° 2,406,010 14,654,648 6,283,221 .42 5,219,850 9,484,798 3,758,288 .41 2,660,540 6,774,258 2,340,662 .34 1,357,280 5,416,978 1,612,489 .28 662,647 
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HOME OFFICE 
YOUNGSTOWN, OHIO 
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RALPH G. DAVIS, Sec’y 


YOUNGSTOWN, OHIO 





Modern Policies At Cost - - - Prompt Loss Settlement. 


OHIO AGENTS WANTED WHERE NOT NOW REPRESENTED. 
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Great Eastern 


Casualty Company 


ORGANIZED 1892 
Cash Capital $350,000.00 
HOME OFFICE! 


55 John Street, New York 


Over Four Million Dollars Paid in Claims 
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If you have an opening in your 
office for a Casualty Company 
with a recognized reputation, 
noted for the right kind of serv- 
ice to agents and assured, it will 
pay you to get in touch with us. 


Lines W ritten—Accident, Health, Burglary, Auto- 
mobile, General Liability, Team, Plate Glass 
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London & Lancashire Fire Ins. Co. 
Ltd., of Liverpool, Eng. 


Orient Insurance Company 
of Hartford, Conn. 


English-American Underwriters 


Safeguard Insurance Co. of New York 


Western Department Eastern Department Pacific Coast Dept. 
39 er re Street Hartford, Conn. San Francisco, Calif. 
cago, 


Underwriting the Automobile 


Fire, Theft, Tornado, Collision, and Property Dam- 
age Insurance. The office of distinguished service 


Expert Automobile Underwriters whose every consideration 
is service. 


Expert Automobile Adjusters who specialize in and adjust 
only Automobile Losses. - 


Expert Automobile Special Agents whose watchword is 
“SERVICE.” 


Expert Automobile Management, conversant with every 
Automobile Detail. 
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The Bankers Automobile 
Insurance Company 


Lincoln, Nebraska 
Authorized Capital Stock $500,000.00 
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Exclusively Automobile Insurance in Western 
Territory to Meet Western Conditions. 


















ANaNltVavl Vex (av /evit/@\l\Vaxlivexiivavit/avl 


NON 7A OAILOAIN 
axitVaxiivanitvexiivex 


Writes both one and three year term policies, 
covering Fire, Theft, Tornado, Collision, Property 
Damage and Public Liability. Our extra special rate 
on farming farmers’ cars is the biggest business-getter 
in the history of Automobile insurance. Write for full 
particulars. 


Standard Forms of Policies. 


Agents wanted in the following States: Nebraska, 
Kansas, Texas, Iowa and South Dakota. 
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Agents Make Big Money Representing— 
“IOWA’S TOP NOTCHERS” 


FOR 


AUTOMOBILE INSURANCE 


of every kind 


IOWA AUTOMOBILE MUTUAL INSURANCE CO. 


CEDAR RAPIDS, IOWA 


AUTOMOBILE TRACTOR MOTORCYCLE 
FIRE LIGHTNING THEFT TORNADO 
COLLISION PROPERTY DAMAGE 


ANNUAL or THREE YEAR TERM Policies—Unequalled Coverage 





IOWA MUTUAL LIABILITY INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 


AUTOMOBILE TRACTOR MOTORCYCLE 
LIABILITY (Personal Injuries), Property Damage Liability 
COLLISION THEFT LOSS OF USE 


WORKMEN’S COMPENSATION 


Iowa’s Leading Liability Insurance Company 
Selling Stock Insurance Policies—non-assessable under laws. 


Lowest Rates Service Best 
TIowa-Illinois Agents Correspond 


Cc. J. DUNCAN, Vice President and Gen’] Manager 
Insurance Building 
Cedar Rapids, Iowa 
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Paying Rewards to Officers 


(CONTINUED FROM PAGE 40) 


pensated for it in the form of a re- 
ward. 

For instance, an officer in Minneapo- 
lis might have knowledge of a car that 
was stolen from Chicago, or an officer 
in Kansas City might have knowledge 
of a car stolen from St. Louis, or vice 
versa, but why should he take the 
trouble and go to the expense of re- 
turning the cars to their respective ter- 
ritoryr The answer would be, that it 
is his duty. It is the duty of any offi- 
cer to recover stolen property and to 
apprehend thieves, that is the logical 
answer, but. will they do it? There 
are certain ethics among different offi- 
cers and certain reciprocity shown, 
but all of them would not consider this 
reciprocity. 


THE adjuster should at all times use 
common sense and good judgment 
in the payment or offering of a reward, 
and should take into consideration the 
length of time a car has been gone, the 
character of the car, and the conditions 
that generally prevail in the section 
in which he is acquainted. The officer 
who recovers a car that was taken for 
“joy riding” the same day, or even the 
following day, by stumbling over it 
should not be paid a reward. But the 
officer who gets out and works, de- 
votes his time and spends his own 
money when off duty, or even when on 
duty, getting information that is meri- 
torious and results in the recovery of 
a car that has been stolen and prob- 
ably sold by the thief, is deserving and 
should be paid. And the minute the 
insurance companies cease paying re- 
wards for that kind of service, the re- 
sult will be chaotic. 

I will agree that this is a wrong 
economic condition, but it is useless 
for the insurance companies to revise 
this part of the system of-society. We 
should begin at the. bottom, and offi- 
cers who are looking after the interests 


of property owned by a municipality 
as rich as this country, should receive 
a salary that would attract intelligent 
and competent men. Then _ there 
should be a penalty for officers under 
those conditions to take rewards. They 
would then get proper and ideal re- 
sults, but this is a revision of society 
that cannot be accomplished by the 
insurance companies. ‘Therefore, they 
must take the benefit of the organiza- 
tion that exists today—the police de- 
partments and sheriffs. 


F the insurance companies should 
| cease paying rewards for recovery 
of automobiles to officers, the losses 
would become so heavy that the com- 
panies would have to raise the rates. 
Then a reaction would take place. Au- 
tomobile owners would look for a 
remedy, which would probably be in 
the form of interinsurance or state in- 
surance, because they are the ones who 
pay the fiddler. 

The payment of a reward creates an 
interest in any police department; it 
makes the individual officer on the 
alert, and he will make a personal ef- 
fort because he is going to be benefited 
in a substantial way. 


E adjusters who are on the out- 
side getting the hard knocks and 
bucking up against the conditions as 
they actually exist, know these things 
from experience. To eliminate the 
payment of rewards to officers for the 
recovery of automobiles would knock 
the bottom out of the so-called organ- 
ization, as the officers are the most im- 
portant factor in this organization. 
One might contend that some officers 
might be in collusion with thieves in 
order to get rewards. This is a poor 
argument. Where one or two officers 
might be of such character as to be in 
league with a few thieves, you do not 
want to condemn the whole system 
upon their. acts, no more than you 
would contend that all insurance com- 


one insurance company refused to pay 


a legitimate claim. ‘this is an argu- 
ment generally used by a layman when 
there has been some breach of con- 
tract—he condemns the whole system. 


NFORMATION as to the commit- 

ment of crimes, at least nine-tenths 
of it—and I believe if you will consult 
any chief of police or chief of detec- 
tives, who has had experience, he will 
corroborate my statements—is gotten 
through the underworld through one 
“peaching” on the other, one seeking 
leniency. If it were not for this, the 
arrest and conviction of criminals for 
crimes committed would be a small 
per cent. Most information is gained 
this way; it results in a clue which is 
to be followed up, and that takes time 
and money, and _ such _ information 
could not be transmitted with much 
sutcess from an officer of one locality 
to another, especially if the officer did 
not think he was going to be compen- 
sated for his service. 

I have come’in personal contact with 
many officers in the last ten years in 
the tracing of stolen automobiles, and 
I know their feelings along this line. 
I know that oftentimes they work on 
substantial clues that would undoubt- 
edly result in the recovery of a car, but 
would necessitate the spending of their 
time and some money. If they found 
out the party handling the claim, or 
the company, offered a reward for the 
arrest and conviction of the thieves 
only (and probably the car had been 
sold and there was no chance to get 
the thief) they would simply throw up 
their hands and pay no further atten- 
tion. This would result in the loss of 
a thousand or two thousand dollars 
worth of salvage that could have been 
recovered for the expenditure of a $100 
reward. 

I, therefore, believe that it is to the 
benefit of the companies writing auto- 
mobile insurance to pay rewards not 
only for the arrest and conviction of 


panies were alike from the fact thatthe thieves, but also for the. recovery 
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of the car, and that through the enact 
ment of uniform and proper laws goy- 
erning the theft situation in the differ. 
ent states, and a natural evolution | 
through proper propaganda or educa- 
tion, would be more beneficial to the 
companies than it would be by taking 
the radical steps that some of them are 
inclined to believe in. 































NOTHER most important factor 

in the automobile theft situation 
is a central adjusting bureau in each 
locality. Such a concern should keep 
an up-to-date record of all stolen cars, 
Another material benefit the companies 
would derive would be a line on good 
and bad risks, and preventing dupli, 
cation. For illustration: Some time 
ago a loss was referred to us by one 
company, and a few days’ later another 
company referred a loss of a stolen car 
to us. It proved to be the same car, 
but a different insured. Our investiga- 
tion disclosed that the car was really 
stolen and the real owner was a cap, 
tain in the army. He had left his car 
in the hands of a party for sale, and 
the party who had the car for sale 
mortgaged it, and the mortgagee in- 
sisted upon insurance, which was 
placed in another company. Before we 
got through the loss was paid to the 
real owner by the man who had the 
car for sale, and there was absolutely 
no liability under the policy if which 
the mortgagee was interested, as the 
mortgagor was not the real owner of 
the property, and both companies 
would have paid this less to each in- 
sured had it not been referred to the 
one office for adjustment. 












The National Underwriter was the first 
insurance paper to publish a_ regular 
weekly department of automobile insur- 
ance news. 








Make a friend of your fire chief by 
sending him Fire Protection. Write to 
Fire Protection, 229 E. Sixth street, Cin- 
cinnati, Ohio, for particulars. 


















Injuries to 
other Persons 


Damage to 
Property of 
Others 








AUTOMOBILE LIABILITY INSURANCE 


Against 


ESTABLISHED 1869 


LONDON GUARANTEE & ACCIDENT C0. Ltd. 


Head Office, CHICAGO, ILL. 


RF. Ww. LAWSON, General Manager 





Damage to 
Insured’s own 
Car 
















Injuries 
to Insured’s 
Chauffeurs 



































